








THE EASIEST-TO-SELL FLASHLIGHT BATTERY=—BECAUSE 
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()' course dealers want more 
Revere Ware! We get phone 
calls and letters every day asking us for 
increased shipments. 

But, 


praising us for setting up a distribution 


we get even more comments 
system that permitted a// our friends 
to start out exactly where they left off 
in 1941. Though no one could possibly 
get all they want, every one of you 
should by now have had some Revere 
Ware, and not just promises. 

Also, as we've told you before, we've 
speeded up production. We've received 
and installed new equipment. Still more 
is on order. So, here’s one promise we 
can make! As a result of our improved 
facilities and our plans for new products, 





you will make more money this year on 
Revere Ware than you did in 1941. 

And, by the end of the year, with our 
production almost tripled, you should 
have enough Revere Ware to almost 
meet your demand. 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York 
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Listen to Exploring the Unknown on the Mutual Network every Sunday evening, 9 to 9:30 p.m., EDST. 
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THE LID IS COMING OFF IN JULY! 




















So that all dealers 


could have their share of 


QUALITY REPUTATION PROMOTION 


Yale-trademarked goods, we 


have delayed announcing our new 





products and our new promotions, — A | 

MARK 
but the lid is coming off now—watch 
the next issues of this magazine YALE PUTS 3 BIG SALES MOVERS 


for the big news that spells new volume INTO YOUR BUSINESS 
and new profits for you. The Yale & Towne THE NAME YALE HELPS MAKE THE SALE 


Manufacturing Company, Stamford, Conn., U.S. A. 
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NEW BAKING EFFICIENCY 


For Coal-Wood Range Users! 


nat 








The consumer interest in this ex- 
clusive Duo-Oven Monarch Range 
is stupendous. It’s not surprising! 
Here is the first combination range 
that gives the coal-wood user a 
temperature-controlled oven that 
meets all baking requirements — 
increases baking efficiency — saves 
fuel cost. Cooking top is half coal- 
wood— half electric. Entire range 
requires only 46" of wall space. 


Write for franchise particulars. 


MALLEABLE IRON RANGE CO. 
2466 LAKE STREET BEAVER DAM, WIS. 
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cruvcely “duo-oven’” 


COMBINATION COAL-WOOD-ELECTRIC RANGE 
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Dover comes in a 24-piece 
service ... 6 forks, teaspoons, 
dessert spoons, knives ... 
(knife in a new, modern 
silhouette). 


THis IS “DOVER’’... 


a name to make history 


a dinner service of radiant beauty, classic 


grace—for the millions 


4 sparkles / S; gleams! 


iTS A NEW HORIZON FOR THE MERCHANDISER . . . WITH DAZZLING POSSIBILITIES 
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It's graceful, rich, eleg nt 
ditional settings. 


It's superbly inexpwr , 
improves with use, never requires polishing. 


280 Fifth Avenue, 
New York I, N.Y. 


It’s Exciting News From Coast-to-Coast 


It’s the New Kromex 


Again KROMEX comes through with a new- 
as-tomorrow housewares hit! Again KROMEX 
styling and designing steals the merchan- 
dise spotlight with smashing success! The 
new KROMEX Frig-i-tor is a masterpiece of 
modern streamlined design, with its gleaming 


7 “¢- 


polished aluminum body and glittering bas- 
ket-type Lucite handle and knob. Fiberglas 
insulated, the Frig-i-tor keeps ice cubes firm 
hours longer... keeps soups and other foods 
hot, too! Rugged looking, yet light in weight. 
And best of all: it’s priced to sell in volume! 


And remember, the Frig-i-tor bears 
the name KROMEX—the name that 
means a plus in sales and profits 
above any other brand on any coun- 
ter. KROMEX, advertised in full-color 
in popular magazines like Ladies’ 
Home Journal and McCall’s, is the 
name recognized by your customers 
as THE brand in stylized housewares. 


Kr Om CX ENDURINGLY BEAUTIFUL + Cleveland 15, Ohio 
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Y BETTER 


4 TABLE-TOP SINK 
in AMERICA 
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NuDual Model No. 544-2: / 
54” exclusive Paragon Linoleum Table- . / 
Top Sink. Piano-hinge folding covers over | 
two 18" x 20” sinks; swings clear when not 
used. Red or black marble linoleum optional. 
é NuDual Model No. 544: Sink & Tub, 18” x 20" ec. oa on ah rs 
4 O.P.A. RETAIL PRICE: $166.60 COUPON 
4 DEALERS: Somple or 7/PARAGON UTILITIES CORP. _ 
ders Gilled within 10 deys 50 Van Dam St., Brooklyn 22, N. Y. 
—so RUSH YOUR OR. ene 
DER IN NOW! Ship via ... sae . F.O.B. your whse., B'klyn., N, Y. 
The Exclusive Denesiee Teblo-Tep Cabinet Sink. 
( ) NuDual Models No. 544-2; two sinks 18" x 20" ea. 
eicas ( ) red. lincleum top (  ) black linoleum top.. 
Paragon Utilities Corp. ({ ) NuDual Models No. 544; sink & tub 18" x 20" ea. 
I 50 VAN DAM STREET, BROOKLYN 22, N. Y. (_  ) red linoleum top (  ) black linoleum top. 
| is ERMANENT RII ccvie Ssoushafsnsicitscovetasacsotioss vlesdagheptieoneterisd 
0 2 Rk FURNITURE EXCHANGE * CHICAGO FURNIT SI ciiseisaiescjoncdenicn sce; pasniehslbasndpadathetrlpsdcsiisileskeisiettaakdesnaioncmeiianiae 
“4 AN RANCISCO WESTERN MERCHANOC T 
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argus SCOPE ADVERTISING 
iS APPEARING EVERY MONTH IN 
OUTDOOR LIFE and SPORTS AFIELD... 
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Why you can sell dozens of 
argus OBSERVATION SCOPES! 


Think of every sportsman in the U. S. who hunts, fishes, sails boats, goes 
camping. Then take the top million of that group. Remember that each 
month we're telling those million outdoor people about Argus Scopes in 
advertisements like the one reproduced here. Every one of those ads starts 
the interest that can lead to a sale in some fine retail store. How many of 
those sales will be completed IN YOUR STORE? You can answer that 
question definitely—to your great profit. 

For surveys carefully made show that more than 207,000 readers of 
“Sports Afield” and “Outdoor Life” intend to buy some form of scope in 
the near future. Your own experience will tell you how enthusiastically 
your sportsmen customers go after a product, once they are convinced it 
will ad to their fun afield. So — if you have not yet put on a display of 
Argus Scopes, try one now. If you don’t have Scopes in stock, wire your 
wholesaler. Or Roy Walker, Argus, Inc., Ann Arbor, Michigan. 


argus OBSERVATION SCOPE 


Built by ARGUS, manufacturers of fine 
cameras and precision optical instruments 
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FROM LARIATS...TO HAY ROPE 


There are numerous profit-making ad- complete line of first grade farm 
vantages and service conveniences to and ranch cordage. “AMERICAN 
distributors in being able to obtain BRAND” Hay Rope, Truck Rope, Lari- 
from one source, all of a customer’s ats and Utility Rope ‘are made of the 
needs for any product.American Manu- __ very best materials obtainable and have 
facturing Company mills produce a ready acceptance from coast to coast. 


s 


* American Brand. 
CORDAGE 


ROPE ° TWINE * OAKUM ° PACKING 
A Complete Line from One Source of Supply 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
Sales Offices: BALTIMORE * BOSTON + CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 


ke 


JUNE 20, 1946 











the little character appearing on the economy 

assortments of Sand paper and Emery cloth... 
and featured on the “Handy Sandy” Display Basket! 
On the counter in your paint and household depart- 
ments—he cheerfully reminds your customers to buy 
an item nearly everyone needs. 

With this popular line of paper and cloth assort- 
ments dressed up in a distinctive package, you 
will havea natural to cash in on those extra sales. 
What's more, “Handy Sandy” is in there fight- 
ing for you every day in the year. No seasonal 


AR i ise as a salesman, “Handy Sandy” is 





layoffs for him. The constant demand for these items 


_ Creates a steady flow of profit with little or no added 


effort on your part. This is no idle statement. It’s a 
proven fact. Thousands of retailers throughout the 
country have discovered this easy way to pick up 
those extra dimes. They add up to a substantial sum 
in a surprisingly short time. Don’t pass this up. It’s 
easy to add “Handy Sandy” to your sales staff. Give 
“Handy Sandy” a chance and he will come 
through with a neat sales profit every time. Ask 
your jobber. The Carborundum Company, 
Niagara Falls, New York. 
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FOR PAINTERS, 


CARPENTERS. MECHANICS 
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TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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SEE YOUR N EWSPAPER 
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AND TIME, 
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FATE AS THE GOAT 
INSTEAD OF 
A HERO... 


oo SHARP/' gab The 


> AND MAKE 
S LOCAL SHAVING 
HEADOQU 
THE YEAR ROUND! 
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/4 DSTORE RADIO 
\AND STEP UP . 






Copyright, 1946. by Gillette Safety Razor Company 
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O’BRIE N, RKO Radio Pictures star, intro- 
duces son Sean to the new Nydar Shotgun Sight. 


40% 


PROFIT ON NYDAR 


When purchased in minimum 
quantities of one dozen. The 
Nydar Shotgun Sight retails at 
$27.45 plus installation cost. 


Any good gunsmith can mount 
Nydar. Full and detailed infor- 
mation on mounting sent with 
each dealer order. Effective Deal- 
er newspaper advertising mats 
also available with order on re- 
quest. 























* 
Canadian Sales Representative 
CANORA SALES COMPANY, LTD. 
1641 Lincoln Avenve, Montreal 


is ‘ 

NYDAR DEALER DISCOUNTS 

When purchased by gross—$27.45 each less 33'2%, 10% & 10% 
When purchased by dozen—$27.45 each less 33'2%, 10% 


When purchased less than dozen—$27.45 each less 33'2% 
Prices slightly higher in Canada 


2326 Glenview Road 
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Glenview, Illinois COUPON! 
Please send us NYDAR SHOTGUN SIGHTS in exact quantity 


checked: 

1 gross ._0 1/2 gross 0 1 doz. oO 

1/2 doz. O 1/3 doz. O 1/4 doz. O 1/6 doz. 
Dealer Name___ — odie ae ee: 
SO eee ‘ Sor 

a Zone________ State 


Authorized signatere = => i Sa a ee Ne 





THOUSANDS OF SHOTGUN 


SHOOTERS WANT 
the Amazing New 


ydar 


SHOTGUN 


SIGHT 


MEET THE DEMAND! ORDER NOW 
FOR THE HUNTING SEASON RUSH! 


Within a few weeks, thousands of eager hunters will want 
their guns equipped with the remarkable new Nydar 
Shotgun Sight. For seldom, if ever, has a new sporting goods 
item been so quickly accepted as a really great sporting goods 
development... and a real necessity for successful hunting. 
© The new Nydar Shotgun Sight puts a “‘bullseye in the 
sky’’—projecting a dot and circle in space, indicating the 
exact center of impact of the shot charge. It gives the shooter 
greatly increased accuracy, helps to determine range of tar- 
get, and is a guide for correct leading. 
© Nydar is ideal for all types of shooting—for any kind of 
game, especially wing shooting, and trap or skeet. You 
look through Nydar with both eyes open; no lining up of gun 
or sights necessary. A Nydar shooter gets on his target faster 
and hits it yards sooner. 
© Nydar is built around precision optics on the 
same basic principle so thoroughly proven for 
split-second aiming of aircraft guns during the 
war. It is strongly made to stand hard field usage 











Sa and can be mounted on any type of shotgun. 


SWAIN NELSON CO. MAIL ORDER ; 


© Nydar demonstrations are bringing more cus- 
tomers into stores than any other sporting 
goods item in recent history. No dealer should be 
without a Nydar mounted on a gun for store 
demonstration. 


NATIONALLY ADVERTISED 
Life— Saturday Evening Post—Collier’s 


oO 


or. Sport’s Afield— Field & Stream—Outdoor Life 
'e? Hunting & Fishing 
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INTRODUCING 
A NEW 
ARTNERSHIP 
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Ed McLaughlin and... .. Charlie Millard, veterans 
of over 25 years in baseball bat production, are at last realizing 


a long-held ambition—now their own label is on their own high 


eae noe 


grade bats. 














% Seldom is a new partnership so well prepared to serve the trade. 
ol Ownership of over 10,000 acres of Adirondack Mountain White 
5H: Ash, Hickory and Rock Maple assures McLaughlin- Millard of a 
t = . 
fie id steady flow of the finest bat timber in the world. Rigid inspection 
zoods 3 “from timber tract to finished bat,” under personal supervision of 
— ' Ed and Charlie, guarantees expert turning of this straight 
. * 2 
n the ‘ grain timber into precisely balanced bats. 
g the R 
4 
“ad i McLaughlin-Millard production in "47 will . 
; be doubled to meet demand. Order August 1 
=. | to assure yourself of full bat racks in "47. 
, You | 
f gun ¥ 
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n the 
n for 
zy the ' 
sage 
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5. SOLD EXCLUSIVELY BY 
Z MUNRO SALES, INC. 
Life é 751 State St., Utica 4, N.Y. 
& 230 Fifth Ave. 209 S. State St. 934 Williams Mill Rd. 324 W. Plum St. 751 S. Mariposa Ave. 4 
e New York. N.Y. Chicago. Ill. Atlanta, Ga. Durant, Okla. Los Angeles, Calif. a 
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- PLYMOUTH 


TO TIDE YOUR CUSTOMERS 
THROUGH THE ROPE SHORTAGE 


Send coupon below for free 


copies of valuable book and chart 


Hardware distributors and dealers are 
now aware that the acute shortage of nat- 
ural rope fibers means that there will be 
little improvement in rope supplies for 
months to come. Not all your customers 
realize it, however. Someone has to give 
them the facts. 

Plymouth is taking every possible step to 
make the situation clear to your custom- 
ers. We want them to understand why it 
is impossible under present conditions for 
you to supply them with all the ropes they 
need, and how you can help them in this 
emergency. 


Make full use of these Plymouth customer 


PLYMOUTH 


CORDAGE PRODUCTS 


ROPE e TYING TWINE 
HARVEST TWINE 








helps. They will save your time in ex- 
plaining the reasons for the rope short- 
age. They will enable rope users to make 
their present rope last longer. 


Your customers will appreciate this type 
of service. It will help them to meet the 
hardships which the acute rope shortage 
will continue to cause for months to come. 


Clip, sign and mail us today the handy 
coupon below. It will bring you promptly 
a free copy of Plymouth’s useful new book 
“The Rope Shortage and How to Meet 
It”. Likewise, a free copy of Plymouth’s 
wall chart on how to make rope last longer 
will be sent you. 


Plymouth Cordage Co. 
North Plymouth, Mass. 


Kindly mail me your new, free book on the rope 
shortage, and your wall chart on making rope 


last longer. 
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Here’s the Colonial Hooked Rug*, 
an exclusive Bird pattern. The pic- 
turesque design captures the warmth 
and homespun friendliness of early 
America. In ground colors of tan 
and brown, (6221). Ideal for liv- 
ing rooms, bedrooms, dens, dining 
rooms. Can be used with early 
American or other period pieces. 
Also in 8/4 and 12/4. 

* Design patented 


word : 


se 


And Armorlite* has the beauty that sparks her urge to 





buy. Every eye-catching color, every style-right design, is 
keyed to what today’s homemakers want and need. : ANI 
That’s because all Armorlite enamel surface goods are re me 


pre-tested for consumer preference by a jury of home- that is 





makers drawn from the groups who buy these floor irt or 
coverings. That’s why the Armorlite line builds — and ATI 
holds — a following. And that’s why more and more Eplinte 
dealers are featuring the Armorlite line. *Res. U.S. Pat. Of. ' ylons | 
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“For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass. - 295 Fifth Ave., New York ~ 13-118 Merchandise Mart, Chicago 
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clothespins 


DESIGNED TO SERVE YOU BETTER 





Reg. U. S. Pat. Off. Pats. Pending 


EANS MORE PROFIT=MORE 
SATISFIED CUSTOMERS e e o Here, at last, is the 








ANITARY. The new Mastro pins 
re made of ftich, solid, modern plastic 
at is non-porous. and will not absorb 
irt or moisture. 


ATIN FINISH. Smooth, with no 
plinters, they will not stain or harm 
Bylons or other delicate fabrics. 


TURDY. Stronger than ordinary use 
Balls for, they will hold any clothes in 
rong winds; they take a firm grip on 


astro clothespins are nationally advertised 
shed retail price. Ask your jobber or write to MASTRO, Department C. 


(& 7 Clean — (Mways New 





count oe ~*™ o 


clothespin that combines the most mod- 
ern scientific advances in design and 
material. Born of the housewife’s dream 
for a pin that will not harm delicate 
fabrics; that is bright, sanitary and in- 
expensive; that will stand up under hard 
use without breaking or losing tension, 
this pin serves your customers better 
and brings more profit to you. 


clothes and never work loose or lose 
tension. Mastro clothespins are not af- 
fected by hot or cold weather. 


BRIGHT COLORS. Mastro 
clothespins are packaged in a wide vari- 
ety of brilliants and pastels. 


EASY TO USE. This pin is shaped 
to the hand and the clothesline, clamps 
on the line or wire with little pressure and 
comes off with an easy pull. 


. sell at the estab- 


49 for 
$400 
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Think what this means to you — by stocking a few inter- 
changeable parts you can adapt a lock to different functions. 
This eliminates the need for stocks of separate locks for 
each function. 


RUSSWIN “TEN-STRIKE” LOCKS will be available soon. 
Russell & Erwin Division, The American Hardware Corp., 
New Britain, Conn. 


: RUsswI 





DISTINCTIVE HARDWARE 











fy)! .. RUSSWIN “TEN — STRIKE” 
Cylinder Lock Line 


A truly great advance in 
cylinder locks. 10 outstanding 
sales advantages for the trade 


1 STANDARDIZED CASE- 25 lock func- 
tions available in one size case. 
Over 800 possible different com- 
binations. 

2 CASE 1S SMOOTH - no bosses or pro- 
jections means better fit, easier 
mortising. 

3 HUBS, LATCH BOLTS and DEAD BOLTS 
are forged bronze; all interior 
working parts are extruded or 
wrought metal, to withstand abuse 
and assure long service. 

4 ARMORED FACE protects against tam- 
pering. By changing the face plate, 
dealer can adapt the lock to various 
functions and can change the finish. 
Rabbeted front can be supplied. 

S THE FIRST LOCK with REVERSIBLE 
anti-friction Latch Bolt. Easy for 
dealer to reverse. ADJUSTABLE 
FACE PLATE makes the lock adapt- 
able to any commercial door bevel. 

6 BALANCED KNOB ACTION - same spring 
tension im either direction gives 
lock perfectly balanced knob 
action. 

7 ALL LOCKS are available with anti- 
friction ( 5%” throw) or plain (%,” 
throw) latch bolt. Dealer can 
change lock to either type. 


8 DEAD BOLT LOCKS are available with 
either 4” or 1” throw. By stocking 
both lengths of dead bolts and turn 
piece hub dealer can change easily 
from standard to long throw. 

Q FAMOUS RUSSWIN ADJUSTABLE BALL 
BEARING PIN TUMBLER CYLINDER. 
Adjustable for doors from 144” to 
214” thick. 

10 TWO LINES —Standard: 1” x 8” front 
for 144” doors, 22” backset (avail- 
able in special 234” backset). Case 
is the same for all types of lock 
functions. 

Heavy Duty: 114” x 8” front for 134” 
and up doors, 234” backset (avail- 
able in special 21” backset) other- 
wise identical with Standard series. 


Nes always have the edge 
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FLEX-BLADE 


340 W. 70TH ST. Dept. A-5 NEW YORK 23, N. Y. 
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Stanley Scraper No. 82 -— Single 
hardwood handle can be tilted. 
Spring in the head acts as a cushion 
to eliminate chatter. Works close to 







corners and moldings. 







Furnished with two steel blades, 
tempered and polished — straight 
blade with beveled edge — formed 
two-edge blade for rough and fine 
work. Can be sharpened with a file. 








REPUTATION for fine perform- 
A ance has already preceded every 
Stanley Tool you stock and display 
—a useful force in producing vol- 
ume sales. Stanley Scrapers are 


designed to do a better, easier job 


. . . i Stanley Scraper No. 80 — Double 
ants 7 - ' 
built to give long caves. Expen ' handle style. Body and handles are 







sive? On the contrary, they are cast in one piece and japanned. 
‘ Raised handles protect the user’s 
priced for popular sale. sails 





Fitted with a high quality beveled 
edge steel blade, tempered and pol- 
ished. The blade may be sprung 
to slight curve by tightening 
thumb screw for faster, 






< Pee 








easier cutting. 












Due to the great demand for Stanley 
Tools, your jobber may not have 
these Stanley Scrapers in stock. 
They are in production and job- 
bers’ orders are being shipped as 
promptly as possible. 
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Trade Mark 


THE TOOL BOX OF THE WORLD 
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~~ interchangeable parts 
Yep — they’re just one more important addition to a long line of 


: = 
X 1946 “make-life-easiers” . . . like home freezers and sun-heated homes it 


and jet airplanes that make it possible to breakfast in New York and tj 


a « 
“~S 


. lunch in San Francisco... if 
. ™ Of course, the “Hallowell” Speed Tool Kits may not be on a par 

SOCKET SCREW KIT with sun-heated rooms or jet planes . . . but they will play an im- 
with interchangeable bits portant role in the life of busy people, and, they'll mean a lot, to 
those who aren’t so busy, but who prefer things neat, tidy, compact 


I YN . . . and convenient. | 

7 Mf \\ There are seven different Kits: 2 sizes of the “Auto” Kit; 2 of the 
“Socket Wrench” Kit and 2 of the “Socket Screw” Kit... for a i 

greater range of tool sizes; and there is a “Home” Kit. All the Kits, 

each one of which will fit in. the palm of your hand, contain a total 


ww ” 
AUTO HIT of 50 tools . . . Phillips, flat and hex screw drivers; clutch head bits; 
~ interchangeable parts hex socket wrenches; a gimlet, a reamer, a tack-lifter, and even a 





neg Fu egy TeeereEreneesewes 





bottle opener. ‘ 

The tools are made of high-grade alloy steel; the handles of dur- 
able Celanese* plastic. All but the “Home” Kit have a swivel bit-chuck 
for better leverage. And . . . each Kit will give long, hard 
wear . . . because it is a “Standard” product, made to 






“Standard” specifications. Write for our 8-page booklet 
q Gg that fully describes these handy Tool Kits. 

Ait ” . . . rr . 
4 SOCKET WRENCH HIT 8 Some territory still open to Suppliers. Write today for 


with interchangeable sockets our attractive proposition. 








These Kits make grand holiday gifts or prizes. 

















Kits: Patents Pending *Reg. U.S. Pat. Off 








OVER 43 YEARS IN BUSINESS 


JENKINTOWN, PENNA., Toys 736 BRANCHES: BOSTON - CHICAGO - DETROIT - INDIANAPOLIS - ST. LOUIS « SAN FRANCISCO 
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A MESSAGE TO THE HARDWARE INDUSTRY 


Big ADVANTAGES 
OFFERED INDUSTRY 


w rue UNION 


oa] AVAILABILITY OF RAW MATERIALS 
2) ADEQUATE SOURCES OF POWER 
© OPPORTUNITY FOR DECENTRALIZATION 


4) NON-RESTRICTIVE LEGISLATION 


LARGELY NATIVE-BORN LABOR 
AVAILABLE 


* 

Union Pacific—the Strategic Middle Route 
—unites the East with the Mid-West, 
Intermountain and Pacific Coast states. 


It has facilities and equipment designed to 
meet industry’s heaviest demands. Trained 
traffic men offer a helpful, cooperative 


service to all shippers. 






The Progressive | 


Pacific WEST 





6 HEALTHY LIVING CONDITIONS 

6% GOOD SCHOOLS 

ts GROWING CONSUMER MARKETS 

9) INCREASING INDUSTRIAL DEVELOPMENT 


Q@ FAVORABLE DISTRIBUTION FACILITIES* 


For information regarding western indus- 
trial sites, write W. H. HULSIZER, Gen- 
eral Manager of Properties, Department 
101, Union Pacific Railroad, Omaha 2, 


Nebraska. 


be Specific - 





UNION PACIFIC RAILROAD 
The Stoalegic Middle Leute 


HARDWARE AGE 


say Union Pacific’ 
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Like spikes on track shoes, the 
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HEAVIER, TOUGHER NAP 
ON if 
ENNSYLVANIA TENNIS BALLS 1 
MEANS 
MORE CONTROL , 
} Whether the player uses a slashing game or i 
relies on court generalship, he'll find his 
game improves when he plays Pennsylvania 
Championship Tennis Balls. Pennsylvanias 
give more control — and the explanation is 
Pennsylvanias’ heavier, more durable nap. 
r 
* a 
us- 1 
en- 
ent , ft 
2. CONTROL AT IMPACT CONTROL IN FLIGHT CONTROL ON THE COURT 1 
The heavier nap of Pennsylvania Champ- The nap on Pennsylvania Championship When Pennsylvanias touch the court, the f 
ionships makes a non-slip contact between Tennis Balls is more durable, keeps them up “stuff” the player puts on the ball pays off f 
racquet and ball, making possible tremen- to U.S.L.T.A. weight standards longer, gives » in trickier, harder-to-return bounces. The grip i] 
dous cut, twist or top-spin. you more games of true-flying play. of the heavier nap does it! f ) 
i 
More Pennsylvania-made tennis balls are sold than the 
combined total of all other manuftcturers’. 
r PENNSYLVANIA 


Champioushife 
TENNIS BALLS 


"When you sell Pennsylvanias, you sell the best"’ 







PENNSYLVANIA RUBBER CO. JEANNETTE, PENNSYLVANIA 
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FORMICA 
pith & RICK Plates \ 











THE BIG DEMAND IS NOW 


rr FORMICA 


PUSH and KICK PLATES .. 


APPHERE has been a change in demand for push and 
kick plates, and the type now most widely wanted 
is the Plastic Formica Push and Kick Plate. 


These plates are made in standard sizes and colors 
and shipped in individual envelopes. 

The colors are carefully chosen to harmonize with the 
most commonly used door finishes. 


The plates are stain-proof, durable, and are very 
easily cleaned with a minimum of polishing and labor. 


During the war they were used on hundreds of hos- 
pitals and other high priority contract jobs. They are 
on hundreds of specifications for post war construction. 


THE FORMICA INSULATION COMPANY 
4646 Spring Grove Avenue e Cincinnati 32, Ohio 


HARDWARE AGE 


























Easy to Apply! No Tools! 
No Fuss! No Mess! 


Peel off protective strips to ex- 


Wipe pipe dry. This is so DRI-PIPE’s 
pose “self-stik” adhesive edges. 


“self-stik” adhesive will stick. 


Bring DRI-PIPE around pipe, over- 
lap and press other adhesive edge 
in place. 


Apply one adhesive edge to pipe 
— lengthwise. (DRI-PIPE does not 
wrap spirally.) 


MYSTIK 5e45zé 
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Packed in a flashy, self-display box; 6-ft. 
roll for up to ¥" pipe, retailing at $1.25 


Anyone can stop pipe drip-easily, quickly, positively, with 
Mystik Self-Stik Dri-Prre. Applies to pipe in a moment 
—by its own adhesive— without fuss or mess. No tools, no 
skill, no experience are necessary. 


Dri-Prper’s thick insulation preverfts condensation. The 
waterproof outer backing—a positive vapor barrier—pro- 
tects the insulation. No painting is needed. 


Sweating pipes—in basements, stores, plants or wher- 
ever there are cold water pipes—mean big demand for 
Dri-Prre. Make these profitable sales right now. Order 
Dri-Pire from your jobber today. Or write— 

Mystik Adhesive Products, 2650 North Kildare Avenue, Chicago 39 


DRI-PIPE 



















TRADE MARK REG. 

Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equipe 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee Me 
makers... exclusive with Vaculator. 


Mebane. po ce ann = 
BE Stic a RR ari 


coer No cloth « No paper 

ly Snaps in easily 

the Cannot pop-up or fall out 
Fits all standard makes 


ns 









1800t mane 816 


PROFIT SALES BUILDERS 


6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 





a 


Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
...heavy duty construction ... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and . .- base is black plastic with two-heat brew and warm 


performance. List price .........2seee0% $15.75 GWU, BANOO is 0's ec dccccccsen cooccee Saume 
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HARDWARE AGE 
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THE McKEE RANGE-TEC SKILLET 


the most advanced idea 
in frying pans 


Because—it is sturdy and long-lived . . . it permits 
the house-wife to ‘look while she cooks” . . . the 
handle remains cool and there is less smoke to 
dirty the kitchen . . . it is cleaned in a jiffy. Be 
sure to stock and sell the McKee Range-tec Skillet 
—and other nationally advertised Range-tec and 
Glasbake items. See your wholesaler, our sales re- 
presentative or write us. McKee Glass Company, 


Jeannette, Pa. » » Quality glassware since 1853. 


McKEE 
RANGETEL GLASBAKE 


TOP.OF STOVE WARE «+ = 





























THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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\\No. 225 Vegetable Brush ad 


Sa 

This is the Proved Way to Bigger brush 
sales — the VISUAL way to more profits! 
Clear, sharp photographs of the brushes 
in actual use create an instant desire in 


the customer’s mind — result in extra 
sales. 


THROW OUT THE OLD! 


Yes — throw away that inadequate and 
obsolete old fixture you have been using. 
Put this new #3450 VISUAL DISPLAY 
to work for you and watch your brush 
sales double. 














This Visual Merchandiser FREE . . . . with assortment 43450 
15 fast-selling numbers with a total quantity of 91/4 dozen. 


Your Profit—371h% 


ORDER THROUGH YOUR WHOLESALER TODAY! | 


KELLOGG 2:ctc, BRUSHES 




















Your women customers will grab this Kellogg Quality Jumbo Size 
Metal Scouring Mop, equipped with a Kellogrip handle. It will out- 
last and outperform the ordinary scouring mop, but most appealing 
of all is that full size handle that protects tender hands and carefully 
manicured nails. 


Offer #41050 


4 doz. in convenient display shipper 
Retail Value $16.80 


Your Profit — 37% — $6.30 





KELLOGG BRUSH MFG. CO., WESTFIELD, MASS. 






HARDWARE AGE 








brush 


srofits! 
rushes 
sire in 

extra 


LD! 


te and 


each with 
special sales appeal 


INDIVIDUAL 
PURE emma | 
ASH TRAY 


Handsomely boxed in sets of eight. A new item 
of heavy aluminum, beautifully finished in two- 
tone and attractive enough for anyone’s table. 
A hot-seller at eight for a dollar. Attractively 
priced. 


Your orders receive prompt at- @ Sales-producing literature available for mailing. 
tention because these items are 


@ Attractive point-of-sale and window displays. 
READY FOR SHIPMENT! 


@ Mats for newspaper advertising. 


® Other dealer helps. 


HOUSEWARES DIVISION 
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NUIONE 


NU-700 .. . the 7-Chime Wall Display 
that Pays for Itself Right from the Start! 


To sell more chimes, place this new store-tested dis- 
play on a wall where customers can quickly see it, 
where they can easily reach the push buttons. . . and 
they'll sell themselves. A working display is always 
a business builder and this one will work overtime 
for you. At no extra charge, you get two NuTone 
Door Chimes listing at $6.95 each with every NU-700 
Display. Shipping weight complete, approx. 30 Ibs. 


Packed in individual carton. 


Two NuTone 2-Door Chimes ($6.95 list each) 


You get to offset cost of board 
all this for One 3 x 4 ft. green Masonite board with 
white lettering and gold-toned decoration 
$14.00 One B-10A Transformer and Plug-in Cord 
with the Fourteen Push Buttons 
Complete wiring for Seven Chimes (you fur- 
NU-700 nish chimes from your stock) 
“DEAL” Price-identification Card for each of Seven 
Chimes illustrated 


your wholesaler. He also has literature on | 
other boards for displaying the entire Nu- | 
Tone line. Call him, today. i 


sine asm snenieatipentan umn comme comscencaciiep enupenssaesianssitnciseeataivasins anmnaiapite sitte 4 
[ Order NU-700 and NU-400 Displays from 

! 

! 

| 





” 

NuTone Chimes and Transform- 
ers are fair-traded in all fair- 
trade states. 





Bes to increase store traffic and build chime sales 





with these completely wired, ready-to-use 


DISPLAYS! 


NU-400 . . . the 4-Chime Table, Counter, o» 
Window Display that Repays You Immediately! 


Small enough for table or counter . . . big enough to do a real 
selling job! A traffic-builder, too, when used as a window 
display. Without extra charge, you get one NuTone Door 
Chime listing at $6.95 with every NU-400 Display. Shipping 
weight complete, approx. 13 lbs. Packed in individual carton. 


One NuTone 2-Door Chime ($6.95 list) to off- 
You get set cost of board 
One 24 x 24 in. easel-backed green Masonite 


all this for board with white lettering and gold-toned 


$7 00 decoration 
+. F ~< One B-10A Transformer and Plug-in Cord 
with the Eight Push Buttons 
Complete wiring for Four Chimes (you furnish 
NU-400 chimes from your stock) 
“DEAL” \ Price-identification Card for each of Four 


Chimes illustrated 














NUTONE, INCORPORATED 
Merchandise Mart, 
Chicago 54 


200 Fifth Ave., 
New York 10 


931 E. 31st St, 
Los Angeles 11 


Terminal Sales Bldg., 
Seattle 1 


WORLD'S LARGEST MAKER 
OF DOOR CHIMES 





CSR 





HARDWARE AGE 
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GUAKERTROL 


THE Bow OF _ 


4 THE CHIMNEY .-/ | 
Wins over oil heater 
\ yy CHIMNEY TROUBLES 
\ Ye-ees Sir! QUAKER dealers 
: everywhere are going to cash in 
3 on QUAKERTROL because it 


takes the “trouble” out of chimneys 
... automatically creates just the right 
draft for ALL fire settings. Imagine 
what YOU can do with an exclusive 
sales feature like this . . . sootless, smoke- 
less combustion and maximum heat at 
ALL fire stages REGARDLESS OF 
THE SIZE OR KIND OF CHIMNEY! 


QUAKERTROL— 


latest achievement of | 
_ QUAKER research 
—is the only device 
that automatically 
controls and = syn- 
chronizes the flow of ‘ 
air with the flow of oil at every setting from 





QUAKER "2200" 
















3 
a 
i 





low to high fire. Matchless performance re- Here is the heater you can attach to any chimney with 
gardless of chimney size or draft is sure! cial k sil gi d 
Saves pe ay more in fuel costs over any rexagie ae Sash non . ne it is QUAKERTROL 
natural draft heater. ing performance because It 18 

equipped. Think of it . . . faultless performance in any 

home ...on any chimney ... in 

DEALERS: Now is the time to get rid of any climate when you sell this 
profit-eating service calls caused by faulty THIS finest-of-all-heaters, the 
chimneys. Find out why you can sell faster MAIL QUAKER “2200” 
_+ + make more money with the QUAKER ypon 
line of oil space heaters. co i There’s a QUAKER for every 


TODAY: size heating job. 


= 4A @32 GS OR OS ee ee ee ee ee ee ee ee ee ee 


Quaker Mfg. Co. pects 
223 W. Erie St., Chicago 10, Ill. 

Gentlemen: I am interested in getting more in- 
formation about the QUAKER line. 


we FIRST ja ott he tend Es. bn a56.0 nd ebeiknoneinge ed Pee eey tery err ; 


The LAST WORD «x eggiccency [ | ee late STATE 
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We’re working at top speed to keep give you rugged, durablé, modern-styled 
Androck baskets coming to you—enough baskets in a wide range of styles and 
for all your customers. In design and sizes. The market is all yours . . . with 
construction no effort has been spared to Androck Bicycle Baskets! 


THE WASHBURN COMPANY vecurcec. i. . nies, mien. 





No. 1642 — Large 
Size, 18 x 13 x 6”. 
Long clamps to han- 
dle bar. Upright 
braces with four ad- 
justing holes carry 
load to front axle. 




















No. 243—Giant size for extra- 
heavy loads. Leather-lined 
“bulldog” clamps. 


No. 642—Large Size, 18’’x13” 
x6". Short clamps to handle 
ber and upright braces to | Over 60 YEARS OF MERCHANDISING EXPERIENCE 
front hub. Fastens easily to 
any bicycle. 











HARDWARE AGE 





FAST-MOVING THERMDS sranp 


TRADE-MARK REG. U, S. PAT. OFF. 


KKS 


FOR ALL 
PINT AND QUART 
VACUUM BOTTLES 


“BAKER'S DOZEN” DEAL 


One Extra Cork with Each Dozen 


@ Here’s a staple item which practically sells itself— 
highest-quality Thermos brand replacement corks, 
attractively packaged on a 26-unit counter card. 
You buy two dozen and have 26 to sell. 

Every vacuum bottle owner should have at least 
three corks for alternate using, so each cork may be 
kept fresh and sweet. “Thermos” corks are easy- 
fitting, long-lasting. They’re odorless, tasteless— 


THE AMERICAN THERMOS BOTTLE 


Thermos Bottle Co., Ltd., Toronto 


made of fine-grain natoral cork—efficient heat- 
retainers as well as sanitary bottle stoppers. They 
fit all standard pint and quart vacuum bottles. 
(Special size corks for half-pint bottles are available 
also in cartons of one dozen each.) , 

Order the “Baker’s Dozen” Deal of Thermos brand 
corks from your distributor today. Display them 
prominently and you'll get sales without effort. 


COMPANY, NORWICH, CONNECTICUT 


Thermos Limited, London 


LOOK FOR THE TRADE-MARK ON THE BOTTOM 


THERMOS 


REG. U. S. PAT. OFF, TRADE-MARK 


BRAND VACUUM WARE 
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— ‘Next time 
4 these will have 
Sa Aluminum Screening” 








Word is getting around. Homeowners are looking 
forward to the day when they can enjoy screening 
of aluminum—when screen stain will be a thing 
of the past—when unsightly streaks will no 
longer mark light paint and masonry. 

You won’t be able to get a supply of aluminum 
screening right now—there isn’t enough to go 
around. But when you order from your supplier 
—be sure you specify screening of Alcoa Alclad 
Aluminum—the product of 15 years of research. 
Sereening of Alcoa Alclad Aluminum is tough 
and strong and long-lived. It’s the screening your 
customers want—the kind you will want to sell. 
Avtuminum Company or America, 1753 Gulf 


Building, Pittsburgh 19, Pennsylvania. 


IT CAN’T RUST IT CAN'T STAIN 


HARDWARE AGE 





Announcing’ 


m SARGENT 


PRECISION BUILT, 








Mortise type, cylinder in knob, 8 functions Cut-out type, cylinder in knob, 8 functions 





NLY in its functions, knops, escutcheons, does this revolu- 

tionary lock resemble any you have ever seen. It is an 
outgrowth of the war, a direct descendant of aircraft armament. 
The Sargent Precision Built Integralock has the strength, pre- 
cision and compact simplicity that gave thousands of Naval 
aircraft their mighty sting. For it is designed and built on the 
advanced principles Sargent & Company developed as leading 
producers of bomb shackles for Navy warplanes. 


Examine this lock inside and out...you will see that these are 
not empty claims. Notice its smooth, positive action and its 
simplicity. It has 30% fewer moving parts than the finest 
Sargent lock ever before made. And with the exception of its 
graceful knobs, there is not a single casting in this lock! All 
parts, knobs excepted, are of high-strength pressure formed 
metals... bronze forgings, extruded brass, cold formed steel. 


Naturally, this opens the way to far higher strength, more 
compact design, the latest type of precision machine operations, 
and complete uniformity of parts. The result is a vastly superior 
lock that you can sell at extremely attractive prices. Samples of 
the mortise type: lock are now being displayed by Sargent 





Interchangeable precision ports. 

Latch bolts, guard bolts and dead bolts extruded brass. 
Internal parts of cold forged steel and extruded brass. 
Enclosing structure of cold formed steel. 

All steel parts cadmium plated. 

Self-lubricating Oilite bearings. 

Truare retaining rings for knob assemblies. 

Fully compensated knob shank, no spindles. 
Self-aligning cold forged bronze escutcheons. 

Turned bronze escutcheon bushings. 

Cylinder in knob, either five or six pin. 


Available in a ber of hand bronze, bross and 
chromium finishes. 


Protected by U. S. letters patent. 





SARGENT & COMPANY 











distributors. The cut-out type will be available soon. 


NEW YORK « NEW HAVEN, CONN. + CHICAGO 
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Inside 
jobs need 


To slight the inside or 
“hidden” details of good building is to risk 
reputation and customer good will. For 
example, the few pennies temporarily saved 
by “skimping” on sash cord hurries the day 
when replacement is necessary, resulting in 


disappointment and dissatisfaction. 


Puritan Sash Cord, with its unquestioned 
reputation for extra strength and longer life 


can be safely specified and recommended. 


PURLTA 


<S 
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<< 


lite. 
_ 
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Puritan Cord is solid braided and designed 
to resist wear and strain for a maximum of 
life and service. Extra dependable . . lasts 


longer . . and gives better performance. 


Recommend Puritan Sash Cord for new 
installations and all replacements. . . It 
builds customer confidence and good will. 


Remember, there is no substitute for quality. 


PURITAN CORDAGE MILLS, INC. 
LOUISVILLE, KY. 


makers of sash cord, clothes line and 


Cask Cord sang 


SOLID BRAIDED , 
WILL NOT STRETCH  “Slus 
LASTS A LIFETIME 


HARDWARE At'E 








OVER 50 MILLION SALES / 
MESSAGES PER MONTH! \ 
















Your profits are assured from the moment you tie in with this tremendous 


sned advertising drive for Self-Polishing Simoniz . . . now featured in 
f all leading national magazines, in hundreds of newspapers, over 
no coast-to-coast radio station and on thousands of outdoor signs. More 
housewives than ever are switching to Self-Polishing Simoniz... 
lasts 


Secause it gives floors the same longer lasting beauty that 





‘ me makes SIMONIZ so famous for cars. Satisfy your customers 
a: by keeping sufficient stock of Self-Polishing Simoniz 
¢ 


always on hand. Order from your jobber today! 










ey 
~~, 


new 4 Self. Polish; " : 
x | SIMON pz 
: PR Fioons 
will. YOU MAKE $3.53 < re 
ss : 
lity. PROFIT PER CASE! 


77 
(QUARTS) 


iy Self - Polishing y 


/MONI2\ 
Ws 3 FLOORS a , 
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THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 















Pint (12) You pay per case $4.96 You make $2.12 
Quart (12) You pay per case 8.23 You make 3.53 
% Gallon (6) You pay per case 7.16 You make 2.38 
Gallon (4) You pay per case 8.67 You make 2.89 


IDENTIFY YOURSELF | > 
WITH THIS 
WORLD FAMOUS TRADE-MARK 
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When Can Opener Buyers Can Pick and Choose... 


They Choose 
DAZEY/ 


Be sure it’s a Dazey. Look for the 
DAZEY name. The Dazey DeLuxe Can 
Opener is guaranteed for five years: 


For 20 years... more than 5,000,000 consumers have been thor- 
oughly satisfied with the Dazey Deluxe Can Opener. This is not 
surprising in view of the fact that Dazey was the first and original 
wall bracket can opener. It was the first can opener with the pat- 
ented angle cutting wheel. It was the first can opener that would cut 
out the entire top of round, square or oval cans and at the same 
time smoothly iron down the cut edges minimizing the danger of 
cut fingers. That is why wholesalers and retailers who are interest- 
ed in the long pull possibilities of rapid turnover of stock and al- 
ways satisfactory profits are going to place their volume orders for 
Dazey Deluxe Can Openers. 


THESE FAMOUS DAZEY KITCHEN HELPS 
FIT THE “ONE FOR ALL” WALL BRACKET 


When you Order—Order 
the Entire Dazey Line 


DAZEY TRIPLE ICE CRUSHER 
A turn of the handle crushes 
cubes fine, medium or coarse. 


Lighter model of the Dazey De- 
Luxe with many of the latter's 
important features. 


Spins the juice from citrus fruits, 
straining seeds and pith. Alu- 
minum or plastic. Easy to clean. 


DAZEY JUNIOR CAN OPENER 


Unmatched in the field of can 
openers retailing for $1.00. 


A turn of the handle sharpens 
cutting edge of knives, etc., 
without marring side of blade. 


AZEY CORPORATIOn 


i ee ee ey 


MISSOURI 


HARDWARE AGE 








Thani Rey nan 


by CUS OF LOS ANGELES 


STAINLESS STEEL 


COPPER BOTTOMS 





* VAPOR SEAL SAUCE POT 


Ae si Other exclusive Thermic-Ray features: 


* Copper Bottoms—atomically bonded in correct thickness 


BALANCED WEIGHT wa : * Vapor Seal—for taste control 


Stainless steeland copper == * Diametric proportions—science-proved for better cooking 
heavy enough for life-time 
service, light enough for easy 
handling. Balance between 
utensil and handles so designed aire Stainless steel—always mirror-shiny—achieves new beauty and new efficiency 
to keep secure hand grip * in Thermic-Ray design. Add to that the thick copper bottom feature and Vapor 
always. Utensil tends to come ee Seal . . . and no other cookware can compare! Remember, Thermic-Ray is the 
to hand rather than slip away. oe : only line of stainless steel copper bottom cookware with the health-cooking 





¢ Handles of air-cooled plastic for firm grip, easy pouring 


feature —Vapor Seal. 


ae 


. 2) 
Ty SW “ Ray 


A Now . Exclusive National Sales Representatives 


r 
. 
Pe 


- THE ¢. 8S. KEATING ASSOCIATES 


General Offices: 222 W. NORTH BANK DRIVE, CHICAGO 54, ILL. 
Mid-Western Sales Offices: C. S$. KEATING, ROOM 1464 MDSE. MART, CHICAGO 54, ILL. © West Central Sales Offices: BERT J. CLARK CO., 506 MDSE. MART, KANSAS CITY 8, MO. 
Southwestern Sales Offices: J. C. BERNARD CO., SANTA FE BLDG.. DALLAS (2), TEXAS @ Western Soles Offices: E. L. ECKENRODE, 405 S. HILL ST., LOS ANGELES 13, CAL. 
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Of course, if you like to 
breaking in 


“The Man Who Knows 
Says Rubberset” 


In bristle wear test, conducted by in- 
dependent laboratory, Rubberset Nylon 
brush wore 5% times longer than best 
prewer hog bristle brushes! After one mil- 
lion strokes, hog bristle wear was 11/16 
of an inch . . . Rubberset Nylon wear 
only 2/16 of an inch! Truly, the “brush 
of a lifetime”! 


42 


World of difference between the tip of the ordinary 
nylon brush on the left and the Rubberset Nylon on the 
right! For, as you can see, the ordinary brush has conven- 
tional square tip. Only after weeks of wear and use, will it 
resemble the softly rounded “chisel tip” of the brand 
new Rubberset Nylon. It’s this patented “chisel tip” 
that enables painters to do a better job faster and easier 
without having to break in the brush! 


Ku BBERSET 


NYLON 


THE BRUSH WITH THE PERMANENT WAVE 





MW I 











Picks up more paint than hog bristle 
or ordinary nylon, thanks to exclusive 
“permanent wave’. For series of waves 
are scientifically placed in Rubberset 
filament (A) to provide more open spaces 
for holding paint than either straight 
bristles of ordinary nylon (B) . . . or 
slight natural curve of hog bristles (C)! 


*Patent Applied For 


Cuts a cleaner, sharper line. Natural- 
ly. Because nylon filaments, being man- 
made, are made uniform and lay more 
evenly. Result: Paint is released evenly 
and uniformly. There are no stragglers 
to trail furrows in the film. Another 
reason why the demand for Rubberset 


Nylon is so great! 
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a new brush... 


SKIP TH (S if you don’t mind spending several weeks 


breaking in a new brush. 

But if you’d rather get your brush already broken in, get 
the Rubberset Nylon. 

For this great new brush comes to you with the patented 
“chisel tip” that ordinary brushes acquire only after weeks 
of effort’. .. that makes Rubberset Nylon the perfect paint- 
ing tool from the moment you get it! 

Important as the “chisel tip” is, however, it’s only one of 
several ways in which this wonder brush saves you time and 
money. A few more are shown here. Look at them. See why 
the Rubberset Nylon is the most important development in 
the history of brush-making. And why, despite our stepped- 
up production, we're still a long way from catching up with 
the demand for this great new brush! 


Rubberset Company—F tablished 1873—56 Ferry St., Newark 5, N. 
Factories: Newark, N. J., Gravenhurst, Ont., Canada 
Branches: Los Angeles, Cal., St. Louis, Mo. 


JUNE 20, 1946 














Just about the only Chain 





Hodell doesn’t make 


@ June brings to mind sweet girl graduates . . . 
and since our thoughts are always on chain, we 
link the season right up with Vassar’s famous 
daisy chain. 


Daisies may be all right for college tradition, but 
when it comes to strength and dependability in 
chain, you've got to have sterner stuff—like 
Hodell’s famous chains. 


Right now we can’t assure you immediate delivery of all 
types of Hodell chain but we'll be glad to send you liter- 
ature describing the complete line, with the promise that 


we'll fill orders just as fast as conditions permit. 


JACK + SASH > SAFETY > LADDER + PUMP LIBERTY MACHINE 
PROOF COIL + STEEL LOADING - LIBERTY COIL+ PASSING LINE 
BULLDOG - SAMSON - FLAT LINK + REGISTER + DREDGE 


Hodell’s 157 varieties have been winning favor 
in homes, on farms, and in industry for 60 
years. Welded or weldless, with or without 
attachments, they’re made for all kinds of jobs 
to do every job better. 


' By offering dealers this great variety and a 
quality that always means repeat business, Hodell 
provides the right opportunity for chain sales. 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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TOOLS you can 


recommend 



























® Built to serve better 
® Packaged fo sell faster 





COMBINATION BOX AND 
OPEN END WRENCH SETS 


‘ NICKEL CHROME > 
“* MOLYBDENUM STEEL 
a No fancy claims are neces- ‘ 
Z ; sary for these Barcalo tools. > P , 
S y 

r 


They're just downright prac- oem 5 
tical wrenches—the kind ‘> ‘2 | 
every mechanic (amateur or ' ¥ ye 

professional) is accustomed. 


to use. 


The ends—box and open— 
are accurately formed to 
firmly grip nuts, prevent 
slippage and rounding of 
corners. Made of special analysis tool steel, these wrenches 
have a thinner end construction—yet are extremely tough. 
Each wrench is drop-forged and carefully hardened. 
Available in a range of sizes from 3/8” to 1-5/16”. 
Details and prices on request. Write Dept. HA. 
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MANUFACTURING COMPANY 
BUFFALO 4, N. Y. 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


14, inch width. Pull it out to any 
length. It stays “put’”—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placed in a moment, without taking 
the case apart. It has markings on 
both edges, in inches and j, inches. 
Lengths, 72 and 96 inches. 

*Trade Mark 


HOW a Wyterace* Steel Tape. Your customer 
will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 
Wyterace Steel Tapes and Steel Tape Rules. 


*Trade Mark, Wyterace Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


Drafting, Reproduction, Surveying 
ft, Equipment and Materials, 
Sl Slide Rules, 
Measuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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Wes America’s leading rail- 

roads want protection for sig- 
nals, switches and other vital system 
equipment—they order Slaymaker 
padlocks. 

Railroads need locks which will 
provide easy operation and maximum 
protection—yet withstand the punish- 
ment of heat, cold, ice, rain, grit, and 
corrosive elements. 

Slaymaker has been turning out 
just such durable, dependable pad- 
locks — economically — since 1888. 
Every bit of the “know how” gleaned 
from these 58 years of experience has 


ee World's Largest Padlock Producer 
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been incorporated in the design and 
manufacture of the famous Slay- 
maker 800 and 900 padlocks. 

The 800’s and 900’s rugged one- 
piece, seamless Zamak case— the 
3/1000” precision of their genuine 
pin tumbler mechanism —and their 
amazingly low cost—make Slaymaker 
800’s and 900’s the sort of padlock 
you'll be proud to sell. Their key 
changes, too, are practically unlimited. 
Order from your jobber today! 


SLAYMAKER LOCK COMPANY 
LANCASTER, PENNSYLVANIA 











Ne. 900—17," across case 




















RUB EY 


TRE COMPLEDZE. .QOUATILTY LIne 


Fo a oa een a 


aa 
> 
i 
oA 
4 
ay 
t 


Russell, Burdsall a Ward Bolt at Nut Goupaee Senet at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill, 
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And you'll profit more in bolts and nuts 
by putting selling emphasis on the extra 
values in the RB&W brand. 


There are a number of famous names in 
wire rope—brands that are aggressively 
advertised and recognized by distributors 
and users alike as superior to the run-of- 
the-mill variety. Those names are worth 
money to you, so you push them. 


Bolts and nuts are also items that rank 
high from a volume standpoint. It is prof- 
itable to tell your customers that recog- 
nized brand name fasteners of high quai- 
ity are worth more to them... in terms of 
more efficient assembly and more depend- 
able holding power. This is where the 
hundreds of thousands of dollars RB&W 
has invested in research and development 
will pay off for the user—and you. 


RB&W distributors who make a point 
of merchandising bolts and nuts with the 
emphasis they deserve, find that results— 
measured by volume and turnover—make 
bolts and nuts a major item in their lines. 
In addition, they benefit from customer 
satisfaction — reflected in better supplier- 
user rélations. 


In Minneapolis or Dallas— 
Always the Same 


One reason so many big users of bolts and nuts 
insist upon RB&W is that quality is uniform from 
bolt to bolt, from shipment to shipment. One bolt 
picked at random from one RB&W distributor’s 
stock will be identical with one of like specifica- 
tions similarly picked elsewhere: the same clear- 
cut heads, accurate, well-finished barrels, perfect 
threeds, high and uniform physical properties. 


A Name Associated with Extra Values 


Purpose of this advertising is to make the name 
RB&W EMPIRE mean eztra value to your 
prospects and customers. 


Offices in Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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One Step Nearer 
to Normalcy 


Don’t look for miracles at THE MERCHANDISE MART’S 
INTERNATIONAL HOME FURNISHINGS MARKET, JULY 
8th to 20th. The plenty of pre-Pearl Harbor days is still in the futurc. 

But you can expect to get a clearer picture at this Market of what’s 
ahead than you’ve had for many séasons past. New merchandise, new 
lines are in the making. Many notable firms new to The Merchandise 


Mart are opening their exhibit spaces here. 


Friendly contact with the myriad sources of this greatest of market 


centers will prove invaluable to retailers in the months to come. 


uyin nd Distribution 
CHICAGO 
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[hey start custames thinking... Laing 


Illinois hardware dealer 


reports profitable results from display- 
ing sales-promotion posters furnished 
FREE by Popular Mechanics Magazi 








Photo shows how Husenetter Hardware Co., of Highland Park, 
Ul., uses one of the Popular Mechanics sales- promotion posters 
te get customers into the tool-buying mood. 


We've displayed Popular Mechanics posters 
in different parts of the store,’’ writes Dorsey 
Husenetter of Husenetter Hardware Co., Highland 
Park, IIl., ‘‘and they’ve done a fine job for us. 


“They start customers asking questions. ..and 
this leads to buying merchandise they hadn’t 
even thought of when they came in. Congratula- 
tions on a good idea.”’ 


This novel poster campaign — now being used 
effectively by hardware dealers throughout the 
country — will stimulate sales in your store, too. 
Every one of the big (21 x 14-inch) two-color 
broadsides is an emphatic reminder—at the 
POINT OF SALE — that you have in stock the 
QUALITY tools and hardware it takes to do a 
good job on any kind of home project. 
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If you are not receiving these posters, drop us 
a postcard and we’ll rush them. No charge, no 
obligation. Popular Mechanics Magazine Co., 
200 East Ontario Street, Chicago 11, Illinois. 


Our 3% MILLION readers are the kind of men who INSIST 
on quality in tools and hardware. Every month, with a full- 
page color ad in Popular Mechanics, we're reminding them 
that YOUR store is the QUALITY store in your neighborhood. 
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Columbian's immaculate White Rock “Humid-Air” Refrigerator Pans 
impart no foreign flavor to stored foods! The acid-resistant Porcelain 
surface is non-porous. They do not carry over flavors of foods pre- 
viously stored in them. All sizes are made with well-rounded corners 
and wide-open beads, so they are easy to keep clean. You can cook 
in them or use them in the refrigerator—neither heat nor cold affect 


the immaculate Porcelain surface that is highly resistant to food acids. 


WHITE-ROCK 


PORCELAIN ON STEEL ENAMELEDWARE 


LEFTOVER SE1 


VEGETABLE 
PAN 


PORCELAIN ON STEEL 
ENAMELED WARE. Just like 
the inside of the Refrigerator! 


A Product of COLUMBIAN ENAMELING & STAMPING CO., INC., Terre Haute, Ind. 


- 


BACKING UP your 
$200 |< ae 


($2.25 west of Rockies) 


en my ae | » 
SWInG-AWay “ 


STEEL PRODUCTS 


1439 Merchandise Mart Chicago 54 


sales story on... 


Reg: U.S. Pat. Off 


CAN OPENERS 


14 Leading Magazines are helping 
you to sell 60 million readers! 


The U.S.A. is hearing the story of SWING- 
A-WAY in a terrific fashion! The BIGGEST 
campaign on Can Openers that has ever run 
is now in full swing. Feature SWING-A- 
WAY’s Syncro-Mesh Gears in your store. 
Have your salespeople demonstrate how 
easily they open a// sizes and shapes of cans! 





FRANK McCABE SAYS: 
“Good Heusekeeping’s ‘Seal of Approvel’ 
is an added selling point for you . . . 
an added guarantee for 
SWING-A-WAY!" 
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LE 
STAINLESS STEEL for the 
body. COPPER to distribute heat 
evenly, quickly, economically. 
CHROME to make the bottom 


Ind. 


lustrous and easily cleaned. 


This combination of 3 met- 
als makes Ekcoware the most 


sensational line of kitchen utensils 





you've ever handled. 


Notice their styling—ele- 





gantly simple and simply elegant. 
Priced for volume sales and 
NATIONALLY ADVERTISED in 


leading magazines. 
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AND PATENTS PENDING 
T. M. REG, U. S, PAT, OFF. 
















FIRST... THEN... THEN... 
bright stainless steel . . . @ copper bottom core chrome over copper, to 
to spread heat evenly keep the bettom clean! 





EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue, Chicago 39 













These famous products make EKCO the Biggest Name in Housewares: 
FLINT Hollow Ground Cutlery; EKCO Pressure Cookers; EKCOWARE Stainless 
Steel Utensils; A & J Kitchen Tools; AERISTON Stainless Kitchen Tools; GENEVA 
FORGE Cutlery; STA-BRITE Tablewore; OVENEX Tinware; TRU-SPOT Flashlights, 
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... THAT'S WHY 


MASS COUNTER DISPLAY 
SELLS MORE BLADES! 





6NX PROCESS STAR DOUBLE EDGE BLADES are 
again available in the 12-bladed package . . . priced 
for action at only 25¢ retail! An advertised, recognized 
brand —a fast seller already —now at the most tempting 
price announced by any famous blade since the war. 
Push it for profit! — Star Division, American Safety 
Razor Corporation, Brooklyn 1, N. Y. a 


12 for 253 


retail 


DISPLAY CARTON — Makes small 
counter space pay big dividends. Con- 
tains six packages—12 blades to a pack- 
age. Retails—25¢ per package. Cost to 
retailer: $1.05 per carton. 


for 10¢ 
COUNTER MERCHANDISER — attrac- retail 
tive mew mass- merchandise display 
packed with plenty of eye-appeal and 
buy-appeal. Contains 24 packages — 
12 blades to a package. Retails — 25¢ 
per package. Cost to retailer $4.20 per 


VENDING CARD—Compact ... colorful 

. sales-compelling. Carries 20 pack- 
ages—4 blades to a package. Retails— 
10¢ per package. Cost to retailer $1.25 


per card. 
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ASK HER 


Fir 


And she'll say... 
"| never thought a full-sized 


iron could be so light!” 


ARVAN J 


ELECTRIC \RON | 


TELL HER 
iT HAS THE 


@A woman knows aluminum is 
light... durable... heats fast and 
evenly. So, tell her Arvin’s alumi- 
num sole plate gives her these 
important advantages: 


lt cuts the weight of this full-sized 
iron to a mere three pounds... 
much easier to use. 


The rod-type element cast-in alumi- 
num makes heating faster and more 
even throughout the sole plate. 


The ironing surface holds a steadier 
heat at any fabric setting—even on 
cold, damp linens. 

Precision thermostat holds any tem- 
perature she chooses, automatically 
and with extreme accuracy. 

The “choose-your-heat” dial has a 
complete fabric range plus a “low 
section” especially for ironing new 
synthetic materials. 
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Every woman you sell 
Sells others for you. 
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with 1000- watt, rod-type, 


heating element “cast-in” 


FEEDS HEAT 
Exactly as She Needs I 








THE IRON THAT'S: 


She'll appreciate these 


Arvin features, too! 


Molded handle—comfortable, cool 
and balanced for greater ironing 
comfort. 


Bevel edge and tapered point— glides 
easily ’round buttons, tucks and 
pleats. 


Anchored cord—“inset” in side of 
handle; stays away from the hand. 


Broad heel stand—a flip of the wrist 
puts the iron to rest, no lifting. 


® just tell her and you'll sell her— 
and she’ll sell others for you, telling 
all her friends how well she likes 
her Arvin. And, in addition to her 
“neighborhood sales campaign,” 
you'll have the backing of Arvin’s 
big national advertising campaign 
in leading national magazines. 

















POWER TOOL 
ACCESSORIES 





#370—%” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#373—'4” Hardened 3-jaw Chuck to fit 2”-24 Spindle. 
Other threading to specification. 

#380—'2” Chuck with No. 2 Morse Taper Arbor. 

#381—'4” Chuck with Arbor to fit 2” or 4” Spindle. 

#382—'2” Chuck with Collars and Arbor to fit 42” 
or %” Spindle. 

#383—Arbor to fit 2” or ¥” Spindle, with Collars. 

#384—12" Chuck with “2” Straight Arbor. 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two ‘2” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

4 430 -Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


BROWN-MCLAREN MFG. Co. 


HAMBURG, MICHIGAN 


MAKERS OF SCREW MACHINE PRODUCTS AND 


TOOLS OF QUALITY 











CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAINS 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE ... AGRICULTURAL ... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 


Sales Offices: New York, Chicago, Cleveland, San Francisco 
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for Related Goods Sales 


Ow jobbers confirm our experi- 
ence—bolts, nuts and screws are among the 10 most 
called-for items sold by the hardware retailer. And there 
are three ways by which you can make this basic fact 


work for you. 


First—carry a complete stock so that you can sell not 
only the fast-moving, most popular types and sizes but 
meet demands for the slower-moving end-sizes as well. 
Make your store the logical place to look first for all 
sizes and types of bolts, nuts and screws. 

Second—obtain your stock of bolts, nuts and screws 
through your jobber from a reputable manufacturer 
whose name stands for unvarying quality. Your cus- 
tomers have to rely solely upon your good judgment 
in selecting bolts and screws for they know nothing 


about them. 





Third— Maintain your bolt stock where it can be seen 
and by all means keep it next to other items which are 
related to the use of bolts and nuts—as for instance, 
near displays of screw drivers, wrenches, braces and bits, 
hinges, small household and carpenter's tools. Or near 
paints and varnishes, brushes, sand paper, paint remover, 
patching plaster and cement. If possible, keep your bolt 
stock far enough back in your store so that, to reach it, 


a customer must pass by many other items on sale. 


If you follow this simple plan of procedure, your bolt 
and nut stock will attract store traffic—and this is your 
opportunity to capitalize to the fullest extent on im- 
pulse buying of related goods. Ask for your copy of the 


Lamson Ready-Reference List—it’s a help to you. 


THE LAMSON & SESSIONS COMPANY, 1971 W. 85th St., Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 





*RIAGE BOLTS » MACHINE BOLTS + PLOW BOLTS + NUTS « LAG SCREWS + LOCK NUTS «+ CAP SCREWS «+ COTTERS + SET SCREWS 


LAMSON & SESSIONS 


Ask your Jobber for the Lamson Line 


* STOVE BOLTS + SHEET METAL SCREWS + WIRE ROPE CLIPS « PIPE PLUGS +» WEATHER-TIGHT BOLTS » MACHINE SCREWS AND NUTS 
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Wanifacturing , DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. c...viguadteas texalliMls. co. 


WORLD'S LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS EXCEUSIVELY 
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fon on a oroP D 
LUBRICANTS NEEDED wn im 4 
IN EVERY HOME, OFFICE or $ 
Muy, ts. 


Yoel as 
Order Today 


FROM YOUR JOBBER 





AMERICAN GREASE STICK CO. 
MUSKEGON, MICH. 
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Bull Dog Friction Tape, Plousel 
BWH 


DEPENDABLE RUGGEDNESS 








You'll be hearing these words more and more! For users 
have learned that they get supreme quality at no.extra 
cost when they specify BULL DOG FRICTION TAPE. 

Long a standard for quality, BULL DOG has earned 
wide consumer acceptance. It sticks tight in any weather 
—won’t tear, ravel, or curl—remains usable for long 
periods. 

Cash in on this steady profit-maker by ordering BULL 
DOG FRICTION TAPE from your local jobber today! 


Boston Woven Hose & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS., U.S.A. * P.O. BOX 1071, BOSTON 3, MASS. 
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This famous MN A ST E i 
Rikaib 


gives most pipe FOR EVERY HOME AND FARM 


. Models Nos. C-3016, 2019 
wrench for the pater a 


V HEAVY LOCKED 


MOnCY-.-c-« SEAMED ENDS 





V EASY Grip 
LEATHER HANDLE 


V HEAVY PADLOCK EYE 


V CONTINUOUS BEAR- 
ING TYPE HINGE 


V NICKEL PLATED 
HARDWARE 





DELUXE MODEL No. C-3016 
Length 16” Width 7” Depth 7” 


HEAVY DUTY 
No. C-2019 
Length 19”, Width 7”, Depth 7” 





i i B Depth 6%” 
they can give it all the pull RibGE TOOL Pe. - . 


at HEAVY DUTY 
No. C-2016 
Length 16”, Width 7”, Depth 7” 
‘ } 
/ PROMOTIONAL 
@ Yourcustomers get a powerful this Bousing ever No. C-15 
I-beam handle so comfortable — wt Ney ge Ay Length 14%”, Width 644” 


they’ve got, barehanded. Preci- 
sion-cut alloy jaws take-hold, ALL PURPOSE 


let-go instantly — full-floating Cr” No. C-45 ‘ 

hookjaw has handy pipe scale, a cae ee Lene 

heeljaw is replaceable. Adjust- "=> 4 ~—— fw 

MH ’ . : z m cols, 4ZaInNs 

ris pe ae oan yom" ae Nad a A short complete line sold 

“ eer vemenpenapaia the guaran . at established retail prices. 
ousing means long expense-free service — most for 


the money. No wonder rtaaip is leading! The popular price range 
encourages maximum vol- 
ume profit and turn. Stock 
a few of each and re-order 
No. C-1016 fill-ins often. 
Length 16”, Width 7”. Depth 7” 
With Tubular Strap Handle 


WORK-SAVER PIPE TOOLS MASTER METAL PRODUCTS, INC. 


L COMPANY - ELYRIA, OHIO, U.S. A. 
——— 273-291 Chicago Street Buffalo 4, N. Y. 
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You'll Like This New 
IMPROVED 


Porto-F a 


High-Pressure 


& 


Bucket Pump a : 


\ 


d 


YES SIR---IT HOLDS ENOUGH 
LUBRICANT 10 GREASE 'EM ALL 
AND HAS FEATURES THAT MAKE 
IT THE FARMER'S Best Buy! 


Farmers will really go for this new Porto-Pak because it is just 
what they need—a high-pressure grease gun that holds 30-lbs. 
anaes ey of lubricant — enough to grease ’em all without refilling. This 

oom 2 new, improved Lincoln Porto-Pak has many outstanding features 
which make it the farmer’s “Best Buy.” A few of these features are: 


“IT'S THE FINEST 
-s016 THAT MONEY 
CAN BUY!” 











} Sturdy, Easy-Grip Pump Handle— 
lubricant delivery on down stroke 
of pump handle for ease and speed 
of pumping. 


2 Handy Carrying Handle— positioned 
for exceptional ease in lifting and 
carrying unit. Handle equipped with 
holder for coupler; keeps coupler 
and hose off the ground and out of 
way when not in use. 


3 Large Capacity Container—accom- 
modates 30-Ibs. of lubricant. 


4 Unique Piston Design—no foot valve 
required; maximum opening for free 
flow of lubricants. Special wear- 
resistant piston packing. 


6 Special Leakproof Packing—long- 
wearing and impervious to greases 
and oils; prevents leakage. 

7 Follower Plate—furnished with unit; 
eliminates channeling and loss of 
prime when pumping heavy lubri- 
cants. 

§ Heavy Duty Container—both con- 
tainer and lid are made of the same 
heavy guage steel. Rigid construction 
withstands strains and hard service. 

9 Convenient Foot Step—welded across 
bottom of container permits easy 
pumping on uneven surface and pro- 
vides added strength and protection 
to container. 

10 Top Easily Removed—lid and pump 
assembly can be quickly removed by 


pth 6%" 5 Check Valve—especially designed loosening two knurled thumb-nut 
die for minimum restriction to lubricant fasteners, providing full open top 
delivery. for easy filling. 
e sold NATIONALLY ADVERTISED 
. The Lincoln Porto-Pak is being advertised in all leading farm papers—Capper's 
prices. Farmer, Southern Agriculturist, American Agriculturist, Pacific Northwest farm 
Trio, and the California Cultivator, Be ready to sell the farmer when he calls. 
range Stock now. See your nearest Lincoln wholesaler. 
n vol- 
| Stock 
-order 


NC. 


N.Y. 
peemene 


AGE 
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Lincoln Engineering Co., St. Lovis 20, Mo. 








The new, complete Power Saver line offers you 
a real opportunity to cash in on the tremendous 
demand for farm water systems. 


Power Savers are surprisingly low~ ii, price— 
ruggedly built for years of trouble-free service 
—and unusually easy to = 


NEW MODELS 
AVAILABLE NOW! 


MODEL PS... 


Complete deep well system for cold climates 
equipped with famous Power Saver twin-cyl- 
inder balanced pump. 


MODEL XPS... 


For warm climates and where sealed wells are 
desired. Efficient twin-cylinder pump brings 
water from deepest wells. 


MODEL SC... 


Designed for wells with 3-inch or 4-inch cas- 
ing. Powerful single-cylinder force pump is 
adaptable for cold or warm climates. 


MODEL SW... 


Complete, compact water system for wells not 
over 25 feet deep. Easy to install in basement 
or pump house. 


oe CATALOG 


Send today for the new 
Power Saver catalog which 
shows all the new models 
and installation suggestions 
on how the Power Saver can 
be used in YOUR territory. 








First Aid 
for LEAKS- 


Now you can offer clean, conven- 
ient ‘‘first aid’ for leaky water 
pumps, radiators, valves and 
many other steam or water-carry- 
ing units. Eliminate handling 
messy bulk-lengths of asbestos 
packing by placing a handy Lucky 
Strike package display in your 
store traffic pattern. Talk LUCKY 
STRIKE to your jobber today! 


ATTRACTIVE 2-COLOR 
COUNTER DISPLAY 
25 neat glassine envelopes, each 


containing 30” of lubricated, 
graphited asbestos packing. 





LUCKY STRIKE 


Lavelle Rubber Companys Chicago 





NATIONAL MILKER 


s of Netiono!l Milkers & Powe er Wote 


515 East Grand Avenue 
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“This is the fence I’ve heen waiting for 
U-S'S American” 


HOW WE BACK UP 
U-S-S AMERICAN 
DEALERS WITH 
NATION-WIDE 
PROMOTION 





1. The U-S-S Label advertis- 
ing appears in the big national 
weeklies and monthlies and is 
seen by your customers regu- 


ere’ 


HE demand for American Fence is still greater than the 
supply, although we are producing it as fast as we can under 
present conditions. All our fence is being distributed as rapidly and 
equitably as possible, and it is our hope that we can soon supply 
you with all the fence you want. 
You have many advantages when you sell U-S-S American 
2. A nation-wide radio program 5 
is sponsored by the United 
States Steel Corporation bring- 


ing network shows to every 
town and farm. 
a. 


FE ogre 


Fence. The demand is large and insistent. Most farmers are will- 
ing to wait in order to get American—the brand they want. That’s 
because of quality. American Fence is made of the finest fence 
wire, carefully galvanized to give long years of service. And the 
special features, such as the famous Hinge Joint and Tension 
Curve, add extra value that appeals to every fence buyer. 

And don’t forget, fence is merely one of the profitable U-S-S 


3. U-S-S American Fence is 
advertised extensively in lead- : 
ing farm papers. are a few of the other items that mean more profit to you. 


American Products. Nails, tacks, barbed wire, staples and roofing 


AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 


COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


Theres mote AMERICAN FENCE in wae Tan any Wher teand, 
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NOW the VERSATILE 


BURGESS Vibro -tool 


Trode Mork Reg U.S Pat Of 


120 vibrating 
strokes per sec.; 
60 weles, 110 
V., AC. 


All over the country, hardware dealers are finding the 

Vibro-Tool a continuous source of satisfactory profits, as well as 

a sales stimulant for many other types of merchandise: Vibro-Tool 

; national advertising sends new customers into your store! The 

I a byl gen g nme pe Vibro-Tool sells under Fair Trade arrangements with manufac- 
accessories and sharpen- turer, at prices quoted above. 


ing stone, conveniently Rez : a 
fitted into handsome hinged Write or wire today for dealer proposition. 


hardwood box, natural 
finish with brass hardware (HAN DICRAFT DIVISION) 
trimmings . . . a useful, 


pili packaee $16. &O BURGESS BATTERY COMPANY 
k bis vente 180A N. Wabash Avenue Chicago I, Illinois 











WwW | N D J A i, MM E R tandem piston further reduces the re- 
ciprocating mass, holding vibration and 

power consumption to a minimum. 

stir Compressor That's why the WINDJAMMER is out- 
standing for its high delivery of air, its 


economy of tion, long lif 
© Less then half the ports to wear aa ade a 


® Less than half the chances of failure High ond Low Pressure Cylinders on 
One Center Line 


It's entirely new and different, simpler than Both high and low-pressure 
. ’ cylinders cast integrally with 


ever before! Doyle's ingenious and exclusive the two cylinder bores on the 
dual cylinder two-stage air compressor cuts same center line—makes the 
moving parts in half. Greatly reduces wear, WINDJAMMER simpler, more 
fricti i t * ; Ch ft to compact, and less liable to 
riction and inertia losses. Chances of failure service troubles. The exciusive 
are cut, too. There are two less connecting rod Doyle valve—of the capsule Sectional 
bearings. one less connecting rod and piston type——insures quick access for View 

: repair or replacement, and u 
pin. Only one crank throw. Use of heat-treated holds servicing time ‘to a 
aluminum alloy for the connecting rod and minimum, 


See your Jobber todoy mig" 
an D OD | L f MANUFACTURING CORPORATION 
formation. Syracuse, V/A %. 
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Single Handle 
Model 
45” High 
15” Wide 


Underset Caster 
Mounting 
Only 15 Inches Wide 


“ 


~ a e 
-_ a _— - 


@ 1 1/16-inch OD tubular steel, rigidly elec- 
tric welded throughout. 

@ Noseplate is flanged and ribbed for added 
strength. 

@ Wide bottom band to hold bags and odd 
size boxes. 


@ New principle of caster mounting. Under- 
set Casters make possible an over-all 
width of only 15 inches. (The ordinary 
method of mounting the casters on the 
sides of the truck usually require an 
18-inch width.) 


Y @5-inch soft-tread all-solid moulded rubber 
wheel. Easy-rolling . . . long-lasting .. . 
trouble-free! 


@ Light, but strong. It weighs only 20 lbs. 


SOME CHOICE DEALER TERRITORY STILL AVAILABLE 


MILLVILLE, 
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PENNSYLVANIA 
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BUILD UP YOUR 
PAINT DEPARTMENT 


IMPORTANCE OF 
MASONRY WATERPROOFING 


MANY DEALERS report that sell- 
ing KAY-TITE actually opens yp 
a lot of extra sales. The Kay-Tite 
Plan starts people to think. 


MANY CUSTOMERS will ask you 
“is it a new product—why didn’t 
someone tell me about it before?” 
then they tell you their needs. 


KAY-TITE is 16 years old —and 
many millions of Square feet of 
Masonry bears full evidence of its 
100% performance and its lasting 
qualities. 


NEW TO MANY CUSTOMERS 

Your New Waterproofing Dept. 
will be NEWS to many and of 
interest to all of your Customers. 


RECOMMEND KAY-TITE for All 
Masonry. 


“MASONRY — NEEDS — 
KAY-TITE” — for it penetrates 
— expands and then seals the 
pores — “for Ages to Come”. 










1€ 
1! 4 
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Storage 


Responds rapidly to Good Display 


KAY-TITE — 


Will give you ever-increasing Volume 
— of highly profitable Sales 







START YOUR KAY-TITE DEPARTMENT 
with the following order 


6 only — 10 lb. cans KAY-TITE White 
6" ~—-10lb. “, KAY-TITE Gra 


Maintenance 






IT IS EASY TO SELL KAY-TITE. — almost every 
building is troubled with seepage of water and 
practically all of your customers will be interested 
to know about KAY-TITE, A GUARANTEED 
PRODUCT. 


WHEN YOU THINK OF MASONRY — Old or 
New, both above and below the ground-level, 
remember that this is your Market for KAY-TITE. 





Total Selling Price” $34 
Cost To You 20.88 
Your Profit $13.92 


FILL IN THIS COUPON AND MAIL TO 


KAY-TITE COMPANY, West Orange, N. J. 
Please send us the $20.88 KAY-TITE DEAL 
6 Cans WHITE — 6 Cans GRAY 
F.0.B. Our Store 


= 
* 








Address. 








Jobber’s Name_ 
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For the First Time in Stoker 


History ... “Protected Profits 


Plan” Assures Smithway Stoker 
Dealers of Maximum Earnings 


Your profits are dependent upon more than the selling 
margin on the items you sell. Profits are also determined 
by the time you have to spend interesting a prospect in the 
product; the number of prospects you can sell; and the cost 


of properly servicing the product after it is sold. 


Those factors are vital to your net profits. And before 
the SMITHway Stoker was put on the market, a Protected 
Profits Plan’”’ was developed to assure you of maximum 


profit from every sale. 


Oo VIGOROUS PRE-SELLING PLAN 


Month after month such proved merchandise-movers as The 
Saturday Evening Post, Better Homes and Gardens, and American 
Home are delivering powerful selling messages into millions 
of American homes. Dominant full-page and half-page adver- 
tisements are pre-selling the SMITHway Stoker in one of the 
most vigorous advertising programs in stoker history. Pre- 
selling can deliver prospects to you... prospects that are 


already interested in buying a SMITHway Stoker. 


2) POTENT POINT OF SALE PROMOTION 


Dramatic, self-selling display units plus powerful point of sale 
literature help you sell more stokers, more efficiently, with less 


effort. 


JUNE 20, 1946 


A. 0.XMITH Coipatation’ 


NEW YORK 17 PITTSBURGH 19 ATLANTA 3 CHICAGO 4 HOUSTON 2 
SEATTLE 1 LOS ANGELES 14 INTERNATIONAL DIVISION, MILWAUKEE 1 


© SLASHED PARTS INVENTORIES...REDUCED SERVICE COSTS 


No more large inventories of stoker parts tie up your capital. 
No more expensive service calls eat up your initial profit. With 
these few parts, you can service hundreds of SMITHway 


Stokers: 
2 sets of feed screws 
2 “packaged Unit-Drives” 
4 sets of Tuyeres 
and not one thing more! 


What’s the secret? It lies in exclusive engineering advances. 
“Packaged Unit-Drive” is an example. The entire motor, fan 
and transmission are combined in one highly efficient unit that 
can be quickly and easily removed and replaced in less than 
four minutes using a common end wrench and an ordinary set 
of pliers. The unit is returned to the factory in a handy shipping 
case. No valuable time spent tinkering with parts while over- 
head keeps ticking away. ‘Rapid Fire Replacement” service 
from the factory holds your service inventory and investment 


to a minimum. 


. 













CASH IN ON THE SMITHWAY 
STOKER “PROTECTED PROFITS 
PLAN.” A POST CARD BRINGS 
FULL INFORMATION. 
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With the 
VACO LINE 
You can fill 


\ sCREW DRIVER NEED! 





et hardwar, 


On ; 
Chen cabin 


in matched sets . . in all price ranges 


N THIS modern matched set of Cabinet Hard- 
I ware, we combine the color permanency of 
plastics with the brilliancy of highly polished, 
chromium plated metal. 


Shown above is one of four popular matched 
Cabinet Hardware designs that is profit-packed and 
styled to sell on sight. The display board below 
includes each of the four designs available. Smaller 
boards with your choice of any two designs in 
matched sets are also available. Put these eye-catch- 
ing silent-salesmen to work for you on your count- 
ers and in your store windows. Write for colorful, 


descriptive Catalog. 
Pron 


—_ a 


(pec 


owns oa te : 
igh: cAgyert SAREWARE 

















NATIONAL LOCK COMPANY 
Builders Hardware Division 


317 E. ONTARIO ST. + CHICAGO 11, ILL. aM gs Bs 
In Canada: 560 King St., W., Toronto 
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LYour Industrial Buyers 


/ Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience. 





ges 
ard- : 
of j ~ j . | | 
ned You can scoop ’em because we pick ’em! 
Examine a CORBIN Slotted Wood Screw ... see the clean, 
ned saw-cut slot — the well-formed head centered over the smooth 
and , true shank — the deep sharp thread that starts with a needle 
low point ... You’ll see why each CORBIN slips into the wood 
Her and turns up tight. 
| in It’s easy to make a perfect wood screw: the real test comes 
tch- Ma a when you turn out a billion. We’ve found it necessary to 
nt- = - keep our saws and cutters sharp — and to follow up with 
ful, \ close inspection. , 
We think it pays, for this careful manufacture gives you 
uniform CORBIN Wood Screws. . . enables you to scoop ’em 





into your assembly lines and drive for profit. 


“6T.2 








CORBIN inspection starts in 
the laboratory, progresses 
through each modern manufac- 
turing process — includes care- 
ful bench inspection by trained 
experts. It pays to give you only 
the best. 


AGE JUNE 20, 1945 















The garage 
can enhance 
the beauty 
of the home! 


Well-designed garage door J | 
hardware such as embraced 

in these complete National 

sets, harmoniously match the 
architectural plans of the 
homes of today. The effi- 
ciency of doors equipped with 

this hardware is a well-known 

fact with leading contractors 

and builders everywhere. 


Natienal 


Of especial interest to your trade at this time is the good news, that these 
complete garage door sets are again available after a prolonged absence. 





















Consult your National catalog or write for full information as to the various 
set combinations we manufacture which include all necessary hinges, latches, 
bolts, door holders, screws, etc., for completing a first-class installation with 
nothing more to buy. All handwase parts of these sets are designed to work 
in smooth coordination promoting a long dependable service life. 


fen} 


No. 27 swincing ‘DOOR LATCH 





1 PAIR 
ARAGE DOOR HOLDERS 


\NATionAL | | 
MFG. CO. | 








NATIONAL (i 
MANUFACTURING ees 


COMPANY 


STERLING «+ ILLINOIS E 
No. 801H Garage Set 
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and durability... since 1903 


WHAT THIS MEANS TO YOU assurance of uniform weaving, 
rigorous inspection and conformity with government specifications . . . 
strength and rigidity to meet modern industrial and residential screening 
requirements. 

These outstanding qualities, backed by our aggressive and intensive 
promotional campaigns, are sound reasons why Star Brand Screening 


increases sales and profits for hardware dealers from coast to coast. 


You, too, can be “screen wise” Specify STAR BRAND. 


HANOVER 


JUNE 20, 1946 











Introducing AK RO-DRY 


THE NEWEST AND MOST 
PRACTICAL OF ALL 
LINE DRIERS... 





Priced to sell at *1-5° 


This size (for up to 200 yards of line) is 
furnished with a screw that will fasten in 
any wooden part—in a camp, on a boat, 
or at home. 


Larger Size to sell at *3-° 


This size (for over 200 yards of line) is 
furnished with an aluminum (two-position) 
clamp to attach vertically or horizontally 


Fast-selling demand item, at right a boats, etc., up to two inches 
prices, and at regular discounts. > 

Metal parts are cadmium plated. The fingers, 

where line rests, are neoprene coated for the 

protection of the line. 


The AERO-DRY is radially collapsible 

and can be carried in the tackle box. The 

relative position of the arms is automatically 

controlled. CLOSED OPEN 
Production has started—Jobbers, Retailers Order Today! 


HALL Line CORPORATION, 663 Park Ave., Highland Mills, N. Y. 








tow to make quick cash sales 
-Selling this auto visor /” 





MAN! AUTO OWNERS SURE GO FOR y A LOT OF FOLKS TOLD ME THEY SAW YES, POLAROID VISORS STOP 
THE NEW POLAROID DAY-DRIVING VISOR / THE POLAROID ADS IN THE NATIONAL GLARE SCIENTIFICALLY. | LIKE THEM 
1 JUST PUT THIS DEMONSTRATOR ON MAGAZINES... OTHERS SAW THE VISORS ON NE ON MY OWN 
MY COUNTER= AND ITS BEEN SELLING THEIR NEIGHBORS CARS. AND THIS CAR. 
THE VISORS LIKE DEMONSTRATOR REALLY MAKES THEM 
Or eee WANT ONE THEMSELVES. 























Add the fast selling Polaroid* Day-Driving Visor 
to your line. Ask your jobber for prices and dis- Pp © | A R ‘eS | D) 
counts. Or— write direct to Zinn & McNab, 29 

Brookline Ave., Boston 15, Mass., or W. C. Hitt 
Co., 1147 So. Broadway, Los Angeles 15, California. 


7. OFF 
cyanea MARK RED. US PA! 
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Army-Navy “E" flag 
awarded April7, 1943; 
stars added August 25, 
1943, February 26, and 
October 9, 1944, and 
August 28, 1945. 
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STEELCRAFT 


Wheel Goods 


During this lengthy period we have gained 
a knowledge of the design and manufacture 
of juvenile wheel goods that is unexcelled. 


Furthermore, the STEELCRAFT line is 
produced in a large, modern plant amply 
equipped with the finest facilities. 


As a result, the name STEELCRAFT has 
long been recognized as the leader in its 
field for quality. 


THE 


MURRAY °- OHIO 


MANUFACTURING COMPANY 


CLEVELAND 10, OHIO, U.S.A. 


























_ 
PLASTIC BALL 


MADE OF 


STYRALOY 


PRODUCT OF DOW CHEM. CO. 


AD 
Cv 
eS 


. 
ray } 


Millions of boys and girls are eagerly waiting for bouncing 
balls. Here's a plastic beauty that will give them plenty of 
service! 


PLASTIC TELEPHONE WITH BELL 


p23 


Retail 


pedditional Play Value ON IDEAL'S 


RECORD-BREAKING TELEPHONE! COMBINED WITH ALL THE 
OTHER FEATURES, THIS Hew TELEPHONE IS RINGING UP 
BIG ORDERS EVERYWHERE! 

INDIVIDUALLY PACKED IN GIFT BOX 


IDEAL NOVELTY & TOY CO. 
200 Fifth Ave., New York 10, N.Y. 
Please ship us via 
...doz. Bouncing Plastic Balls 
doz. Plastic Telephones with Bell 
Store Name 


Address 




















for every child from 
5 months to 5 years 


AUTO SEAT DELUXE NO. 71 


Heavy canvas with metal frame. 
Equipped with colored spinner 
beads and removable fiberboard 
bettem. Color, maroon, trimmed 
in white. 











JUVENILE SWING NO. 21 


Extra heavy canvas with | 
metal frame. Strong web 
straps and safety belt. Color, 
blue, trimmed in white. 


METAL STAND NO. 10 BABY SWING NO. 51 
Can be used for both baby swin 
cad juvenile owing. Tebuler eold Metal frame. Heavy canvas cover. 
rolled steel. Clear lacquer finish. - . : 
Rubber feet. Packed in individ- — oe ae om 
val corrugated cartons. Easily 
assembled. 


trimmed in blue. 


Every crib, seat and swing designed by Filer lifts part of the burden 
of a mother’s care. That is an important reason for the enthusiastic 
reception given to Five Filer Brothers products wherever displayed. 


Mothers can relax or turn their attention to other household tasks, 
for they know their youngster is securely tucked into swing or seat— 
he is there to stay for a pleasant half hour or more. 


These are the reasons why Filer portable cribs, auto seats and swings 
are sources of extra profit for every dealer carrying baby accessories. 
Stock the full line for both indoor and outdoor use. Write for 
literature. 


Manufactured by 


THE FIVE FILER BROTHERS 
Grove City, Pa. 


OTHER LINES CARRIED: Supercraft inc. + B & H Mfg. Co. « L. E. Stemmier 
Archery + Ryder Products * Peter Pan Products. 


Fil WEIR = ALLEN 
Pte pa 


R WE T FEDERAL 


pe: ee oe eee 
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SUPER:-CASTER e BUILT-IN REE 


with INTERCHANGEABLE 
















IMPORTANT QUESTIONS AND ANSWERS | 
ABOUT THE 
MOST MODERN THING IN FISHING TACKLE, 










WHO MAKES IT? but the highest quality, long-wearing, 
The Hurd Lock and Manufacturing Com- = corrosion-resisting materials and finest 
pany, builders of high-quality padlocks of precision craftsmanship are used in 
for the hardware and building trade and producing this “lifetime” product. 

















gale precision-built locks and equipment for 
a ieee America’s leading motor car makers. The WHAT ABOUT PRICE? 
; Hurd reputation for quality and precision The Hurd combination handle and inbuilt 
has been established for over 25 years. reel with optional, interchangeable 4’, 
42’ and 5’ rods is competitively priced 
alone way WAS It DEVELOPED? with the highest quality fishing tackle now 
splayed. President E. R. Hurd is a sportsman. He on the market. Liberal trade discounts 
d tasks, firmly believes that there =e. ready make it a highly profitable addition to 
r seat— market for modernized, high-quality fish- ri ds li 
é ing tackle among millions of fishermen ee ee 
—- who take great pride in owning nothing WHO WILL BUY IT? 
rite for but the best. Therefore, Hurd engineer- Tetsnsils 09 tabiniitien Ot h 
ing skill and precision facilities are being speedy rsa ty. oe gating 
applied to the production of this new take great pride in their fishing tackle. 
and modern equipment. Its unique, streamlined appearance com- 
bined with modernized functional design, 
HOW ABOUT ITS QUALITY? highest quality materials and workman- 
}. Stemmier The name “Hurd” answers that! Nothing ship will appeal on sight to all sportsmen. 




































«++. AND WHO WILL SELL IT? 


Alert Sporting Goods Houses, Hardware and Department 
Stores—aided by a comprehensive merchandising program 
which includes color advertising in America’s leading 
Sports Magazines, plus other retail merchandising helps. 
For complete information about your opportunity to sell 
this new and modern equipment see your local jobber or 
write us direct for complete information. 















HURD LOCK & MANUFACTURING CO. SPORTING GOODS DIVISION NEW CENTER BLDG. DETROIT 2, MICH. 
JUNE 20, 1946 
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Rittenhouse 


1946 
DEALER 


Advertising Helps 


The new 16-page edition is filled with 
just what every Rittenhouse dealer needs 
to make newspaper, direct-mail and 
other advertising dollars bring back 
greater results. 


Department store ad men, large and 
small dealers—in town or city —will find 
this new Rittenhouse dealer help a tre- 
mendous time and energy saver as well 
as a carefully planned co-operative ad- 
vertising offering of: 





LAYOUT SUGGESTIONS 
NEW AD ILLUSTRATIONS 
SUGGESTED NEWSPAPER COPY 
READY-TO-USE NEWSPAPER AD MATS 
ELECTROS OF ALL MODELS 
FLOOR AND WALL DISPLAYS 


DIRECT-MAIL AND COUNTER 
LITERATURE 


This new, up-to-the-minute Ritten- 
house advertising stimulator has just come off the press 
and we anticipate a big call for it from dealers every- 


Telll, REQUEST ar | YOURS WITHOUT CHARGE 
ae \ THE A. E. RITTENHOUSE COMPANY, INC. 
ADVERTISING DIVISION 


HONEOYE FALLS NEW YORK 
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Jat ChOue on every count with cookin,- 


wise wives who know what they want—and 


find it in Estate Heatrola Ranges. 


Ji Chie with appliance men because 


Estate’s energetic promotion backed by a 
century of successful stove selling assures 


them a pre-sold market. 





JUNE 20, 1946 


THE ESTATE STOVE COMPANY - 
FACTORY - HAMILTON, OHIO. 


* Fifty thousand direct re- 
— in the last ninety 
ays prove that “Estate 
Quality” and ‘“Bar-B- 
Kewer” are proven Buy- 
Words. 


CITY GAS | 
LP (BOTTLED) GAS RSs) ~ yee 


ELECTRICITY «= “Ay 8. 8¥s a 


A DIVISION OF NOMA ELECTRIC CORPORATION 
EXECUTIVE SALES OFFICES - 55 WEST 13th STREET, NEW YORK 11, N.Y 


77 











Available NOW 


MORE PROFIT | gcerommcua 


WITH THESE FAST- 


MOVING ITEMS... " BIG-DEMAND N 


ice - BiG-PROFIT N 
Knife Racks 
Magic Spinner | 
Toy Cannons 
| 


a ee a: VETO 


Dartchery Sets Alaminam ROASTER Actwally TWO 


Plastic Boomerang Ideally suited to the average family’s roasting needs, the 
Twin Fiyer Boomerang smart, practical PECO Roaster is doubly useful and appeal- 


Repeater Pistols ing. Both top and bottom are of heavy, pure aluminum— 
Dancin’ Sam are designed for separate use. Each piece has sturdy, con- 


Stilts venient handles on both ends. 

This eye-appealing Roaster is 10” wide, 1344” long and is 
Ketch-All Mouse Trap extra deep—5%4”"—for added utility. It has the famous 
PECO “Flavor-Seal” cover that holds in vapor and food 
flavors—actually gives better tasting, more healthful cooking. 


Many other attractive, fast-selling specialties. 
Attractive discounts that give you a fine 
margin of profit. Complete catalog on request. If your jobber can’t supply 
you, write to us. 
WRITE for illustrated catalog and prices 1F IT'S PECO — IT'S THE BEST 


on our full line of fast selling specialties. 
Tear out this ad and write today. PEAL MANUFACTURI NG CO. 
1040 W. 9th Street — Cincinnati 3, Ohio 


NOCKONWOOD INDUSTRIES, Ltd ELH - WARE 


METAL CRAFTSMEN SINCE 1907: 














© Quality standards of 
? construction back up 
your sales arguments 


THE WORLD'S FASTEST SELLING CAN OPENER This popular hand hair clipper for home use gives 


your customers the long-time, trouble-free service 


Vaughan v7) No. 170 that makes them feel their money was well-spent. 


Easy operating. Keen cutting. Made by the makers 
SA FETY ROLL JR. of equipment famous in the hair-cutting profession 
for more than 20 years. Get a profitable share of 
Over 50,000,000 Safety Roll Jr. Can the hair clipper business created by the increasing 
Openers have been sold and we are importance of personal appearance. Stock and 


leased to be able to offer this popular : 
noaiia again. Sturdy and strong, all promote Oster hand clippers for home use. 


steel and retails at a low popular price. Order from your jobber. 


VAUGHAN NOVELTY MFG. CO. JOHN OSTER MFG. CO. 


“Werld’s Largest Manufacturers of Can Openers Pr ee de) 549 ANN STREET RACINE ee 
3211-25 CARROLL AVENUE CHICAGO 24, thk., U. 4. A 
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HOT-DIPPED GALVANIZED 

A speciol hond process that completely 
covers the Con with the thickest possible 
coating of rust-preventing zinc. This meth- 
od, plus finer materials and workmanship, 
helps prolong the life of Witt Cans os much as 
five times thot of ordinary corrugated Cans 


lid 1s constructed in one piece, with strong 
16-gauge hondle riveted in center. lid 
fits well, retoins its shape—and lids are 
interchangecble. 


SHOCK-ABSORBING STEEL BANDS 


—at top and bottom of Can, pro- 
vide spring-like action, hold body 
of Can firm and rigid even under 
heoviest obuse. 
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DEEP, ROLLING-TYPE CORRUGATIONS — 
Strongest type known—well-rounded, 
closely-pitched, assuring freedom from 
cracks or weak spots. 


LARGE SIDE-HANDLES 

Formed of high-grade steel. 

Provide ample space for largest 

hands. Handle stops at right an- 
gles, preventing pinching the hands. 


gsinte *° 
glit¥ t 


gus! 


Shortage of materials and other con- 
ditions make it difficult for us to supply 
our customers with all the WITT Cans 
they'd like to have. But don’t think 
we're sitting back and “waiting for 
something to turn up”. We’re on the 
job every hour of every day .... doing 
everything possible to bring you more 
of these finest quality Cans—the kind 
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THIS PRACTICAL “SLIDE-RULE” 
WILL HELP YOU SELECT THE RIGHT 


MEYERCORD DECAL NAMEPLATES 


Don't take a chance on just ‘“‘any Decal”’ 
to do your product identification job. 
Conditions, type and use of surface 
should determine the kind of Decal and 
adhesion method. Meyercord techni- 
cians have prepared this Decal Selector 
to assist in the selection of the right 
Decal...for use as trademarks, instruc- 
tions, patent data, etc....particularly 
on difficult surfaces. There’s a 
Meyercord Decal for every surface, 


from standard Kwik-Ways to highly 
specialized types resistant to acid, abra- 
sion, temperature extremes, moisture.. : 
for application on any shape or kind 
of commercial surface. No rivets, bolts 
or screws required. They can be pro- 
duced in any size, design or number 
of colors. Write today for the new 
Meyercord Decal Selector to help you 
specify the right Decal. Please address 
your inquiries to Department 11-6, 


THE MEYERCORD CO. 


World's Largest Decalcomania Manufacturers 


Ee & e % wee... 
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How to iron out troubles in advance ! 


TODAY EVERYBODY wants appliances! Swell. But what’s 
in it for you? A flock of easy sales? Or a batch of troubles 


to bother you, day after tomorrow? 


It depends on what you sell today. This much we promise— 


WE CALL THIS “The-Iron-That-Wags-Its-Tail” 
because the cord is permanently attached 
to the iron by a swivel device that lets it 
swing freely in any direction. No kinks or 
snarls with the cord of this iron! 


Manning 


every M-B appliance is soundly designed and honestly built 
to deliver solid satisfaction. Check up on that. Examine 


them. Take ’em apart, if you like. You'll find a heap of 
sales features you'll want to show your customers—and 


IRONING’S EASY with this lightweight 
4-pound beauty! Satin-smooth sole glides 
without effort. Graceful handle for right- or 
left-handers. Fingertip heat control— 
thermostat keeps heat even. 


they’ll be glad to see them! For instance... 








LOOK FOR IT in The Saturday Evening Post, 
Collier's, and in other magazines, this 
month—then look out for the rush! It’s 
a Manning-Bowman knockout—one of a 
line famous for quality since 1857! 


Bowman Means Best 


MERIDEN, CONNECTICUT 


THE LINE THAT'S ALWAYS IN DEMAND 
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THE TRUTH ABOUT 


Fp now, you've heard about Aquella from everybody but us. 


First...there was Kurt Steel’s absorbing article (‘““Dry Cellars’’) 


in the December 15, 1945 issue of Forbes Magazine. 


Second...there was the condensation of this same article which ap- 


peared under the caption “Water Stay Away from My Wall’ in the 


January issue of the Reader’s Digest. 


Third...there was a flood of anonymous letters containing garbled 


references to a Federal Trade Commission complaint, as well as a copy 
of a letter dated December 29th, 1945, which purported to have come 


from the Director of the United States Bureau of Standards. 


Why you've not heard from us until now... 


In the first place, we were far too busy getting out 
production to meet the nationwide demand for 
Aquella. Thousands wanted to be Aquella dis- 
tributors. Thousands wanted to be Aquella deal- 
ers and contractors. And many, many thousands 
more wanted to buy Aquella for homes, institu- 
tions, and factories. Aquella had captured the 


public’s imagination overnight. 

Furthermore, at first we thought that this 
anonymous attack was just the work of some 
small, misguided competitor. Then, when the 
vast extent of the campaign became apparent, we 
conducted an investigation into the source and 
motives behind the attack. 


The complete details and documentary evidence are to be found in our brochure “The Truth About Aquella”’ 


The Bureau of Standards never intended 


to discredit Aquella 


On December 29, 1945, an unsigned letter came 
from the office of the United States Bureau of 
Standards written to Forbes Magazine and the 
Reader’s Digest, protesting the publication of Mr. 
Steel's article. 

After the Director of the Bureau was informed 
this letter was being reproduced and circulated by 
the hundreds of thousands for the purpose of dis- 


The complete details and documentary evidence are to be found in our brochure “The Truth About Aquella”’ 


paraging Aquella, the Bureau refused to permit 
further public distribution of copies. 

What the Bureau then did was to write other 
letters stating that the communication of Decem- 


-ber 29, 1945 was not intended to discredit Aquella. 


Nevertheless, thousands of copies of that early 
letter still continued to be circulated through 
“mysterious sources.’ 
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The Controversy over “Waterproofing” 
before the Federal Trade Commission 


For sometime back there has been a controversy 
between the Federal Trade Commission and the 
waterproofing -industry-at-large concerning the 
use of the word “waterproof” in advertising. 
What it boils down to is a definition of the word 
“waterproof” and not any misstatement of fact. 
Members of the Commission have their defini- 
tion; those in the waterproofing industry have 
theirs. The maker of Aquella was only one of 


many firms that were cited on the issue. 

This issue was raised almost a year ago and a 
complete answer was promptly filed. No further 
action was taken. 

In the meantime, however, there emanated 
from the same “mysterious sources,’ thousands of 
notices of the Commission’s citation—with the 
dateline conspicuously omitted. 


The complete details and documentary evidence are to be found in our brochure “The Truth About Aquella”’ 


Now about AQUELLA itself! 


From the time it proved itself on the French Magi- 
not Line, Aquella has demonstrated its effective- 
ness against moisture and seepage in thousands 
of instances, in various types of masonry construc- 
tion. There is no single instance where Aquella 


has ever failed when properly applied! 

Further, we are continuing permeability tests 
under hydrostatic pressures which far exceed any 
that were ever used on Aquella by the Bureau of 
Standards. , 


Complete Documentary Evidence for you! 


We have prepared a fully documented brochure 
which contains the complete story of Aquella. 

If you are in the waterproofing industry...if 
you sell waterproofing...if you are counseling 
customers or clients on waterproofing...or if you 
are a buyer of waterproofing materials, you owe 


it to yourself to know the truth! 
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A copy of this brochure is yours for the asking. 
Simply write us on your letterhead. 


PRIMA PRODUCTS, INC. 


NATIONAL DISTRIBUTORS 


Dept. G, 10 East 40th Street, New York 16, New York 
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For Extra Profits Feature 


Every retailer agrees that it's good business to stock products 
for which customers have consistently shown a preference. In 
the case of paint removers that means Lingerwett, Wonder- 
Paste and No-Wash—for these powerful solvents have been 
the painters’ choice for years. 


Every day an increasing number of paint and hardware dealers 
are cashing in on this reliable source of profits. Are you doing 
the same? Ask your jobber about Lingerwett, Wonder-Paste 
and No-Wash removers as soon as possible, or write us for 
full information and advertising material. 


LINGERWETT 


The ideal liquid remover for general remov- 
ing. Removes paint, varnish, enamel, lacquer 
and shellac. And, because it remains wet from 
6 to 8 hours, it affords the painter a large 
working surface—saves him valuable time. 


WONDER-PASTE 


Designed especially for use on exteriors and 
upright surfaces. Will not run—spreads easily 
and adheres evenly. Leaves no raised grain 


or charred surfaces to be sanded. 


NO-WASH Remover 
IMPERI\I 4 No-Wash Remover works equally well on any 
|] type of finish—reduces it to a soft, pulpy 
; mass that strips off easily. Moreover, because 
1} No-Wash contains no wax, it leaves no waxy 
f residue—and therefore completely eliminates 
| othe necessity of a wash-up. A made-to-order 

time- and labor-saver! 


Wilson-Imperiai Company, Dept. H-66, 115 Chestnut St., Newark 5, N. J 


MAIL COUPON FOR INFORMATION 
and ADVERTISING MATERIAL 


WILSON-IMPERIAL CO., Dept. H-66, 115 Chestnut St., Newark 5, N. J. 


We ore interested in hardling the items checked below. Please send 
information. 


LINGERWETT (1) WONDER-PASTE C] NO-WASH 


We are now handling the items checked below. Please send advertising 
material 


~) LINGERWETT [] WONDER-PASTE 1 NO-WASH 
Name 
Street 


City 











POST-WAR 
PRODUCTS 


Must Be Better 


The buying public has been led to ex- 
pect better, more convenient and more 
beautiful products than were obtainable 
in the past. 


Hence, the successful dealer picks his 
merchandise to most fully meet these 
new expectations. 


Aluminum finds many new fields opened 
by these new demands — not merely 
through substituting it for other mate- 
rials but by designing to take full ad- 
vantage of its lightness, its freedom from 
corrosion and its new permanent, bril- 
liant and distinctive finishes. 


Much of this new technique was war- 
born; and the development in finer al- 
loys and improved manufacturing meth- 
ods centered in the aviation industry. 


In that fact lies the secret of the greater 
salability of the new Mercury Products 
... which means quicker sales and better 
profits to the dealer. 


Aircraft Technique 


in Industrial 
Products 


LARGER 
UNIT SALES 


GREATER 
WW EYE APPEAL 


ERCURY Aipcract Ita 
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You'll be money ahead with 
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THE ONE-COAT WALL PAINT * MA peact 


Peach «= 2973 


Mmmm 


Every can of Flatlux sold in your neighbor- 
hood pays you a profit—because you’re the Why Flatlux 
one who sells it. 

Under the BPS exclusive franchise plan, 
you are the only dealer in your neighbor- # Flatlux covers wallpaper, plaster, 
hood who may carry this fast-selling, wash- wood, wallboard and most other 
able one-coat wall paint made with oil. interior surfaces in one coat. 
Nobody across the street will be selling it io ts cthdite~enie etal 
in competition with you. 

Therefore, a// the Flatlux business you 
can create in your neighborhood means % It seals, primes and covers in one 
sales and profit for you. coat. No undercoats needed, even 

Write today for details on how the rights ve dimen 
to Flatlux business in your territory can be # It’s easy to use—no messy mixing. 
exclusively yours. 





brings them back for more 


%* It’s fadeproof. 
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Sales Rep 
Eastern, Midwestern, 
Central and 
Par Western States 


John H. Graham & 
Co., Inc. 
New York City 
Southern Rep 


Senford Bros 
Chattanocogs, Tenn 








HENRY CHENEY HAMMER CORP 
LITTLE FALLS—N. Y 


17 BROADWAY, NEW Y Rk 





SMALL HAND TOOLS FOR 


BIG PROFITS 


Higher profits and quality go hand in 


| hand, with Parker Small Hand Tools a 


proof of the pudding. Dealers who stock 
Parker Tools, valued for their high quality, 
make higher profits from their sales, 

and build for themselves a long list of 
satisfied customers. Keep a place open on 
your shelves for the Parker line of Small 


Hand Tools. 


PARKER spb paiylgty A ta = 


WORCESTER 1, MASS. Ss 
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NEW GMCs 
tor tlome Gullders 


© Powerful, economical “Army Workhorse” engines of 
Valve-in-Head design with Tocco-hardened Crankshafts, 
Airplane type “Durex” Main Bearings, Heat-resisting 
Exhaust Valves with improved Valve Seat Inserts, 
Positive Crankcase Ventilation, Turbo-Top Pistons and Full 
Pressure Lubrication through Rifle Drilled Connecting Rods. 


© Rugged, built-for-the-job chassis with extra strong Frames, 
Springs and Axles, heavy duty Transmissions and 
Clutches, Needle Bearing Universal Joints, Recirculating 
Ball-Bearing Steering and powerful, easy-action Brakes. 


® Rider Ease Cabs with Cradle-Coil Cushions, Wide 
Visibility **V"’ Windshields, Quick-vision instrument 
Panels, All-Weather Insulation and Controlled Ventilation. 








New GMCs offer you the most in construction truck value 
in a most complete selection of models. There are pick-ups, 
panels and canopies in several sizes for ,hauling tools and 
equipment, hardware, fixtures and appliances. There are 
stakes and platforms in tonnage capacities and chassis options 
to match every demand for transporting lumber, tiling, roof- 
ing, plumbing supplies and other building materials. It will 
pay you to investigate GMC. For, whatever your hauling re- 
quirements ... from 1% to 20 tons... you'll find a war-proved, 
improved GMC truck ideally suited to each individual job. 


GASOLINE 
DIESEL 


THE TRUCK OF VALUE 





GMC TRUCK & COACH DIVISION ° GENERAL MOTORS CORPORATION 
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Beautiful buildings have personality 
too! And in the SAGER complete line 
of builders hardware each piece is de- 
signed to blend with and fit the indi- 
vidual personality of a particular build- 
ing—without sacrificing convenience, 
ease of installation, dependability or 
efficient operation. SAGER provides, 
in fitting personality, a full cycle of 
traditional and contemporary design 
...to help bring new dimensions to 
architectural achievements, and new 
enjoyment to gracious living. 


Copyright 1946, § t Lock Works 
Div. of The Yale & Towne Mfg. Co. 


BETTER STYLE IN BUILDERS HARDWARE by 


NORTH CHICAGO, ILLINOIS 




















Postwar burnproof cover 


is here now! 


DEVELOPED BY U. S. RUBBER Co. 
FOR FIREFIGHTERS’ SUITS! 


The asbestos ironing board 
cover housewives dream 
about! Actually burnproof! 
Much safer and longer lasting! 


Washable! Easier to iron over. 


SELLS ON SIGHT! 


Better-looking ironed work. 
Elastic binding for easy fit. 

For the poceente only a lim- 

ited supply of these cover 
and pad sets are available. 
*Reg. U.S. Pat. Off 


IRONING BOARD COVER 


TEXTILE MULLS: 2637 West 
New York Office: 


Polk St., Chic 12, 1. 
200 =” 


Fifth 
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LUBBER Co. 
UITS! 


those who prefer drip coffee the 
Buckeye Aluminum coffee maker 


offers these outstanding features: 


Patented spreader is adjustable to 
various quantities of coffee to make 
from four to eight cups with reserve 


capacity up to twelve cups. It is espe- 


cially designed to allow water to pass 


through at proper rate for top flavor. 


Perforations in coffee basket are de- 
signed for all the water to reach all the 
coffee for maximum extraction of rich, 


full flavor. 





The wide base, well-balanced to pre- 
vent tipping, is drawn from 12 gauge 


virgin rolled sheet aluminum. 


SIGHT! 


ned work. a ‘ 
r easy fit. are of one-piece construction for stur- 
only a lim- A } i 
hese cover diness, long life, and easy cleaning. 
vailable. 
U.S. Pat. Off 


The coffee basket and water container 


For speedy handling and delivery to customers each 
unit is packed in a separate carton. You can order 
this 8 cup Coffee Maker now by Catalogue No. 1048. 
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“Egad, gentlemen! Are you sure you have been really concentrating on the 
problem of how to increase production of Federal Practical Housewares.” 








@ 7 GREAT NEW PROMOTIONS 
@ DELIVERIES flowing in increasing volume 


@ NATIONAL ADVERTISING fo bring more 
yjgeemnand ‘more customers into your Store 


VAI - ae 


FEDERAL 
7Z e 
HOUSEWARES 


Sometimes, we almost wish the artist would go 
away and quit teasing us! We really don’t look 
or act like this . . . but we can’t deny a 
few wrinkled brows. FEDERAL Practical 
HOUSEWARES are in greater demand than 
ever, and we have less to work with. Paper 
dolls might be an alternative! Nevertheless — 
and soon, we all hope — conditions will im- 
prove. Then we'll give you the prompt ship- 
ments, the broad line, the outstanding new 
numbers you’ve been waiting for! Federal Tool 
Corporation, 400 North Leavitt Street, Chicago 
12, Illinois. 


Sales representatives in principal cities 


\ 


‘ 


UY 


ee 


shown for the first time 


from our big, fully automatic plant 





PROMOTIONAL HOUSEWARES 


Offices and Plant WHITE PLAINS NEW YORK 
Showrooms: N.Y. 1150 BROADWAY Chicago- 1108 MERCHANDISE MART 
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Women demand it 


because it’s so FAST! 
For Woodwork, Furniture, Bathroom, Kitchen 


Buyers demand it 








4 





because it’s so PROFITABLE! aaa 








300% Increase in Distribution in 
Past Three Months. WHY?... 
Because customers are demanding This appealing illustration im our 
this fast, luxurious cleaner. Women national advertising is sending 
are refusing to wash their wood- women fo your store for Sani-Wax. 
work in the old tiresome manner, 
when they can wipe it clean with 
a little Sani-Wax on a cloth, and 


leave a lovely finish to boot. sols be te own memmeten? 
a um: 

Store's 2nd Order $3,289 Gene who try it, won’t do with- 
Selling out his large initial order out it. (We know of customers 
at a lively clip, one of our new who order their Sani-Wax from 
buyers made the second order stores hundreds of miles away.) 
$3,289 (retail). 

A Chicago store recently sold a 
THOUSAND DOLLARS’ worth of Pi $ .79 
Sani-Wax in one week. A Cali- on tee eee y 
fornia store sold $4,421.26 in 27 % GC 

4 Gallon . 


days. 
I 
It’s a “good deal.” — 


Won't you join in these pleas- 
ant profits, with a product that re- 





SANI-WAX RETAIL PRICES 











Traveling in California this summer? Notice that those Exhibition Houses 
built by Arts and Architecture Magazine in Los Angeles have Sani-Wax as 
"standard equipment. And Sani-Wax keeps the interiors at top display form. 


WOMEN Z/KE_ JaniWay 


THE SANI-WAX COMPANY 


Pacific Avenue Dallos 1, Texas 
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Tue oricinat 16-DISC WHEEL secinners’ rower SKATE 


Yes: it’s BIG NEWS when America’s fastest selling Beginners’ 
Roller Skate adds major improvements. Now GENUINE LEATHER 
STRAPS add a million dollars in appearance, years of life; larger 
disc wheels and a longer chassis mean a bigger, huskier skate. 
Remember! There are millions of “little fellers” ages 3 to 7, who 
are waiting for you to sell them! Display these outstanding roller 
skates, advertise them —THEY SELL ON SIGHT! 


FOR NAME OF NEAREST JOBBER WRITE OR WIRE TODAY... " 
FULLY ADJUSTABLE . . . AGES 3 TO 7 $2.40 pr. ( Slightly Higher West of the Rockies ) 
MULTI-KWIK COMPANY . A DIVISION OF RADIOBAR COMPANY OF AMERICA 


GENERAL OFFICES: 11163 MISSOURI AVENUE ¢ WEST LOS ANGELES 25, CALIFORNIA 
EASTERN SHIPMENTS will be Made from our Philadelphia Plant. Address all Correspondence to our General Offices 
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One installation can bring | | 
the gang to your store ae 


SATURDAY 


{ NUTHIN' TO 
IT -- GOES 
ON EASY! 


WORKS SWELL 

EVEN WHEN 
y YA WALK 
THA BIKE! 


Othe: patents 


. 2 Fy —_ ~ . . 
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Automatic th Controlled 





as at 


10 million bicycles — state and municipal laws requir- 
ing adequate lighting — what a market for sales of 
MAKE-A-LITE low-cost bicycle light generators! Brilliant, 
dependable electric light provided free of cost! For new 
installations or generator only. For use with old battery 
lighted lamps. Jump your sales with MAKE-A-LITE! 





A PACKAGED UNIT 

FOR FAST, EASY SALES 

Colorful — yes! Great for counter and 
window display appeal. Compact and 


“doa! gunaretor, headers, tai lop + +4NOTE these FEATURES...... 

units and complete-set packages for *Patented automatic voltage control generator 

volume sales. < prevents excess voltage and blowing of bulbs 

at high speed *Good light at a walk — brilliant NOW 

light when riding “Separate circuits for head & tail AVAILABLE 
lamps prevent damage to one from affecting the MAKE-A-LITE 
other *Standard 5-volt Mazda bulbs interchange- HEAD LAMPS 
able in front & rear lamps for easy service & sales. & TAIL LAMPS 





ORDER FROM YOUR JOBBER, specifying Generators, Headlamps and Tail lamps, or Complete Sets 


he Rockies ) 





CHEFFORD MASTER MFG. CO. INC. 
Fairfield, tll., U. S. A. 
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It’s Picnic Time! 


The fragrant aroma of a sizzling steak on a 
KAMPKOOK Stove will lift any picnic appe- 
tite. Then open up the handy KAMPKOOK 
Portable Ice Box and your potato salad and 
drinks are ready—chilled just enough for added 
enjoyment. Lots of room for salads and sand- 
wiches too. It’s no wonder KAMPKOOK and 
KAMPKOLD are picnic favorites. 


WRITE TODAY for literature and dealer 
arrangement on any or all of these appliances. 


AGM KAMPKOLD PORTABLE ICE BOX 


An insulated all steel unit for icing fish and game. 
For picnics and camping trips, too. You can take 
it anywhere. It’s comrpact and light, easy to carry 
and competitively priced. 


Look for this label of the Ameri- 
can Gas Machine Company... 
it’s your guarantee of ““ Always 
Good Merchandise.”’ 

Copyright, 1946 


AGM Kampkook Stove 
America’s original gasoline 
camp stove. Compact 2-burner 
unit— burns LEADED as well 


as WHITE gasoline. Lights Py 
instantly without generating. _s 


AGM Ready-lite Lanterns 


Powerful single and two mantle 
lanterns. Give brilliant, non- 
ee white light. Instant 
ighting, built-in positive pres- 
sure pump, large fuel capacity 
for steady operation. 








AMERICAN GAS MACHINE COMPANY | 


ALBERT LEA, MINNESOTA 


Continusns Manufacturing Experience since 1896 
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UNION Cleaning Rod" 


No luck hunting for Union Gun Implements 
the last four years! So you’ve a back-log there 
of over-due SALES as soon as we can ship sporting 
goods again. 


Your sportsmen-customers know UNION Quality 
from “way back”. Now they’re looking forward 
to a still finer line of UNton Cleaning Rods and 
Brushes, with quality and utility at a new high. 
We'll have them for you—along with new-feature 
items in UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers 


Hack Saw Frames 


HARDWARE COMPANY 
aw FUE Gs oY 
TORRINGTON, CONN. 
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Through millions of advertisements in the Saturday Evening Post, Farm Papers and other maga- 


zines, consumers are being urged to “‘look for the Winchester Self Service Cabinet”. Thus... 


The WINCHESTER 


MAKES SEEN 








Mea Ede ptest” 
{ / 
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No. 42 BATTERY MERCHANDISER 


MEAN SOLD 


= hee GET A SUPPLY WHILE YOU CAN 
eee HERES WHAT YOU GET IN THE 
, forward NO. 42 MERCHANDISER UNIT 
Rods and ACT PROMPTLY... 1 No. 4 Self-Service Battery Cabinet 

new high. 96 No. 1511 Winchester Unit Cells 


w-feature 


ates 





Phone or wire your 
Winchester Battery 
Wholesaler’s Salesman. 
Say ‘“‘send me a Win- 
chester No. 42 Battery 
Merchandiser for every 
consumer traffic spot in 
my store’’. Do it today. 
Winchester Repeating 
Arms Company, New 
Haven, Conn., Division 
of Olin Industries, Inc. 








Total Retail Value (10c each)... .$9.60 
Suggested Dealer Cost 


DEALER 
PROFIT (35%) .......$3-36 


HERE'S WHAT THIS SELF-SERVICE CABINET BRINGS YOU 


1. A sure-fire pilfer-proof self-selling 
merchandiser. It brilliantly displays 
36 Winchester batteries in less than 
one-half square foot of counter space. 
Its hinged cover lifts up. Full-view 
display of batteries is had through 
clear-as-glass plastic window, with 
protection against pilferage by a sim- 
ple easily lifted cover. 


2. 96 Winchester Fresh-50%-Longer 
Batteries—the nationally advertised 
batteries with 18 months shelf-life 
guarantee. 


3. Ideal display to cash in on impulse 
buying at each of the heavy traffic 
spots in your store. 


4. A handsome profit of 35%. 





oun WIN CHES L, ER BATTERIES 


rata Make Light of the Dark bull fai?” 
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Ea HNOK-EM-HOLD 
3 FLY KILLER 


Kills Flies on Contact 


This unconditionally guaranteed Livestock fly spray has 
been the choice of thousands of farmers for many 
years. It kills flies right now—has long lasting effec- 
tiveness and your customer must be satisfied or he gets 
his money back. It's Safe—has no harmful effects on 
humans or livestock. Beautiful lithographed cans and 
barrels make an attractive display. 


KILL-EM-RKWIK 


for household use 


Nourse Kill-Em-Kwik is stainless and 
fragrant—Harmless to humans. Dead- 
ly to Flies, Ants, Mosquitoes, Bed 
Bugs, Roaches, Moths and Fleas. A 
contact insect killer that brings re- 
peat sales and real profits. 


Nourse 
Insecticides Containing D. D.T. 


Now you can sell insecticides with D.D.T. that are both 
farm and laboratory tested. Our many years of ex- 
perience in producing quality products is your assur- 
ance of the effectiveness of these sprays. Order from 
your jobber or write for full particu- 
lars and price list. 
RED LABEL RESIDUAL TYPE 
Contains 5% D.D.T., 3% Pyrin 


POWDERED INSECTICIDE 
Contains 10% D.D.T. 


WETTABLE TYPE POWDER 
Contains 50% D.D.T. 


NOURSE OIL COMPANY 


KANSAS CITY 

















GRIFTIN 
HINGES 


* 


( SRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NEW YORK: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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TRADE MARK 


ALUMINUM TRIM 


You’ve waited a long time to hear an announce- 
ment like this, and Youngstown Manufacturing, 
Inc. is glad that it can give you such good news. 
After all these months of shortages, aluminum is 
being shipped in greater quantities, and Youngs- 
town Manufacturing, Inc. is processing it as fast 
as possible to give you the quality trim you need. 
Instead of a few limited styles, there are now over 
100 “Superior” Metal Trim shapes from which to 
choose, and prompt delivery will be made on all 
orders. Now—without any delay—you can meet 
every customer’s requirement...can satisfy each 

’ individual taste with this uniform, eye-appealing 
“Superior” trim. 





No one can offer better service than Youngstown 
Manufacturing, Inc., and only Youngstown can 
give you “Superior” Aluminum Trim, finished by 
the exclusive Schuler luster process. You'll find 
many profit advantages in dealing with Youngs- 
town Manufacturing, Inc., pioneer in the metal 
trim industry. Use the handy coupon today. 


Another new Youngstown development is the 
SUPERIOR BULLET SCRIBER, for scoring, PROMPT DELIVERY ON. ALL ORDERS! 


scribing, cutting and fitting. Also available to 
distributors and dealers are Knives, Miter Boxes, Use the haudy confion today 


Linoleum Rollers, and Shears. 


| DEPARTMENT [4| YOUNGSTOWN MANUFACTURING, INC. 
BRANCH OFFICES AND WAREHOUSES —- 66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 


YOUNGSTOWN MANUFACTURING, Inc. Please send us literature and prices 
YOUNGSTOWN, OHIO 
Company 





363 W. Peachtree Street NE, Atlanta, Ga. 
363 S. Wall Street, Columbus, Ohio Your Name____ 
217-219 N. Alabama St., Indianapolis, Ind. 
126 N. 3rd Street, Philadelphia, Penna. 
2038 E. 70th Street, Cleveland, Ohio 
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WEEDPULLER 


POINTS THE WAY 
10 


MORE PROFIT 


© EASY TO USE 
© EASY TO SELL 
© PRICED RIGHT 


MAKES WEED ELIMINATION A CINCH 


( 


READY FOR IMMEDIATE DELIVERY 


Plan Now To Include The 
WEEDPULLER 
In Your Garden Tool Line 
© A PROVEN PROOUCT ORDER TT FROM YOUR JOBBER 


WITH THOUSANDS 
licens Distributors Write To 


estern 


&2 STAMPING CO. 


2111 EST ST + LOS ANGELES, CALIF 


LE 


WHEREVER . 
THERE’S TRASH 
OR RUBBISH 
TO BURN... 
































Talk about a product 
with a market —here’s one with prospects in every 
single part of your entire trading area. Handy 
“Zipper Top’ Rubbish Burners are wanted in every 
home, store, shop, park, institution—wherever there's 
trash to burn. Just give ‘‘Zipper Tops”’ a small spot 
on your floor—where customers can see the exclusive 
zipper top that opens and closes at a touch—can see 
this tough. strong*burner with the smoulder-proof 
Volcano Bottom. They'll move fast! 


UNION STEEL PRODUCTS COMPANY 


126 WN. Berrien Street . Albion, Michigan 


























Says Jack to Jill “Let’s tell ’em, 
How proud we are to see 
That Myers tops all others 
In popularity !” 


THE F. E. MYERS & BRO. CO. 
Dept. F-26, Ashland, Ohio 








. .» MORE MYERS WATER SYSTEMS 
ARE IN USE THAN ANY OTHER MAKE 
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‘“\DIXIE’’ 


NOZZLE 


“Dixie” Nozzles are built for hard use. They 
are ruggedly constructed of brass rod and 
heavy wrought brass. . . and yet are moder- 
ately priced. The “Dixie” is one of a complete 
line of Nelson Noz- 

zles. All Nelson 

sprinkling equip- 

ment is sold only 

through Hardware 

Jobbers. 


PEORIA, ILLINOIS 
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ee That’s a lot of grass cutting! 


We ran the new 1946 Dalglish lawn mower ONE THOUSAND test 
miles (stopping and starting every three feet) ...a distance equal, in 
air miles, to that between St. Paul and New York City. 


FIFTY YEARS of service by Mr. Average American would not give 
the mechanical parts this amount of punishment . . . still our engineers 
found no noticeable wear in our new “over-riding clutch” the exclusive 
mechanical feature that provides noiseless, positive engagement of 
moving parts. 


The Dalglish lawn mower has many other ovt- Buy Dalglish and you buy the best that 
standing features which, when added together, modern engineering can produce. For 
make this mower the leader in its field! name of your nearest jobber write: 


7 


“THE BANNER 


J. M. DALGLISH & COMPANY 


E VENUE * INNE TA 




















That Smith kid—losing his 
temper again. | wonder what 


Dear me, what a racket. Maybe 
. you'd better see if you can help 


5 unt a 


So do |— and 
you haven't 
finished it. Say, 
Sure, | was yelling. Look at lookee here, 

Oh, I’m so glad you've come over, this mess. It’s supposed to Junior. 

Mr. Handy. Junior is yelling bloody be a flying model airplane, 

murder at something he’s trying to but | think it’s junk. 

build down stairs. 


| heard him. | was 
reading my favorite 
magazine, Mechanix 
Illustrated, when 
Junior lost his temper. 
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Oh boy, wouldn't that be a bird — 


if | could just Pe \ 


rill help you. It's fun to 
build flying models. Only 
stop losing your temper. 


— a - ie - 
<o"" of + 
” pant at we e 
Wy al 
es? coor 
eat © 


Gosh, Mechanix It’s a great magazine 

Illustrated sure makes — all full of articles on 
Nor Mr. Handy. He can use everything clear. photography, radio 
all those mechanical skills fe and modern science. 


Such tration. | don't 
ch concentration. | don he learned in the Army. 


think Junior’s ever enjoyed 
himself so much. vy 





Certainly is — and 
Mechanix Illus- 
trated gets the SS) 
Mechanix Illustrated ‘‘gets the credit’’ from over 600,000 
oe ; Handy-men who rush to their newsstands every month for 
Gee, it's a bird of a their favorite magazine. That’s why*Mechanix Illustrated 
plane! It’s super! is the fastest growing, biggest newsstand seller in its field. 
These neighborhood ‘“helper-outers’’, who come to your 
rescue when the radio, camera or car needs fixing, are ama- 
teur craftsmen often highly skilled, always interested in the 
latest scientific and hobby news. They read Mechanix 
Illustrated from cover to cover. They like its 4-color illus- 
trations, its useful diagrams, its how-to-do-it and how-it- 
works articles. They really pay attention to its advertising 
—and Mechanix Illustrated advertising lineage has more 
than doubled in the last three years. Mechanix Illustrated 
is a strong-pulling medium. Make sure that your product 
is advertised there — regularly. 


Fawcett Publications, Inc. 


295 Madison Avenue, New York 17, N. Y. 
Making World's Largest Publishers of Monthly Magazines 
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WINS 
SALES ON SIGHT 


You don’t risk “roll-of-the-dice” luck with this handsome assortment. These industrial quality 
grinding wheels are sure selling, precision manufactured, for every type of trade—home work- 
shops, repair shops and farms. 

You can sell the wheels in this winning assortment to make 50% mark-up on your 
cost of $39.22.* For steady profits display it prominently. It takes only 1% sq. ft. of your 
counter space. Besides the 7 pairs of wheels mounted on the display, you get 26 individually 
boxed wheels for shelf space at rear of display unit—40 wheels in all, and 60 sets assorted 
size bushings. 

Order Assortment HA today. Put it on your counter and you will soon want to add 
Simonds Abrasive’s line of sharpening stones, oil stones, knife sharpeners and other fast 
moving, profit building specialties. Simonds Abrasive Co., Tacony & Fraley Sts., Phila. 37, Pa. 
*Slightly higher west of Denver. These industrial quality wheels are priced competitively. 


SIMONDS 


ABRASIVE CO. 


Time-honored Borolon 
and Electrolon Abrasive 
Products are now dis- 
tinguished by the name 
Simonds. 


SIMONOS ABRASIVE CO. isa 
Division of 


SIMONDS 


SAW ANO STEEL CO 


Other offilicted Componies 


nt a 


ASSORTMENT HA 


SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA., DISTRIBUTORS IN ALL PRINCIPAL CITIES 
102 HARDWARE AGE 
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When you handle Bethlehem Bolts 
and Nuts, you can be sure that, 
regardless of size, each bolt reaches 
your customers in first-class con- 
dition. Here’s why. 

Bethlehem packs the smaller sizes 
of bolts in sturdy cardboard car- 
tons .. . wraps the larger sizes twice 
in stiff, heavy paper. Each method 
of packaging brings the bolts to 
you in first-class condition, pre- 
vents damage to threads. Bethlehem 
bolt-and-nut cartons and packages 
are neat-looking, too, and are easily 
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identified by means of attractive 
red-and-white labels. 

Your customers will like the 
packages—and they'll like the Beth- 
lehem Bolts inside them. Bethlehem 
Bolts are made to exacting specifi- 
cations from a rugged grade of steel. 
With their uniform threads, straight 
shanks and easy-to-grip sides on 
heads, they're hard to beat for 
strength and dependability. 

They're the kind of bolts your 
customers like to use ... the kind 
they'll ask for over and over again. 


BETHLEHEM 
BOLTS 














* Keener, Tougher Cutting Edge—Tougher tool steel 
in jaws reduces wear. 


+ More Cutting Power With Less Effort—New fulcrum 
pins and handle connecting pin replace locked 
bolts, requiring less effort to overcome internal re- 
sistance. 


+ Streamlined—Elimination of ae bolts helps 
prevent skinned knuckles and torn clothes, permits 
work in tight corners. 


+ Maintained Tension — Eccentric countersunk strap 
bolts maintain factory-set tension on the head as- 
sembly. 


ONLY THE IMPROVED CAROLUS TYPE CUTTER has 
two-way cutting jaws. Available in side and end cut combined and 
in side and end cut combined with nut splitter. 24” and 30” cut- 
ters now have drop forged handles. Write for details. 


BOLT CUTTERS MANCO MFG CO. CABLE CUTTERS 


WIRE CUTTERS NUT SPLITTERS 








a 




















Sheiten 


Do a Better Job 
FASTER 


Open hearth steel cutters carefully tempered and 
ground. Fine grey iron bodies, rugged construc- 
tion, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen quickly recog- 
nize. 


PRECISION 
BUILT FOR 
CRAFTSMEN 


Limited 
deliveries are 
now being made 
to jobbers. 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON, CONNECTICUT 





MEEGUCE 


A “MUST” 
FOR EVERY HOUSEHOLD 


... akitchen gadget that no 
housewife can resist! Ideal, 
too, as a shower gift or 
bridge prize! 


CHEESLICER 

is a boon to 

mealtime prep- 

aration, cutting 

cheese in half the 

time formerly needed 

and with a clean-cut 

effect that cannot be sur- 

passed. Will cut cheese bricks 

up to 3%" square—soft cheese as well 
as hard. 

CHEESLICER features a “cutter” of fine 
music wire mounted on hardened alum- 
inum plated in luminous finish of varied 
colors, with harmonizing plastic handles. 
There is a large margin of profit in 
CHEESLICER — send in for details today ! 


DISTRIBUTORS and DEALERS WRITE 
METEOR MANUFACTURING CO. 
DEPT. HA—10 


\._ 24 GLENWOOD AVE. BUFFALO.N.Y. J 














Sweeps, Door Bottoms or Draft 
Stoppers, whatever you call ‘em, 
we got ‘em. 26 Gauge brass, 5/32” 
waterproofed felt, packed one 
dozen to a carton with screws for 
installing. Four lengths, 32”, 36”, 
42” and 48”. Write for prices and 
catalog of our other weather strip 
material. 
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WHEN DEALERS at 


CAN BE CHOOSERS si 
q | AW RAKES 
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s 
80,000 Will If It’s A 
LIBERTY Item! 





Here’s food for thought, Mr. Manufacturer! Can your 
best dealers be wooed away when competition gets tough? 
Now’s the time to put your product in solid with Liberty’s 
80,000 steadfast customers. Place your distribution in the 
hands of LIBERTY DISTRIBUTORS and 26 alert hard- 
ware wholesalers, their 1250 salesmen and 80,000 loval 
dealer-accounts will sell for vou in every city, town and 
hamlet in the 48 states, Alaska and Hawaii—now and 
tomorrow! 


Let the combined know-how and facilities of these 26 
aggressive distributors entrench you for keeps with deal- 
ers that count. Working together for 11 years, Liberty 
Distributors are qualified to help you. 


Liberly Vistributors 


WAREHOUSES IN 45 CONVENIENT CITIES 
ANNUAL MASS BUYING OF $120,000,000. 
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a Nicholson file 
for every purpose 


3000 kinds, cuts and sizes every 
foe 
industrial, farm and home use 


ms nO 
SEES ond es | 


MICHOLSON Pus co 
(00 Games pay np ye a 





a Nicholson file 
for every purpose 


3000 kinds, cuts and sizes for every 
indastrial, farm and home use 


More good advertising that means good business for you 


To some a file is a prosaic thing. But these irresistible 
cartoon-ads are leaving their imprint on so many millions 
of minds that Nicholson and Black Diamond are by all 
odds the brands people most commonly ask for when they 
go to buy files. 

Each month one of these smile-provoking advertisements 
appears in a conspicuous place in America’s huge-circula- 
tion general magazine—The Saturday Evening Post. 

crcts 
gent 


NICHOLSON FILE CO. * 


25 ACORN STREET * 


(In Canada, Port Hope, Ont.) 


In a somewhat more serious vein, Nicholson advertise- 
ments also appear monthly in millions of copies of other 
magazines—publications intended especially for machin- 
ists, farmers, garagemen, blacksmiths, home craftsmen and 
other classes of file users. 

Your jobber will tell you that the Nicholson File Company 
goes “all out” in its advertising support of those who sell 
its files over the hardware counter. 


PROVIDENCE 1, RHODE ISLAND p> 


NICHOLSON FILES for every purpose 
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AMERICAN CHAIN 


Answers Everyday Chain Questions... 


«+» SELL AMERICAN :- - - tae comptere caain Line 


American Chain Division makes all types of electric welded and fire 
welded chain — all types of weldless chain made of formed wire or 
stampings — a complete line of chain fittings, attachments and 


assemblies — repair links — cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN” DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments ... 


Just Among Ourselves 
... By Charles J. Heale 








How Much Pyramiding of Orders 
Should We Expect When Goods 
Are Again Available?:— 


er and retailer with whom we 

have talked recently laments a 
woeful inability to cope with orders 
now “on the books” to be fulfilled 
when merchandise is available. 

Most wholesalers and retailers in 
the same group have, upon persistent 
questioning, admitted rather freely 
that they have placed many duplicate 
orders for similar goods. ‘Obviously, 
the consumers of this country have 
done the same thing for most major 
items. 

Maybe our expected tremendous 
sales volume “for everything” won’t 
materialize to the extent that present 
commitments intimate. Perhaps, only 
those distributors who get various 
merchandise first will actually enjoy 
the big business that has been indi- 
cated by present orders for which no 
money has changed hands in a ma- 
jority of cases. 

We don’t say or think these 
thoughts pessimistically but rather 
realistically. The more we dig into 
the subject the more convinced we 
are that an availability of many 
goods may bring about some dis- 
appointments familiarly known as 
“cancellations.” We may find our- 
selves in a buyer’s market more 
rapidly than is now expected. 

Let’s forsake the hardware busi- 
ness for the moment, and as consum- 
ers only ask the next 15 or 20 friends 
we meet what they are doing, or have 
done, about getting a new car—when. 


a #2 manufacturer, wholesal- 
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Unless the people most of our readers 
meet and talk with about such things 
are radically different than those we 
have talked with in many parts of 
the country, it will be quite clear, and 
quickly so, that many people have 
ordered three or four new cars and 
will be content to take the first one 
that is available and cancel their 
tentative orders on all others. 

This same situation can be equally 
as true on many major items sold 
through hardware channels and is 
certainly true of commitments made 
within trade circles. 

Even so, on most hardware store 
lines, the genuine demand and actual 
need right now is many times great- 
er than the probable supply for some 
time—but we still believe that many 
distributors and/or consumers have 
duplicated their orders and intend to 


* 


accept only the first available de- 
livery. 

There is probably no way to de- 
termine how much duplication of 
orders exists. As a result, hardware 
distributors will have to watch very 
closely the movement of merchandise 
“in and out” as and when it becomes 
more available. Manufacturers face 
the same problem. 

If producers and distributors watch 
this trend carefully, as more goods 
become available, the inevitable 
adjustment period can be relatively 
painless to both. If, as supply catch- 
es up with demand, good manage- 
ment is exercised by both factors the 
hardware industry will emerge from 
present abnormal conditions to a 
situation that will rebuild traditional 
hardware industry stability on a rea- 
sonably profitable and permanent 
basis. . 


* 


The Effects of the Recent Steel 
And Coal Strikes:— 


We will probably never know the 
full import of the impact on 
our national economy caused by 
strikes since V-J Day. Most of us 
think primarily of the automotive, 
coal, steel and railroad strikes be- 
cause they are spectacular and in- 
volve large numbers of workers and, 


what might be termed, big com- 
panies. We seldom think of the 
countless smaller strikes in plants 
of 20 to 100 employees where com- 
ponent parts are made for many 
major items sold through hardware 
channels—yet even a few such strikes 
in smaller factories can completely 
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tie up production and employment in 
many larger industries. That’s why 
an epidemic of strikes throughout the 
country should not be considered of 
remote interest to even the smallest 
retail hardware dealer. 

Last week we saw some interest- 
ing figures dealing with the curtail- 
ment of steel production due solely 
to the recent steel and coal strikes. 
It has been estimated that these two 
major strikes represent a loss in pro- 


N recent months, some progress 

has been made in persuading OPA 
to “liberalize” its former rather ar- 
bitrary price absorption policy. In 
this connection a very interesting and 
highly important letter has been writ- 
ten by H. E. Masback, executive vice- 
president and general manager, Mas- 
back, Inc., New York City wholesal- 
ers.- This letter went to many manu- 
facturers and reads as follows: 

“One Friday, April 26, I was 
privileged to join ten other execu- 
tives of hardware wholesaling or- 
ganizations at an Industry Advi- 
sory Committee held with the OPA 
in Washington, D. C. 

“The stated purpose of that 
meeting was to consider the feasi- 
bility of continuing and extending 
further OPA’s price absorption 
policy. Under this policy, as you 
know, the OPA grants manufac- 
turers relief from their March, 
1942 ceiling prices, without au- 
thorizing proportionate advances 
in the ceiling prices of wholesal- 
ers and retailers. 

“The wholesalers who attended 
the meeting made it clear that this 
policy would work a severe hard- 
ship on distributors throughout 
the country. Facts and figures 
were presented in evidence to show 
how gross margins have dimin- 
ished steadily during the past few 
years while expenses had grown 
consistently, so that net margins 
were at a dangerously low point. 

“Many manufacturers have ap- 
pealed to OPA for increases in 
their ceiling prices, justifying their 
appeals on the basis of higher 
costs of materials and labor. We 

urge all of our sources of supply 
who file such appeals simultane- 
ously to request proportionate ad- 
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duction of about 13,000,000 tons and 


probably about $135,000,000 in 
wages which means buying power to 
buy things hardware dealers sell. 
This loss of steel tonnage is approxi- 
mately more than two years’ con- 
sumption for the great automotive 
industry if and when it is going full 
blast. 

lo any hardware dealer, wherever 
he may be located, who thinks such 
major labor upsets are a problem re- 
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OPA Price Absorption Policy:— 


vances in the ceiling prices of 
wholesalers and retailers. 

“Unless this is done, a dispro- 
portionate burden and an un- 
warranted ‘squeeze’ will be placed 
upon those distributors through- 
out the country who are also op- 
erating under GMPR and who 
have also been saddled with higher 
operating costs. It must be recog- 
nized that the very nature of dis- 
tributive enterprise is such as to 


* 
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mote to his personal interests, let us 
suggest that there is not only the 
great loss of buying power (a direct 
loss as far as the workers in such 
industries are concerned and an in- 
direct loss among those workers laid 
off because there isn’t any steel or 
coal, etc., to permit production) but 
also a further delay, and an increas- 
ing shortage of hardware store mer- 
chandise, a great part of which are 
made in part or entirely of steel. 





permit only limited margins of net 

profit. 

“Your cooperation in this vital 
matter will serve to promote the 
best interests of our industry and 
help maintain a sound distribution 
structure in our economy.” 

If all manufacturers requesting 
OPA relief would follow the worthy 
suggestion in Mr. Masback’s fourth 
paragraph it might help greatly— 
and wholesalers and retailers need 
the same degree of sales price relief 
that producers are seeking. 


* 


Here's What a Former OPA Man 
Has to Say:— 


EO F. GENTNER, recently re- 

signed as OPA Regional Ad- 

ministrator for the New York area, 
is quoted as saying: 

“Isn’t it better to have suits 
available at $40 or $45 than to 
say, ‘We are keeping prices of 
suits at $35, but we have no suits?’ 
Retailers can’t continue to absorb 
costs. A lot of these people are 
absorbed up to their necks now. 

. Just because you lift price 
controls, the price doesn’t auto- 
matically go sky high. That 
doesn’t always happen. I think 
the sooner we can return to the 
system of free enterprise, the bet- 
ter it will be. But price control 
has been necessary.” 

The conservative, and very largely 
pro-administration New York Times 
comments on this statement in sub- 
stance and in part as follows: 

“In these words Mr. Gentner 
describes the need for modification 
in OPA policy. This is a compact 
statement of shortcomings in that 


policy. Many critics of‘ OPA have 





been making these points for some 
time. In recent weeks the agency 
has increased the prices of some 
low-priced items in an effort to in- 
duce greater production. Accord- 
ing to Mr. Gentner, they haven't 
gone far enough.” 

More important, and far more 
serious in its implication is the fur- 
ther comment of the Times when it 
states: 

“Some interesting questions are 
suggested by his statement. If the 
situation is as bad as Mr. Gentner 
implies, why didn’t he do some- 
thing about it when he was Re- 
gional Price Administrator? How 
many other officials in OPA would 
agree with Mr. Gentner but are 
reluctant or unable to express their 
dissenting views publicly? In the 
light of such criticisms, why do 
OPA officials insist that the Emer- 
gency Price Control Act must be 
extended without important amend- 
ments ?” 

As we recall the statements of other 


(Continued on page 116) 
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satisfaction that “doubles in brass” 


To a Builders’ Hardware Man there is nothing quite so satisfying 
as a piece of fine hardware in cast brass or bronze. He likes the 
“heft” of it; the positive grip and turn of its knob — like the hand- 
shake of a warm friend. He appreciates the smooth, lustrous finish, 
and the depth and detail of design that make this combination of 
knob and escutcheon a thing of beauty. 

Let’s work together to instill this love of fine hardware in the 
hearts of those who will use it — the men and women who are 


building today. 


7D 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 


Division of Independent Lock Company ¢ Fitchburg, Massachusetts 
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Front view of a 
completed home 
in the $10,000 
class built by 
Greg Engebos of 
Green Bay, Wis. 


A Profitable 
Tie-in for This 
Hardware Dealer 


Greg Engebos of Green Bay, Wis., buili 
50 before the war and has materials 
ready for 35 more in the near future 


iu homes seems 
to be somewhat removed from the 
hardware business but Greg Engebos, 
hardware, appliance and sheet metal 
dealer of 1300 Velp Ave., Green Bay, 
Wis., has succeeded in this field and 
has found that such an activity ties 
in profitably with his hardware busi- 
ness. 

Mr. Engebos, who has now taken 
his sons, Donald; 19, and Ralph, 21, 
into business with him built 50 homes 
in and about Green Bay before 1941. 
Today he has materials ready for 
another 35 homes, some of which are 
already under construction. 


Prices $6,975 to $10,000 


Most of these homes are being 
built for ex-servicemen, and the price 
range is from $5,975 to $10,000. A 
local bank helps to finance the opera- 
tions at a 4 per cent interest charge 
to the veteran buving the homes. 
Mr. Engebos is getting the necessary 
priorities on his 35 homes and ex- 
pects a large portion of his building 
program to be in full swing this year. 

This dealer handles the complete 
building program. He buys his own 
lots, procures his own materials and 
then builds the homes for eligible ex- 
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servicemen. Of course, before the 


- war, Mr. Engebos went ahead and 


erected his homes first, without hav- 
ing a specific buyer, a practice which 
undoubtedly will be resorted to again 
when times become normal, for he 
intends to stick to the building busi- 
ness as well as to the hardware field. 


Buys at Own Store 
When he does his building of 


homes, Mr. Engebos buys his insula- 
tion, roofing, hardware, nails, fur- 
naces and numerous other items from 
his own hardware store. This volume 
is a splendid nucleus around which 
to build an annual volume, he states. 
Not only that, but the man who buys 
an Engebos home will also be favor- 
ably disposed to buy his appliances 
and hardware needs at the store of 
a man with whom he has already had 
dealings and in whom he has confi- 
dence. 

“The building of homes helps my 
hardware and appliance business very 


much,” states Mr. Engebos. “We can 
build that close personal relationship 
with the home owner whichis very 


‘ valuable in the securing of addi- 


tional business. Home owners fre- 
quently come to our store to talk 
over home building and other prob- 
lems with us. In this manner, they 
get very well acquainted with our 
layout.” 

In building his houses Mr. Enge- 
bos tries to get a variety of design, 
especially in areas where he has a 
number of houses in one block. He 
thinks it a duty of a builder to work 
out these designs carefully so that 
the community has a pleasing ap- 
pearance. To this end, he has em- 
ployed an architect who knows what 
Mr. Engebos wants and who has 
turned out some very suitable designs 
for his houses. 


Various Materials Used 
The houses which Mr. Engebos is 


building this year are constructed of 


various materials. Some will be of 
brick, some of masonry, some stucco 
and others will be frame. Plans for 
the 35 houses were laid well in ad- 
vance of this year and materials slow- 
ly gathered. 


Builds Good Will 


The experience which he has ac- 
cumulated in building homes will 
stand him in good stead in the nor- 
mal period when building restrictions 
are removed and building will in- 
crease considerably and when com- 
petition will necessarily be much 
more severe. By handling the com- 
plete building job, from the purchase 
of the land to the installation of 
plumbing, heating, builders’ hard- 
ware and other items, Mr. Engebos 
has control of the entire construc- 
tion and its numerous profit details. 
This control he figures will help him 
immensely during normal times when 
competition in business will be ex- 
tremely keen. 
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Modified floor plan for first floor of one of Mr. Engebos’ $10,000 homes. 
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One of the firm's recent windows 
featuring baseball equipment. In 
the oval we see a lawn mower be- 
ing repaired. Approximately 500 
are serviced during a busy season. 


Lawlor’'s seven-man repair shop often 
handles as many as 100 calls a day. 
Sporting goods department a feature 
that attracts the local enthusiasts 


Oo oO 


Two repair men devote 
their time to t 

care of bicycles. The 
firm does expert work 
in this line and the 
shop is known in the 
entire area as head- 
quarters for bicycles 
that need repairing. 





A LARGE service shop 


which often handles as many as 100 
calls per day on service is maintained 
by Lawlor’s, Lincoln, Neb., pioneer 
hardware and sporting goods con- 
cern. 


Big Volume Handled 
The shop, managed by W. Hintz, 


sharpens lawn mowers, makes keys, 
repairs guns, doorstops, locks, safes, 
luggage, fishing rods and reels and 
can do almost any sort of general 
repairing. About 500 lawn mowers 
are repaired and sharpened here in 
a busy season and more than 1000 
firearms put into condition annually. 

Of the seven service workers, two 
are ex-veterans. All are specially 
trained in various phases of repair- 
ing. Customers know that this ser- 
vice shop can turn out expert work 
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of various sorts and they are eager 
to bring repair work there. The shop 
is located in the basement of tie 
large Lawlor store, is well equipped 
and well lighted and this helps to 
increase the efficiency of the crew. 

Because Lawlor’s has a reputation 
for maintaining an excellent sporting 
goods department, many hunters 
bring rifles there for repair and 
fishermen bring in rods and reels. 
The firm also has a couple of men 
who are expert at repairing bicycles. 
and this fact brings in many bicycle 
owners from time to time for minor 
and major repairs. 





Quality Work 
“We take pride in doing quality 
repair work,” says Mr. Hintz. “Our 


ustomers lik e 
th : — nt the work we do, for Archery is a sport that is steadily increasing in popularity. This window 
ey come back time and again display shows how the firm tied up the line with ar tly rel d movie. 





and 1000 Firearms in a Year — 


Here is a typical Fishermen's Week 
window. In the inset is one of the 
men repairing a rifle, one of 1000 
firearms which the firm takes care 
of in the course of a single year. 
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when they have additional jobs to 
be done. We invite these customers 
to come right down into the shop 
and have a look at our setup. An 
inspection usually convinces them 
that we are equipped to handle al- 
most any sort of a service job. We 
expect a big increase in hunting and 
fishing now that veterans are back 
and wartime restrictions have been 
removed. This should mean much 
more service work for our depart- 
ment.” 

Sportsmen in the Lincoln area are 
attracted to the Lawlor store largely 
by the fine merchandise which is 
displayed in the windows from time 
to time. The store has a full time dis- 
play and advertising manager and 


his windows are among the best in 
that thriving city. Newspaper and 
radio advertising also do their share 
in calling the attention of Lincoln 
sportsmen to this sporting goods de- 
partment and service shop. 


Will Remodel Department 


The store management plans to 
remodel the sporting goods depart- 
ment considerably in the near future. 
At the present time, wheel goods are 
carried in a basement section adja- 
cent to the service department. This 
department will be enlarged soon, 
for the firm expects wheel goods to 
be an excellent all year ‘round seller. 


The sporting goods department 





also contains an excellent model air- 
plane section which is a favorite 
with the younger boys. This attracts 
many young boys and their parents. 
Thus Dad can buy hunting and fish- 
ing equipment at the store and the 
young son can buy model airplane 
supplies. Two generations thus find 
common interests at this fine sporting 
goods section. 

Another asset to the sporting goods 
department is a photography sec- 
tion. Because photographic equip- 
ment is now more generally available 
again, this department is finding 
much favor with sportsmen and 
others and is a good profit-maker 
for the store. 


Just Among Ourselves . 


key OPA men who have “left” OPA, 
by choice or otherwise, our memory 
suggests that similar comments have 
been made. 

To us, the net of the entire OPA 
situation is that OPA should fold its 
tent—but quick—with the possible 
exception of control on residential 
rents and certain basic foods. Such 
a restriction, of course, could hardly 
provide many public payroll jobs 
and for that reason such an idea 
might not be popular in certain quar- 


* 
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(Continued from page 110) 


ters, but that does not seem to us a 
valid reason for continuing what we 
believe has become a farce as an 
agent for curbing inflation. 

We still believe that production, 
distribution and consumption on a 
huge scale is the only permanent cure 
for inflation. We still have greater 
confidence in competitive, free enter- 
prise to hold price levels down than 
we can ever have in any govern- 
mental agency’s program, however 
well intended or explained. 


* 


The Elephant and the Pismire 


By J. H. VAN DEVENTER 


President and Editorial Director, 
The Iron Age 


EDITORS’ NOTE—Although the 
coal strike has been settled pretty 
much along the same lines as 
other major strikes have been 
settled, under government au- 
spices, the principles of Mr. Van 
Deventer’s message are just as 
important as they were when 
written— perhaps more so to 
thinking American business men 
who pay taxes and have a vote. 


PISMIRE is an insect that is 
smaller than an ant but more 
ornery. Maybe that is because what 
he lacks in stature he has to make up 
in conceit and cussedness. 
Once upon a time one of these pis- 
mires, whose ego was a million times 
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its proper size, conceived the am- 
bition to rule the animal kingdom. 
First he practiced on his fellow pis- 
mires and learned the rudiments of 
abuse and vindictive oratory while at 
the same time developed a stentorian 
voice. He learned the trick of making 
a whisper sound like thunder which 
is a great asset to an undersized guy 
who sets out to assert himself. 

Next the ambitious pismire tackled 
the ants and found that the same 
technique produced results as it did 
later on when he progressed to the 
intimidation of even the lions and 
tigers. The secret of his success lay 
in the habit of animals, including 
people, of relying largely on oral per- 


ception. Thus when they heard the 
stentorian tones of the pismire, they 


took him at “voice value” instead of . 


face value and never thought of turn- 
ing over the stone under which he 
was hiding his actual insignificance. 

On such Caesar-like feats did this 
pismire grow that eventually he 
tackled the elephants. Going out into 
the jungle, he found the path down 
which the bull elephant led the herd 
to water every evening. When the 
big bull who led the procession 
reached the point where the pismire 
was hiding, he was surprised to hear 
a thunderous command to stop. 

Now the elephant being a cautious 
and intelligent animal naturally 
stopped, not because he was obeying 
a command but to find what it was 
all about. The pismire, however, took 
his stopping as an indication that the 
king of the jungle had been fright- 
ened into submission. So his next 
command was to kneel down and ren- 
der obeisance. 7 

In the meantime, however, the 
sharp eyes of the elephant had dis- 
covered the hiding place of the little 
pismire with the big voice. So he 
promptly proceeded to step on him 
and squash him flat. 

I am told that a bull elephant is not 
more than 100,000,000 times bigger 
than a pismire. Well, the American 
public is 130,000,000 times bigger 
than John L. Lewis. 

—Reprinted from The Iron Age 
A Chilton & Publication 
Affiliated with Hardware Age 
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Window displays like this serve to keep the line before the eyes of the buying public. 


Workshop Equipment and Supplies 
Build Annual Volume of $30,000 


. in 1930, the Peete 


Hardware & Tool Co., Inc., Sioux 
City, Iowa, put in a line of home 
and industrial workshop tools and 
equipment and promoted it through 
its window displays and newspaper 
publicity. From that time on sales 
have grown steadily and today, this 
profit-making department grosses 
shout $30,000 annually. Futhermore, 
from all indications, a still larger 
volume will be built in the future. 


R. W. Pitner, who is in charge of 
this department, is responsible for 
its development. It was he who 
called on one or two schools hack in 
1930 to test out the market and found 
that schools would buy such tools. 
He then returned home and mapped 
out a sales program to cover a wide 
area. Today, the company sells tools 
and supplies to homeworkshop own- 
ers, schools and industries in several 
states. There are approximately 400 
schools in Iowa and nearby states that 


Peete Hardware & Tool Co. sells tools 
and supplies to homeworkshop owners, 
schools and industries in wide area 


JUNE 20, 1946 


have purchased tools from the Peete 
company. 

“One sale leads to another,” states 
Mr. Pitner. _ “For example, the 
manual training teachers in various 
schools get together and tell one an- 
other where they can buy tools and 
other supplies. Naturally, this brings 
additional business to us.” 

The installation of the tool line led 


” 














to increased sales of allied products. 
Power tool owners, especially schools 
and industrial accounts, have needed 
items such as glue, sandpaper, sand- 
ing wheels, etc., and the company has 
been receiving orders for large quan- 
tities of these products. Before the 
power tool line was added, the firm 
sold about three gallons of glue per 
year in small cans. Now the com- 
pany sells over 300 gallons annually. 


HE evolution of modern banking 

early in the 17th century facilitated 
the development of various types of 
commercial paper and of more scien- 


tific accounting. The use of checks and ' 


of double-entry bookkeeping, which are 
believed to have originated in Italy, 
are two outstanding examples. They 
changed the theory and practice of 
banking and of commerce. 

It was evident early in the 16th Cen- 
tury that the supply of gold and silver 
could not keep pace with the expan- 
sion of trade. Consequently, the use of 
checks, based upon definite deposits of 
cash in established banks, gradually 
came into use. The first true checks 
are assumed to have been employed 
in Venice in the 16th Century. The 
earliest checks in the United States 
were circulated at Boston in 1681. 

The use of checks aided exchange 
in seyeral ways, chiefly because the 
credit resources of the banks could be 
expanded beyond actual cash on hand. 
In normal times, only a small percent- 
age of the reserve of a bank is with- 
drawn in cash. Today, virtually all 
business transactions are accomplished 
by means of commercial paper, prin- 
cipally by checks that are balanced 
through the use of clearing houses, 
which are organizations of the leading 
banks in any city or region. A clearing 
house balances the credit or indebted- 
ness of its members daily. The total 
checks, and other exchange instru- 
ments, drawn upon a member bank are 
set off against those which that par- 
ticular bank holds against other mem- 
ber banks, and no transfer of cash is 
necessary beyond what is required to 
balance the accounts of the members. 

Records, of course, are essential for 
credit extension. Double-entry book- 
keeping the beginning of modern ac- 
countancy, not only facilitated the 
keeping of records, it also helped to 
create a new attitude toward economic 
matters. By stimulating a quantitative 
rather than a qualitative outlook, it 
tended to make business ideals more 
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Because the company has been in _— City, which has done mach to build 


the power tool business for many interest in homecraft shops in the 
years, it is getting a fair amount of | area. At the present time, the club 
equipment from manufacturers now. has 50 members and they expect the 


It is receiving four times its 1940 membership to increase when more 
volume in shipments of one-twelfth tools become’ available. At the club 
at a time. In this way, it has been _— meetings, the members discuss mu- 


able to take care of the needs of many _ tual problems and conduct demon- 

of its customers. strations. Meetings are held at the 
The Peete firm was instrumental in _ store occasionally and at other places, 

organizing a homecraft club in Sioux whenever it is convenient. 





Modern Credit 


its ramifications, probably would have 


By CHARLES DOWNES been impossible without both the prac- 
Editor, Distribution Age tical and psychological changes result- 


, tk ae ing from the use of double-entry book- 
A Chilton ® Publication keeping. More than any other single 


Affiliated With Hardware Age commercial innovation introduced in 
Europe between the 17th Century and 


ee the rise of modern industrial capitalism 

impersonal. Modern accountancy is in the 19th double-entry bookkeeping, 

not concerned primarily with commodi- in the opinion of many historians, was 

ties and cargoes, but rather with one of the principal determining factors 

amounts of values, increasing or di- that helped shape the structural de- 

minishing. velopment of modern corporate busi- 
Modern corporate finance in all of ness. 








The Spirit of 1805 Was Not All in Paint 
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Pittsburgh’s oldest paint store has this historic momento which was found among 
old papers, bills and keys in the store’s archives by Elmer M. Rock when he pur- 
chased the paint business of Henry Wheeler & Son, 115 W. Ohio St., Pittsburgh. Pa. 

The bill dates from 1805 and is for paint, oil and labor on a bridge and the totai 
charges came to just $13.23—less than the cost of the whisky furnished the workers 
for working in water. The answer as to who got the high-grade 75-cent whisky 
and who the 57-cent whisky is lost in history. 

The firm, Henry Wheeler & Son though established in Pittsburgh in 1860, was 
originally founded in England in 1807 and purchased by Mr. Rock from the Wheelers 
27 years ago. Since the first of this year. Mr. Rock has been reconverting by adding 
hardware lines to this one-time all-out paint store. 
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A Post-War Tax Program 
For a Solvent America 


FRED R. FAIRCHILD 


we, represents my own 


ideas, but it will parallel also the studies 
and conclusions of a Committee on Post- 
War Tax Policy, of which I was a mem- 
ber, and which, after some year and a 
half of study, produced a report en- 
titled “A Tax Program for a Solvent 
America.” It was issued last Septem- 
ber. Since then there has been a good 
deal doing in the tax field. 

I would start out this subject with a 
statement of faith; I have faith in the 
American economic system and hope 
for its perpetuation and improvement. 
There are others who don’t feel that 
way about it, but I part company with 
them right at the start, and shall ad- 


. here to this original premise. 


This American system, as I see it, is 
based on three main foundation stones: 
personal liberty, private property, and 
free enterprise. 

On those bases, America has pro- 
gressed tremendously during our com- 
paratively short period of national ex- 
istence. We have become the richest 
and the most powerful nation, with the 
highest standard of living in the world, 
and I believe that that result is, in 
large measure, due to this system of 


*From an address before the Hardware 
Manufacturers’ Statistical Association. 
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Emphasizing the need for a balanced Federal budget no matter 
what the national income may be, Professor Fairchild says, 
“Failure to come to grips with the problem of taxation, and to 
deal with it wisely, might well jeopardize the continuation of 
this American Free Enterprise System of ours. . . Taxation has 
only one purpose, to raise the money necessary to pay the 
expenses of government in order that the people may enjoy 
the essential services of government.” Outlines Post-War Tax 
Committee’s recommendations: progressive scale for indi- 
viduals; repeal of excess profits, capital stock and declared 
value excess profits taxes; adjustment on taxes paid on cor- 
poration dividends by stockholders and broad tax base with 


more reliance upon excise taxes. 


By FRED R. FAIRCHILD* 


Professor of Economics Emeritus, 
Yale University 


freedom which we adopted at the start 
and have, on the whole, maintained. 
If these institutions are preserved, I be- 
lieve we may confidently look forward 
to a future offering a healthy, vigorous 
industry in factory and farm, jobs of 
their own choosing for those able and 
willing to work, reasonable security 
against temporary involuntary unem- 
ployment, and adequate care for the 
aged, the infirm, and the unfit. 
However, winning this happy future 
will require us to face squarely and 
think candidly on some major prob- 
lems right now, and of those I believe 








EDITOR'S NOTE: Professor Fair- 
child has been associated with the 
staff of Yale University ever since 
he began his teaching career. He 
served on various special tax com- 
missions for the State of Connecti- 
cut from 1911 to 1913 and from 1933 
to 1935. As a member of the Na- 
tional Committee on Inheritance 
Taxation, his recommendations were 
in large measure followed by Con- 
gress in revising the Federal Estate 
Tax in 1926. At various times he 
has served as tax adviser for: the 
United States Government and the 
States of Connecticut and New York 
and numerous associations and pri- 
vate concerns. He is a director of 
the First National Bank & Trust Co. 
of New Haven and a member of 
the American Academy of Arts and 
Sciences. 


taxation is in the forefront and is in- 
deed critical. Failure to come to grips 
with the problem of taxation, and to 
deal with it wisely, might well jeop- 
ardize the continuation of this American 
free enterprise system of ours. 

I am not a believer in what is 
euphemistically called “incentive taxa- 
tion.” I can’t see how taxation by any 
stretch of the imagination can serve to 
stimulate investment and industry. 

Taxation is always a handicap. Taxa- 
tiony—and here again I am sticking to 
my article of faith—has only one pur- 
pose, to raise the money necessary to 
pay the expenses of government in 
order that the people may enjoy the 
essential services of government. 

Taxation then is undesirable. Gov- 
ernment services are desired. The tax- 
ation is the price you must pay for the 
services of government. How do you 
strike the balance? How can you tell 
when you have the right balance of the 
unhappy burden of taxation and the 
happy products of government service? 

The economists have a formula for 
that which we call “marginal utility.” 
A government, like a person with limited 
resources, naturally devotes its money 
first to those services which are con- 
sidered of most importance. We must 
have the army, the navy — defense 
against outside foes. If we had nothing 
else, we would spend our money for 
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these at any rate. We then proceed to 
the less important services — courts, 
police, and so on down, highways, 
schools, and what-have-you. So that in 
the order of descending importance, a 
government will distribute its limited 
money until the last thousand dollars is 
spent for the least important of the 
services which can be secured with the 
resources at hand. 

An individual, of course, does ex- 
actly the same thing when he budgets 
his personal expenditures 


Increasingly Burdensome 


Taxation, on the other hand, bears 
most lightly in the first doses and be- 
comes more and more burdensome as 
the doses are added. So you have the 
services of government progressively 
becoming less useful and the burdens 
of taxation becoming progressively 
more heavy. Sooner or later comes a 
time when these two elements come to- 
gether, and when they do, you are 
theoretically getting just the right 
amount of taxation. If you had more 
taxation than that, the marginal bene- 
fit of governmental services would be 
less than the marginal burden of taxa- 
tion, and, by the same token, if you have 
less than that, there is a good chance 
that by heavier taxation you would 
profit from more government services 
that would be worth the cost. 

In time of war, the desirability of 
the government service of defense, upon 
which our very national existence may 
depend, is so overwhelming that it is 
hardly conceivable that any burden of 
taxation would not be worth the while. 
So, in time of war, taxation can be 
carried to almost any limit, and if that 
is required to save the nation, it is 
worthwhile. 

In time of peace, however, the bur- 
den of taxation which war may justify 
has no justification. Burdens of that 
sort in time of peace have carried us 
far into the condition where the mar- 
ginal burden of taxation greatly ex- 
ceeds the marginal benefit of what the 
government can do for us with the 
money. 

If I might again set forth an ideal, 
I would say that our ideal for a post-war 
America is a prosperous peacetime 
economy, healthy, vigorous industry, 
full employment and high standard of 
living, all achieved under the American 
system of personal liberty and private 
enterprise. I don’t need to tell you 
gentlemen that you can’t have that with- 
out the investment of capital. All in- 
dustry under the free economy is more 
or less risky. Such industry requires 
invention, experimentation, develop- 
ment of new machines, new processes 
and their application—all more or less 
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hazardous. It requires the leadership of 
men wita courage, self-reliance, and a 
spirit of enterprise, men who have con- 
fidence in their owa judgment and are 
willing to back their judgment and so 
risk tueir own capita] and the capital 
of others entrusted to them. 

The inducement to do tais, of course, 
is profit, or more strictly, the hope of 
profit, since nobody is guaranteed in 
advance whether they will be profits or 
losses. 1, that inducement is destroyed, 
the American free enterprise system 
withers away and finally dies. And 
taxation, if too heavy, might easily be 
the instrument that would destroy the 
motive of profit. 

It is surprising to see how small are 
the odds which the American enter- 
priser seems to think sufficient to lure 
him into this venture of business enter- 
prise. The historical record of profits 
leads me to conclude that, when you 
allow for only a nom:nal interest on the 
capital invested and moderate remu- 
neration for the services of manage- 
ment of those who give their own time 
and labor to enterprise, the total of 
profits in the long run is not much 
greater than the total of losses. 

In other words, I am inclined to say 
that the American enterpriser is willing 
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Collignon & Sons of Madison. S. D. 
recently announced “reliable pre-war 
service” with the arrival of Bob Collig- 
non, who was honorably discharged 
from the armed forces. The firm took 
advantage of this occasion to publish 
the above ad on various goods in stock. 


to take these hazards of industry for 
not much better than a 50-50 chance. 
Of course I know why many people 
take the chance—each one thinks that 
he is smarter than the other fellow, and 
that in his particular case the chances 
are a good deal better than the his- 
torical average. If people think so, 
more power to them. We are the bene- 
ficiaries of their optimism. 


Odds Narrow at Best 


The important fact is that the odds 
are narrow enough at best. If now the 
government comes in with taxation and 
says that when your profits are more 
than a certain nominal amount, we will 
take all the balance in taxation, but 
you will be left to bear the losses as 
always, we may well reach the point 
where the odds are not good enough, 
even for the courageous, venturesome 
American enterpriser. This is not just 
a case of theoretical speculation. I am 
sure every one of you knows of men-— 
if you haven’t been there yourselves— 
who have given up the plan for another 
wing to the factory, more modern ma- 
chinery, development of a new business 
enterprise, promotion of some new 
patented device, because the chances 
are too uneven. “If this is a ‘flop’ | 
will bear all the losses. If it is a suc- 
cess, the government will take the ma- 
jor part of the profits.” I am sure that 
you have heard trustees, investment 
counsel, and others, as I have, telling 
their clients, “You can’t afford to ge 
into this new business enterprise that 
you are contemplating. If you win, most 
of the winnings will go into taxation; 
if you lose, you will bear the loss. You 
had better put this capital into bonds, 
take the two or three per cent, and re- 
lieve yourself of the worries and labors 
of enterprise.” When we reach that 
point we are in the process of destroy- 
ing our system of free enterprise. 

Now a word about the budget. The 
great reason for the balanced budget is 
that without it you have no way of 
testing the proper amount of taxation. 
The balance of marginal utility of gov- 
ernment service and marginal burden 
of taxation can’t be applied, unless it 
is understood that taxation is to be 
sufficient to pay all the costs of govern- 
ment. If a considerable part of these 
costs are to be met by deficits, by bor- 
rowed money in one form or another, 
then you no longer have the test. 

So it is my firm opinion that a bal- 
anced budget is the essential prerequi- 
site of a sound tax system. There are 
those who, while expressing general 
approval of the balanced budget, still 
feel that we can’t have it unless we 

(Continued on page 134) 
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The hotel supply business has grown to such proportions that it now is housed in this geparate building. 


Hits the $150,000 a Year Mark 
With Sales of Hotel Supplies 


Rapidly expanding division of the 
Maxwell Hardware Co. now occupies 
a separate building all by itself 


:, ae years ago, the 
Maxwell Hardware Co., Sioux Falls, 
S. D., opened a hotel supplies divi- 
sion in its store. Through good man- 
agement and aggressive merchandis- 
ing, the division developed into a 
fine profit-maker. Sales of over 
$150,000 a year have resulted and 
the division shows promise of ex- 
panding still more as other merchan- 
dise becomes available and as new 
restaurants, hotels and other eating 
establishments are opened. 
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This year Guy Maxwell and his 
sons, Harold and Griffin, found that 
their hotel supply division had grown 
to such proportions that it was neces- 
sary to house it in a separate building. 


Division Has Real Future 


“We see a real future in this divi- 
sion,” says Guy Maxwell. “We have 
gained a lot of experience in the 
business, expanded our lines and 
service and now cover a number of 
states in this part of the country. 
The west is expanding and many 


new hotels and restaurants are being 
planned. We expect a goodly share 
of this business. Sioux Falls is a 
natural shopping center for people 
within one hundred and fifty miles 
of the city. We have a lot of ‘drop- 
in’ business for our hotel supply line 
but we have a couple of salesmen 
who call on the trade in and out of 
the city as well.” 

In the new store, the Maxwell or- 
ganization has ample display space 
for hotel and tavern supplies of all 
sorts. Glassware and china, of 
course, are in great demand by the 
trade. Through its buying connec- 
tions over a great many years, the 
Maxwell firm has been able to get 
enough stock to take care of a goodly 
number of its customers. 

One entire wall of the new store 
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is devoted to a display of dinnerware 
and another area is given over to the 
display of glassware. Other wail and 
aisle sections are devoted to the dis- 
play of utensils. cooking tables and 


Harold Maxwell. 


who is in charge of the hotel division, 


other essentials. 


has reported unusual activity in the 
line, with many new people planning 
to enter the cafe field when conditions 
permit. 


Aids Retail Store 


The buying power of the hotel 
supply store in the dinnerware and 
glassware field naturally benefits the 
firm’s retail store in the downtown 
area. Fairly representative stocks of 
these items also are kept there for 
retail trade. 

At the downtown store, the hotel 
supply division is advertised with 
signs and customers who inquire 
about the line are referred to the new 


store in another section of the city. 


This entire sidewall in the hotel supply store is devoted to chinaware. 


The Maxwell 
maintains a special farm goods hard- 
ware store directly across the street 


organization also 


“Establishing and Operating a Hardware 
Store” Manual Issued By Commerce Dept. 


ee competition in the retail 
hardware trade is keen, the trend 
seems to be fur an increasing number 
of small independent stores carrying 
a general hardware line, according to 
the Department of Commerce. 

A manual, “Establishing and Oper- 
ating a Hardware Store,” just released 
by the Department, points out that 
many successful retail hardware mer- 
chants have started with a capital out- 
lay of $5,000 or less. In 1939 and 1940 
an average hardware dealer paid him- 
self a salary of about $2,000 and earn- 
ed 6 to 7 per cent on his capital. 

In rural areas, a high percentage of 
the customers are men and stock gen- 
erally includes plows, milk cans, fence 
wire, seed and fertilizers. In a large 
city, the majority of customers are also 
men, but the hardware merchant often 
caters to a larger number of women 
than do the rural store, and handles 
cutlery and household appliances. 

The hardware store has to compete 
not only with other stores in the same 
field, but also with lumber yards, de- 
partment stores and automobile ac- 
cessory and garden supply stores, the 
manual states. Nevertheless, the quit- 
ting rate for hardware stores during 
their first three years is slightly lower 
than the average of about 50 per cent 
for all retail trades. 
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The three types of retail hardware 
business, according to U. S. Census 
classifications, are independent stores, 
chain stores, and farm implement- 
tractor-hardware dealers. In 1929, near- 
ly half of the 38,000 stores were the 
combination farm implement-tractor- 
hardware type. By 1939, about 73 per 
cent of the 39,344 stores were the in- 
dependent hardware stores with total 
sales amounting to $603,863,000, and 
less than 26 per cent were farm imple- 
ment-tractor-hardware dealers, accord- 
ing to the U. S. Census. 

Chief factors in the successful opera- 
tion of a hardware store are the right 


from the hotel supply establishment, 
which gives the firm three stores in 
Sioux Falls. 


choice of location and types of mer- 
chandise, judicious buying, and the 
control and turn-over of stock, accord- 
ing to the manual. 

These aspects of management as well 
as pricing of merchandise, selection 
and training of employees, advertisiug 
and selling are discussed in detail in 
the 204 page book. 

“Established and Operating a Hard- 
ware Store” was originally prepared by 
the Dept. of Commerce for use by the 
War Dept. in educational activities of 
the armed forces. 

Copies can be obtained from any 
field office of the Department of Com- 
merce, or from the Superintendent of 
Documents, Government Printing Of- 
fice, Washington 25, D. C., for 35 cents. 


Blame Who? 


ODAY folks are mad. They want 

to blame some one for the mess 
we are in. It’s a hard thing to write, 
but it seems to us that the real blame 
rests with all of us. We have not voted. 
We have not been articulate in our de- 
sire that legislation be considered on 
the basis of what is best for all the 
country. We have led no office holder 
-regardless of party—to believe that 
he can depend upon us for his political 
future. We have been supine. We 
have thrown our country’s system up 
for grabs by our own default proce- 
dure! We shall never be certain that 


our government will be run for the 
best interests of all America until 
enough unselfish people take action in 
the only way that action counts—at 
the polls. We do not blame either party 
for its actions. Either political party 
is interested in obtaining office. If it 
cannot get it through constructive sup- 
port from unselfish people it will get 
it in some other way. Let’s see who 
really is to blame! 

—Jor T. MEEK, 

Executive Secretary, 

Illinois Federation of Retail 

Associations 
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Common Nail Seen As Spoke 
In Reconversion Wheel 


« 


1946-47 production 360,000 tons shorts. Price factor 


and strikes only partially responsible. CPA to check 
inventories, WAA to ferret out holdings and OPA to 


A SMALL item in compari- 
son with the concern it is causing, many 
fields which use it see the common wire 
nail as a potential monkey wrench in 
the wheels of reconversion. Already in 
short supply in an expanding market, 
the nail situation bids fair to become 
worse before it becomes better. 

Housing officials who are faced with 
a self-imposed production goal of 2.7 
million new units by the end of 1947 
foresee the threatened nail shortage as 
another of several probable delaying 
factors. Not the least affected is the 
small user, a million or ‘more strong, 
who depends upon his local hardware 
merchant to supply his modest needs 
in terms of a few pounds at a time as 
he needs them. 


Official Estimates 


Present official estimates are that nail 
requirements for this year and next will 
exceed production by about 180,000 
tons annually or a total of 360,000 tons 
for 1946 and 1947. By adding the esti- 
mated surplus of 21,000 tons to esti- 
mated production of 592,000 tons, the 
1946 supply is seen as 613,000 tons 
against a minimum requirement of 795,- 
000 tons. For 1947, the outlook points 
to a production of around 654,000 tons 
in comparison with an estimated need 
for 835,000 tons, not including the de- 
mand held over from the current year. 

The estimated supply for 1946 is 
based on actual shipments for January, 
February and March of this year and 
estimates of probable production sub- 
mitted by the steel companies. These 
figures reflect the steel strike but do 
not take into consideration any produc- 
tion curtailment that might result from 
the coal strike. The estimate for 1947 
was arrived at by projecting an ex- 


pursue the black marketeers. 


By KARL RANNELLS 


Associate Washington Representative 


of Hardware Age 
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pected peak August, 1946, rate as the 
probable monthly rate for next year. 
Even had production not been af- 
fected by strikes, officials did not ex- 
pect production for the two years to 
reach the wartime peaks of 845,000 and 
849,000 tons attained in 1942 and 1943, 
respectively. During those years wire 
manufacturers operated seven days a 
week on a three-shift basis. After allow- 
ing for a reduction in the work week 


_and retirement of obsolete equipment 


difficult to replace, 750,000 tons an- 
nually is generally considered an opti- 
mistic post-war peak production. 

Some officials see the price factor as 
a delaying element in attaining produc- 
tion to meet demands. Nails have long 
been considered a low end item of steel 
production and the bottom dropped out 
of prices shortly after World War I. 
Prices fell in 1921 from around $82 a 
ton at Pittsburgh to about $59, hitting 
a low of $37.50 in 1931. During the 
30’s nails were used on a large scale to 
attract business on more profitable items 
and as a result had risen to only $51 by 
1941 when prices were frozen. In- 
creases subsequently granted by OPA 
have increased the average price to the 
present level of $65 which is still about 
$17 a ton below 1921 prices. 

The OPA recognizes the historical 
non-profitability of nail production but 
holds that there is no reason to believe 
that the overall profit position of wire 
producers is unfavorable. The price 
agency granted an increase of $7 a ton 
on the base price in May, 1945, and an 
additional $7 in March, 1946. Little 
pressure has been brought for further 
price relief since the second increase, 
and OPA is said to feel that further 


consideration of nails as a low end item 
would lead to numerous similar re- 
quests on other low end items within 
the iron and steel industries, which, 
when taken together, would present no 
small threat to steel stabilization. 
Nonetheless, the nail industry feels 
that higher price levels are required if 
production is to be increased and, in 
some instances, the present production 
rate is to be maintained. Industry’s 
stand is supported in effect by the CPA 
which is said to believe prices should 
be increased by at least another $10 a 
ton. Although the two price increases 
already granted are admittedly above 
the average granted on other products, 
it is felt that the present price neither 
compensates for increased costs nor 
provides production incentive, especial- 
ly in a market where the available in- 
got supply is inadequate to meet ab- 
normally deferred competing demands. 


The Black Market 


Reports of black market operations 
are adding to the concern of officials 
responsible for the emergency housing 
program which will represent 28 per 
cent of 1946 needs and 36 per cent of 
1947 requirements. Typical of the re- 
ports is one from Chicago indicating 
that 3d and 4d nails are bringing as 
high as $10 a keg on the black market 
—double the market price. Another re- 
port indicates that in the South, Bel- 
gium 30d, 40d, 50d, and 60d common 
nails are selling for $9 at Gulf ports as 
against an approximate average of $4 
mill price for domestic nails. Still a 
third report sets California and West 
Coast prices as high as $30 a keg on the 
black market. 

The CPA plans to launch a vigorous 
attack on the nail problem. This will 

(Continued on page 140) 
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es better from all angles! 
That’s the consensus of opinion re- 
garding the new store of Charles J. 
Yumont, Inc., at 702 Centre St., 
Jamaica Plain, Boston, Mass. Dis- 
play and arrangement ideas have 
been culled from various sources 
and adapted to the new establish- 
ment with excellent results. Even 
more important are the facts that 


A Bigger and Better 


Charles J. Yumont, Inc., has found that 
more space and improved illumination 
pay dividends in traffic and profits 


Here's a section of 
the old store. It was 
far less attractive 
and provided nowhere 


near the opportunity 
for display that the 
new quarters offer. 


volume is now twice what it was in 
the old quarters and that the old cus- 
tomers think that the new set-up is 
a big improvement. 

Contrast the old and new in the 
illustrations on these pages and the 
improved display and superior light- 
ing of the new store are immediately 
apparent. Five lamps, both incan- 
descent and fluorescent, were used to 
provide illumination in the old store. 

The firm’s new establishment is 


ncn thay 


lighted by skylights, 18 fluorescent 
fixtures and the daylight which 
streams through the semi-open win- 
dows. 

The former store was 85 ft. deep 
and only 16 ft. wide. The new quar- 
ters, which were opened late last 
year, are 101 ft. deep and 26 ft. in 
width with an 85-ft. stretch of dis- 
plays to attract the customers. The 
balance of the space is used for of- 
fice and storage purposes, although 
a line of modern, island tables on one 
side provides surplus stock facilities 
right on the spot. An attractive 
linoleum floor covering further en- 
hances the new stores’s appearance. 

The old store, although it was al- 
ways kept neat and clean, presented 


Am 


Half of the display space is occupied by islands. All permit three levels of display 
for a wide range of related lines. The tables in the other half feature mass displays. 
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a far less attractive appearance than 
does the new one. Space was limited 
and merchandise was hung from 
the ceiling, and despite the wide 
aisle, there was always the feeling 
that it was overcrowded. Since the 
new establishment was opened, many 
new customers on learning that the 
firm had been in Jamaica Plain 
since 1912 have commented on the 
fact that they didn’t know the store 
was there before. This despite the 
fact that the old store was only a few 
doors away from the new quarters. 

The new establishment is attract- 
ing many new customers. Many of 
these are ex-servicemen who are 
equipping new homes in the sur- 
rounding residential neighborhood. 

According to Mr. Yumont and his 
son-in-law, Adolph P. Bingle, the 
firm will go after major appliance 
sales as soon as supplies are avail- 
able. The firm has featured this line 
since 1932 and expects to re-enter 
the field and install a front-of-the- 
store department for that purpose. 
Table appliances will also be featured. 
Tovs went over big last Christmas 


This interesting anouncement invited residents to visit and brought 
many patrons. In two shades of green, it was 5!/, in. wide by 41% in. high. 


and it is proposed to make them a 
year ‘round feature. 

When the firm moved to its new 
quarters it sent attractive eye-catch- 
ing announcement cards to people 


throughout the section. These were 
printed in dark green on light green 
and bore a cartoon illustration of a 
man pushing a wheelbarrow loaded 
with a variety of household goods. 


The wide aisle is even more apparent in this view and the new fluorescent fixtures are 
very much in evidence. Ledges are used for bulky items. Everything's easy to reach. 
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Backless windows and low fixtures permit an uninterrupted view of the store interior. 


There’s Nothing Hidden at Thayer’s— 


\ ORKING on the theory 


that display and showmanship pay 
dividends in the hardware business, 
Joe Thayer recently opened a hard- 
ware store, in Sioux City, lowa. Pres- 
ent-day sales are proving that his 
theory works. 


Booklets and folders, furnished by 
manufacturers, are shown upon this 
small display table at the front. 
They are in demand by customers. 
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Mr. Thayer was in the hardware, 
paint and appliance business during 
the thirties and early forties. Then 
when the war came, he entered the 
armed services. Following his dis- 
charge he looked around and bought 
a large garage building close to one 
of the busiest iptersections in Sioux 
City and converted it into a large, 
modern hardware store. 

Externally, the garage building was 
in pretty bad shape when Mr. Thayer 
bought it for a song, but he could see 
its possibilities. He knew that all it 
needed was cleaning up and a new 
front. The new front and other mod- 
ernization steps, including the pur- 
chase of the building, required an 
outlay of less than $15,000, which the 
owner believes is very moderate for 
a city of that size. 


Visual Type Front 
The visual type store front per- 
mits people to look directly into the 
Plenty 
of external lighting in the form of 


large, well lighted interior. 


signs attracts many customers to the 
new store. Mr. Thayer has installed 
fluorescent lighting and painted the 
interior walls white. Heavy increases 
in traffic have proved that this theory 
is sound. 


Low Display Cases 

Mr. Thayer shopped around until 
he found some low display cases 
which, when loaded with merchan- 
dise, would not obstruct the view of 
the entire store from the street. There 
are no center aisle tables with mer- 
chandise piled high. In most in- 
stances, he says, he prefers to have 
merchandise displayed flat. He has 
the room for this type of display and 
it is getting results. 

“We have tried to get our goods 
out where people can see them,” he 
says, “and I think we have succeeded. 
You can’t sell merchandise that it 
tucked away where folks can’t see it. 
We even display our cutlery flat on 
these wide, low tables, and it attracts 
the housewives. Even if there is 4 
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little pilferage now and then, the in- 
creased sales more than make up for 
that slight expense.” 


Interior Neon Lights 

Mr. Thayer also makes use of in- 
terior neon lighting. Across the back 
wall is a sign which reads “Save at 
Thayer’s.” This same theme is 
stressed in a sign over the entrance 
where“ Save at Thayer’s” can be 
seen by everyone approaching the 
store. He features this saving theme 
wherever he can. 

Neon lighting also features the 
large downstairs appliance depart- 
ment recently completed. Signs ad- 
vertising this department are placed 
on both sides of the store. They read 
“Appliances Downstairs.” At the 
stairway leading downstairs there is 
also a large sign reading “Appliance 
Department.” 

The appliance section has white 
walls, a red concrete floor and plenty 
of fluorescent illumination. Mr. 
Thayer has always been a firm be- 
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Ex-serviceman and former hardware 
dealer is getting results in new 
store. “Save at Thayer's” is slogan 


This section of the paint department is typical of the neatness of the 
entire store. White walls add to the day-like brightness of the interior. 
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liever in selling major appliances 
and intends to push their sale both 
now and in the future. With his 
visual store set-up, and his large 
downstairs showroom, he figures he 
can attract numerous prospects for 
the various appliance lines which he 
has signed up. 


Appliance Section Entrance 


It is interesting to note that Mr. 
Thayer located the entrance to his 
basement appliance section at the 
right side of the main entrance, in- 
stead of in the center of the store. He 
did this after consultation with nu- 
merous business friends, including a 
couple of syndicate store managers. 
These friends told him that in their 
experience with basement depart- 
ments a center floor entrance split up 
the first floor section too much and 
detracted considerably from the dis- 
play. By placing his entrance near 
the front of the store and at the side, 
he has been able to gain considerable 
display space for both his first floor 
and his basement section. Good light- 
ing at the first floor entrance attracts 
the attention of the prospect so that 
he sees the basement store entrance 
immediately when he enters the store. 

“We have backless windows to help 
the customer look right down to the 
back of the store from the street,” 
says Mr. Thayer, “and this helps to 
promote sales. We do not even have 
a screen to keep customers from 
touching objects on display in the 


Yes, We Have 


ALL NEW ITEMS 
i Water Heater 7 ou 


windows. In fact, we find that cus- 


tomers like to walk up to the win- 
dows once they are in the store and 
frequently they pick up objects there 
and buy them. We would just as 
soon sell articles out of the window 
as from a counter, if this pleases the 
customer. It is a small matter to re- 
place a few items from the window 
display now and then. The main idea 
is to get the customer to buy.” 


Booklets Popular 


Another interesting feature is that 
Mr. Thayer has a small display near 
the front on which he features a num- 
her of the booklets and folders which 
detail the use of appliances and other 
articles which the store sells. A sign 
above this display contains the copy, 
“Free. Take one.” 


New Location Helped 


Mr. Thayer states that when the 
table was moved up to the front it 
resulted in the distribution of 700 
kitchen planning booklets in a rela- 
tively short time. These booklets cost 
the dealer 10 cents each, but the 
owner says the advertising is well 
worth it. A number of people who 
took the booklets brought in or sent 
in their future kitchen plans and sales 
have already been made to a num- 
ber of them as merchandise became 
available. Mr. Thayer already has 
numerous prospects which can be 
sold in the months ahead. 


Mr. Thayer does considerable 
newspaper advertising on available 
merchandise and he occasionally gets 
out some direct mail on various sub- 
jects. One recent successful piece 
which he mailed to customers said in 
part: 


A Mailing Piece 
“Friendship. . . . To have a friend 
-be a friend. Some time ago writers, 

students of literature, and others, in- 
terested themselves in trying to select 
the ten most beautiful words in the 
English language. When the various 
individual selections were made, it 
was interesting to note that the word 
‘friendship’ stood high on the list. 

“We are prone to attach the desig- 
nation ‘friend’ to individuals. It is 
usually limited in its application to 
human beings, yet, during the full- 
ness of life that has come in more 
recent years, we are inclined to broad- 
en the scope of the term. 

“When a business or an appliance 
or a machine contributes much to the 
satisfaction we get out of life—in- 
creases our leisure or relieves the 
monotony of routine daily tasks and 
protects family health—it can be truly 
designated as a ‘friend’ to us. It is in 
this category of labor-saving devices 
for the home that Thayer’s has taken 
such a high place. The almost uni- 
versal expression of the thousands of 
our customers has been ‘if you want 
friendly service and a square deal at 
a saving, go to Thayer’s.” We’re your 
best friend.” 


Yes, We Have 


Large Electric ROOM HEATERS, $6.95 


POCKET KNIVES, $1.19 


t Water Heater y+ OM. . 000 $99.95 


KIDDIE KARS, $2.98, $1.98 
DART GAMES, $5.00, $2.98 
POWER PACKS—B BATTERIES 
TOOL BOXES and TOOLS 
8-CUP GLASS PERCOLATORS 
Full Line of PYREX WARE 
DOOR CHIMES—BUTCHER KNIVES. 


Here we see two of the 
firm's “Yes We Have” 
ads announcing the ar- 
rival of new merchan- 
dise at the store. In 
original form, each 
measured two cclumns 
in width. The one at 
the left was 5 in. high 
while the one shown at 
the right had a height 
of 4!/, in. 


§ Battery Radio courier ......... 839.95 
1 Portable Radio Wirrc......... $42.00 


Electric Hot Plates ', "s2":,"""" $7.49 

LADIES SCISSORS ... $1.65 & $1.75 

1 Turning Lathe 200 kune ... $58.95 
A Few Sizes of Screen Wire 





ALSO—Many Other Hard-to-Get Items 


THAYER’S 


ic Years Quality Hardware, Paints and Appliances 
313-315 DOUGLAS ST. PHONE 84909 








FLUORESCENT LIGHT FIXTURES . . . ALL KINDS 
Shop and Save. 10 to 25% at 


THAYER’S 


43 Years Quality Hardware. Paints and Appliances 
313-315 DOUGLAS 8T. PHONE 8-4909 
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Builders’ hardware should be sold through the retail hard- 
ware store, with young men trained within the individual 
store to handle that activity, says Mr. Parks. Urges use of 
sample rooms, and at least one specialist in builders’ hard- 
ware, and a minimum of 2 per cent for builders’ hardware. 
Mr. Parks emphasizes the simplification and standardization 
trends in builders’ hardware and their advantages to the 


Selling Builders’ Hardware 
In the Retail Hardware Store 


retail hardware dealer. 


a, 

—_ builders’ hard- 
ware is an interesting game, whether 
it be for the retailer, the jobber or the 
manufacturer. I was bitten by the 
builders’ hardware bug when I was 
quite young, and have never fully re- 
covered. As a matter of fact, I have 
been closely associated with builders’ 
hardware ever since. 


The Logical Place 


The first point I want to emphasize 
is that the logical place for the sale of 
builders’ hardware is through the re- 
tail hardware store—that is, where it 
belongs, and that is where it should 
stay. However, other kinds of mer- 
chandise which once were leaders in 
the hardware stores have gradually 
been taken over by other types of dis- 
tributors. It is my sincere hope that 
this does not happen to builders’ hard- 
ware, and I think it is obvious to all 
that any trend in that direction is not 
to the best interests of any segment of 
the hardware industry. Dealers in 
other lines are not asleep to the possi- 
bilities in builders’ hardware in the 
years just ahead, and they may have a 
covetous eye in our direction. 

Now. what are the best means of 
holding what we have and making it 
even a more important part of the re- 
tail hardware stores’ business. Most 
important, it seems to me, is the de- 
velopment of young builders’ hardware 
men within your own organizations. I 
put the emphasis on “YOUTH” bhe- 


*At the 1946 convention of the Con- 
necticut Hardware Association, Hotel Taft, 


New Haven. Conn. 
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By HAROLD A. PARKS* 
Secretary-Treasurer, 
Hardware Manufacturers 
Statistical Association 


* * * 


cause it is a field which has a strong 
appeal to a young man with some flair 
for mechanics, combined with a desire 
to become an expert in a specialized 
field. Also, as I mentioned before, 
when one is bitten by the bug while he 
is young, the effects are almost always 
lasting. 

As many of you know, the road to 
hecoming an. efficient builders’ hard- 
ware man has been smoothed a lot dur- 
ing recent years. For example the 
book, “Taking the Mystery Out of 
Builders’ Hardware,” published by 
HarpwareE AGE, is a mine of practical 
information. It is an ideal text book 
for anyone who wants to know more 
about this particular field of special- 
ized selling. It is also true that today, 
every manufacturer in our industry is 
vitally interested in the development of 
well informed builders’ hardware men. 
They realize that during the war years, 
practically nothing was done in that 
direction, and they also know that at 
present, there is a serious shortage of 
specialists in this field. These com- 
panies offer many helps which may be 
obtained through your own sources of 
supply. 

Some of them offer training courses. 
either by mail or visits at the factories. 
and all of them can supply descriptive 
literature, suggestions on plan reading. 
short cuts on scheduling and similar 
educational data, all prepared for the 
purpose of developing new and well- 
posted builders’ hardware men. 



















HAROLD A. PARKS 


I realize that in the larger centers, 
the hardware dealers have for years 
maintained sample rooms and adequate 
builders’ hardware departments, but I 
believe that even in the smaller towns, 
the hardware dealer should have at 
least one man who has made a study of 
this special field, and who can do a 
real job of selling to the prospective 
builder. It shouldn’t be just any clerk 
who happens to be behind the counter. 

Frequently, it is largely up to the 
dealer’s salesman whether good hard- 
ware is purchased or just what happens 
to be handy. Samples and working 
models are an essential part of selling 
a hardware contract intelligently. It 
is just as true in the small store as in 
the large one, although the space re- 
quired and the range of items shown 
would naturally vary considerably. 


Sample Displays 


The subject of sample displays is one 
which is recéiving much attention on 
the part of the manufacturers. As post- 
war lines gradually appear on the mar- 
ket, you will find much improvement 
in the method of sampling. 

I remember one incident that hap- 
pened many years ago while I was tra- 
velling in the Pacific Northwest. A 
lot of money had. been made over in 
the Wenatchee Valley by those who 
were fortunate enough to own apple 
orchards of 10 to 20 acres. I was in 
town to assist in the selling of hard- 
ware for a church and for an office 
building, and T had my sample trunk 
with me. 

I had finished my job in the morn- 
ing. and when I came back after lunch, 
I noticed a chap talking to one of the 
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floor salesmen. They were over near 
where the builders’ hardware was 
shelved, so I naturally gravitated in 
that direction. I learned that the man 
had just placed an order for hardware 
for his new home, and what kind of 
hardware was he getting? Steel plated 
locksets throughout the house, except 
for the front door, which was to have 
the only cylinder lock on the job, the 
window trim was cast iron plated, and 
the cabinet trim was steel plated. 

This man had made a lot of money 


in apples and was building a home in 
which he intended to live for the rest 
of his life. The cost was in the neigh- 
borhood of $15,000, which meant a 
mighty good house back in those days. 
He knew nothing about builders’ hard- 
ware, and was not interested in a low 
price. 

He was just taking what the clerk 
suggested, and unfortunately the clerk 
did not know any more about builders’ 
hardware than he did. As [ remember 
it, the bill amounted to around $60. I 








Full Page Ad Tells Anniversary Story 





In these years it has grown trom o 


Rome Hardware Company 
f IS CELEBRATING ITS 





Rome has more thon trebled in population wace the Rome Hordwore Company was formed 
y of some 8,000 
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throughout thes wide 
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pledge ow most devoted service 


211 Broad Street 


a Moines Macewme! Whetemabe Hardware Acmeriaten Seathers Herdwere lobbes Acomrsetion 
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with its great industral establishments, pepernt business institutions, its 

with more then $26,000,000 in deposits, sts far-temed educational institutions and its beoutiful 
revdential districts, where the best m architecture 1s represented 

In thes great tromsution the Rome Herdware Company has hed 0 deeply satistying pert Throwgh- 
have gone into vest numbers of ond residential buildings, inte 
schoots. churches bridges ond other structures thet have helped to make Rome the great City of to- 
doy 


Meanwhile its operations have reached out tor beyond the City itself, extending into mportent 
weburben territores ond into the tertile forming regions of thes sechhon 

During the yeors since |886, the mportance of Rome as a reta:l and wholesale center hes grown 
progressively and the Rome Hardware Company 1s justrhebly 
of activity ond in meking Rome an increasingly attractive place in which to buy 

itm @ pleasure to recall the thousands of frends we hove been privileged to serve during these 
yeers ond to feel thet in creating good will tor ourselves we hove helped to burld tnendshops for Rome 

terntory 
But while we reyorce over the accomplishments we have witnessed in the pest, we have our vision 
future 

We came with the great Hood of 1886 ond heve lived to see our flood problems in process of/being 

sobed 


We witnessed the ere of steamboats and have lnved to see o new era of navigation dawning with 
the approaching opening of the Coosa River between thes City end Mobrie, when river tretfic agen 
will come to hte and upon an increasing and permanent scale 


The post hes been glorious The future 1s to be more so, and in the realization of this future we 


1886 = Sixtieth Anniversary = 1946 
Rome Hardware Company 


yp cage as 
progressive benks 


proud of its pert im wideming the field 


Rome, Georgia 








The Rome Hardware Co., wholesale hardware firm in Rome, Ga., took this 
method—a full-page newspaper ad in the Rome News-Tribune—to express its 
appreciation to the territory the company serves for its patronage over the 60 years 
of its history. The company was incorporated in 1886—the year of Rome’s great 
flood—and was among the first hardware firms to incorporate. 

Thomas R. Frazer, president, purchased the business from B. T. Haynes, the 
founder, in 1928. Associated with Mr. Fraser are M. C. White. vice-president; H. M. 
McKenzie, vice-president, and W. C. McCall, secretary-treasurer. 

Rome Hardware calls on dealers, industrial firms and large contractors in north- 
ern Georgia and Alabama and Tennessee, and claims to operate the “shortest, 
quickest and most satisfactory route between the manufacturer and dealer.” 
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asked him if he would like to look at 

some of the samples which I had with 
me, and he immediately became inter- 
ested in selecting a much better grade 
of hardware really suitable for his 
home. 

The revised list totalled in the neigh- 
borhood of $280. I think it quite prob- 
able he is still living in his home, and 
I am willing to gamble, his hardware 
functions today just as satisfactorily as 
when the house was built, and inciden- 
tally the dealer made his margin of 
profit on $280 instead of $60. 

I might also add that the dealer saw 
the wisdom of developing a _ real 
builders’ hardware man who could and 
would make the most of each sales op- 
portunity. He also put in a sample 
room adequate for his town’s require- 
ments. 

This example may not be typical, but 
I am using it because it emphasizes the 
fact that a well informed builders’ hard- 
ware man can frequently increase the 
dollar value of a builder’s hardware 
contract, and that certainly is a step in 
the right direction. 

But, there are other steps that must 
be taken, and these steps are largely 
up to the manufacturers. At our in- 
dustry meetings, the question has been 
asked, “Are we getting our share of 
the building dollar?” 


The Answer Is “No” 


There is only one answer, and that 
answer is “no.” We are not even get- 
ting as large a share as we were many 
years ago. At one time, it was the 
practice to allow 2 per cent for 
builders’ hardware, and that allowance 
usually provided good serviceable hard- 
ware. 

Today, the hardware on the average 
job runs well below that figure. This 
situation is doubtless due in part to 
the aggressiveness of competing prod- 
ucts that go into the building, but I 
believe that the manufacturers will 
today admit that they are also entitled 
to a good share of the blame for this 
downward trend. 

I can also assure you that they are 
trying very hard to find a remedy. They 
all realize that the real problem is to 
educate the building public to a point 
where it is “hardware conscious.” If 
the owner knows what good hardware 
is, and realizes how important it is to 
the proper functioning of his building, 
he will not be satisfied with what can 
be purchased with the few dollars left 
over after all other sub-contracts have 
heen taken care of. 

He will insist that a reasonable al- 
lowance be made in the general con- 
tract to provide for hardware that will 


(Continued on page 158) 
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it. The customer for a Remington 
22 rifle sees Remington Hi-Speed 
22 ammunition on display. He’ll buy 
the cartridges, too. Dealers find this 
is especially true with Remington 


are of on the way in, on the way out, and 
throughout the store. They inter- 
rupt his shopping mission, arouse 
his imagination and fill him with 


praised at dealer group meetings. The 
film shows how to build sporting goods 
departments into bigger business-getters 
than they’ ve ever been in the past. 


new ideas. 
“That lawn mower is a beauty... 





products, for shooters have learned 











The film, narrated bysports announcer 
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BRIDGEPORT, CONN., June 20, 
1946. Of the many sales promotion helps 
provided for Remington dealers, the 
rifle display stand illustrated here is one 
of the most attractive. It puts the guns 
out where the customer can’t fail to see 
them . . . gives him a chance to pick 
them up . . . look at them closely! 


The stand is provided with inter- 
changeable background inserts for Rem- 
ington 22 caliber ‘‘Master’’ rifles that 
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are widely recognized for accuracy and 
dependability. 

Send for your Remington No. 725 
Rifle Display Stand today and use it 
whenever you receive limited ship- 
ments of Remington 22 “‘Master’”’ rifles. 
Write to Advertising Division, Reming- 
ton Arms Company, Inc., Bridgeport 2, 
Connecticut. 





Sportmaster and Hi-Speed are Reg. U.S. Pat.Off.. by 
Remington Arms Company, Inc., Bridgeport 2,Conn- 





“Joe was a magician in the 
old vaudeville days!”’ 








The exterior of the store showing the aluminum curtain which protects from the sun's rays. 


D ISPLAY was the fore- 


most thought in the minds of the Hel- 
lands in designing their new store, 
which is now open at 4774 Spring 
St., La Mesa, Calif. This thought is 
evident in the use of the broad open 
counters where a sample of every 
item of merchandise is out in the 
open for customers to see and ex- 
amine. Display is the keynote of the 
architecture of the building, for the 
tall windows make it possible for the 


a 


he 
f- 
a 


passer-by to see the entire store from 
the outside. In a sense, the entire 
store is a shop window. 

The ideas incorporated into Hel- 
land’s Hardware Co. are the result of 
much study and many years of ex- 
perience. Owner J. L. Helland was 
an automobile dealer in Chicago, Ill., 
for a number of years and he knows 
the pulling power of attractive win- 
dows. 

“If showmanship sells automobiles, 
it should sell hardware,” he reasoned, 
when laying out the store plans. 


The company has employed 


broad and open counters where a 


sample of every item of merchandise 
is displayed for customers to examine. 


In selecting the area for their busi- 
ness, Mr. Helland and his sons, Bob 
and Rod, agreed that La Mesa offered 
many opportunities. The war-swel- 
len population of San Diego did not 
decrease with the advent of the war 
as predicted, and the city is due for 
expansion. La Mesa, just east of San 
Diego, is directly in the path of that 
expansion. Already the movement 
has started and, if the trends of the 
past few years are any indication, the 
Hellands will have thousands of new 
prospective customers from which to 
draw. 


“Home Builder's Center” 


In choosing their business site, the 
Hellands showed equal foresight. In 
a four-block area just off the main 
street are located a lumber yard, a 
cement and construction warehouse, 
a plumbing contractor, an electrical 
contractor, a tin shop, a glass store 
and a building and loan organiztion. 
The Hellands purchased one of the 
few remaining pieces of property in 
this area for their store. The addition 
of their hardware company makes 
this “Home Builder’s Center” com- 
plete. Anyone buying a home in La 
Mesa can find the answer to his every 
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This night display of gppliances caught the eye. Note how the windows are tilted outward. 






the Entire Store is a Show Window 


building need within this small area. 
Before drawing plans for their 









store, the Hellands decided that they The Helland Hardware Co. is planned 
might get a few merchandising tips * z : ; 

from visiting some of the larger hard- with the idea of getting every item 
ware and mail order chain stores of in the open where customers see it 





both San Diego and Los Angeles. 
What they saw during these visits has 
led them to devote as much space as 
possible to display counters. Every 
item of merchandise is out in the 
open. Customers dropping into the 
store to purchase nails will see a lawn 
sprinkler, a handy box of assorted 
screws, or a box of cup hooks on their 
way out. It is the rare customer, they 
find, who will ask for a center punch 
or an adjustable bit by name, but he 





















will buy them when he sees them. The appliance section 

; is located just inside 

the window which —- 

it possible to display 

The Flow of Departments tus aalinin Statins at 

. ne : best advantage and also 

Certain items suggest other items; to use the space for 
departments flow into one another. A demonstrations. 






man in search of tools is apt to want 
nails. Nails suggest screws and 
hooks. Paints, wallpaper, and home 
repairs make complementary depart- 
ments. 

The front windows of Helland 
Hardware Co. are among its outstand- 
ing features. They reach from the 
floor, which is about two and one- 
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half feet above the pavement, to the 
ceiling of the store and are turned 
in. This not onlv creates an attrac- 
tive, modern effect, but it permits 
more light to enter the store and it 
directs the customer’s attention in- 
side. 

Protecting these windows and shad- 
ing the store from the glare, is an 
aluminum awning, with adjustable 
louvers. It provides shade during the 
middle of the day, and in the morn- 
|ing and late afternoon adjusting the 
louvers will direct light inward. Al- 
though the store is well-equipped with 
incandescent lighting, the light from 
the window floods the entire establish- 
ment and artificial light is seldom 
| used, except in the rear. 
| In order to provide home owners 
with nearly every type of equipment 
and material needed, the Hellands re- 
|cently opened an appliance depart- 
'ment. They were fortunate in secur- 
| ing well-known lines of merchandise. 
| Refrigerators, home laundries, vac- 
| uum cleaners, gas ranges, steel kitch- 
en cabinet units, radios and lines of 
smaller appliances are given promi- 
nent display space. 

The entire left window of the 60-ft. 








store front is devoted to the display 
of this merchandise. In this location 
the appliances attract attention and 
are handy for inspection and demon- 
stration. 

The Helland Hardware Co. is fol- 
lowing the practice of taking the 
name and address of each customer 
who wants an appliance. As fast as 
these appliances arrive the customer 
is notified and given the opportunity 
to buy. 

As an advertising means the com- 
pany has subscribed to a home deco- 
rating magazine, published by a man- 
ufacturer, for their regular customers. 
This magazine, containing hints on 
remodeling, repairing, etc., is mailed 
regularly with the compliments of 
Helland’s to a growing list of cus- 
tomers. In addition, they have made 
it a point to contact each builder and 
contractor in the area in an effort to 
render every aid possible in meeting 
the building supply needs of the 
people. 

The Hellands are making many 
friends in the La Mesa area and they 
are looking forward to a growing 
business in a very rapidly growing 
community. 





| A Post-War Program for a Solvent America 
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| both have a high national income and 
| are in the prosperity phase of the busi- 
|ness cycle. Otherwise we will have to 
make shift with a deficit. Let’s look at 
those two points. 

First, take the national income. Any 
government that gets itself into such a 
financial state that a drop in the na- 
tional income ,will mean that its taxes 
won’t meet its costs and throw it into a 
deficit, is in a parlous state. Further- 
more, it has its tax burden way beyond 
the point where the burden of taxation 
is matched by the benefit of govern- 
ment services. 

A sound level of public expenditures 
should permit a balanced budget no 
matter what the national income may 
be. I am inclined to think that the 
United States could be a happy and 
prosperous people and balance its bud- 
get at a national income of $125 bil- 
lion (the estimate of the Brookings In- 
stitution). But I think it could do the 
same thing on a national income of a 
lot less than $125 billion. We never 
had until very recently anything ap- 
proaching $125 billion in national in- 
come, and we seemed somehow to get 
along, and by and large we balanced 
our budget. 





Much the same thing applies to the 
business cycle. A nation which has 
strained its tax resources to the limit 
in the prosperous period of the cycle 
so that a deficit is inevitable when de- 
pression comes, is again in a parlous 
state; again it has set a tax system far 
exceeding the burden which is eco- 
nomical as measured by the benefits of 
government services derived thereby. 
In my opinion, a government’s budget 
should be balanced in depression the 
same as in prosperity, and with a sound 
tax system and proper control of ex- 
penditures, there is nothing impossible 
or even difficult about that. 

It is rather interesting to compare 
the experience of America and Great 
Britain in the depression beginning in 
1929. If I may refer to a shorter edi- 
tion of this report of ours, we bring 
out that from 1929 to 1932, marking 
about the depth of the depression, as 
measured by the drop: in national in- 
come, the United States and Great Brit- 
ain suffered almost exactly the same de- 
cline; 41 per cent in the United States, 
and 38 per cent in Great Britain. 

In that period, the United States 
national revenue system lost 47 per 
cent of its yield. In other words, our 
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national revenue system dropped al- 
most half on account of the depression. 
In Great Britain the national revenue 
system suffered no decline and was 
actually 2 per cent higher in 1932 than 
it was in 1929. 

There would be food for a whole 
discourse in the explanation of this 
difference. I may say right away that 
one cause was the fact that Great Brit- 
ain had better control of her expendi- 
tures. On the revenue side, Great Brit- 





ain had a broad tax base, with consid- | 


erable reliance upon excise taxes, and 
in her income tax relied chiefly upon 
the normal tax and only in a minor de- 
gree upon the surtax, whereas we in 
America had put almost the entire re- 


sponsibility for national revenue upon | 


the income tax, and as regards the per- 
sonal income tax, collected most of it 
from the surtax and only a small part 
from the normal tax. The surtax is 
especially vulnerable in time of depres- 
sion. 

The principle point for our present 
purpose is that Great Britain’s experi- 
ence proves that a nation can balance 
its budget in time of depression. If 
Great Britain, with less resources and 
less elasticity than we have could bal- 
ance her budget during this period of 
depression, certainly the great, pow- 
erful, wealthier United States could 
have done so. 


Idea Comparatively New 


This idea that you don’t have to bal- 
ance the budget, and that it can’t be 
done anyway in time of depression, is 
not generally accepted even in Amer- 
ica. It is a comparatively new idea. 
President Hoover didn’t think so. He 
was much embarrassed when the first 
deficits came during his administration. 
He was apologetic in his messages to 
Congress, and he called upon Congress 
to make efforts, by reducing expendi- 
tures and strengthening revenues, to 
correct the budget. President Roose- 


velt took the same position in the first | 


year of his administration. 

So, always we come back to expendi- 
tures. Expenditures are the key to the 
balanced budget and the endurable tax 
system. Most people, when they under- 
take to draw up a plan for a tax system 
for the future, think that they have to 
Start out by drawing up a budget of 
expenditures, and there is some logic 
in this. How can you lay down your 
tax program if you don’t know the costs 
of government that have to be met? 
However, there are great difficulties 
here, and I am very modest about 
prophesying. I don’t know, and I don’t 
think anybody knows. 

What we tried to do in the Post-War 
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OPERATES with GASOLINE 
or ELECTRIC MOTOR 
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e Runs either direction 


e No packing or stuffing box 











e Wear-resistant elastic impeller 
e Double “Squeegee” seals 


e Resists wear in sandy water 


Next time a pitcher spout pump prospect enters your store, : 
show him a Simer Paddle Pump. It will do his job quicker, 
easier, better—and with a retail price as low as $20 for pump, 
coupling, base (without motor). It will do almost any job 
around the farm, where the lift does not exceed 20 ft. Look 
at this list of uses: Pumps cistern water, handles low pressure 
shallow wells, irrigates gardens, empties basements and 
cesspools, pumps lubricating oil, fills stock tanks and silos, 
fights fires. Hooks up with any capacitor electric motor or 
gasoline engine—and is light enough to carry around. 34” 
and 1” sizes, 1750 R.P.M., direct, connected. Write for 
literature to: Jerome Simer Company, 
422 Stinson Boulevard, Minneapolis 13, Minn. 


e Quiet operation 


e Instant self-priming 


ee 
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MAKE A 


BETTER JOB 


See Your Electrical 
Supply Jobber 


THEUNTVERSAL 


CLAY PRODUCTS CO. 


1535 EAST FIRST ST. 
SANDUSKY, OHIO 





Tax Committee, instead of prophesying 
future expenditures, was to set up a 
few sample budgets of expenditures 
and discuss them hypothetically. We 
drew up three of these sample budgets, 
and they worked out about to these 
totals; $15 billion, $18 billion, and $22 
billion. Let me put before you very 
briefly the principal features of these 
three assumed budgets. 

We call them low, medium and high. 
The first item in all has necessarily to 
be interest on the public debt. We have 
almost no choice about that. With the 
public debt only a little below $300 bil- 
lion, the annual interest charge is not 
going to be very far from $6 billion. 
We can’t escape this, and it is the big- 
gest item of all. 


National Defense 


Next we put the national defense es- 
tablishment, with amounts from a little 
more than $3 billion up to a little less 
than $5 billion. You will say that this 
is more than we ever spent for national 
defense in the past, and it is. However, 
| think there is practically unanimous 
agreement that at least in the near fu- 
ture of peace—assuming that we are to 
have peace—we shall certainly have to 
spend more for our military establish- 
ment than we ever did before in time 
of peace. Our figures are two or three 
times as much as we ever spent before. 

The third largest item is for veterans’ 
pensions and benefits, which I am put- 
ting in from $1.3 billion to $1.7 billion. 
For all the civil departments of gov- 
ernment together, the figure is a little 
less than $1 billion. 

Then, there are three other items- 
Federal share of welfare and health, 
conservation and development, and mis- 
cellaneous, each one of which is in the 
neighborhood of $500 million to $750 
million. 

Those add up to totals of about $12 
billion, $14 billion, and a little over 
$16 billion, according as we take the 
low, the medium, or the high estimate. 

To that we should add something for 
debt retirement, for I do not think we 
can have a sound fiscal situation unless 
we not only balance the budget—I have 
discussed that—but also do a little bet- 
ter. It need not be much, but just 
enough better to show our good faith, 
to show that we are courageously tack- 
ling this problem of gigantic debt and 
are proposing to start reducing it. 

May I digress just a moment on this 
matter of the public debt. Many of my 
friends are utterly pessimistic about a 
debt of $300 billion. They say, “Pay- 
ment of such a debt is impossible. And 
can a nation of our population and re- 
sources exist saddled with a debt of 
$300 billion?” 


My feeling is that it doesn’t make 
so much difference how big the debt is. 
The thing that really counts is what we 
are doing about it. If we balance our 
budget and begin paying off this debt, 
even at the modest rate of $1 billion to 
$3 billion, I don’t think the debt will 
wreck us. Of course we may be 
wrecked; there are plenty of other 
things that are alarming. But if every 
thing else is done right, I have no fear 
that the mere presence of a $300 billion 
debt will be our undoing. I would a 
good deal rather have $300 billion and 
a balanced budget, with some reduction 
every year, than, say, $50 billion with 
a deficit and continual increase of the 
debt. 

So if we add on from $1 billion to $3 
billion for debt retirement, we get to- 
tals of about $13 billion, $16 billion, 
and $19 billion, respectively. Those are 
what I call the essential functions of 
government. I don’t see what more our 
Federal government necessarily has to 
do. But some will say, “That won’t do, 
you have to do a lot more. There is 
nothing for aid to agriculture, nothing 
for public works, nothing for aid to for- 
eign countries, lend-lease, and all that 
sort of thing, and nothing for subsidies 
to air transport and water transport and 
international merchant marine,” etc. 

Those are the frills; not the essen- 
tials. However, on the assumption that 
the people will demand some of these 
frills, we have thrown in about a couple 
of billions in each column for the fri!!s, 
making totals of about $15 billion, 
$18 billion, and $22 billion. You see, 
there is no prophecy here. What we are 
seeing is a notion of the sort of taxa- 
tion we would have to have for each of 
these budgets. 

To set a tax system to meet these bud- 
gets, you must first make an assump- 
tion as to the national income. Of 
course, the larger the national income, 
the easier it is to raise any given 
amount of taxation. We made three as- 
sumptions, $125 billion, $140 billion, 
and $115 billion. I am not going to 
worry you by running through all the 
different combinations but will simply 
take the $125 billion assumption and 
see how we come out. Obviously, $140 
billion would be easier, and $115 would 
he harder. 


Figure It This Way 


We take the $15 billion budget. 
That would be figured out in this way: 
Excise taxes and customs, etc., might 
he called upon for $3.5 billion. We 
might have a corporation income tax 
with a flat rate of 18 per cent. We 
might have an individual income tax 
starting at 18 per cent, and going up 
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to about 70 per cent. These taxes | 
would yield, altogether, $14.8 billion. | 


There is a simple tax system. You 
notice there is no excess profits tax, 
no capital stock tax, no declared value 
excess profits tax. You notice that in- 
stead of a 40 per cent rate on corpora- 
tions, which is what we have now out- 
side of those other taxes, this is an 18 
per cent rate. You notice that individ- 
uals start at 18 per cent instead of 23, 
as they do now, and the rate might stop 
at 70 per cent instead of 94, as it does 
now. 

You notice the conspicuous absence 
of the estate tax, the gift tax, the motor 
vehicle use tax. That is the kind of tax 
system we could have if we are con- 
tent to spent $15 billion.. It would not 
be a deadly handicap to business, it 
would not be an unbearable burden 
upon industry or upon individuals, in 
whatever walk of life. 


Other Combinations 


Of course, there are various other 
possible combinations. We felt in the 
committee that it was of great impor- 
tance to get away from graduated cor- 
poration rates and, if possible, have a 
flat rate the same as the initial rate 
of the individual income tax. But you 
could have a combination of a 40 per 
cent corporation tax and a 15 per cent 








individual tax and get about the same 
results. 

Or you could have the rates begin at 
20 per cent instead of 18. ‘Then you | 
could raise the personal exemptions, 
for instance. But whatever the set-up, 
you have a moderate and endurable | 
tax burden, which would pay for all the 
essential functions of government and 
some of the frills. 

If now we go to the $18 billion bud- 
get, it is not quite so easy. Here is 
one scheme: A corporation income tax 
and initial individual rate of 20 per 
cent instead of 18, producing $2.9 bil- 
lion and $9.6 billion respectively, ex- 
cise and customs, with the rates jacked 
up a bit to produce $4.4 billion, and 
restoring the estate tax, gift tax, gaso- 
line tax, and motor vehicle use tax, 
another $1.1 billion. This adds up to 
$18 billion. Here again there are these 
various other possible combinations. 

If you consider expenditure of $22 
billion, the going gets pretty tough. 
One of our schemes calls for a 40 per 
cent corporation rate, the same rate we 
have now barring the excess profits and 
other taxes, and a 20 per cent initial 
individual rate. And in every case the 
estate, gift, gasoline, and motor use 
taxes are kept. 

A $22 billion budget, with $115 bil- 
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CRISE—the only Heat Control 
thet furnishes EVERYTHING 
needed—in 1 shelf package! 
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Get Profitable Turnover 


with this ‘‘Action”’ 
Demonstrator 


« «+ in windew—on counter. 
Simply plug; shows how Crise 
Centro! actually operates. 
Panel carefully wired, well- 
built, painted 3-color. 


NATIONALLY 
ADVERTISED 


Your customers will read 
about Crise Heat Control 
in Better Homes & Gardens 
— Pathfinder — American 
Home. 


Capitaliz 


crise 


BACKED 





1S THE ANSWER TO 
THE MASS MARKET 
NEED FOR 


Automatic Heat Control 
& 


Because CRISE is right . . . in En- 
gineering—Sale Price —generous 
Dealer Margin . . . this proved-in- 
use Heat Control for ALL hand- 
fired heating systems — warm air, 
hot water, steam. 


Crise Heat Control is a package 
of satisfaction for your customers 
... saves up to 1% tons yearly — 
banishes draft-tending — operates 
automatically, electrically . . . gives 


POWERFUL 
YY elite dependable, trouble-free perform- 


ance. No servicing. 
e 
CRISE Safety Twins*— 


} *Limit Control: prevents furnace overheating. 


2 *Spring Return: automatically retards fire if 

current fails; resumes with current come-on. 
These and other unique Crise feat bring 
automatic heat control, at modest price, 
within reach of all. 





FREE MAT 
SERVICE 


gives you added Sales 
Punch in local newspapers. 
Spotlight CRISE Safeatures 


COLORFUL 
FOLDERS 


— improved economy, 
new-found comfort, con- 
venience. 


e on Crise Heat Control opportu- 


nities — ask your jobber salesman 
or write us for distributors’ names. 


MANUFACTURING 
| COMPANY 


COLUMBUS 


16, OHIO (Dept. A-620) 
















If You Want to Increase Sales of Paint 
Tell Your Customers How to Use It 


Sales force trained to aid patrons 
in paint problems pyramids profits 
for Capital Hardware & Paint Co. 


A VISUAL front which 


allows the customer to look into the 
interior of the store and see most 
of the merchandise has helped the 
Capital Hardware & Paint Co., Lin- 
coln, Neb., do an excellent business 
in paints and supplies. The paint de- 
partment is located in the front of 
the store and the low window sill al- 
lows sufficient clearance so that the 
paint department is visible from the 
street. 

Dick Schrader, manager, has found 
that diplomatic handling of customers 
is an added important [actor in mak- 
ing sales. He points out that the 


average homeowner who paints 
once or twice a year often forgets 
his paint knowledge. This means that 
when a customer comes into the 
store to puprchase he usually needs 
a little advice. By adroit question- 
ing, Mr. Schrader and his salesmen 
find out how large a job the pros- 
pect plans to tackle, the condition of 
the surface and the color scheme de- 
sired. In this way, they are able to 
aid many of their customers in ob- 
taining the best possible results. 
“Most customers want advice and 
ask for it,” says Mr. Schrader, “so 
we see to it that everyone on our 
sales force knows paints and var- 


nishes and how to apply them prop- 
erly. This knowledge pays off in in- 
creased sales. When someone buys 
paint we always ask if he has the 
other necessary supplies. If this 
brings a questioning look, we explain 
that we mean brushes, oils, scrapers 
and sandpaper. This usually results 
in additional sales.” 

Mr. Schrader has several display 
tables in front of the sidewall paint 
section on which various paint sup- 
plies and allied cleaning lines are 
featured. The prospect, in looking 
over the supplies, often realizes his 
need for one or more of the items 
on display. 

Mr. Schrader believes in giving the 
paint department eye appeal. The 
shelves are kept neat and clean at 
all times, with the cans of paint 
evenly spaced. This adds to the at- 
tractiveness of the department, which 


q 4 an 
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Visible from the street, this paint section never fails to attract the paint-minded passer-by. 
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@Created to tap a new source for 
sales, the TRU-CUT Tool Bit Kit 
was designed especially for home 
or small-shop lathe work on steel 
or wood. A product of proved 
engineering skill, this new kit con- 
tains four high-speed steel bits in 
popular sizes: 34”, 5/16”, 14”, 3/16”. 


Suggested 


Retail Price IMMEDIATE 


DELIVERY 


Write for 
Discounts 


TRU-CUT TOOL COMPANY 


14236 BIRWOOD . DETROIT 4, MICHIGAN 
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SC BALL TRAILER HITCH 


This patented positive hitch automatically couples 
without use of springs, lever, bolts, or other loose 
parts. Key raises as ball enters hitch body, then 
drops back of ball as ball enters socket, as shown 
In sectional view. Uses a 2" ball of malleable 
ee toughest and most durable that we can 
obtain. 


NOW READY FOR DELIVERY 


SILVERTROL 


ELECTRIC OUTBOARD 
TROLLING MOTOR 


5 Year Guarantee With Each Motor 


Tests indicate SILVERTROL provides sufficient 
power for all reasonable trolling needs, and is 
ideal for small lightweight craft on inland lakes 
and rivers where current is not strong. Outstand- 
ing Features: 360° directional steering. Easy start- 
ing, simply connect battery. Water cooled, no 
heat or odor. Weighs only 22 Ibs. Silent. Life- 
time lubricated. Nothing to oll or grease. Oper- 
ates on one, two or more 6 or 12 volt standard 
batteries. 


DEALERS — DISTRIBUTORS 


Valuable territories still available 
for Dealers, Distributors and Na- 
tional Accounts. Write for full in- 
formation, and outline your sales 
facilities. 


PRECISION CORP. 


Address all correspondence to Main Office 


SILVER CREEK PRECISION CORP. 


415 Lexington Ave., New York 17 
Plant — Silver Creek, N. Y. 








is especially important since it can 
be seen from the street by the 
passers-by. 

He states that if considerable care 
is taken to get the homeowner 
started right on his painting job, 
so that good results are obtained, 
he will continue to do more painting 
and consequently buy more paint and 
other supplies. In numerous cases 


the one time customer can be turned 
into a regular one by properly advis- 
ing him as to his needs. Developing 
such regulars has proved very profit- 
able for the store. 

Effective window displays of paint 
and allied lines, as well as advertising 
in local newspapers, have called 
additional attention to the company’s 
paint department. 


Common Nail Seen as Spoke in Reconversion Wheel 


(Continued from page 123) 


be done in a number of ways, including 
a retention of the present 45-day level 
of permissible inventories and any 
alleged instances of excessive inven- 
tories will be closely checked. At the 
same time, WAA will be requested to 
comb their inventories, sources and lists 
to search out any possible holdings 
which may have been overlooked and 
to get any remaining stock on the 
market as quickly as possible. 

OPA will be urged to investigate 
promptly and fully the black market 
situation after which CPA and OPA 
will get together with industry to take 
steps toward increasing production to 
such levels as to make black market 
operations unprofitable and_ thereby 
force release of such stocks as may be 
held by such illegal operators. 

There is considerable speculation as 
to the part subsidies or “premium pay- 
ments,” as most agencies prefer to term 
them, will play in this program. It is 


said that CPA will urge OPA to review 
nail prices with a view to upward ad- 
justment and that at the same time the 
production agency will. consider with 
industry the possibility of placing ob- 
solete machinery and facilities back in- 
to production. This latter proposal in 
particular appears to require subsidiza- 
tion as does the plan to urge the steel 
industry to channel more ingots to nail 
production. . 

If these and other proposals fail, re- 
liable sources say, only one alternative 
would be left, one which CPA is said 
to be reluctant to use. It would be to 
direct steel producers to manufacture 
nails in sufficient quantities to bring 
production levels up to those consistent 
with the supply and shipment of other 
components and materials. This, it is 
admitted, could not be done until stesl 
production has found its normal level 
following the settlement of the coal 
strike. 


NAIL PRODUCTION REQUIREMENTS 1946-1947 
(In Tons) 


Housing Program 
Conventional 
Pre-fabricated 
Coriverted 
Temporary 
Trailer-type 


(400 Ib per unit) 
(400 Ib per unit) 
(200 Ib per unit) 
(200 Ib per unit) 
(150 Ib per unit) 


Other Domestic Purposes 


Non-residential, repair, maintenance, 


All other miscellaneous 


Total Wire Nail Requirements 


1,200,000 


Home Units Nails 
1946 1947 1946 1947 


850,000 143,000 187,000 
600,000 50,000 

50,000 60,000 5,000 
200,000 20,000 

50,000 3,750 


650,000 
250,000 


221,750 312,000 
462,250 462,000 


111,000 61,000 
795,000 835,000 





This table was prepared by the HARDWARE AGE on the best 
information and figures available as of May 31, disregarding ef- 
fects of the coal strike. Estimated requirements of at least 26,000 
tons of boxing nails for agricultural packaging are included under 


“non-residential” requirements. 


An arbitrary figure of 50,000 


tons is included in “all other miscellaneous” for export purposes ; 
this figure should be regarded as a conservative demand rather 


than a probable shipment. 








With Justice for All 


O what interests did we dedicate 
ourselves at the time this nation was 
founded and in what order did we at- 
tach to them importance? And in what 
ways are we straying from high pur- 
poses which in so short a time led us 


far along the paths of human progress? 

First we declared for “a more perfect 
union.” Our forefathers were con- 
vinced we had to work out our destiny 
as a “united nation.” Seventy-four 
years later an attempt was made to 
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split this nation geographically. We 
fought one of the most bitter civil wars 
in all history to preserve our union. 

Now there are those who would split 
our unity horizontally, and segregate us 
into classes. They openly proclaim 
their purpose. This is treason, and 
should be so regarded. More insidious- 
ly, but scarcely less effectively, others 
would differentiate us into functional 
groups, and organize us politically as 
agriculture, labor and industry. In my 
opinion they are more misguided than 
malicious, but the mischief they work 
is tremendous. 

Our next purpose was the establish- 
ment of justice. If the history and 
experience of statecraft prove anything 
at all it is that there is justice only 
under law. Tyranny is tyranny by 
whomever practiced, and today we are 
struggling to throw off the tyranny of 
many rules and regulations ostensibly 
imposed on us to meet war conditions. 
Much of the injustice of our so-called 
administrative law lies in its obscur- 
ity, complexity, and lack of provision 
for judicial review. There can be no 
real justice in this country until the 
individual citizen is again subject to the 
rule of law administered by courts be- 
of equality. 

—B. E. Hutcuinson, 

Chairman of Finance Committee, 
Chrysler Corporation 


Highest Tax Collections 


HE states with the highest per 
capita tax collections in 1945 were 
again Washington ($81), California 
($72), and New York ($67). The low- 
est per capitas were Georgia, Kentucky, 
Nebraska, and Tennessee, each with 
less than $27, according to a report is- 
sued by the Department of Commerce. 
THE U. S. Department of Labor’s 
index of consumer’s prices for moder- 
ate-income families in large cities shows 
an increase from January, 1941, to 
October, 1945, in food prices of 42.7 
per cent; in clothing of 46.5 per cent; 
and in house furnishings of 46.3 per 
cent. 

THE federal debt now amounts to 
more than $5,400 for every civilian 
worker, 

TODAY federal tax revenues aver- 
age more than $817 per civilian work- 
er, as compared to $72 for every civilian 
worker 20 years ago. 
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e TRIPLEX Cap Screws, Set Screws,’Nuts and 
Bolts are made for just one purpose. That is to 
hold tighter, longer. Of course, they are also noted 


for speedy application because of their free-running 


threads that save time. 


Turn to TRIPLEX if you want a turn for the better. 
Write for free wall chart. It makes ordering easier. 


THE TRIPLEX SCREW COMPANY 


5317 Grant Avenue Cleveland 5, Ohio 


BOLTS, NUTS AND RIVETS 











Shown below. left to right: Ralph Brakke. dealer 
member of stores planning board; O. E. Stevens. 
manager of the company’s Duluth branch, and 
John Moore, executive vice-president and trea- 
surer of the Marshall-Wells Company. 


Planning and supervision of the 1946 Congress 
was in charge of A. C. Phelps, manager of the 
stores division, left. and Fred M. Tinseth. sales 
manager, right. Seth Marshall, president of the 
Marshall-Wells Company. is seen in the center. 


Retailers Face Tough Merchandising Period 
Marshall-Wells Congress Told By Firm Head 


“R 
ETAILERS face one 


of the toughest merchandising pe- 
riods this country has ever experi- 
enced,” Seth Marshall, president of 
Marshall-Wells Co., told more than 
600 dealers and factory representa- 
tives who attended that firm’s 15th 
annual merchandising congress in 
Duluth, Minn., recently. Hardware 
dealers from six northwest states as- 
sembled at the Marshall-Wells plant 
for the five-day sales program. 

In the meeting’s keynote address 
Mr. Marshall said, “It is very difficult 


to anticipate economic trends in the 


years ahead for there are many ob- 
stacles which are beyond our control 
—yet if we are going to plan ahead 
we must make a forecast of what we 
think will come. During a reconstruc- 
tion period we usually go too fast at 
the start—then have a setback like 
we did in 1920-21. But after overcom- 
ing the obstacles ahead and after ad- 
justment, we should enjoy a long pe- 
riod of large volume that will offer 
great opportunity to the people of 
this country. But the price of success 
will be high in terms of work and 
intelligent and applied aggressive ef- 
fort.” 

Mr. Marshall cited the high farm 


income of around $20,000,000,000 a 
year as compared with between $7,- 
000,000,000 and $10,000,000,000 be- 
fore the war and pointed out that, 
with the enormous savings in the 
bank there is an unusual combination 
of favorable factors which assure the 
best market for business at any time 
in history. “But,” he cautioned, 
“there is sufficient volume so that we 
can ‘kid’ ourselves that we are doing 
a swell job when really we are not. 
Competition during this lush period 
can skim the cream off the average 
retailer’s business and it will not be 
noticed unless he is very much alive 
to the dangers.” 


The Marshall-Wells ‘Stores Planning Board, left to right: Einer Olson, Wisconsin Rapids, Wis.; Paul Schilla, Dickinson, N. D.: 

Ben Quirt, Iron River, Mich.; Gil Johnson, Williston, N. D.; Harry Meyers, Shawano, Wis.; Stuart Fedderly, Wisconsin Dells. 

Wis.; W. J. Myhren, Rapid City, S. D.: John Jussila, Chisholm, Minn; F. W. Sanders, Winona, Minn: Ralph Brakke, Bernesville, 
Minn., member of the planning board, is shown in the picture at the top of the page. 
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—- * DOW WEED KILLER 


—IN PACKET FORM! 


Here's the weed killer for you. Produced in 
self-measuring packets—pac’:aged in 2 con- 
venient sizes—displayed to ring up quick on 
the spot sales. Drop contents of packet in 
water—spray weeds away —without harming 
lawn grass! It’s a sales cinch! 
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1946 


ROTODOW 


eo 


LO gordere proteclian, 


onne OTK Tes 
GARDEWERS oud 


ORDER NOW! 


You can still order Dow Weed Killer and Dow 
Garden Dusts. Fast Service. Take advantage of 
today’s market. Write or wire for prices, discounts, 


shipping weights 


SPECIALTY PRODUCTS DIVISION 
THE DOW CHEMICAL COMPANY 
First and Water Streets, Bay City, Michigart 








“T don’t believe the American 
people have a real appreciation of 
the job our manufacturers did during 
the war,” said Mr. Marshall. “These 
manufacturers performed miracles in 
production and have learned what 
real mass production can do. They 
surprised themselves. They are now 
in a position to produce more mer- 
chandise than this country has ever 
seen before.” 

Warning the audience of hardware 
dealers and representatives of many 
of the nation’s largest factories, Mr. 
Marshall outlined the dangers of ag- 
gressive competition which could up- 
set complacent established businesses. 

As the answer to competition in 
the years ahead Mr. Marshall out- 
lined five points for the hardware re- 
tailers to observe carefully. 

1. The retailer must have the best 
personnel obtainable. 

2. He must have a stock control 
system which will assure having the 
right merchandise at the right time 
at the right price. 

3. He must have a_ thoroughly 
modern “engineered” store in order 
to lower sales costs and attract trade. 

4. He must have an aggressive 























Self Demonstrating 


aad THESE SMART 
NEWSPAPER ADS (ree 


Mats, ready to use, in display 
ads, folders, windows and inte- 
rior displays. GET THEM NOW! 
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promotion and advertising program. 
5. He must have a sincere desire to 
satisfy the consumer. 


Plans Discussed 


Fred Tinseth, sales manager, told 
of the company’s plans for helping 
dealers and their retail salesmen be- 
come better merchandisers and ex- 
plained How a co-ordinated educa- 
tional program along these lines will 
be developed as a major function 
of the sales organization. He spoke 
of the competition, present and fu- 
ture, faced by hardware stores and 
mentioned briefly a buying control 
plan which was later explained in 
detail by Archie Phelps, manager of 
the Associate Stores Division. Sandy 
Oie, sales promotion manager, gave 
a graphic and detailed outline of the 
publicity and promotion program 
and various department heads ex- 
plained new items and developments 
in their respective lines. 

Meyers, merchant, 


Harry retail 


Shawno, Wis., spoke for the deal- 
ers’ planning board which works 
closely with Messrs. Tinseth and 
Phelps in the co-operative wholesaler- 





retailer merchandising plan offered 
by the Marshall-Wells Co. 

Other speakers included M. R. 
Zenith Machine Co.; Lee 
Stratton, Crosley Corp.; A. Lawrence, 
Nash-Kelvinator Corp.; D. Foley, 
Round Oak Co.; Gordon Ritter, 
Noblitt-Sparks Industries, Inc. ; Frank 
Knecht and Ed Counselman of Mul- 
lins Corp., and Charles J Heale, 
HARDWARE AGE. 

The closing feature was a banquet 
at the Hotel Duluth at which Man- 
ager O. E. Stevens briefly summar- 
ized the Congress and charged both 
the wholesale organization and its 
retailer customers to make the most 
of the opportunities provided by the 
merchandising program that had 
been presented. 


Twiss, 


Energy of a .22 Cartridge 


HE total energy of an ordinary .22 
| caliber rimfire cartridge will lift a 
150-Ib man one foot, according to Jack 
Frost, technical advisor of Western 
Cartridge Company. While the tiny 
bullet is picking up speed down the 
gun barrel, it develops energy at the 
rate of 180 h.p., approximately twice 
that of an automobile. 


































© COMET SPEEDSTER 


Exact replica of Meteor which broke all 
Bonneville Flats. 14" long, 5” wide, 4%” high. RUGGED! 
Real transparent top...real rubber tires... suedette uphol- 
stery. For happy boys and girls to Push-About, Pull- 
About, Lug-About, Hug-About. 





@eee HERE 
THEY ARE! 








records at 


SELLS ITSELF AT 33.95 


Looks like a Big *L0.00 
e FARE-BOX BANK 


Just like a Street car Fare-Box...puts a thrill in thrift... 
makes play pay...keeps children constructively occupied. 

coins of all sizes, folded bills. Every deposit rings 
the bell. Locked Coin Box. 8%” high, 4" wide. 


A SALES LEADER AT $3.49 


Easily a *7.50 value 





Each item individually packed 12 to a carton 
in assorted colors. Ready now...selling now. 
Don’t delay. Order today. 


5835 WASHINGTON BLVD. 
CULVER CITY, CALIFORNIA 


“TODAY IS TOY-DAY” 
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because 


= : 
At OFFERS MORE 


One plus one plus one!... three reasons 
to make women want the EKCO most of all! 


® The EKCO is the pressure cooker that 
stays fo dinner! 


@ The EKCO seals with a turn of the knob. 


e With the EKCO a flick of the finger 
keeps the pressure from getting too high. 


So smart — yet so simple!... the EKCO 
combines beauty with easy operation, quickly 
demonstrated, quickly understood. No loose 
parts, no cumbersome handles. Millions read 
about it monthly, in leading magazines. 


EKCO PRODUCTS COMPANY 
1949 North Cicero Avenue ¢ Chicago 39 


These famous products make EKCO the Biggest Name in Housewares: 
FLINT Hollow Ground Cutlery; EKCOWARE Stainless Steel Utensils; 
EKCO Pressure Cookers; A & J Kitchen Tools; GENEVA FORGE Cutlery; 
STA-BRITE Tableware; OVENEX Tinware; TRU-SPOT Flashlights. 
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| How's Your Hardware 
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Lincoln was assassinated. Had Robert 
joined the party, it is likely that he 
would have had to sit on a stool block- 
ing the door to the President’s box, and 
no one could have entered. 

There was something fateful about 
Robert Lincoln. One day he was cross- 
ing a street to tell President Garfield 
that he could not accept an invitation 
to accompany the President on a trip, 
when Garfield was suddenly assassi- 
nated. Again, Robert Lincoln was 
standing near by when President Mc- 
Kinley was assassinated. Thereafter he 
vowed that he would never again attend 
a Presidential function. 

Robert Lincoln died on July 26, 1926. 
To the Congressional Library he left 
certain locked trunks containing letters, 
papers, and documents of President 
Lincoln, with the understanding that 
they were not to be opened until 20 
years after his death. These trunks will 
be opened on July 26, 1946. It is be- 
lieved the trunks contain many side- 
lights on the Great Emancipator. 

—The Clear Lite 


What Steel Did 
During the War 


cc’ EXHE overwhelming fire power of 

an American armored division of 
11,000 officers and men was obtained 
from an array of deadly weapons— 
carbines, submachine guns and Garand 
rifles for the foot soldiers, 1000 ma- 
chine guns, 600 bazookas, nearly 100 
mortars and about 100 artillery pieces 
of 57 mm., 75 mm., and 105 mm., be- 
sides the guns carried in 320 tanks and 
armored cars. 

* * # 

“With all the guns of its combatant 
ships, auxiliaries and Coast Guard ves- 
sels blazing at once, the Navy could in 
1945 hurl destruction-packing steel at 
the rate of 4500 tons in 15 seconds, or 
the equivalent of 112 freight car loads 
of steel. 

* * * 

“A four-engined bomber relied on 
more than 1000 steel springs built into 
its fuselage, engines and armament 
from the time it took off until it re- 
turned from its mission. 

” * * 

“The standard field piece of the 
American army, the 105 mm. howitzer, 
fired 16,000,000 rounds during a three- 
year period, with only eight malfunc- 
tions and not one single casualty to 
the operating batteries.”—Steel in the 
War. 
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KWIKHEAT is 


best by test 
FAST! Hot in Only 90 Seconds 


Y SAFE! Wilt Not Overheet 
Y POWERFUL (Full 225 Watts) 
VY SAVES TIME—Loss Retinning 
VY BALANCED! fesily Handled 
DEPENDABLE —Longer Lasting 
¥ MGHT WEIGHT (Only 131% or.) 


y/ THREADED TIPS For Best Contact 


7 THERMOSTAT Is Built In 


y/ S1X_TIP STYLES interchangeabl 


a 


* 
2 
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VANATTA 


TO HELP YOU SELL 


KWIKMEAT 


More than 10,901,861 Kwikheat 
advertisements are calling on 
your customers every year... in 
leading radio, electronic, elec- 
trical, automotive, aircraft, hard- 
ware, manufacturing and main- 
tenance trade magazines... cre- 
ating a large market for you. You 
can’t afford to overlook this hot 
sales item. Write for details today. 
List price $11 


Extra Tips—Six Styles, each 1.25 


ANTg! 


0 1 2 


KWIKHEAT 


THERMOSTATIC SOLDERING IRON 


A Division of 


Sound Equipment Corporation of California 
3903 San Fernando Rd., Glendale 4, California 








Attention Senators Barkley, Stanfill, 
Taft and O'Neal! 





A thoughtful letter to these members of Congress about OPA 
written by Luther R. Stein, vice-president and general sales 
director of the Belknap Hardware & Mig. Co., Louisville, Ky. 


The small business enterprises of 


ies sorry that you 


were not in your office when I stopped 
in on April 27. 

I fully realize that you are being 
swamped with communications regard- 
ing OPA and I could write a strong 
plea to abolish it on manufactured 
goods, but apparently OPA will be con- 
tinued and as you gentlemen are con- 
fronted with finding a solution of this 
highly controversial problem, I offer 
the following explanation and sugges- 
tion which I think is both sensible and 
workable: 

In the first place, I don’t think it 
possible, even if all the approximately 
3,000,000 people on the federal payroll 
would be used for OPA, to fix all the 
prices on all goods and services. Even 
if they could fix all those prices some- 
how, they could not do it equitably and 
well, and if they did fix them the ma- 
chinery would be too cumbersome and 
slow to make the necessary almost daily 
price changes that would be required. 

Then, too, if the prices were so fixed 
the entire federal organization could 
not enforce those prices because the 
present regulations are not known or 
understood, so the system is in bad 
repute and the great mass of business 
people do not have respect for the pro- 
gram. 


Small Town Business 


We must never lose sight of the fact 
that about half of the people and about 
half of the business of the country is 
in the towns of 2500 population and 
their environs; some 60-odd per cent 
in and around the towns of about 5000 
population, so most of the ultimate 
consumer business is in small towns 
and done by small business enter- 
prises. , 

We can’t run “Main Street” majority 
business of the country with a Penn- 
sylvania Avenue of Washington; Fifth 
Avenue of New York or Loop District 
of Chicago viewpoint. 


the country do not have the facilities 
or time to study all the regulations, 
and they would not understand many 
of them if they had time to study 
them, so they are going along “con- 
ducting their businesses” in what they 
feel is a perfectly honorable way be- 
cause it is the way they operated be- 
fore the war and before OPA was or- 
ganized. 

I suppose that I talk with as many 
small businessmen (hardware and gen- 
eral store owners all over the country) 
as nearly any one, and 99 per cent of 
them are honorable and respected, law- 
abiding and patriotic citizens who have 
no desire to violate any law. 

You know that the owner of a small 
town business virtually lives in a gold- 
fish bowl, so he couldn’t survive if he 
did not conduct his business decently. 
Big concerns, like ours, have records 
galore so we can be (and are) checked, 
so we must try to understand the regu- 
lations and we do try our best to ob- 
serve them. 


Ignoring OPA 


All of this is said to substantiate my 
belief that the majority of small enter- 
prises are simply ignoring OPA, not 
intending to break the law or hoping 
thereby to get rich, but because they 
cannot keep informed and they feel 
that the present regulations are not 
sensible or workable, or even fair. 

Assuming that OPA cannot make or 
enforce the prices on all or a great 
percentage of the goods and the ser- 
vices of the entire country, and that 
prices must be advanced to reflect 
added cost of labor and materials, 
then OPA’s only hope to insure an 
orderly advancing market is to adopt 
a principle of pricing that will be fair 
and workable. 

I don’t think the Congress has any 
right to guarantee anybody a profit on 
anything any more than I believe that 


OPA has a right to reduce profits by 
absorption and other means to the 
point where a business enterprise has 
only its cost of doing business or takes 
a loss on items or lines. 


Less Net Profit 


I do think that if any business enter- 
prise is allowed to have its pre-war 
margin above today’s cost of the goods, 
it would be and should be satisfied. 
That pre-war margin will leave less 
net profit because all of the increased 
costs of operation must come out of 
whatever is the margin added to cost. 

As you know, many items are nor- 
mally sold on a very narrow margin; 
others carry a better margin and all 
make the average. 

I don’t think the plan could operate 
successfully on “average” margins be- 
cause everything is not available in 
pre-war proportions so the pre-war mar- 
gin on each item would be a definite 
and workable yardstick and what pre- 
vailed under competitive conditions. 

Why should you not compel OPA 
to adopt substantially the following 
principle of pricing: 

Manufacturers will be permitted to 
charge their present day cost, plus the 
percentage margin they added to their 
cost on each item in 1941; subject to 
inspection by OPA. 

The distribution trades, wholesale 

(Continued on page 162) 
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The Colors Your 
Customers Prefer are 
in a Lowe Brothers Can 


ee 





STYLE-TESTED PAINT COLORS ELIMINATE 
THE PAINT MERCHANT'S BIGGEST RISK 


Only the colors which women prefer and are actually buying 
for home decoration today are found in cans bearing the Lowe 
Brothers label. That means no obsolete colors! No markdowns! 
No close-outs! Nothing but satisfied customers which give you 
faster turnover from minimum stock investment. 


Every Lowe Brothers Color has been sTYLE-TESTED by a Color 
Research Plan that’s both revolutionary and foolproof. Devel- 
oped in collaboration with a noted research organization, Lowe 
Brothers sTYLE-TESTED Paint Colors eliminate the biggest risk 
in paint selling, and take the guesswork out of color selection. 


AGGRESSIVELY ADVERTISED 


Your customers are learning about styLe-TeEsTep Paint Colors 
because they are aggressively advertised through a continuing 
campaign supported by literature, display and store selling 
materials, The coupon below will bring you complete details. 


THE LOWE BROTHERS COMPANY - - - DAYTON, OHIO 
a “4 he: ae! : ’ ‘ a 


LUM OITA 


PAINTS * VARNISHES 
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Traffic Getters for Your 
Fishing Tackle Department ! 


ALL BRASS 
gan Retail 
anike Price, $2.25 
DEALER'S 
PRICE 


All brass — will not rust or 
corrode in salt water | First 
one of such modern design ! 
Opening at top, 1% inches 
wide. 18% inches overall 


; Retail Price, $3.75 
DEALER’S PRICE 


53 In. Overall 
Length 


Order Now ! 
Immediate 
Delivery ! 


PENNSYLVANIA 
SPORTING GOODS co. 


PHILADELPHIA 6, PA 


514 MARKET STREET + 


Yale's New and Vivid Color Packaging for 
Locks, Door Closers, Builders’ Hardware 


Shows trade-mark, product identification, 
list number, and selling hints. Suggests 
sale of other related items in Yale line. 


(<4 ALE” locks, door closers and 

builders’ hardware will soon ap- 
pear in newly designed gay, colorful 
boxes, according to an announcement 
by Mark A. Miller, assistant general 
manager, Stamford (Conn.) Division, 
The Yale & Towne Mfg. Co. They will 
be packaged in bright red boxes with 
the “Yale” trade name, picture of the 
product, and advertising texts variously 
presented in blue, yellow, silver, black 
and white. Introduction of the new 
boxes will mark complete abandonment 
by the company of the old green and 
white hardware box used by it without 
change for almost 20 years. 

The new program was developed by 
Meade M. Johnson, marketing manager, 
The Yale & Towne Mfg. Co. Stamford 
Division, who devoted two years to in- 
tensive study of hardware packaging 
practices, color designs and use of 
boxes in other industries as merchandis- 
ing aids. Embodying the conclusions 
reached by Mr. Johnson in consultation 
with Yale’s sales staff and retail mer- 
chants in various parts of the country 
the new boxes are designed to perform 
four functions now widely accepted as 
the purposes of modern effective pack- 
aging. 

Their Functions 


These functions are (1) to protect 
product and insure safe delivery; (2) 
to present essential information—trade- 
mark, product identification and list 


Box for a cylinder front 
door set. The top sug- 
gests the advisability of 
masterkey systems, the 
front end has brand 
name, catalog numbers, 
style and finish. Two re- 
lated items are shown 
and identified on the 
side. 


number; (3) to promote sale of the 
product by utilizing the box as a “silent 
salesman,” and as an “across-the-coun- 
ter” selling aid by furnishing basic 
facts and strongest selling arguments, 
and (4) to help the sale of related items 
of the “Yale” line. 


Products Pictured 


As a “silent salesman” the new con- 
tainers will carry a picture of the prod- 
uct in its actual color, wherever pos- 
sible. (“Silver Six” padlocks will be 
shown in silver, the brass latch sets in 
yellow.) In addition to the above colors 
and the red background, a third color 
will be used to give prominence to the 
trade mark and to outline the product. 

The boxes all bear selling slogans 
such as “The Lock Which Never For- 
gets,” “Most Convenient Spring Latch 
Ever Made.” These and similar legends 
will always appear on the top surface 
of the boxes. 


Related Items Promoted 


One side of each new box will pro- 
mote a related product, such as the 
Yale door closer, sometimes with pic- 
ture and text and other times with a 
sales slogan such as “Use Yale Door 
Closers for Quiet and Comfort.” An- 
other side of each box is used to tell, 
in simply-written easily-understood lan- 
guage the story of the product it con- 
tains. 

A significant feature of the new box- 
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> new box- 


ing program is the reduction in the 
number of sizes and types of boxes used 
for all Yale locks and builders’ hard- 
ware. In the boxing of locksets, for ex- 
ample, eight different sizes of boxes will 
be used instead of the former 15. Al- 
though a brilliant red color is used as 
the chief appeal, the boxes are so con- 
structed as to achieve, when stacked 
on a hardware store shelf, a definite ver- 
tical strip. This vertical effect is en- 
hanced by a continuum of blue “Yales” 
on bright yellow lanes. 

Where possible, the product material 
used and the finish of the item are de- 
scribed both in picture and text. In 
other instances locks are offered as pro- 
viding “moderate security,” “good se- 
curity” or “real security” to distinguish 
grades of quality. The boxes are the 
“Simplex,” build-up type that can be 
packed flat in large quantities and in 
little storage space. 
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Yale’s “Silver Six” pad- | 


locks will be contained 
in this modern, colorful 
box, red and silver be- 
ing the dominant colors. 
This carton clearly 
shows the product. Pic- 
ture and list number 
help easily and quickly 
identify the contents. 


c 


Directions and templates are simple, | 
easy to follow and colorful. Pittures | 
replace text whenever possible. Some | 


selling copy is included. For example 


the caption for the 042 night latch direc- | 
tion sheet is “You Bought A Fine Lock, 


Please Install It This Way.’ 
Added Improvements 


The new boxing program also in- 
cludes improvements in the shipping 
cases, color and descriptive text being 
employed. Finally the program will 
have the added support of newly-de- 
signed, multi-colored counter displays, 
window merchandisers, to increase “im- 
pulse” buying at point of purchase of 
related hardware products, and illus- 
trated “heralds” to be wrapped in all 
packages and inserted in mailings to 
stimulate demand for related Yale 
products. 


oO O 


Each’ side of the new 


boxes has a_ function. 


Where possible, picture | 
of the product is shown | 
in its real color. One | 


side of the box carries 
easily-read legend de- 
scriptive of the product. 
Other selling aids in- 
clude catchy slogan 


such as the one above. | 
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#30 


WOOD CHISEL 
DISPLAY 











1 doz. each of 2", ¥%", and 1” 
per display 


POPULAR 25c. RETAILER! 
GOOD VALUE! 


@ hardened, tempered alloy tool steel 
@ beveled edges, excellent cutting 

@ hardwood handles 

@ heavy steel ferrule 


SEE YOUR JOBBER 


great neck lines 
hack saw blades— 

molybdenum 
tungsten 
high speed 

keyhole saw blades & handles 

wood chisels & screw drivers 

(plastic or wood handles) 


GREAT NECK SAW 


MANUFACTURERS, INC. 
MINEOLA, N. Y. 





















ware industry dinner, | was sitting 
waiting for a friend to make the trip 
up town when a young fellow came 
up, introduced himself, said he had 
just gone into the hardware busi- 
ness and wondered whether he had 
made a mistake or not and would like 
to talk to me about the business. 

Having my Dean’s column to write 
I thought that of some of my readers 

especially the younger ones—might 
be interested in what I told him the 
passing years had taught me about 
the hardware business and how it is 
different from all other lines of busi- 
ness! 

If you want to get rich quick stay 
out of the business. As great for- 
tunes are measured today, few are 
made in hardware. 

But if you are willing to work hard 
and put your best into the effort, 
hardware, conditions being fairly 
favorable, will provide you with a 
comfortable living all your life. 


Dependable and Stable 


As it has been stated before, the 
hardware field is one of the most de- 
pendable and stable of all lines of 
business. If a new business can sur- 
vive its first two years it is usually a 
good family supporter for many 
years. 

The oldest retail business in the 
country is a hardware store in Lan- 
caster, Pa. It is over 200 years old. 

The failures in the hardware busi- 
ness are few—fewer than in other 
lines. The National Bureau of Credit 
men in New York will also tell you 
that there is less crookedness in hard- 
ware than in many other lines. Hard- 
ware men average well in common 
honesty. 

All this and much more, | said to 
my young friend, and it may be said 
in favor of hardware dealers. The 
point I wish to make is the reason 
why most hardware men work harder, 
are better credit risks, and why in- 
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flation and depression hurt them less 
than they do other dealers. 

If we run into inflation, followed 
by the inevitable depression, hard- 
ware men as always in the past will 
suffer less than other dealers. 

“Why?” you naturally ask. The 
answer is in certain fundamental dif- 
ferences between the hardware busi- 
ness itself and other lines. 

We see today in world conditions 
that in order to exist men must be 
fed. Food is the basis of life itself. 
Food comes from the earth and the 
sea. In times of famine the people in 
the cities suffer most. The people 
who live on the land and the sea suf- 
fer at least. After all, the basis of the 
best life is from the “good earth”! 

But how does all this concern hard- 
ware, you may naturally ask? The 
answer is simple. 

Suppose your wife goes to a beauty 
parlor and gets a permanent wave, 
has her nails tinted and polished. 
When it is all over she has satisfied 
a certain human vanity—but her 
money is gone—and the “permanent” 
is not permanent. The point is that 
all such businesses are temporary and 
soon wilt when national depression 
strikes. This applies to all luxury 












trades. In time of stress they are the 
first to fold. 

Take even men’s hats and clothing. 
Fancy shirts and ties, fancy sports 
clothes, etc., etc. It is what might be 
called “vanity lines.” They soon feel 
the effects of a time of depression. 
| might refer to the auto business, 
fancy cars, vanity appeal. Then natu- 
rally whiskey, beer, and all the trim- 
mings of night life. Just think of all 
the unnecessary things men and 
women with inflated pocket books 
buy in boom times. I note the theatres 
and movies are crowded. Millions 
listen to the radio. The point is that 
in all this Joe Melvin and his family 
are just catering to their vanity, seek- 
ing thrills and satisfying the plea- 
sures of fancy eating and drinking. 
It, after all, is a cheap, unsatisfactory 
kind of life. 

But when a farmer buys a shovel, 
a rake, or a hoe he is buying some- 
thing with which he makes a living 
and something with which to produce 
food. The use of these tools not only 
make him a living they also make 
him a stronger, healthier, better man. 

When the mechanic buys a ham- 
mer, a saw and other tools, the same 
principle holds good. 

When a woman picks out her 
kitchen gadgets she is preparing to 
work efficiently in feeding her family. 

When a citizen buys tools to build 
his home he also is building for 
permanence. 


Close to “The Good Earth” 


So, my young friend, we see the 
hardware merchant is naturally close 
to the farmer and close to the me- 
chanic. In a word, the hardware mer- 
chant is close to the “good earth” and 
the much talked about “common 
man.” 

There are few frills and no “blends” 
in the hardware business. In all its 
long history there have been no scan- 
dals. 

Our national trouble spots have not 
been on the farms or in small towns. 
Just read the recent “Age of Jack- 
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MAKE THE 
_ SUMMER INSECT SEASON | 


1 gD ARE oy She 
Rae NTF 


a 
See 


ee 


/ PAY YOU PROFIT! 





Money for you in dead insects? Summer months 
are bug months. And bug months make every single 
housewife a logical buyer of Insect-O-Blitz. The 










sale is yours... if you stock Insect-O-Blitz. It’s new, ACTIVE INGREDIENTS 
revolutionary—a potent insecticide and self-spraying dispenser, all Dichloro-Diphenyl-Trichloroethane 
ln one REE RR are 3.00% 

: . ; > ; 4% Pyrethrins = Pyrethrum 

How much Insect-O-Blitz can you sell in a week: Scores of druggists III ou dines ed'cbe cave 2.00% 
average 3 cases. Many often re-order two and three times each week! Cyclohexanone ......0.....00000: 5.00% 
Carload lots every day move to jobbers stocking for the summer Re er errs 5.00% 
insect invasion. INERT INGREDIENTS 






Dichloro Difluoro Methane 


For fast sales, high profits—display Insect-O-Blitz. It sells because re ne... xc 95.00% 


it really kills flies, mosquitoes, flying moths, similar insects. It’s 
effective, safe, economical. 












What to tell a Housewife 
about INSECT-0-8l17Z 


Tell her it really kills bugs. But first tell her it’s absolutely safe when used as directed. Non-inflam- 
mable and non-explosive. Tell her it’s yust exactly as used overseas by the Armed Forces—the same 
formula, the same dispenser 









Tell her how economical Insect-O-Blitz is. Enough in one dispenser for about a full season of normal 
use. Only four seconds to Insect-O-Blitz the average room (1000 cubic feet). Even U.S. Department 
of Agriculture tests prove one dispenser equal to two gallons or more of ordinary spray. 






Then show her how there's nothing to fill, spill, or pump. Show her, tell her... then sell her. 











Order NOW From Your Local 
Distributor or Direct. 


INSECT-O-BLITZ 


INSECTICIDE DIVISION 


nee INDUSTRIAL MANAGEMENT CORPORATION 
SALES OFFICES: 639 S. Spring St., Los Angeles 14, Calif.; 38 S. Dearborn St., Chicago 3, Ill. FACTORY: Valparaiso, Ind. 
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A LUFKIN TAPE WITH 


tHE CHROME WHITE LINE 


THAT 1S DURABLE 


SET BLACK 
MARKINGS OW 
CHROME WHITE 

SURFACE... 
EASY 10 READ 


= 
— 


The surest way to build volume business is to sell satisfaction— 
and there’s full satisfaction in every inch of the husky line of 
a Lufkin Chrome Clad Steel Tape. Chrome plated line will 
withstand the toughest usage. Durable, accurate jet-black 
markings are always easy to read. Also available with hook- 
ring for one-man measuring. Build business with Lufkin—it pays! 


UF KIN 


THE LUFKIN RULE COMPANY, SAGINAW, MICH., New York City 





son”—a best seller, written by Arthur 
M. Schlesinger, Jr. It tells about the 
revolt of the common people under 
Jackson. 

What this nation and the hardware 
business needs today are leaders— 
men of great courage. In our every- 


| day work, the average man hasn’t 
| time to read and digest the daily 
| news. We are flooded with propa- 
| ganda. We are confused and we must 


in our business of making, buying 
and selling hardware depend on our 
leaders who have access to informa- 
tion to courageously, intelligently and 
honestly interpret the meaning of 
passing events to us. As in ancient 
Bible times, we live in an age of many 
false prophets who are misleading 


the people. 


A Post-War Program 
For a Solvent America 
(Continued from page 137) 


lion national income, would be tough 
indeed. 

There is the picture. It is not my 
function to tell you what is the proper 


|-amount of government expenditure or 
| what is the proper kind of a tax system, 
| or to argue in favor of any particular 


choice. 
May I add just a word to outline 


| briefly the broad features of the tax 


program which the Post-War Tax Com- 
mittee recommended. In the first place, 


| we proposed to repeal the 3 per cent 


normal tax and have one progressive 
scale of rates, not a surtax and a nor- 
mal tax, for individuals. The rates 
have to be heavy, because to get the 
money you have to go where the money 
is, which is not in the top millionaire 
brackets, but down in the low and 
medium brackets. Eighty per cent of 


| the national income of the United 


States is in the brackets of $5,000 and 


| lower. That shows that you can’t 
| finance heavy government costs by high 


surtax rates, as some of our friends 
would have us do. 


So we suggest that the individual 


| income tax start somewhere from 15 to 


20 per cent and run up to 60 or 70 per 
cent in the top brackets. We propose 
to continue the option of married per- 
sons to use joint or separate returns. 

On corporations, we recommend the 
repeal of the excess profits tax, capital 
stock tax, and declared value excess 
profits tax. We recommend that there 
be no graduation of rates, one flat 
rate for corporations; that the present 
double burden on intercorporate divi- 
dends be repealed, that there be reason- 
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Arthur able freedom to the taxpayer in his ac- 
ut the counting decisions as regards allow- 
ances ior depreciation and obsoles- 
cence, expenses of research and experi- 
mentation, salaries of officials and that 
sort of thing. And finally, no penalty 
tor consolidated returns. 
The relations between the stockhold- 
: ers of corporations and the corpora- 
daily tions themselves now produce double 
ropa- taxation in connection with the tax on 
must corporation income plus the tax on the 
uying stockholder on his dividends. There 
n our are various ways of correcting this. 
orma- What we propose is that the corpora- 
tion continue to pay on all its income, 
that the stockholder calculate a tax 
on all his income, including dividends, 
and that there then be a credit cal- 
culated by multiplying his dividends by 
the lowest rate of the individual tax 
scale. That does not give complete 
adjustment. That would require a very 
complicated system. But it does give rea- 
1 sonable adjustment and approximates 
another desirable end: i.e., similar 
‘a treatment of all business enterprise, 
whether individual, partnership, or 
corporation. 
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tough 
om | Broad Tax Base 
roper We recommend a broad tax base 
re or with more reliance upon excise taxes, 
stem, not necessarily using the sales tax, but 
‘cular with that as a possibility. And we 
finally recommend that the Federal 
itline government give up the estate and gift : 
gees taxes to the states, where they really When You Want a shipment to go the fastest way, the word 
Com- belong, and the gasoline tax, which “rush” is not enough. Specify “Air Express” and be sure. 
lace, also belongs to the states, and throw 2 - ss . , 
cent into the wastebasket the automobile use Phone For Pick-Up as soon as package is ready. Special deliv- 
essive tax. ery at other end often means same-day delivery between many 
eon This is more or less of a broad pro- airport towns and cities as far as 1,000 miles apart. 
rates gram looking into the future. There is 
t the bound to be a transition period, on Air Express goes everywhere. In addition to 375 airport 


loney which we are, of cearse, now embarked, towns and cities, it goes by rapid airs, - IES] No EP 


naire and in that transition period there has ° 000 
and to be a preliminary tax revision. I am rail schedules to 23, other com- sais | 2s. | $ tos | 25 the 40 ths, /O°0, 8 


nt of pleased to inform you that Congress munities in this country. Service 149 | $1.00} $1.00; $1.00 3.07 
nited has already taken that first preliminary direct by air to and from scores of < < a ~ — 
) and step in what was known as the “quickie foreign countries in the world’s best }#4+"} 14+] 7# 209% 
can’t bill,” which was signed by the Presi- 


| wien h ld’ b 2349 145) 353) 1745 70 ble 
: Over 

high dent last September, and which, believe ee ee ee ee ae 
iends it or not, approaches closely to what 


350 
service. poten RATES ALSO REDUCED 

this committee recommended. Write Today for the Time and Rate Schedule on Air Express. It contains illumi- 
idual I don’t need to remind you of the de- nating facts to help you solve many a shipping problem. Air Express Division, 
15 to tails of this act. You have had oppor- Railway Express Agency, 230 Park Avenue, New York 17, N.Y. Or ask for it 
) per tunity to become acquainted with it in at any Airline or Railway Express office. 

ypose 
per- 
urns. 
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a practical way by now, I am sure. 
It commends itself, I think, as a rea- 
sonable coping with the first problem 
pital of a transitional tax measure. The big 
leabae problem is still in the future. That will 
ie require overhauling the whole situation ~~ — GETS THERE FURST. 

flat and setting up a sound, firm tax founda- 
sent tion for a post-war solvent America. 
divi- That is another problem with which the 











Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
sah Congress will soon have to deal. Representing the AIRLINES of the United States 
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HARVESTING 


EQUIPMENT 
THAT SAVES TIME 
AND SAVES CROPS 
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HARVESTING 
EQUIPMENT _ 
WINDOW 


MERCHANDISE: Hay car. 
barn track, hay forks, harpoon 
forks, binder twine, rope. 
cable, grinding wheels, axle 
grease, cup grease, motor oil. 
hay pulleys, mower sections. 
mower guards, bolts, corn 
knives, belting. threshing belts. 

BACKGROUND: Center pan- 
el of buff corrugated board or 
painted wallboard. Side pan- 
els of dark brown material. 
Cut-out letters on center panel 
of bright red material. 


[t's Harvesting Equipment, House Paint 


And Home Insulation for Late July 


HARDWARE AGE Original Window Display IDEAS 


HOUSE PAINT 
WINDOW 


MERCHANDISE: House 
paints in various sized cans 
and colors, color charts, wire 
brushes, paint brushes, sash 
tools, scrapers, paint oil. 


HOME INSULATION 
WINDOW 


MERCHANDISE: Various 
types of insulation. caulking 
compound, caulking guns. 

tty knives, etc. 

BACKGROUND: Center pan- 
els of bright yellow corrugated 
board or painted wallboard. 
Side strips of dark brown ma- 
terial. Cut-out letters on pan- 
els of dark brown material. 
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Yes, they’re the biggest one-piece molded 
plastic cabinets ever made in radio. And 
they’re beautiful! Satin-smooth mahogany 
in color with plenty of eye-appeal. Here’s 

IG < convincing proof of Admiral leadership in 
IT p ‘ : producing the merchandise America wants. 
; 


Hay car. 3 gt? Look at the features! 
. harpoon ye" ve 

8, Tope. , e Compare the prices... from 
els, axle a 

motor oil. B 

sections, 
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6RT41 Radio-Phonograph 


Featuring new “‘childproof’’ record 
changer . . . plays up to 12 records 
automatically . . . featherlight tone- 
arm assures longer record life . . 

may be moved at any time without 
damage to mechanism . . . improved 
multi-tube superhet circuit with 
beam power output, bass compensa- 
tion, and automatic volume control, 
gives outstanding performance .. . 
easy-to-tune colorful plastic dial . . . 
PMdynamic speaker with AlnicoNo.5 
metal assures superb tone quality. 


6RP48 Electric Phonograph 

Featuring new “‘childproof” record changer (see 
6RT41) .. . 3-tube amplifier with beam power output 
produces sufficient volume for use in schools, club- 
rooms, etc. ... PM dynamic speaker with new Alnico 
No. 5 metal assures superb tone quality. 


“a 
Obdmiral. Crporation. wou. © WORLD'S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
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GOOD OLD 
DEPENDABLE 


ALLIGATOR 


Few products for the farm and shop 
trade have been accorded the world- 


wide acceptance of Alligator Steel Belt | 
Lacing —and there are some sound, | 


basic reasons why most hardware and 


reasons that show up on the profit side 
of the ledger. 

It’s an old, old story but one that we 
believe you as an aggressive dealer, out 
to build yourself sound, profitable vol- 
ume will want to review again—and 
so briefly here it is: 


@ Alligator Steel Belt Lacing has al- 


ways been sold through standard trade | 
} 


channels. 

@ Alligator has always been a profit- 
able item with dealers. The margin is 
good and the turnover is excellent. 
Many dealers tell us that on the basis 
of percentage of profit per dollar in- 
vested, Alligator is one of their best 
lines. 

@ Alligator is widely known to the 
shop and farm trade. For more than 30 
years it has been used throughout the 
world and it has been backed by ad- 
vertising in 140 trade papers. The 
trade knows Alligator Steel Belt Lac- 
ing and asks for it by name. 

@ Alligator is made in a complete 
range of sizes so the exact size can 
used for the particular belt thickness 
to be joined. There are 12 sizes rang- 
ing from No. 00 to No. 75 to join belts 
from thin tapes up to belts 4%” thick 
made of any material. Alligator is also 
made of Monel and Everdur and in 
long lengths for wide belts. 


Bulletin A-60 gives the complete de- 
tails of Alligator Steel Belt Lacing 
with size chart, and prices on standard 


boxes and cartons of Economy Pack- | 


ages; also includes prices on long 


lengths of Steel, Monel and Everdur. | 


Order from your Jobber 


FLEXIBLE STEEL LACING CO. 
4616 Lexington St., Chicago 44, Ill. 


ALLIGATOR 


STEEL BELT LACING 


For more than 30 years the most univer- 
sally used belt lacing in the world 


| has already been made. 





Selling Builders’ Hardware 


In the Retail Hardware Store 
(Continued from page 130) 


stand up and give service during the 
life of his building. Through your ac- 
quaintance and friendship with the 
architects in your locality, you can do 
much towards obtaining an adequate 
allowance for builders’ hardware. 

This “hardware consciousness” that 


| es . 
| we are striving for will not come about 


easily, or quickly, or without a lot of 


| time, money and effort on the part of 


our industry in a long-range educa- 
tional program. I am glad that I can 
tell you that a start on such a program 
It is particu- 
larly pleasing to me that this start is 
on a cooperative industry basis, and for 
that reason it is especially noteworthy. 

There appears in the Home Owners’ 


, : | Catalog, just issued by the F. W. Dodge 
1 dealers stock Alligator — | = ) g 
implement dealers 1g: | Comm. Mow Week Gite, a hethiet cath 


| tled, “Welcome Says Good Hardware.” 


Ten pages are devoted entirely to pro- 
moting the use of better hardware in 


the home, and brand names are not 
mentioned. 

This booklet was sponsored by a 
group of builders’ hardware and butt 
and hinge manufacturers for the pur- 
pose of benefiting our whole industry 
by educating the prospective builder to 
know what really constitutes good hard- 
ware. 

I feel sure that this initial step by 
our industry in group advertising for 
the benefit of all will be followed by 
similar steps in the future. 

Our industry is also obtaining valu- 
able assistance from the Copper and 
Brass Research Association. You may 
have seen their recent booklet entitled, 
“Solid Brass and Bronze Hardware.” 
It plays up the advantages of using 
hardware made of lasting brass and 
bronze. 

This booklet will have a wide circula- 
tion among prospective builders, and 








Toasting Their Heels 


When a house-to-house survey conducted by the Camfield Mig. Co., Grand 
Haven, Mich., toaster manufacturers, revealed that 28 per cent of American house- 
wives throw away the heels of bread, Russell W. Camfield. president of the firm. 
decided to do something to make the public conscious of this appalling waste. 

A selected Chicago audience, headed by members of the President's Famine 
Emergency Committee, was invited to attend a demonstration at the Drake Hotel. 
at which home economists prepared a series of appetizing bread and toast recipes 
which were set up by Alfred Camozzi, executive chef of the hotel. The guests were 
intrigued by the many novel ways to serve old and stale bread. 

“By utilizing only the heels of bread which are now thrown away the house- 
wives of the country can in effect save some 7,000,000 bushels of wheat from going 
into the garbage this year,” stated Mr. Camfield. 
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its educational value is of the utmost 
importance. As we get further into 
our educational program, I am sure we 
can count on the continued assistance 
of the Copper and Brass Research 
Association. 

You all know that during recent 
years our industry as a whole has not 
been what one might call “large adver- 
tisers.” Here, again, a new trend is 
evident. On individual company adver- 
tising you will see, during the current 
year, a stepping-up all along the line. 

More space is being used, more ag- 
gressive copy is being developed, and 
many more companies are advertising. 
Back of these efforts and those of the 
future there is one dominating thought 
—To make the prospective builder 
“hardware conscious,” and to obtain 
for all parts of our industry a larger 
share of the building dollar. 

You have often said that the pre-war 
lines of builders’ hardware were too 
long—there was too much unnecessary 
duplication—and that the catalogs 
were too bulky, too difficult to under- 
stand and use. 

While it is too early to obtain an 
overall picture of the actual post-war 
lines that will be offered, I am confi- 
dent you will find, as new catalogs are 
issued, that there has been much sim- 
plification and standardization—fewer 
items—more uniform standards for the 
mortising of locks made by each com- 
pany—not so many designs, but better 
ones—the discontinuing of many obso- 
lete finishes, and the elimination of old 
styles and patterns which closely dupli- 
cate the more modern articles. 

You will also find a great improve- 
ment in the general make-up and ar- 
rangement of the new catalogs. These 
are today being built along the lines 
of modern merchandising. They can 
be more easily used and they are more 
informative. 

You will find them a real help in de- 
veloping your new builders’ hardware 
men so that they can do a real job of 
selling builders’ hardware in the retail 
store. 

Our country is at present going 
through a trying and difficult period of 
industrial turmoil, but eventually this 
period must come to an end, and we all 
hope that it will be soon. When this 
happens, and labor and industry go 
back to work, there will be ahead of 
us a long period of building activity. 

The prospects for the sale of builders’ 
hardware are brighter than they have 
been at any time during the past fif- 
teen years. I sincerely hope that retail 
hardware dealers get their full share 
of the greatly increased volume of 
builders’ hardware business which this 
active building period will make pos- 
sible. 
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GREENLEE 
AUGER BITS 


When you hand a customer a GREENLEE Auger Bit he 
gets a tool that has been designed and made with most 
unusual care. Cutting parts are accurately sized to in- 
dicated diameters ... twist has been ground for sure 
clearance . . . spurs are correctly shaped and proportioned. 
All cutting edges are filed razor Sharp, and the tool is 
tested in wood for accurate, clean functioning. It’s the 
fast-working, smooth performing bit that its clean lines, 
high finish denote. Sell top quality... sell GREENLEE! 


(GREENLEE: 


FOR THE CRAFTSMAN 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits « Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives ¢ Automatic Push Drills e Spiral Screw Drivers @ Bit Extensions e Bell Hangers’ Drills « 
Turning Tools @ For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1806 Herbert Avenue, Rockford, Illinois, U.S.A. 
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Do You Offend? 


N the June 6, 1946 issue of Harp- 
WARE AGE we discussed a more 
personal phase of this subject. 

This article deals with impersonal 
ways in which customers can be of- 
fended and displeased with the things 
that employees do. 


Keep Your Promises 


Few things offend the customer 
more than to promise to do some- 
thing for him and then fail to do as 
you promised. There will be occa- 
sions when promises must be broken 
due to emergencies but these should 
be the exception, rather than the rule. 
It is a good plan if this must be 
done to call the customer and tell him 
what has happened. In this way some 
of the disappointment will be elimi- 
nated. Also, the customer will not 
have an opportunity to become too 
displeased nor will he be put out if 
he is given an opportunity to change 
his plans. 

A business can build up a very 
poor reputation for itself by break- 
ing promises, especially if it operates 
a shop. Customers want repair work 
and installations of plumbing and 
heating equipment done as agreed. 


Careless Delivery Men 


Customers also can be offended 
and displeased by thoughtless deliv- 
ery men. The employee may walk on 
a newly seeded lawn, through a 
flower bed, or track dirt into the 
house. Any one of these things are 
sure to offend the customer. Delivery- 
men must be reminded of these 
things from time to time. Good will 
for the company can be increased by 
a good delivery service. 

Do not deliver merchandise in 
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(Part II) 


poor condition to a customer. If you 
do you are sure to offend him and 
to cause trouble for your business. 
The customer wants to receive mer- 
chandise that looks exactly like the 
sample he saw in the store. This 
means that employees who deliver 
items must be careful with them and 
they must have the equipment to 
handle merchandise properly if it is 
to arrive in good condition. 


Protection Essential 
Proper trucks for handling stoves, 
ranges, refrigerators and other large 
articles should be provided. Heavy 
pads to protect these items also are 
very important. 
Once the merchandise is in the 


customer’s home, it should be thor- 
oughly cleaned. All dirty finger 
marks should be removed, it should 
be adjusted and tested to see that it 
operates properly. It is also impor- 
tant that some one from the store ex- 
plain thoroughly the workings of the 


item to the customer. 


Tell the Customer 


Nothing is more annoying to a cus- 
tomer than to have something happen 
to an item he has purchased through 
no fault of his own or because of no 
defect in the merchandise. Be sure to 
tell him how it operates. 

By doing these important things 
well any business will please its cus- 
tomers. 











Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you are. 
Each question correctly answered is worth 20 points. A grade of 100 
is very good; 80 is good; 60 is fair; 40 is poor; and 20 is very poor. 
The correct answers to these questions will be found on page 226. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Define (a) trade discount and (6) cash discount. 


2—The minimum wage law in a state calls for overtime pay after 40 
hours at rate of time-and-a-half. Figure wage for employee who 
works 48 hours a week at regular rate of 60 cents per hour. 

3—Customer wants to paint walls and ceiling of a room 12 by 14 ft. 
in size. Ceiling is 10 ft. high. Walls will need undercoat with finish 
coat semi-gloss. Both materials will cover approximately 500 sq. ft. 
Openings represent a reduction of 63 sq. ft. from total area. How 


much paint will be needed? 


4—What size eave trough would you sell for a home, garage, barn, 


other small farm buildings? 


5—Customer has a lawn 60 by 70 ft. in size. Figure the amount of 
fertilizer he will need for one application. 
(Answers on page 226) 
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TO HELP YOU SELL MORE 


asm SYNCHROME 


Trademark Reg. U. S. Pat. Off. 


FINEST QUALITY ALUMINUM PAINT 
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-POINT PROMOTION PROGRAM 


Eye-appeal is combined with buy-appeal in the new 
Cres-Lite SYNCHROME promotional program .. . planned 
to boost your Aluminum Paint sales to new peaks. Quick, 
profitable turnover is our goal for every SYNCHROME 
dealer . . . and we’re sparing no expense in making alumi- 
num paint a “‘best-seller’’ for you! 


—And remember . . . Cres-Lite SYNCHROME is exclusively 
a quality product. It is a quick-drying, synthetic resin, 
oil paint, containing only pure 325 mesh aluminum pig- 
ment. We pledge ourselves to maintain at all times the 
quantity and the high quality of Ort, PIGMENT, and 
SYNTHETIC RESIN used in SYNCHROME. 


One coat of SYNCHROME completely SYNCHROME'’S high hiding power and 
covers most surfaces with a chrome- durability make it the best protective : 
like finish unsurpassed for its re- coating for tanks, stacks, roofs, metal, . netles of 
sistance te heat, moisture, fumes, concrete, brick and other types of = mg... 
weather and corrosion. fructures and equip i) 
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CRESCENT sronze powner co. 


116 West Illinois Street, Chicago 10, Illinois 1841 South Flower Street, Los Angeles 15, California 
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and retail, be permitted to charge 
their new laid-down cost, plus the per- 
centage margin they added to their 
cost on each item in 1941, subject to 
inspection by OPA. 

If any item was a “close margin” 
item in 1941, it would carry the same 
close-margin percentage mark-up to- 
day. If it was a better margin item 
in 194] it would remain so today. 

This program would bring some ad- 
vance in prices but they would be the 
necessary, justified advances and I fully 
believe that the great majority of manu- 
facturers and distributors would do the 
job decently because any sensible man- 
agement will not gouge its customers 
if it expects to stay in businses in the 
years that are ahead. 


Outwitted OPA 


In the main, those who put selfish- 
ness ahead of a sensible long-time view 
of pricing their products composed the 
group the OPA was designed to control 
and that group has outwitted the OPA 


(Continued from page 148) 


so far that they are really not con- 
trolled and, in my opinion, that group 
will continue to do so. 

The other group of businessmen, and 
they are in the majority, who are try- 
ing to respect the law are the ones 
being squeezed or suspending produc- 


Attention Senators Barkley, Stanfill, Taft and O’Neal! 


tion and they deserve a program such 
as suggested herein which I feel will 
produce production, especially in the 
medium and low priced lines which 
are not available and will not be avail- 
able until they are removed from the 
“loss” or “no profit” category. 





To Mr. Sammann—Sympathy and Don’t Give Up! 


EDITOR'S NOTE: In the April 25th is- 
sue of HARDWARE AGE on page 176, a 
letter to the Editor from Harold Sam- 
mann, Harold P. Sammann Co., manu- 
facturers’ representatives, 1737 W. How- 
ard St., Chicago 26, Ill., told of his trials 
and tribulations when on the “wing” in 
looking after his business interests. Mr. 
Sammann found that under certain con- 
ditions, flying about the country on busi- 
ness calls, does not always save time. 
But now, another of our readers flies to 
the rescue of aviation. 


Editor, HARDWARE AGE: 

I greatly sympathize with Mr. Har- 
old Sammann and his flying expe- 
riences. 


However, I have a suggestion to 











SAUCE PANS 


WITH or 
WITHOUT COVERS 


| ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE POTS 





Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 





buyers who order now! 


pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 


2-3-4 quarts 








WE ALSO HAVE AVAILABLE 
ALL STAINLESS STEEL FRYING PANS 
(special pluramelt—heavy gauge). C 


or panelyte handles. 
Diameters 812°" - 10/2"" 
LADLES 2-4-7-9 oz. © SKIMMERS © FORKS © CAKE TURNERS and SPATULAS 
plain or perforated © COCKTAIL and JULEP STRAINERS © RACKS ¢ JIGGERS 
BUTTER-CHIPS @ ASHTRAYS 


hoice of stainiess steel handles 














We invite you to visit our New York or Chicago Showrooms and see our exceptional 
line for home use, restaurant and hotel needs. 


FREEPORT MACHINE WORKS, INC. 


OFFICE: 16 East S2nd Street — Phone: Plaza 3-8225 | 
SHOWROOMS: Rooms 502-503, 1150 Broadway — NEW YORK CITY | 
FACTORY: Freeport, N. Y. 

CHICAGO SHOWROOMS: Room 408 — 205 West Wacker Drive 
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K. M. HAUGEN 


make before Mr. Sammann condemns 
aviation too much—i.e.—that he either 
gets another airplane or arrange to 
have good mechanical services and 
checks on his present one. 


Aviation engines are so simple that 
any mechanic should be able to find a 
miss. To me it seems simply impossible 
to have all the mentioned troubles in 
just one cross-country hop unless the 
regular checks were neglected. 

I just traded my old 1940 Taylor- 
craft for a new one. My old one has 
flown 2000 hr., probably 150,000 miles, 
with never a let-down because of motor 
trouble. Of course, head winds have 
slowed me up but on the way back these 
head winds became tail winds and we 
made up what we had lost. Unfortu- 
nately, weather cannot be licked and 
at times you must wait for good 
weather. But on any long trips, I have 
found that even with the wait, I’d get 
there sooner than if I had started out 
by car or train. 

I have also been snowed-in at air- 
ports not equipped for snow removal 
but I have always been near a place 
to sleep. I have been snowed-in with 
my car, many times, and no place to 
sleep. Ill take rough air anytime as 
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compared with the fight that one must 
go through on our trains today for a 
place to sit—or sleep—or eat. 

With limitations, I still think that 
personal flying is the quickest, easiest, 
safest and most comfortable way to get 
around for business as well as pleasure. 
So, don’t give up—Mr. Sammann. 
Yours truly, 

K. M. Haucen, president, 

Schlaffer’s, Inc., 

115 W. College Ave., 

Appleton, Wis. 


Beware of Souvenir Guns! 
I.’s should beware of souvenir 


G weapons. No American ammuni- 
tion is made for Jap arms. Many 
other foreign weapons are not safe for 
use with the generally more powerful 
similar American ammunition. The 
German semi-automatic Gewehr 41M 
particularly is a potential postwar 
booby trap. Unless its bolt is secure- 
ly locked into position, it will fly back 
and tear into a shooter’s face. 





Less of the Sales Dollar 
ORPORATION officers in nearly 


all industries received less of the 
sales dollar in each year from 1939 
to 1941 than they did in 1932. Pay- 
ments differed widely among manufac- 
turing industries, the lowest average 
percentage of sales, .3 per cent, being 
paid by 699 automobile and equipment 
companies in 1941, and the largest, 4.4 
per cent, by more than 10,000 printing 
and publishing companies, according to 
a report by the National Industrial Con- 
ference Board. 


Nazis Had One Good Idea 


HE Nazis had a good junior marks- 

manship training plan, according 
to Walter H. B. Smith’s Manual of 
Military Small Arms, a best-seller you 
have probably never heard about, but 
which sold a quarter of a million copies 
last year. The Germans made a mili- 
tary model air rifle and a .22 exactly 
like their regular service rifle and 
graduated their juvenile supermen from 
one rifle to another. 


The Speedy .220 Swift 


HE fastest factory-made bullet in 

the world is the .220 Swift. Actual- 
ly only a .22, and with its bullet weigh- 
ing little more than “the .22 long rifle 
bullet, the Swift has a speed at the 
muzzle (muzzle velocity) of 4,140 ft. 
per second against 1,395 for the .22 high 
power long rifle and 2,800 for the 
standard military service cartridge 
which you may also call a 30-06. 
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PHENOLEX* silver has unusual sheen, 
enduring brilliance, heat resistance, 
waterproof quality ¢ Applied with 
brush or spray, resists vapors and most 
corrosive fumes © Because of high elas- 
ticity it won't crack, chip or peel ¢ 
Economical, too — 1 gallon covers 700- 
500 sq. ft. of new or old painted 
surface 


© Packaged to meet any need: 1 and 5 
galion containers; six single gallons to 
case. Bulk shipments also. 


* *pronounced ‘'FEEN-O-LEX"’ 


CLARONEX PRODUCTS, INC. | 


BROOKLYN 22,N. Y. 


aT OLEX 





CONTENTS ONE GALLon 
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Write for prices, discounts 
and further information. 
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THE UNIVERSAL 


In big demand ev here — both 
in industry and for household use. 
A truly profitable item for the hard- 
ware Packaged in 25c and 50c 


tubes . .. also in pint, quart and 
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Mends Everything 


LIQUID CEMENT 


Free full-size sample tube and 
selling plan sent you gladly. 


Just send us your name and the cx, 
name of your wholesaler on a 
postcard — we'll do the rest. 


“AMBROID CO., INC. 
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BOSTON 
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Waterproof 
Dries Quickly 


<P ca 
Lees | 


10, MASS. 











Salesmen 





News of Retailers, Jobbers 
and Manufacturers and 








READ IT IN HARDWARE 


NEWS OF 





HARDWARE AGE FOR 








—E 


Deferred Payment System Arranged 
By Westinghouse for All States 


in credit service 
keynote of the 
Westinghouse 


A reduction 
eharges is the 
newly - announced 
Budget Purchase Plan, covering 
installment buying of electric ap- 
pliances and radios made by the 
Westinghouse Electric Corp. 

C. F. Gilbert, manager of the 
Westinghouse Retail Finance Di- | 
vision, in announcing the plan, | 
stated that a customer financing 
a balance of $150 on an appli- 
ance purchase over a period of 12 
months, under the new plan, 
would pay only $9 for the accom- 
modation, whereas in 1940, the 
charge would have been approxi- 
mately $11, and in 1938 $15.12. | 

Two separate arrangements for 
operation of the Westinghouse 
Plan have completed for 
the convenience of approximately | 
20,000 Westinghouse dealers and | 
their customers 
coast. 

In the 37 eastern states they 





been 


from coast to | 


| will act as coordinator for the 


will have available facilities of | 
the Universal-CIT Credit Corpo- 
ration. will be | 
provided in 11 western states by | 
a group of 102 banks—known as | 
the Western Bankredit Group— | 
having 784 offices in that area. | 
lhe Bank of America National 
Trust and Association | 


Similar service 


Savings 


bank group, serving as a focal 
point of contact between all 
banks and Westinghouse. 

Banks concerned are located 
in Arizona, California, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Washing- 
ton, Wyoming and the trading 
area of El Paso, Texas. 

Before the war from 70 to 80 
per cent of all Westinghouse 
major appliances — refrigerators, | 
ranges, dishwashers, water heat- | 
ers and laundry equipment—were 
sold to customers on some form 











COLEMAN CO. ELECTS 
OLDS TO BOARD 


Stockholders of the Coleman | 
Co., Inc., meeting in Witchita. | 
Kans., May 21, elected Dean | 
Olds, chief design engineer of | 
the company’s major appliance 
division, a member of the Cole- 
man board of directors. 

Mr. Olds joined the company 


DEAN OLDS 


of deferred payment. | 


in 1929 and since that time has 


| been closely identified with its 


extensive design and_ research | 
program. 

The following board members | 
were re-elected: W. C. Coleman. | 
president and founder of the | 
company; C. B. Kuhn, secretary 
and controller; Hiram W. Strong, 


| consulting engineer, and A. B. | 
| Eisenhower, vice-president of the 


Trust Co., Kansas 


Commerce 

City, Mo. 

J. E. PORTER CORP. GETS 
CONCO FREEZER LINE 


William S. Miller, vice-presi- 
dent of the J. E. Porter Corp., 
Ottawa, IIl., has announced the | 
purchase by his firm of the ice 
cream freezer line manufactured | 
and marketed for many years by 
the Conco Engineering Works, 
of Mendota, Tl. 

The J. E. Porter Corp. will 
retain the trade-marked brand 
names of the former Conco line, | 
which including the “Husky,” | 

| 





“Dolly Madison,” ‘‘Penguin,’’ 
“Reindeer,” “Zephyr” and “Frigi- | 


dette.” 


One of the two freezer models | 
already in production, the “Dolly | 


billed by the | 


Madison,” was 
Conco organization before the 
war as the “world largest selling 
electric ice cream freezer.” 

The Porter Corp. is now re- 
opening distribution contacts 
which were dropped by Conco 


during the war when the freezer | 


line was out of production. The 


| firm is nationally known in the 
field of playground and athletic | 
| equipment. 


P. H. ERICKSEN ELECTED | 


DIRECTOR OF MAJESTIC 


Parker H. Ericksen, vice-presi- 
dent and director of sales of 
Majestic Radio & Television 
Corp., St. Charles, [ll., was 


| elected 








PARKER H. ERICKSEN 

| 

elected a director of the com- | 
pany, June 4. 

Mr. Ericksen’s merchandising | 
experience covers a period of al- | 
most 20 years in the radio and 
appliance industries. 


HAR-KEN PRODUCTS 
IS NEW CONCERN 


A new firm, Har-Ken Products, 
7400 Exchange Ave., Chicago 49, | 
has entered the hardware field, 
featuring a clothes line tightener 
advertised as “Neva-Sag.” Other 
products saon to be on the mar- 
ket include a child’s stroller and | 
a househo'd iron rest. 

Charley Kenny is president of 
the concern. 





A.C. KIECKHAFER HEADS 
WEST BEND ALUMINUM; 
WITH FIRM 30 YEARS 


A. C. Kieckhafer has 
president and _ general 


West Bend 


been 


manager of the 


A. C.° KIECKHAFER 


Aluminum Co., West Bend, Wis., 
to succeed the late B. C. Ziegler. 

Mr. Kieckhafer has been with 
the company for more than 30 
years, and for many years has 
been a director, vice-president 
and assistant general manager 
In these capacities, he has been 
actively engaged in both man- 
agement and sales. 

He is a director of the First 
National Bank of West Bend, and 


| a past president of the Aluminum 


Wares Association. A veteran of 


| World War I, he has been active 


in many community organiza 
tions. 


FLORENCE STOVE OPENS 
NEW NEW YORK OFFICE 


New York 


been 


New and larger 
salesrooms have just 
opened by the Florence Stove 
Co., in the 1 Park Ave. Bldg.. 
according to Robert H. Taylor, 
New York manager. 

The amount of floor space is 
more than doubled. The _ back- 
grounds and arrangements of 
displays offer many helpful sug 
gestions to dealers for better 
presentation of Florence ranges 


| and heaters. 
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Cory Corporation New Name of Firm; 
Coffee Brewing Products Line Growing 


In line with a general stream- 
lining of its offices, sales organi- 
zation and over-all management 
within the past few months, the 
Cory Glass Coffee Brewer Co., 
formerly operated as a limited 
partnership, has become a corpo- 
ration and, as of June 1, is 
known as Cory Corporation. 

J. W. Alsdorf, formerly manag- 
ing partner, is president of the 
new corporation. H. G. Blakes- 
lee becomes vice-president and 


general manager. 
executives retain 


posts, 


In announcing the new corpo- | 
ration Mr. Alsdorf called atten- | 


tion to the increase in new Cory 
products within the past 
months. 
Queen,” the coffee grinder and 
the tray 
items are planned for a growing 
family of coffee brewing prod- 


domestic set, 


| ucts, 








JOSEPH EGAN JOINS 
CAMFIELD MFG. CO. 


Joseph Egan has been named 
sales diréctor of the new Cam- 
field serving tray line of the 
Camfield Mfg. Co., Grand Haven, 
Mich., manufacturer of the Cam- 
field automatic 
“Fluor-O-Shield.” 


Recently released to inactive 


toaster and 


duty as a lieutenant colonel, Mr."| 


Egan joins Camfield after four 
years of active duty with the 
Army Air Forces on the staff of 
Maj. Gen. Clements McMullen in 
Washington, and as Chief of 
Technical Services for the world- 
wide Air Forces under command 
of Lt. Gen. William S. Knudsen 
(of General Motots fame) at 
Wright Field, Ohio. 

Mr. Egan has a broad back 
ground in advertising. merchan- 


- 


JOSEPH EGAN 
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dising, and sales 
account executive with the Gen- 
eral Outdoor Advertising Co.., 
Chicago. Prior to this, Mr. Egan 
was associated with the sales or- 


ganization of the Chicago Herald 


| American and as marketing and 
| merchandising 


consultant with 
James W. Egan Co., Chicago. 


and with McJunkin Advertising 


Agency of Chicago. 
MOORE ENAMELING 
ADVANCES STAHL 


E. F. Stahl, sales manager of | 


the Moore Enameling & Manu- 
facturing Co., West Lafayette, 
Ohio, since August, 1945, was re- 
cently promoted to vice-president 
in charge of sales. Before join- 
ing “Memco” Mr. Stahl was with 
Lyon Metal Products Co., Au- 


rora, Ill. 


} 


GULICK TO REPRESENT 
TITAN METAL MFG. CO. 


Titan Metal Mfg. Co., Belle- 
fonte, Pa., manufacturer of brass 
bronze rods, forgings, die 
castings, and welding rods, has 
announced the appointment of 
J. A. Gulick as sales representa- 
tive for Oklahoma, Arkansas and 
northwestern Texas, with offices 
at 310 Thompson Building, Tulsa. 
Okla. 


and 


WITTROCK TO HAVE 

QWN SALES AGENCY 

L. Robert. Wittrock will shortly 
open his own offices as a manu- 
facturers’ agent in the Cleveland 


All other Cory | 
their present | 


few | 
These are the “Buffet | 


Other | 


| Conn., as 


management, | 
| having served for eight years as 





president of 


| one of the largest suppliers of 


E. H. APPLEYARD HEADS 
SURPLESS, DUNN & CO., 
MFGS. AGENTS 


*. H. Appleyard, formerly ex- 


market, his address being 8510 
Linwood Ave., Cleveland, Ohio. 
Seeking other lines, he is at 
present handling the Lucite bath- ; 
room fixture line made by Ked- 
son Co., Inc., Chicago, III. 

Mr. Wittrock was formerly vice 
president and sales manager of 
The Du Al! Mfg. Co., Geneva, 
Ohio, and was also president of 
The L. R. Wittrock Co. | 
— | 
W. T. WARREN ACQUIRES | 

THE OWNERSHIP OF 
GRAHAM MFG. CO. 

William T. Warren, who joined | 
the Graham Mfg. Co., Derby, | 
general manager in 
September, 1943, and was elected 


ecutive vice-president, has been 


advanced to the presidency of 


E. H. APPLEYARD 


| Surpless, Dunn & Co., Inc., 74-76 
Murray St., New York 7, manu- 
facturers’ direct representatives. 
He succeeds the late James Sur- 
pless. The firm has been in busi- 

| ness since 1889. 

Other officers recently elected 
were: James L. Surpless, vice 
president and western sales man- 
ager; Walter R. Tompkins, sec- 

| retary-treasurer and eastern sales 

manager; Warren Hartshorne, as- 

sistant sales manager, and O. C. 

Steinmetz, export sales manager. 
Mr. Appleyard will divide his 

time between the New York of 

fice and the Chicago office al 

34 N. Clinton St. 


WILLIAM T. WARREN 


| 
} 
| 
| 


the company in} 
March, 1944, has purchased all | 
outstanding stock of the concern 
as of June 1, and is now the 
owner, 

He will serve as president and 
treasurer of the organization. 
Other officers and directors are: 
Johannes Johnsen, vice-president 
and secretary, and Raymond 
Makin, Hartford. 

The firm organized in 
1895 and today is claimed to be 


LUMINALL APPOINTS 
NEW ENGLAND SALESMAN 


The Luminall Paint Division 
of National Chemical & -Manu- 
facturing Co.. 3617 S. May St.. 
has appointed Ar- 
field repre- 

Massachu- 


was Chicago 9, 


mando V. Garcia 
sentative for eastern 
replacement keys for the lock- | setts, Maine, Vermont, New 
smith gnd hardware trade. Hampshire and Rhode Island. 

Mr. Warren was previously as- | Mr. Garcia was formerly asso- 
sociated with Masback. Inc..| ciated with the Passonno-Hutch- 
New York Citv. wholesalers, and | eon Co., Cleveland, and the Con- 
Peck. Stow & Wilcox Co., South- Paint & Varnish Co., 


ington. Conn.. manufacturers. 


tinental 
Chicago. 
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SWISS HARDWARE FIRM 
SEEKING AMERICAN 
HARDWARE 
LINES 


K. A. Baumgartner, of T. H. 
Baumgartner, hardware firm at 
14-16 Schaffhauser St., Zurich, 


Switzeriaad, is now in this coun- 


K. A. BAUMGARTNER 


try seeking American lines of 
mechanics’ and electrical tools, 
homeworkshop equipment, build- 
er’s and shelf hardware and elec- 
trical household appliances for 
sale in his hardware store and 
for exclusive distribution through- 
out Switzerland. He will be in 
this country until the middle of 
December, and may be contacted 
at Hensel, Bruckman & Lor- 
bacher, Inc., 16 Beaver St., New 
York City. 

Established in 1910, the com- 
pany suggests as a reference the 
Swiss Bank Corp., 15 Nassau St., 
New York City. 


BENDIX ANNOUNCES 
‘TIME PAYMENT’ PLAN 
ON ITS APPLIANCES 


National ‘‘time payment’’ 
credit coverage for all purchas- 
ers of the Bendix Automatic 
Home Laundry now is available 
through two agencies, the Bank 
of America and the Commercial 
Credit Co., according to W. J. 
Reuscher, vice-president and 
treasurer of Bendix Home Appli- 
ances, Inc. 

A finance plan is offered for 
any Bendix distributor, dealer or 
consumer by the Bank of Ameri- 
ca’s “Timeplan” in Oregon, Cali- 
fornia, Idaho, Utah, Nevada, 
Arizona, New Mexico, Colorado, 
Wyoming, Montana and part of 
Texas. A similar set-up with the 
Commercial Credit Co., as pre- 
war, is operative in the 37 other 
states. 

Both plans provide complete 
credit arrangements for distribu- 
tors and dealers, including “floor 
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| 








plans” of merchandise. For con- 
sumer financing there are full, 
limited or non-recourse dealer 
plans at rates which are claimed 
to be at least competitive with 
any other finance company. 

The new Bendix home appli- 





ances, an automatic dryer and 
an automatic ironer, 


ready for the markets late this | 
summer, Mr. Reuscher said. Ben- 
dix Home Appliances, Inc., was | 
one of the first nationally oper- 
ating companies to adopt the 
Bank of America plan for financ- 
ing in the western states. 


CLEVELAND STOVE CO. 
BUYS ENAMELING FIRM 


Cleveland Co-Operative Stove 
Co., E. 67th and Central Ave., 
Cleveland, Ohio, has purchased 
the land, buildings and equip- 
ment of Cooperative Enameling 
| Co. and will take over operation 
| of the enameling plant on July 1. | 





may be | 
financed similarly when they are | 


Cooperative Enameling Co. 
has, for a number of years, done 
the enameling of the Cleveland 
Co-Operative Stove Co.’s “Grand” 
Gas Ranges. 

James Mitchell, president of 
the stove company, has an- 
nounced that the capacity of the 
enameling plant will be doubled 
by the immediate installation of 
a new continuous furnace and 
other equipment, purchased from 
Ferro Enamel Corp., Cleveland. 


JOHN T. EVERETT’S SONS 
ADD REPRESENTATIVE 


Waddy West, Jr., Memphis. | 


Tenn., has joined John T. Ever- 
ett’s Sons Co., manufacturers’ 
representatives, 632 Goodwyn 
Inst., Memphis, as a sales repre- 
sentative, traveling in the South- 
eastern territory. 

Mr. West served five and a half 
years with the Navy and was re- 
cently discharged with the rank 
of lieutenant-commander. 








THE 50th ANNIVERSARY OF BARCALO MFG. CO., Buf- 


falo, N. Y., manufacturers of mechanics’ tools, was celebrated 





at the Buffalo A.C., recently, with a testimonial dinner given 
in honor of E. J. Barcalo (right), founder of the company 
and now chairman of the board. Mr. Barcalo is shown as he 
was presented with a gift by George Speich, foreman of the 
mattress and box spring department, who has 29 years of 
service with the company to his credit. Others besides Mr. 
Speich who paid tribute to Mr. Barcalo were J. H. Illig, plant 
superintendent, J. Allen Ferguson, vice-president, and Nelson 
M. Graves, president. 

Mr. Graves presented jeweled wrist watches to Steve Wal- 
ters and William J. Wood and a gold ring to Charles Vallone, 
all three of whom have recently retired after many years of 
service. Alfred DePasquale, foreman of the tool machining 
department, was master-of-ceremonies. 

From a small plant, incorporated in 1896 with $50,000 
in capital, the company has grown and is capitalized today 
at $500,000. Sales the first year amounted to only $18,000 
and today are running between two and three million dollars. 

Nelson M. Graves jOined the company in 1937 and was 
made general manager and later president. Other officers, 
besides Mr. Barcalo, are: J. Allen Ferguson, vice-president 
and assistant to the president; Alban W. Kirton, vice-presi- 
dent; Frances Chandler, treasurer, and Geoffrey Letchworth, 
assistant treasurer. 





SHIRLEY CORP. NAMES 
JACKSON TO MANAGE 
MID-WEST REGION 
FROM CHICAGO 


Hugh B. Jackson was recently 
appointed manager of the Mid. 
Western factory sales office of the 


HUGH B. JACKSON 


Shirley Corp., Indianapolis man- 
ufacturer of steel kitchen cabi- 
nets and porcelain enamel steel 
sinks. Mr. Jackson will have 
headquarters in Chicago, serving 
distributors and dealers in the 
mid-western states. 

Mr. Jackson will work with 
Shirley outlets in a sales-service 
capacity, providing assistance in 
merchandising programs, sales 
help and information, and liaison 
with the factory to facilitate the 
transmission of ideas and sug- 
gestions from the field to the © 
factory. 


HDWE. DEALER RECEIVES 
MARITIME CITATION 
FOR WAR SERVICE 


Clinton Urey, retail hardware 
dealer of Wappingers Falls, 
N. Y., and a lieutenant comman- 
der in the U. S. Merchant Marine 
during the war, received the Dis 
tinguished Service Medal, May 
22, at ceremonies commemorat- 
ing Maritime Day. The presen 
tation was made by Admiral 
Land of the War Shipping Ad- 
ministration on a program broad- 
cast over Station WJZ, New York 
City. 

The citation was awarded for 
heroic action on the part of Lt. 
Cmdr. Urey when a gasoline 
tanker caught fire after a colli- 
sion with an English troopship 
in a fog. 

Mr. Urey recently opened 4 


full line hardware, house furnish- | 


ings and paint store in Wappit 
gers Falls. 
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THE CAMILLUS CUTLERY COMPANY SAYS “WELL DONE” 
TO ITS LONG-TIME FAITHFUL WORKERS 


was recently 
of the Mid. 
s office of the 


The following employees, 223 in all, have received gold pins 
as “Tokens of Appreciation” for their many years of service: 





GP ress saree rm 


Horry K. Zust (60 years) 
Emanuel M. Netter (50 yeors) 
Williom H. Kelsey 


John Rinaido 
Charles Kuvepper, Sr. 
Eric Mous 

Heinrich Roob 
Arthur Schmitz, Sr 
Ernest Schmitz, Jr 


Henry Grieshaber, Se. 


Ernest Lou 
Arthur Dueltgen 
Luello Mokow 
Maurice Shore 


Henry Grieshaber, Jr. 


Johanne Lutters 
Jacob Tracz 


Douglas Compbell 
Lillian Parker 
Amelio Bianchi 

Nilo Mike Miori 
Hazel Lingyok 
Ferdinand Hevranko 
Fred J. Borry 

Harry Sniffen 


Michoe! Ambrose Cole 
Anthony Soccone 
Nicholas A. Lombordo 
Gezo Fossinger 
Charles A. McCollops 
Joseph F. Binns 
Norman Goodole 
Fred Cleverly 

Harry Darlington 
Chorles Kuepper, Jr 
Poul Horrison 

Juck Ray 

Fronk Wiggins 











Stanley S. Smith Everett M. Hazer Michael Rinaldo Michoe! Korrigon David Magnoralli 
Wm. Kuepper John E. Theetge Alton B. P. Hourin John Fall Milburn Mitchell 
Carlton F. Martin Max A. Pnevmon Poul Olsko Horvey Hess 
Edwerd J. Martin, Sr. Wem. Honse! - 
s per Ps N. Koster Tony Sciarrino rene S. Smith 
Walter Thompson Esther Dembitsky 
August Fossinger Edgor Woollett 
Becker y Leonord E. Theetge Som Palumbo 
tens Marta pa va — Wm. H. Forley Charles 8. H. Parker 
Cosmo Muolo Ros Fritsch George C. Nobles Williom Werriner 
Gebor Nogy, Jr. Marcello Myrdek Walter Hughes Loum Konoro 
Mathios Steiber Eric Lov William Darlington Theodore R. Domels 
KSON Hugo Lou, Sr George F. Kelly 
Max Werth Horry E. Vine 
. Lewis Arthur Wholey Yokim Kloczko Gladys Webster 
apolis man- irene Wholey Ernest Rogers Edne Mortin 
, P Clorence Legg Manvel Bustos T Full 
itchen cabi- Byron C. Von Auken Vincent 0. Noce pe “Hr oe Ses? ” 
. Rosie Polumbo Hi 
‘name! steel ress Ernestine Emanvelli 
will have eae oa 
Williom J. Lockwood a - y . 
servi Eugene Lutters y Szczec 
ago, . ve Jowph Pozello Ephriom Aubrey 
lers in the Albert Von Alstine Helena C. Ray 
Hugo Louw, Jr. Henry Howell 
Eric Vootker Anthony Rinaldo Fanny Scicchitono Raymond R. Rinaldo 
work with 


sales-service 
ssistance in 
rams, sales 


cand liais6n CAMILLUS CUTLERY COMPANY 
acilitate the 
s and sug- 1902 


ield to the 


RECEIVES 
ATION | hd “factory between the hills” has come a long way 
‘VICE since 1902, when it was bought by Adolph Kastor. These 
| hardware workers have done their full share in developing it to its 
ers Falls, present position as the leading manufacturer of pocket 
= Con knives in America. All members of the community, as well 
ant Marine : 
ed the Dis as the company, can be thankful that such a high propor- 
fedal, May tion of Camillus workmen have had the ability, constancy, 
mmemorat- faithfulness and have shown the cooperation necessary to 
The rare earn the Pin of Service... let's all give them our sincerest 
y Admiral ; 
ipping Ad- congratulations. 
ram broad- 
_ New York 
warded for 
part of Lt. 
a gasoline 
er a colli- 
troopship 
ome a The above advertisement, which appeared in the 
se furnish- “Camillus Advocate,” May 25, 1946, expresses 
n Wappin- the importance Camillus has always placed on its 
employee relations. This has resulted in a steady, 
RE AGE A RA efficient, thoroughly-skilled labor force produc- 


HAS Fe 2 eg = 


ing superior quality pocket knives. 
Camillus Cutlery Company, New York 17, N. Y. 








YOU CANT BEAT 
CA. 
FOR “S. AND Pp 


CUSTOMER APPEAL goes a long, 
long way toward building SALES 
and PROFITS for your store. TOP- 
LINE appliances are designed with 
this in mind. Just take a look at 
them—they’re what your CUSTO- 
MERS are looking for! 


These beautiful, new TOP-LINE 
appliances (with plenty of “C.A.”) 
will be available in quantities just 
as soon as conditions beyond our 
control will permit. 


— 
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APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


WHOLESALERS AND DEALERS IN THE WEST COAST 
AREA held a round table discussion relative to the release 
of the new Cory “Buffet Queen” model when they gathered 


at the recent formal opening 
the Cory Glass Coffee Brewer 


of the Los Angeles office of 
Co. 


Officials of the Union Hardware & Metal Co., Los An- 


geles wholesalers, discussing 


the new model are, left to 


right, W. H. Grand, manager of the housewares department; 


F. F. Regan, director of sales, 


and E. H. McLaughlin, presi- 


dent and merchandise manager. 
Cory has announced that allocations for the first three 
months’ production on the new model have been released. 








W. VA. FIRM ORGANIZED 
TO MAKE ‘CAT’ LINE 
OF TRACTORS 


Formation of Ellinwood Indus- 
tries, Inc., Huntington, W. Va., 
to produce the “Cat” line of 
garden tractors under a license 
agreement with Ellinwood Indus- 
tries, Los Angeles, was an- 
nounced by R. S. Ellinwood, 
president of the new firm. 


The concern, which has leased | 


a tobacco warehouse at 12 26th 
St., Huntington, produced its 
first 75 tractors in May, with the 
aid of some material received 
from the West Coast. It is ex 
pected, according to R. S. Ellin 
wood, that production of the 
“Bear Cat” and others of the 
“Cat” line will reach 100 tractors 
per day within a short period of 
time. 

As soon as a new building of 
more than 40,000 square feet is 
constructed, the firm will move to 
Westmoreland, a district of Hunt- 
ington. 

Ellinwood Industries, Inc., wili 
also manufacture or assemble a 
complete line of tractor acces 
sories, such as the “Polecat” 
spray rig, the bulldozer or soil 
scraper, harrows, plows, and the 
usual line of such equipment. 

The new concern, in addition 
to R. S. Ellinwood, as president 
will have A. Grant Beckett as 
vice-president; Harry Scherer, an 
attorney, as secretary-treasurer. 
Herbert Edwards is sales man- 
ager. Directors, in addition to 
the president and_ secretary- 


treasurer, are H. Ray Ellinwood. 
| Beatrice E. Ellinwood, and Mr 
| Beckett, who is president of the 
Huntington Trust & Savings 
| Bank. 
At the present time, Ellinwood 
Industries, Los Angeles, claims 
| to be producing one “Bear Cat” 
tractor during every working 
| minute of the day, but demand 
| still far exceeds production. 
| H. Ray Ellinwood, Los Ange- 
| les, who is a director of the new 
company, said the licensing 
agreement with R. S. Ellinwood 
#f Huntington, would permit ex- 
port to several of the South 
American and European coun- 


R. S. ELLINWOOD 


tries. This would leave exports 
to Alaska, Hawaii, China and 
Asia to the Los Angeles firm 
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CUBAN AGENT TO year. He represents such lines 
VISIT U. S. SEEKING as The Perfect Circle Co., Ray- 
MORE AMERICAN LINES bestos brake lining, Belden Mfg. 
Sidi Sleek of Mose Co., Chefford Master, Inc., Black- 
r : hawk Mfg. Co., Cleveland Twist 
Scotia Bldg. Havana, Cuba, man- Dell Ce. and Osborn Mig. Co. 
ufacturers agent representing a 
JOHN STEVENS NAMED 
V.P. OF MAJESTIC 


The appointment of John 
Stevens as vice-president of 
Majestic Radio & Television 
Corp., St. Charles, Ill, was an- 
nounced June 4. 

Mr. Stevens, well-known in the 
radio industry, is production 
manager for Majestic. the cu'mi- 
nation of 24 years’ experience in 
all phases of radio production. 


" 


SHULER-WALKER BEING 
MADE IN NEW PLANT 
The Shuler Co.,- Cleveland, 
Ohio, makers of baby walkers, 
has recently moved into a new 
plant at 2110 Woodland Ave. 
The new plant has 60,000 sq. ft. 
number of American manufac-| of factory space and 3000 sq. ft. 
turers of hardware and automo-| of office space. 

tive lines, will be in this country | Architectural engineers devel- 
from July 6 to Aug. 15, visiting | oped a ‘‘conveyorizing’’ plan 
Chicago, Indianapolis, Cleveland | which carries parts for assembly 
and other mid-west cities. He will | smoothly and rapidly from de- 
contact his clients and other| partment to department and 
manufacturers, and is seeking | from floor to floor. 

more lines. Prior to his activity} A modern infra red_ baking 
as a manufacturers’ agent in| oven has been installed for bak- 


A. PEREIRA 


Cuba he was an export manager| ing the enamel used on the 
in this country. Shuler-Walker. Carried through 

Mr. Pereira visits the United | the oven by conveyor, the parts 
States every year, the Mid-West| emerge with a “refrigerator” 
one year, the East the following | finish. 











E. A. ROOD, JR. (center) ADVERTISING MANAGER 
OF THE CAMFIELD MFG. CO., Grand Haven, Mich., is 
shown as he received a scroll of honor, the highest award 
for trade paper advertising, from Carl Kraatz, chairman of 
the Chicago Federated Advertising Clubs annual exhibit, 
held at the Hotel Continental, Chicago. Joseph B. Benge 
(left), of McCann-Erickson, Inc., the company’s advertising 
agency, looks on. 

The Camfield Co. was advertising a new product—a new 
automatic electric toaster—was a new advertiser of a con- 
sumer product, and won the award on its initial series of 
advertisements. 
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AUTOMATIC Duo-Disc 
Washers have become rightly 
famous for a long life and 
trouble-free operation. Few- 
er service calls mean ‘‘more 
profit that you can keep,”’ 
and make Automatics good 
for you to sell. Why don’t 


Dealer Proposition from 
your nearest Distributor? 
(Name on request.) Remem- 
ber, only the AUTOMATIC 
Washer offers the ‘‘Duo- 
Disc’’ Feature. ad 





Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


you get Automatic’s 1946 © 


MRS. VYAKEY 
SAYS IN HER 
1G VEARS' USE 
HER AUTOMATIC 





WASHER NEEDED 


ONLY MINOR 
REPAIRS / 





































































S. D. Allen, Disston, Wins Hardware Bowl 
At 10th Annual Eastern Golf Tourney 


The tenth annual tournament 
of the Eastern Hardware Golf 
Association, held May 23, 24 and 
25, at Shawnee-on-Delaware, Pa., 
attracted 140 members, all but 30 
of whom participated in the 
tourney. 

J. W. Smith, Holo-Krome 
Screw Corp., Hartford, Conn., 
runner-up of the first 16, won 
the medal, while S. D. Allen, 
Henry Disston & Sons, Philadel- 
phia, with low score, of the first 
flight was awarded the Hardware 
Bowl. 

The other winners were: sec- 
ond flight, F. M. Willis. R. F. 
Willis & Bro., Inc., Penns Grove, 
N. J.; third flight, D. M. Roney, 
Wickwire Bros., Inc., Cortland, 
N. Y.; fourth flight, C. E. 
Howard, Wood Alexander & 
James, Hamilton, Ont.: fifth 
flight, J. R. Earle, North Wayne 
Tool Co., Detroit, and sixth 
flight, J. J. Gillis, Boston, manu- 
facturers’ agents. 

The runners-up were: First 
flight, Mr. Smith; second flight, 
G. J. Campbell, International 
Chain & Mfg. Co., York, Pa.; 
third flight, J. J. Wallace, Clem. 
son Bros., Middletown, N. Y.; 





fourth flight, C. P. Ballinger, 
Landers, Frary & Clark; fifth 
flight, J. S. Sherman, Roberts 
Hdwe. Co., Inc., Utica, N. Y., 
and sixth, flight, R. O. Reck- 
nagel, Corbin Screw Corp., New 
Britain, Conn. 

Officers elected for the year 
were: Douglas W. Franck, The 
Safe Padlock & Hdwe. Co., Lan- 
caster, Pa., president; Stuart A. 
Russell, J. Russell & Co., Inc., 
Holyoke, Mass., and E. H. Tal- 
mon, Imperial Knife Co., New 
York City, vice-president, and 
H. L. Gilliam, New York City, 
of The Wood Shovel & Tool Co. 

The board of governors is 
composed of Leo C. May, May 
Hardware Co., Washington, 
chairman; directors for three 
years: William J. Brodesser, R. 
F. Willis & Bro., Inc., Penns 
N. J.; Perey Jenkins, 
Wickwire Spencer Steel Corp., 


Grove, 





New York, and Miles T. Hutch- 
inson, Roberts Hdwe. Co., Utica, 
N. Y.; two-year terms: J. Aubrey | 
Hagar, Theo. C. Ulmer, Ince., | 


Philadelphia; Harold J. Under- 
wood, Babcock Hinds & Under. | 
wood, Inc., Binghamton, N. Y.. | 
and Eugene Foley, Bayonne Steel 


DOUGLAS W. FRANCK 


Products, Inc., Newark, N. J., 
and one-yea. terms: R. U. Reck- 
nagel, Corbin Screw Corp., New 
Britain, Conn.; Joseph M. Ken- 
nedy, Bigelow & Dowse Co., Bos- 
ton, and John H. Stauffer, Herr 
& Co., Inc., Lancaster, Pa. 

The retiring president is L. A. 
Hoeflich, Supplee Biddle Co., 
Philadelphia. 


CECO STEEL PRODUCTS 
MAKES SALES CHANGES 
George Hajek, for 12 years 


sales engineer for Ceco Steel 
Products Corp., 5701 W. 26th 








CAMILLUS CUTLERY CO. PRESIDENT, GEORGE F. LEWIS, IS SHOWN PRESENTING 
COL. H. K. ZUST, vice-president of the firm, with a gold service pin in recognition of his 
more than 60 years of service with the company. 

Other members of the New York sales executive office of the cutlery company who re- 
ceived service pins at a luncheon held May 29, in New York City, were, from left to right, 
Charles Parker, advertising manager and assistant secretary, 10 years; Walter Lang, head 


bookkeeper, 10 years; Mr. 
20 years; Col. 
sales representative, 
40-year pin, was absent. 


Lewis, 
Zust; Emanuel M. 
10 years. 


resident; Robert N. Kastor, sales manager and treasurer, 
etter, assistant treasurer, 50 years; and C. T. Fuller, Jr., 


Alfred B. Kastor, chairman of the board, who received the 


The luncheon during which the pins were presented to members of the New York office 
was also to honor Mr. Netter, who was retiring that day as credit manager and assistant 
treasurer. He had joined the firm in 1896. 

Gold pins for 10 or more years of service were presented to 217 workers at a meeting 


of the entire personnel of the Camillus, N. Y., factory, on 


May 24. Fourteen employees re- 


ceived their 40-year pin; 14 received 30-year pins; 84 received the 20-year pin and 112 
were presented with 10-year pins. 

William D. Wallace, first vice-president and general manager, who spoke at the factory 
meeting, commended these men and women for their long, faithful service and cooperation, 
and said it was this spirit thati made possible the expansion from a small 25-worker organ- 
ization to the present factory that made over 15,000,000 knives for the armed forces dur- 
ing World War Il. The company won four Army-Navy “E” Awards for production excel- 


lence. 
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St., Chicago 50, IIl., has been ap- 
pointed manager of the Dallas, 
Texas, sales district. He replaces 
J. C. Boyce. 

John W. Anderson, until re- 
cently assistant manager of the 
Birmingham, Ala., office of Ceco, 
has been appointed manager of 
the firm’s Oklahoma City sales 
district. He replaces R. K. Alex- 
ander, who has been placed in 
charge oi the office and ware- 
house in Houston, Texas. 


NOMA ELECTRIC CORP. 
ELECTS BESS V.P. 


John Bess, president of Refrig- 
eration Corp. of America, a sub- 
sidiary of Noma Electric Corp., 
was elected a vice-president of 
the parent company at the an- 
nual meeting of the Noma direc- 
tors at which other officers were 
re-elected. Mr. Bess is also a 
director of Noma. 

Howard S. Fisher, formerly 
assistant secretary of Noma, was 
elected secretary and ofher new 
appointments by the board were: 
James A. Marohn, assistant trea- 
surer, and Etta Ribbler, assistant 
secretary. 

Noma officers re-elected were: 
Henri Sadacca, president; Joseph 
H. Ward, executive vice-presi- 
dent; William A. Marshall, vice- 
president; William J. Weaver, 
vice-president (Ansonia Electri- 
cal Div.) ; Albert C. Muller, Jr., 
vice-president (Air Conditioners 
Sales Div.); J. B. Wharton, Jr., 
treasurer; E. B. Anschutz, assis- 
tant treasurer (Ansonia Electri- 
cal Div.), and William F. 
Kircher, assistant secretary (An- 
sonia Electrical Div.). 

Officers reappointed were: 
A. P. Lunt, assistant vice-presi- 
dent (Ansonia Electrical Div.) ; 
Irwin Wolf, assistant vice-presi- 
dent (Air Conditioners Sales 
Div.) . 


FALL MARKET WEEK 
IN SAN FRANCISCO 
AUGUST 5-10 


Fall Market Week will be held 
at the Western Marchandise 
Mart, San Francisco, August 5 
to 10, inclusive, concurrently 
with the Western Gift, House- 
wares and Toy Show, which will 
be at the Mart and Civic Audi- 
torium, Aug. 4 through 8. 

Lines to be shown in the two 
buildings include furniture, floor 
coverings, radios, appliances, 
gifts, housewares, teys, juvenile 
goods, decorative textiles, linens 
and domestics, China, glassware. 
pottery, stationery, jewelry, plas- 
tics, leather, bar goods and wood- 
enware. 
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en Frigidaire’s new Home Freezers were 
as, 


replaces born nearly a quarter-century ago! 


ntil re- 
of the 
xf Ceco, 
ager of 


There’s nothing new about building Home Freezers at Frigid- 
aire. For, "way back in 1923, Frigidaire first produced a me- 
chanically refrigerated, low-temperature cabinet for storing ice 
y sales cream. This was the beginning. Since then, Frigidaire has had 
c. Alex. almost a quarter-century of “know how’”’ in the building of 
aced in more than ONE-THIRD MILLION mechanically refrigerated, 
1 ware- low-temperature cabinets of all kinds! 
And it was in 1929 that Frigidaire first marketed a low- 
temperature cabinet designed specifically for storing frozen food. 
Today’s new Frigidaire Home Freezer is the result of those 
ORP. early experiences and the accumulation of the specialized 
\ knowledge of low-temperature refrigeration which is needed 
Refrig- to build a really good Home Freezer. It's the Home Freezer that 
dealers can sell with full confidence, knowing it will do a depend- 
able job with a minimum of service. 

In preparation for the marketing of Frigidaire Home Freezers, 
thousands of actual food tests were made . . . new and better 
food freezing techniques were developed . . . over a million 
booklets on the freezing and storing of food were distributed 

.. full-color films were shown to thousands of housewives . . 
all with the idea of establishing the Frigidaire Dealer as Home 
Freezer Headquarters in his community. 

Thus, the advent of the new Frigidaire Home Freezer is one 
more example of Frigidaire’s 
thoroughness in doing things. 
| were: Another proof of Frigidaire’s 
it trea- leadership. Another instance 
sistant where the Frigidaire Dealer and 

his customers can . . . Depend 

were: on Frigidaire To Do Things 
Joseph Right! 

-presi- 
l, vice- 


a sub- 
Corp., 
lent of 
he an- 
1 direc- 
's were 
also a 


yrmerly 
la, was 
er new 


First New 4-Ft. Frigidaire Home Freezer comes off the production line as E. R 
Godfrey, General Mgr., and P. M. Bratten, General Sales Mgr., get a demonstra- 
tion from S. M. Schweller, Chief Engineer, on its many features, including the 
counter-balanced lid which opens at a finger-touch. 


. “ 1929. Frigidaire first marketed a low- 
Jeaver, aN f a _ temperature cabinet designed specific- 
lectri- : ee ‘ie, y - ally for frozen food. 


er, Jr., . 2 z : i io" 1929. Frigidaire first produced a frozen 


Honers food display case for the storage and 
J display of commercially frozen food. 
n r., : 

shen ’ 1934. Locker plants equipped by Frigid- 
, assis- ? aire were among the first to freeze and 


lectri- store home-prepared foods 

m F. ; % 1939. Frigidaire first produced a Frost- 

r (An- ; : : ' j y ed Food Merchandiser which gained 
+ ; national acceptance in food stores. 

0 For Nearly a Quarter-Century Frigid- 
aaees aire low-temperature cabinets have been 
-presi- used successfully as home freezers. 
Div.) ; 1923. Frigidaire Ice Cream Freezers. Note Today's new Frigidaire Home Freezers 
. the dome-type, water-cooled compresser reflect this long experience, and offer 
presi- Compare it with today’s famous Meter- the consumer better, more depend- 
Sales ‘ ' Miser mechanism. able, more economical home freezing. 


New 8-Ft. Frigidaire Home Freezer receives unanimous approval of Frozen Food Research is a continuing activity at Frigidaire, with a specially 
J. L. Gibson, Mgr. Commercial and Air Condition Engineering, H. M. trained staff of engineers, technicians, and home economists who seek new and 
Kelley, Appliance Sales Mgr., and D. C. McCoy, home freezer authority better ways to wrap, prepare, freeze, and store foods of all kinds. Many of 
They're shown here examining its points of superiority. today’s accepted frozen food methods have resulted from this research. 


You're twice as sure with two great names — 


Frigidaire made only by General Motors 
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THESE ARE 


These are the hands of a factory- 
trained American service man. In 
servicing and repairing rental floor 


H. M. SWITZER MANAGING 
NATIONAL STAMPING 
AND ELECTRICAL 


H. M. Switzer has been named 
vice-president and general man- 
ager of the National Stamping 
and Electrical Works, recently 
acquired subsidiary of the Eure- 
ka Williams Corp., 6060 Hamil 
ton Ave., Detroit 2. 

Mr. Switzer will continue as 
assistant treasurer of Eureka 
Williams Corp. Prior to joining 
Eureka in 1944, he was associat. | 
ed in an executive capacity with | 
Earl A. Thompson Mfg. Co., De- 
troit, automotive accessory parts. | 
He previously served as an ex- 
ecutive for 14 years with General 
Motors Corp. 


The National Stamping and 
Electric Works, maker of “White 
Cross” home and commercial | 
electric appliances, will be op- | 
erated as a subsidiary of the | 
Eureka Division of Eureka Wil- | 
liams Corp., under direction of 
George T. Stevens, vice-president 
and manager of the division. 


The “White Cross” electrical 


vacs, stoves for coffee-vacs and 
heating pads. Its commercial 
electric products include coffee 
stoves, coffee brewing units, cof 
fee servers and water heaters, 
and electric hot cups. 


ALCOA ISSUES FILM 
ON ALUMINUM USES 


4 sound motion picture, pro 
duced by The Jam Handy 0: 
ganization for the Aluminum Co 
of America, Pittsburgh, Pa., un 
der the title, “Dateline, Tomor 
row,” is now being made avail 


| able for exhibition at meeting: 


of business associations, etc., The 
film shows some of the many new 
uses for aluminum developed and 
perfected during the war and 
now being used for various new 
applications for hardware and 
household equipment. The film 
reveals and explains aluminum 
finishes used on postwar house 
hold equipment. 

It provides a “parade” of idea- 
and suggestions for designers and 
fabricators, interspersed with se- 
quences showing some of the 


appliances include toasters, waf- | processes now used to give un- 


fle irons, electric irons, electric | usual and more enduring finishes 


sanding equipment—there is only one 
stoves, therapeutic lamps, coffee-! on aluminum. 


right way—and he has the “know how” 
hands to do it. 

Thirty-five American Distributors 
located in principal marketing centers 
stand ready to service your equipment, 
give it a periodic check-up and make 
repairs. A stock of parts and supplies 
is maintained at each office to save 
time and keep your floor sanders earn- 
ing money for you. When you own 
American rental equipment, there is no 
need for long correspondence with a 
factory many miles away—no long 
shipments. 

That’s why hundreds who own 
rental machines choose American. 

Send in coupon for location of near- 
est distributor, also ask for equipment 
details and prices, no obligation. 


AMERICAN FLOOR SURFACING 


MACHINE COMPANY , 
522 So. St. Clair St. ’ Toledo 4, Ohio 











Gentlemen sa) 
(C0 Send me address of nearest American Distributor. 





Y i! e details and prices on American floo 
\ | v/ ———— sew An ei no aetien. 
MORE THAN 50 TOASTMASTER PRODUCTS DISTRIB- 
UTORS from all over the country who attended the National 


Nome 
Electrical Wholesalers association convention in Chicago, re- 


¢ i! 
a a 
| Address cnimeiai 
\ a City cently, accepted McGraw Electric Co.'s invitation to visit the 
‘ < 
rm 


ot . Toastmaster plant in Elgin. 
= 


Vitae 
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Among those who toured the plant were, from left to right, 
R. B. Brownlee, Missouri Valley Electric Co., Kansas City, 
Mo.; Edward Jobe, Reliance Electric Co., Camden, N. J.; T. 
W. Lauer, Rumsey Electrical Co., Philadelphia; Jack Bogdan, 
B & B Electric Co., Cincinnati; David Frank, Cincinnati; W. 
Doerge, Toastmaster Products Div.; and W. J. Billmeier, Mor- 
ley Bros., Detroit. 

At noon the guests visited Max McGraw’s farm in adjoining 
Dundee where luncheon was served. The afternoon was de- 
voted to trout fishing, skeet shooting and other sports. 





‘Vacs and 
ymmercial 
de coflee 
nits, cof 

heaters, 


"ILM 
USES 


lure, pro 
andy Or 
inum Co 
Pa., un 
» Tomor 
de avail 
meetings 
elc., The 
nany new 
oped and 
war and 
ious new 
rare and 
The film 
luminum 
ir house- 


of idea- 
mers and 
with se- 

of the 
give un- 


x finishes 





ISTRIB- 


lational 


igo, re- 
risit the 


o right, 
is City, 
cs be 
30gdan, 
ati; W. 
rr, Mor- 


ljoining 
was de- 


ts. 


E AGE 








OBITUARIES | 








CONRAD KUNZ 
Conrad Kunz, 58, president, 
Stellwagen & Kunz, Inc., 12 War 
ren St., New York City, manu- 


the United States and various 
mills in South America. 

Mr. Whitten was a member of 
the Atkins Pioneer 20-Year Ser- 
vice Club. He is survived by his 
widow, one daughter and two 
sons, 


CLIFTON LAMSON FIELD 


Clifton Lamson Field, 88, 


| president and director of the 
| Lamson & Goodnow Mfg. Co., 
| Shelburne Falls, Mass., died 


May 12, in the Franklin County 


| Hospital, after an illness of three 
|months. The deceased was a 


CONRAD KUNZ 


facturers agents, died June 1, of | 
a heart condition in his home in | 
The Bronx, New York City. As- | 
sociated with the firm for many | 
years, he became its sole owner | 
several years ago and changed | 
the name from Fred Stellwagen & | 
Son, by which it had previously | 
been known for many years. Dur- 
ing the First World War he was 
a eaptain in the Medical Adntin- 
istrative Corps. 

He was a member of the Hard- 
ware Boosters, and a life mem- | 
ber of the Hardware Square | 
Club. Mrs. Kunz survives. 


EUGENE R. WHITTEN 


Eugene R. Whitten, 56, gen- 
eral field manager and superin- 
tendent of the wide band saw | 
division of E. C. Atkins and Co., 
saw manufacturers, Indianapolis, | 
Ind., died May 26, after a short | 
illness contracted while on a re- | 
cent business trip. 


Mr. Whitten was associated | 
with the Atkins company 40 | 
years. Prior to his last posi- 
tion, which he took over upon | 
the death of his father, ten years | 
ago, he was superintendent of | 
the mill saw division. He| 
learned his trade of saw maker 
in the Atkins factory, then spent 
some time in the saw mills of the | 
South, gaining actual experience | 
in the use of saws. On comple- 
tion of this training he returned | 
to Indianapolis to continue his | 
work with Atkins. During the| 
last several years he had spent | 
the greater part of the time call- 
ing on the saw mills throughout | 
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grandson of Nathaniel Lamson, 


one of the two brothers who | 
| founded the cutlery firm in 1837. 
| He had been president of the | 
| firm since 1915, 


Mr. Field entered the whole- 
sale cutlery business in New 
York in 1882 and then studied 


law. He manufactured cloth and | 
| yarn from 1885 until 1896 when | 
he was elected clerk of the su- | 


preme and superior courts of 


Franklin County, Mass. He held | 


| the post until 1920. In 1922 he 


was appointed special judge of | 


the probate court for Franklin 
County. He was an officer in 
three banks. 


MRS. JOHN REICHERT 


| 


Mrs. John Reichert, president | 


of the Imperial Bit & Snap Co., 


manufacturers of saddlery hard- | 
ware, hardware specialties and 


automobile accessories, Racine. 


Wis., died June 3, at her home, | 
| after an illness of several weeks. | 


| Her survivors are two daughters. 
| Miss Catherine H. Reichert, vice- 
| president of the firm, and Miss | 


Carla M. Reichert, secretary- 
treasurer, and one son, H. J. 
Reichert. 


HAROLD A. STONE 


Harold A. Stone, 50, Cortland, 
N. Y., partner in the F. D. Smith 


Hardware Co. for 26 years, died | 
May 31, of a heart attack. He} 


was fire commissioner of Cort- 
land at the time of his death. 


FRANK DETTMAR 


Frank Dettmar, 69, former gen- 


eral manager of the Schlaefer | 


Hardware Co., Appleton. Wis., 
died suddenly at his home, 
May 12. 


EDMUND G. HAAS 


Edmund G. Haas, 56, a direc- | 


tor of the Wisconsin Retail Hard- 
ware Association, died May 6 at 
his home in Kaukauna, Wis. 


MIXIITE 


S. Pat On 


THE ASPHALT POWDER MIX 
with 61 SPECIFIC USES! 


It’s no news that asphalt is the 
most efficient water-proofing agent 
known—but when asphalt is made 
handy-to-use on a low-cost basis 
—that’s news and something to get 
excited about. 


MIXTITE—an asphalt powder mix com- 
pound, helps get everyday farm, home and 
industrial jobs done easier, faster and more 
economically. FOR THE FIRST TIME, water- 
proofing repair material can be used as a 
paint, plastic weather-proof coating, and 
as an adhesive compound for patching, 
caulking and expansion-joints. Just mix to 
desired consistency with kerosene, turpen- 
tine substitute or any other inexpensive pe- 
troleum solvent. 


MIXTITE BLACK —Forms a water- 
proof membrane—fire resistant— anti-ver- 
min. Mix only as needed. Used on roofs, 
pipes, all types of joints, chimneys, gutters, 
insulation board, interior and exterior walls, 
walks and driveways, floors, boat bottoms, 
etc. 


MIXTITE RED — For painting barns, 
floors, cellars, out buildings, animal stalls, 
etc. More economical than ordinary paints. 
18% greater coverage—Better protection. 
, 





LABORATORY TESTED AND APPROVED 
Remember—MIXTITE can be stored indefi- 
nitely—is completely unaffected by damp- 
ness, heat or cold. 30 page booklet ex- 
plaining 61 specific uses attached to each 
bag for fast over-the-counter sales. 
ORDER NOW — enclose check, money order or 
references. Terms—2% 10 days—net 30 days— 
F.0.8. North Haven, Conn. freight 5th class. OPA 
selling price—Black 1 Ib. 30c—5 tb. 75c—Red 
4A |b. $1.35. 


RAND-WILLIAMS MANUFACTURING CO., Inc. 


Sole Distributors 


377 Broadway, New York 13, N. Y. 








Rand- Williams Mfg. Co., Inc., 377 Broadway, New York 13, N. Y. 

Please send me (1 Check or money order enclosed (] Open Account 
...-Cartons—Black 1 Ib. bags—60 to carton $10.80 per carton 
....Cortons—Black 5 Ib. bogs— 12 to carton $5.40 per carton 


..«.Cartons—Red 44 Ib. bags— 12 to carton $9.60 per carton 














SLAYMAKER LOCK CO. | 
EMPLOYEE RETIRES 
AFTER 56 YEARS 
Charles Furlow, chief inspector 
of the Slaymaker Lock 
Lancaster, Pa., an employee of 


Co., 





| bats, 


CHARLES FURLOW 


the firm since September, 1890, 
retired from active service this | 
month. 

Mr. Furlow was given a rous- 
ing send-off by his fellow em- 
ployees at a banquet held in his 
honor at Slaymaker Lodge, a re- 
modeled farm which 
operated by the Slaymaker Fore- 
men’s Association. In addition 
to receiving several gifts from | 
various departments of the com- 
pany, he was presented with his 
first pension check by S. C. Slay- 
maker, president and _ general 
manager. He the first 
ployee to be retired under the | 


house is 


is em- 
newly-created Slaymaker pension 
plan. 

Mr. Furlow started his work- 
ing career with the lock company 
at the age of 14. At that time, | 
the company was known as Slay- | 
maker, Barry & Co., and working | 
hours were from 7 a.m. to 6 p.m., 
six days a week. 

Mr. Furlow remembers 
amusement that he had 
working for the company three 
weeks before his mother discov- | 
ered that he was not attending | 
school. “I got a good licking,” 
he recalls, “but she let me keep 
on working. In those days about 
half the employees of every fac- 
tory were youngsters.” 


with | 
been | 


VETERAN SPORTS GOODS | 
SALESMAN JOINS MUNRO 


Richard Larson, veteran sport- | 
ing goods salesman, has been ap.- | 
pointed Pacific Coast district 
sales manager of Munro Sales, | 
Inc., 751 State St., Utica 4, | 
N. Y. Mr. Larson has his head- 
quarters in Los Angeles and | 
covers Arizona, California, Col- 


174 


} a manufacturers’ 
| senting the Dayton Pump Co., | 


orado, Idaho, Montana, Nevada, 
Oregon, Utah, Washington and 
Wyoming. 

Munro Sales, with sales offices 
in New York, Atlanta, Chicago, 
Durant, Okla., and Los Angeles, 
is national sales representative 
for three sporting goods manu- 


facturers: Sporting Goods, Inc., | 


88 Birnie Ave., Springfield 7, 
Mass., manufacturer of golf 


clubs, baseball and softballs; 


| the Tennessee Eastman Co., Bee 
| Tree Vermiculite Co., and Wil- 
bur Williams Paint Corp. 


TWO NEW ‘MIRRO’ SALES 
APPOINTMENTS MADE 
The Aluminum Goods Mfg. 


Manitowoc, Wis., has an- 
nounced the appointment of Rob- 


| Co., 


McLaughlin-Millard, Inc., Dolge- 


ville, N. Y., manufacturer of Adi- 
rondack baseball 
and Munro 


Sports, Inc., 


and _ softball | 


Utica, N. Y., maker of table ten- | 


nis, badminton, tennis, archery, 
croquet, dart and other home 


game equipment, including game | 


tables. 


Prior to his Army enlistment 
in 1942, Mr. Larson, with a back- 
ground of over 20 years in every 


phase of the sporting goods in- | 
| dustry, was associated with A. G. | 


Spalding & Sons. 


KAY-TITE APPOINTS 
SARAFIAN TO SOUTH 


L. G. Sarafian has been ap- 


branch of the Kay-Tite Co., 10 


| pointed manager of the Southern | 
| Armed Forces. 


White St., West Orange, N. J., | 


makers of waterproofing. 

Mr. Sarafian had been in the 
electrical contracting and appli- 
ance business and later invented 
and manufactured the Simplex 
Gas Producer. Still later he was 
agent, repre- 


JOHN E. GRETZ 


ert Otto of “Mirro” sales repre- 
sentative in southern Illinois and 
part of Missouri. He was re- 
cently discharged from _ the 
Prior to his in- 


duction he sold radio advertising | 


| for one of Wisconsin’s prominent 


radio stations. Mr. Otto has 
spent the past several months at 
the company’s general offices, be- 
coming conversant with the com- 
pany’s products and policies. 
John E. Gretz, formerly the 
“Mirro” representative in most 








ROBERT OTTO 


of the territory that Mr. Otto has 


| been appoined to, has been as- 


signed a new territory. He will 
represent the company in north- 


} . . 
| ern Illinois and eastern Iowa. 


SO. WOODEN WARE 
OPENING BRANCH 
IN BIRMINGHAM 


The Southern Wooden Ware 
Co., Nashville 3, Tenn., jobbers, 
has purchased a warehouse and 
office building at 2409-2417 Mor- 
ris Ave., Birmingham, Ala. The 
personnel for the new branch is 
now being selected and the open- 
ing is expected to take place 
about July 1. 

Ed Elkins, vice-president, will 
manage the branch, assisted by 
Hubert Croft, who is assistant 
secretary and treasurer, and 
Douglas Thomas, sales manager. 








A COURSE IN “FUNDAMENTAL HYDRAULICS” was recently held for Pennsylvania 
and West Virginia water system dealers by the Harris Pump & Supply Co., Pittsburgh. 
Pa., as a means of equipping them to better service their communities in the proper 
selection of pumping equipment, safe water supply, proper wiring, and adequate service 
on repairs. The pump course of the Deming Co., Salem, Ohio, modified to suit the dealer 


trade, was used. 


The instructors, shown in the front row, from left to right, were, T. H. Hubbard and 
W. B. Johnston of the Harris Pump & Supply Co., and Wayne Brown, of the Deming Co. 
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LAWN SPRINKLER: 












wy 
a 
A 


se baffles centralize wa 


whirlpool — assure uniform ciycular 
pray the secret EXCLUSIVE 
WARE in 4@) 0) 4,: that makes this 
prinkler sensational in results! 


PHANTOM VIEW 
ARROWS SHOW 
5@) 1G nO) naa E 4, 


AT A LOW RETAIL PRICE 


OF Cc WITH 
SPRAYS Uniformly 30 FEET! ad 


Lasts a lifetime! All metal and nothing to get A VE RY 
out of order! Not a single working part and 


there’s no place it can clog up. Fool proof — p R @) i IT A r. L b 


it always works. Centrifugal force of water 


--does all the work and it works at any water M A o 34 U Pp I 
pressure. 
YODER MANUFACTURING COMPANY 


240! EAST 1!03rd STREET 
LOS ANGELES 2, CALIFORNIA 


Order thru your jobber! 
Taatask-XehKel t-te OX-1Iha-1a7 


Stock ‘em NOW For Big Season Ahead! 


if, nt " A. pi 


WHERE 


THE DEALER 
COMES IN 


4) 
on 2% FOR HARDWARE 


Demand, volume, acceptance 
words to the hardware dealer. T 
the basis of sales and profits. 
McKinney’s timely advertising cam- 
paign to home owners, architects and 
builders, supporting good ag prac- 
tice and urging them to allow 
contract price for hardware,” 
create greater demand and better volume 
by directing proper attention to good 
hardware in homes. 
Dealer comes in. 





That’s where the 








HARDWARE BRIEFS 








ARKANSAS 


Schallhorn Hardware Co., De- 


Witt, Ark., has purchased a | 


| hold supplies, garden supplies, 
| paints, sporting goods and toys. 


building in Hunter, Ark., for the | 


purpose of opening a hardware 
and furniture store. 


L. E. Garner, formerly of Lit- 


tle Rock, has succeeded O. A. 


Strange as manager of the Har- 
lan-West Lumber Co., Clarks- 
ville, Ark. The retail sales room 


will be remodeled to give more | 


space for an enlarged stock of 
hardware and builder’s supplies. 


CALIFORNIA 


Fred Ivetts and Bob Grill have 
bought the Robinson Hardware 
Store, 5158 York Blvd., Los An- 
geles, and changed name to 
I & G Hardware. Mr. Ivett was 
connected with Duro Metal 
Products in Chicago, while Mr 
Grill has just returned from two 
years’ overseas service. 


Enderie Hardware Co. is the 
firm name under which Frank 
C. Enderie, Arthur T. Enderie, 
Emil S. Enderie and Rosina En- 
derie have published a certificate 
that they are conducting busi- 
ness at 264 South Main St., Los 
Angeles 12, Cal. 


George M. Graves, who has 
been in the hardware and lum- 
ber business in Santa Barbara 
and Los Angeles, has bought the 
Simpson Hardware store, located 
at 3902 Sunset Blvd., Los An- 
geles. The store has been com- 
pletely remodelled with all new 
fixtures. 


Central Hardware and Appli- 
ance Co. is the firm name under 
which Robert L. Wood and Ralph 


P. Zellars are conducting busi- 


Richard Riggs, and son-in-law, 
| David Carson, have purchased 
the hardware store of the late 
| Thomas Kirkman, at Winchester, 
Ill. The store opened May 4, 
under the name of Riggs & Car- 
son. 


Frank Ball, who had been in 
the hardware and implement 
business at Milton, Ill., for more 
than 20 years, has sold his busi- 
ness to Richard and Phillip 
Hoover. 


KANSAS 


John T. Olive, Sr., secretary- 
treasurer of the Olive Hardware 
Co., 6th & Cherokee Sts., Leaven- 
worth, Kans., since it began 
operation in 1927, is now sole 
owner, having acquired interests 
held by Webster W. Tholen, a 
brother-in-law and president, and 
David D. Olive, a brother and 
vice-president. Mr. Olive started 
in the hardware trade at the age 
of 14 as an office boy for the 
Crancer Hardware Co., for whom 
he later travelled in Western 
Kansas. He later was given a 
territory by the Wyeth Hardware 
& Mfg. Co., St. Joseph, Mo., and 
was soon promoted to sales man- 
ager and buyer of sporting goods 
and cutlery. 


OKLAHOMA 


O. F. and R. L. Johnson and 
Lois Morris have opened the 
Johnson Hardware and Furniture 


Co., in Walters, Okla. 


MISSOURI 


McKinney Hardware has been accepted | ness in Bakersfield, Cal. George A. C. Wooley, Jr., war 
everywhere as a standard of high quality - veteran, has opened the Wash- 


7 , ae a et . INDIANA ington hardware store in the 
for over 80 years. Display McKinney Commercial Hotel Bldg., Wash- 


Forged Iron designs for home building. i: o — bse ar ington, Mo. 
Keep close to McKinney— it brings profit- ee 


: opened for business on June 1 Loar 
able business. 


The new concern deals in hard- Schaymburg’s Hardware has 
ware, farm implements and elec-| opened in a new location on 
trical appliances. It occupies a| Front St., Hermann, Mo. Gus 
new building. Schaumburg, proprietor, bought 
the business from William GC. 





You will find the new McKin- 
ney booklet—“Details and 
Data on Hinges” —useful to 


ILLINOIS Fell two years ago. 








have in file. Write for a copy. 
The Flossmoor Service & Sup- | 
ply Co., recently opened for Wilson Phillips has purchased 
McKINNEY | business at Flossmoor Road at|the Hill Hardware store, New 
SINCE 1865 Sterling Drive, Flossmoor, IIl., | Madrid, Mo., and will open for 
, MANUFACTURING COMPANY dealing in general hardware, | business under the name of Phi! 
electrical appliances and house- lips Hardware store. 





PITTSSUROM 32. PENNSYLVANIA 
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NEBRASKA | Myhra, father of Melvin and Ir- 
win Myhra, of the Myhra Equip- 


George Rich, hardware man at | : y 
|ment Co., Fargo, N. D. Mr. 


—— St. Edward, Neb., 42 years, re- | oa. Micken’ 

cently sold his building and | Brakke purchased Mr. Myira s 

supplies, business to Roy L. Smith. interest in 1908, and the firm be- 

nd toys. came known as Fredrikson & 
i Brakke. 

- NEW YORK Clark Fredrikson served in the 
n-in-l : | _ | United States Navy for four 
<oonng B pe ~% er am aie | years, being released to inactive 

oonville, NN. X., was sold Te-) duty as a lieutenant commander. 
the late cently in the 50th year of the 
chester, partnership of Ernest and Elwin | — 


May 4, Palmer. Before its founding in 
| & Car- 1896, members of the Palmer TEXAS 
family had been in the hardware| Purchase of the Bruggeman 


trade in Boonville since 1871.| Hardware Co., Edcough, Texas, 
The new _ proprietors, Walter | by W. W. Crenshaw and T. C. 


been i . 
thos Weeden and Ivan Fenton, will} Bowers has been announced by ° 
_ con continue the business under the | B. F. Bruggeman, former owner, The ame 1S 


: ‘ name of The Palmer Co. |who is retiring because of ill 
is busi- i 7 
on | health. The store will be opened 
Phillip i e 
| under new management as soon = 
Holler Hardware, Inc.. has | a8 remodeling work is completed. 
been incorporated in Buffalo, | : Ly 
N. Y., with capital of $10,000. 
“ Incorporators are Horace M.| Formal opening of Patillo 
cretary- ve } . ‘ 
ow el Holler, Wilbur F. Holler and | Bros. Hardware and Sporting 
osu. Clifford F. Holler, all of Tona- | Goods Co., at 2018 Morgan Ave., 
began wanda, N. Y. Corpus Christi, Texas, has been 
‘athe _ announced by Reuben and | 
eahtabe Thomas Patillo. A Kenyon Auto 
len. @ NORTH DAKOTA Store associate, the new store 
nt, and 4 partnership which began in | will carry @ complete line of 
| hardware, automobile accessories, 
er and 1908, 38 years ago, was recently | chitin atin lies ce in | 
started dissolved in Davenport, N. D., | Pe 2 a _ 
he age when Clark L. Fredrikson and 
or the Robert A. Fredrikson purchased 
whom the interests of their father, WISCONSIN 
/estern Peter B. Fredrikson, and Oscar | A new hardware store, known 
iven a Brakke, of Fredrikson and|as Kolts & Stewart, has opened 
rdware Brakke. The firm name has been | in Prairie Du Sac, Wis. Hugh 
»» and changed to Fredrickson’s. * |B. Stewart, recently discharged 
3 man- It was in 1905 that Mr. Fred- | from the Army with the rank of 


goods rikson bought in with Hans | major, is manager of the store. 








n and 
d the 


niture 


» has 
n on 

Gus CAROLINAS GROUP ELECTS: At the annual convention 
ought of the Hardware Association of the Carolinas, the following 


officers were elected, left to right, front row: - D. Foster, 
Roebuck Gin & Lumber Co., Roebuck, S. C., president; 
Mrs. Sally Couch Maten, 118 E. 4th St., Charlotte 2, N. C., 
acting secretary, and S. T. Proctor, Proctor-Barbour Co., 
Fuquay Springs, N. C., director; rear row: A. R. Craig, 


m G. 


hased Charlotte, N. C., treasurer; H. C. Gabriel, Rhyne Hdwe. Co., 

New Newton, N. C., third vice-president; Jack F. Ellenberg, Plant- 

n for ers Hdwe. Co., Greenwood, S. C., second vice-president, and CRAFTSMEN ASINCE 1669 

Phil John B. Gray, Wilson Hdwe. Co., Wilson, N. C., first vice- THE siccivas J SPENCER CO. 
president. HARTFORD (1) CONN., U.S.A, 
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TRIPLE MILL SUPPLIES 
CONVENTION SPEAKERS 
The picture of J. J. De Mario, 
advertising manager, Raybestos- 
Manhattan, Inc., Manhattan Rub- 


















































































































W. W. FRENCH 


ber Division, Passaic, N. J., a 
speaker at the recent Triple Mill 
Supplies Convention, in Atlantic 
City, N. J., was incorrectly iden- 
tified as that of W. W. French, 








J. J. DE MARIO 


Dodge Mfg. Co., Mishawaka, Ind., 
in the May 23 issue of Harp- 
WARE AGE on page 134. Messrs. 
French and De Mario are cor- 
rectly identified in the two ilius- 
trations above. 


EKCO NAMES LAWLEY 
S.W. REPRESENTATIVE 


The new southwestern repre- 
sentative in the housewares field | 
for Ekco Products Co., 1949 N. | 
Cicero Ave., Chicago, will be Jim | 
Lawley, who was recently dis- | 
charged from the Navy 
three years of service. 





after | 
Prior to his Navy service, Mr. | 
Lawley was connected with’ the | 


A. T. Powell Co., manufacturers’ | 
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representatives in Dallas, Tex., 
for 12 years. 

He will represent Ekco in 
Texas, Oklahema, Louisiana, 
Mississippi and Arkansas. 


| BUTTERFIELD ELECTED | 


| 


VICE-PRESIDENT OF 
BUCKEYE ALUMINUM 


H. Ward Butterfield has been 
elected vice-president of 
Buckeye Aluminum Co., manu- 
facturer of aluminum ware, | 
Wooster, Ohio. He will continue | 
in his present position as sales 
manager. 

The complete list of newly- 
elected officers are: R. K. Shool- 
roy, president; W. C. Hudson 
and Mr. Butterfield, vice-presi- 
dents; J. C. Halloran, secretary, 
and C. W. Dunn, treasurer. 

Mr. Shoolroy has announced | 
the appointment of A. H. Strunck | 
Mr 
Strunck, until recently, was sales | 
manager of the premium depart- | 
ment of the National Enameling | 
and Stamping Co., Milwaukee | 
Wis. 


as assistant sales manager. 


PARAGON UTILITIES 
PLAN LOWER PRICES 
ON METAL SINKS 


The Paragon Utilities Corp., 
50 Van Dam St., Brooklyn 22, 
N. Y., recently announced that 
due to volume production beyond 
its most optimistic expectations it | 
hopes to make available all metal 
sinks at lower prices. The com- 
pany’s new sink line, featuring 
a table top model, will also be 
included in the “hold prices 
down” policy of the company. 

Back orders are now being | 





| filled on the 42-in. size, Tudor | 


the | 


9 


| 641, Grensted 6441-z 


models). 


sinks) | 
and Grensted 6441 (sink and tub 
{hese styles are avail- 


able in both red or black lino- 


leum top. 


CHARLES S. HAGGARTY 
RESIGNS NEW ORLEANS 
POST WITH ATKINS 
| Charles S. Haggarty, manager 
of the New Orleans branch of 

=. C. Atkins & Co., saw manu- 





CHARLES 8. HAGGARTY 


facturer, 402 S. Illinois St., In- 
dianapolis, Ind., resigned as of 
May 1, but is retaining his office 
where he will be available to his 
friends. Mr. Haggarty started 
traveling throughout the New Or- 
leans territory for Atkins when 
just a young man and upon the 
establishment of the branch in 
1912 became its manager. 
Howell Waddle, formerly as- 
sistant manager, succeeds Mr. 
Haggarty. Mr. Waddle has been 





| 








HOWELL WADDLE 


connected with the company con- 
tinuously since 1906, with the 
exception of an interim of about 
two years. He went to New Or- 
jeans in 1913, returning to In- 
dianapolis later, where he re- 
ceived further training in sales. 
and later had charge of credits. 
He returned to New Orleans in 
1919 to assist Mr. Haggarty. 





BERGER MFG. DIVISION 
PLACES P. R. SELLARS 
IN CANTON AREA 


Paul R. Sellars has been ap- 
pointed to take charge of build- 
ing products sales in the Canton 
area for Berger Mfg. Div., Re- 
public Steel Corp. 

Mr. Sellars comes to Berger 
after 11 years with the Wheeling 
Steel Co. During the last five 
years he has been assistant man- 
ager of sales in the Wheeling 
area. Previous to that time he 
was a salesman in Boston, Mass., 
and Cuyahoga Falls, Ohio. 














W. W. HOWELL, EXECUTIVE SECRETARY OF THE FLORIDA RETAIL HARD- 
WARE ASSN. (left center), greets Vincent Farrey, president of Farrey’s Wholesale 


Hardware Co., 
. annual co 
er 


mi, as jthe 


ention of the Flori 


tire Farrey sales force arrives in Orlando, Fla., for the 


Assn. Between them, in white suit, is G. A. Smith, gen- 
sales manage?, while directly behind him is Francis Farrey, brother of Vincent, and 


co-owner of the company. To the left of Mr. Howell is the welcoming committee, which 
included John Wood, third from left, new association vice-president, and H. H. Parrish, 
of Orlando, in light suit. Most of the others in the photo are Farrey salesmen. 
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Mr. L. J. Knapp, Manager of the 

Pasadena Hardware Company, Pasa- 

dena, California, is another hardware 

dealer who’s alert to modern merchandising methods. 


png + arnt? ine a He knows that it pays to display—that sales take an up- 
ee Hand Tools pays ward climb—when Warrén Heavy Hand Tools are dis- 





played with mechanics tools. 


Warren Tool manufactures heavy hand tools exclu- 
sively for the hardware trade. The Warren-teed line in- 
cludes mattocks, sledges, mauls, bars, and picks. Made 
of selected steel, Warren-teed tools have sharp cutting 


edges, uniform bevels, true striking faces, and excel- 


lent balance. 


ASK YOUR JOBBER ABOUT WARREN-TEED TOOLS MADE BY 


WARREN TOOL CORPORATION 


GENERAL SALES OFFICES . 105 W. ADAMS ST., CHICAGO 
PLANT . WARREN, OHIO 
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MEADE JOHNSON, marketing manager, The Yale & 
Towne Mfg. Co., Stamford, Conn., division, right, describes 
the operation of a Yale padlock to Lloyd Stauffer, left, editor, 


|Modern Packaging, and Kenneth A. Heale, managing 


| editor, HARDWARE AGE, who attended a demonstration 


| 


| the past two years under the direction of Mr. Johnson. 








preview of Yale’s new packaging that was developed during 


























































RUSTICIDE PRODUCTS CO. 


3125 PERKINS AVE. CLEVELAND 14, OHIO 


| 








ATKINS & CO. CLOSING 
ATLANTA WAREHOUSE 


E. C. Atkins and Co., saw 
manufacturers, 402 S. Illinois St., 
Indianapolis, Ind., has announced 
that on July 1 its warehouse fa- 
cilities and saw repair services at 
172 Forsyth St., S. W., Atlanta, 
Ga., will be closed. 

The firm, however, maintains 
its southeastern sales offices and 
headquarters in Atlanta in the 


/4 | A. G. Rhodes Building, 78 Mari- 


etta St., and will have the same 
telephone numbers, Walnut 
1103-4, and P. O. Box 4236, used 
for many years. 

Arrangements have been made 
with leading saw repair shops 
and distributors throughout the 
southeast for complete repair ser- 
vices, as well as the sale of any 
Atkins products. 

Cliff Hendryx, manager, will 
continue in his capacity as man- 
ager, supervising work of the 
same traveling representatives 
and office personnel. 


G. E. LEASES 3 NEW 
APPLIANCE PLANTS 


Three new appliance and con- 
struction materials manufactur- 
ing plants have been leased by 
the General Electric Company’s 
Appliance & Merchandise De- 
partment. 

At Saugerties, N. Y., a 60,000 
sq. ft. plant is already in produc- 
tion of fluorescent lampholders 
and fluorescent starters. 


At Coxsackie, N. Y., the work 











of setting up a 14,000 sq. ft. fac- 
tory that will produce electric 
heating pads has just gotten un- 
der way. 

A Dallas, Tex., a combined 
appliance service center and at- 
tic ventilating fan factory is be- 
ing started. It will be the first 
appliance repair station in the 
southwest. 





EATON RELIANCE DIV. 
PROMOTES SILVIS 


Kenneth I. Silvis has been ap 
pointed to the sales department 
of the snap ring department of 
the Eaton Mfg. Co., Reliance 
Div., Massillon, Ohio. 





KENNETH I. SILVIS 


Mr. Silvis has been with Eaton’s 
Reliance Div. since 1935, for the 
past five years in the cost an 
payroll department. 
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A valuable feature of the book 
is a section which gives tables of 
standards, tips on how to handle 
drills, taps, reamers, milling, 
saws, tool bits, grinding wheels, 
les, ete. 


LUTHE APPOINTS 
HOME ECONOMIST 
Miss Dorothy Wilkinson has 
been appointed as head of the 
home economics and dealer ser- 


MISSISSIPPI ASSN. 
ELECTS OFFICERS 


At the annual convention 
the Mississippi Hardware and 
Implement Association, June 3-4, 
at the Hotel Buena Vista, Biloxi, 
W. A. Ramsay, Lexington, was 
re-elected president. Serving with 
Mr. Ramsay will be W. P. Per- 
kins, Senatobia, vice-president; 
|P. C. Alexander, Bay Springs, 
advisor, and the following direc- 
tors: J. D. Reynolds, Tupelo; 
S. G. Thigpen, Picayune; V. W. 
Logan, Vicksburg, and H. D. 
Young, Bruce. Mrs. David O. 
Mansfield, P. O. Box 1696, Jack- 
vice department of the Luthe| son 113, is acting sesretary. 

Hardware Co., 102 Court St, 
Des Moines 5, Iowa, wholesalers. 

Miss Wilkinson is a graduate 
of Iowa State College. Previous 
to serving in the Marines during 
the war, she was employed by 
the Northern Indiana Public Ser- 
vice Co. of Gary, Ind., in the 
home economics section. 

In preparation for her new dut- 
ies, Miss Wilkinson has just re- 
turned from an extensive trip 
during which she visited the 
plants of Luthe’s suppliers of 
thajor and small appliances. 


of 







DOROTHY WILKINSON 





WESTINGHOUSE NAMES 
TWO TO NEW POSTS 


The appointments of H. A. 
Klug as merchandise manager 
and J. B. Baughman as product 
supervisor in the refrigeration 
specialties department at the 
East Springfield, Mass., works of 
the Westinghouse Electric Corp.. 
have been announced by H. F. 
Hildreth, department manager. 

Mr. Klug will be responsible 
for sales of the department’s 
products — milk, beverage and 
water coolers, farm freezers, room 
air conditioners, reach-in refrig- 


ERNST HARDWARE CO. 
ISSUES CATALOG 

A new cloth-bound catalog of | erators and condensing units for 

496 pages has been issued by the | other types of commercial refrig- 

Ernst Hardware Co., Pike at | eration—to distributors, dealers, 





Sixth St., Seattle 1, Wash., retail | and manufacturers. Mr. Baugh- | 
hardware chain with nine stores | man will be in charge of product | 








development and production. 


in Seattle. 








FLORIDA RETAIL HARDWARE ASSN. OFFICERS elect- 
ed at its annual convention, May 13-14 at Orlando, are left 
to right: John Wood, Knox Hdwe. & Paint Co., Orlando, vice- 
president; W. W. Howell, Waycross, Ga., executive secre- 
tary, and Kingsley Harris, B. D. Harris Hdwe. Co., Lees- 
burg, president. Elected to the board of directors were A. E. 
Fords, Gainsville; C. Erick Markham, Lake City; W. Howard 
Belote, Jacksonville, and Hubert Brundage, Miami. 
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RUBBER BATH MAT 


Fine quality bath mat at a popular price. 
Husky, durable synthetic rubber. Liberally 
sized 1334 x 23. Can also be used as a pro- 
tective mat in shops, store floors, etc. In 
green, red or black. 


RUBBER DRAINBOARD MAT 


A “must” in every kitchen. Long lasting and 
serviceable, In green, red or black. 


SPONGE RUBBER SEAT CUSHION 


Year-round staple. Very soft sponge rubber. 
A husky, durable seat cushion. 


IDEAL RUBBER CO. 








200 FIFTH AVENUE, N. Y. 10, N. Y. a ene 
Whoeeme. sielgn we Wielsencsnnsecsossensasoceornsonscosencescsnsssnsesoscssencsensossnesessees 

.....d0z, RUBBER BATH MATS............. cee ($1.09 Retail) | 
( .75 Retail) 

. ( 1,98 Retail) | 

I 2 cc tgesetatasio-dsapiesccinsassetsneslinanatnipencemebedindinsatid ws | 

RES Se Oe ST Oe Rr oe 

Bn I cs aseciccarenientenintedsasccsessannnsansnicnonsi tT aca asictasivcvinsnniitaiin 
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PROFITABLE TO SELL. 

They’re reasonably priced and discounts are sub- 
stantial. Each pump is exceptionally well constructed 
of high grade bronze. 


: 7 ool pumping. 
ling. at 4 her liquid 
reds of other 


LL AROUND FAR 


‘ a 
For filling tractor tires, silo 


rs e 
Hx: mping into op 
pees erainite, coleting, ond for hund 


farm. 


USED BY EVERYONE = 

in oll industries — dairies, wineries, canneries, 
machine shops, food and chemical plants, poper 
mills, fishing, boating, air-conditioning, etc. 


oveD suPERIORITY. 
acturers h 
these pumps © 


n for yeors ond 


e 
ave be motors on 


n engines, 


pe 
Leading manuf 
still ore ving 
° other equipment. 





NOW AVAILABLE, PROMPT DELIVERY. 

Distributed nationally by leading hardware jobbers, 
@ by wholesale farm implement houses, ship chandlers, 

pump distributors, wholesale plumbing companies, etc. 





ee 
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7 

Y from %" to 1%" 
JABSCO PUMP COMPANY 

| 8302 Wilshire Boulevard © Beverly Hills, California 


NATIONALLY ADVERTISED. 


fishing 

industrial papers 

Farm papers, '" your CU 

s LLING Wee : 

° mogesints Sin, corde and advertising litera 
oun 


available to help build your sales. 


and marine 
STOMERS! 


ture is 


The pump with the RUBBER impeller! 
(oil resistant) 


| 


; 
4 





| Schick 
| 1940, having had many years of 


| Schick in January, 1944, to co- 
| ordinate the company’s post-war 


| Chinese hog bristles, Whiting- 





| was retired from the market dur- 
| ing the war years. 


| half-century employees busy in a 
| completely modern plant, with 
| the last word in equipment and 
| modern methods. 
| has occupied an entire city block 
| for the past 50 years. L. R 


| L. E. Foulkrod, sales manager, 
| avd Ellsworth Vines, production 
| manager. 


SCHICK PROMOTES 
L. H. SIMMONDS 
L. H. Simmonds, yiee-presi- 
dent and general manager of 
Schick Service, Inc., has been 


| tors 


L. H. SIMMONDS 


promoted to the post of vice- 
president in charge of sales and | 
advertising of Schick, Inc. 

Mr. Simmonds joined the 
sales organization § in 
sales experience in the electrical 
specialty field. After serving in 
the armed forces he returned to 


planning and selling. From this 
post he was moved up to vice- 
president and general manager 
of Schick Service, Inc., in charge 
of the 40 service stations in key 





cities in this country and Canada. 

Schick is now working at top | 
speed in the production of the 
Schick “Super” and Schick 
“Colonel” models of the electric 
shaver, and also of the new 
Schick “Shaverest,” the electric 
wall holder which automatically 
starts and stops the current, and 
reels up the shaver cord. 


WHITING-ADAMS AGAIN 
MAKING BRUSH LINE 


With the return of top-grade 


Adams Co., Inc., 700 Harrison 
Ave., Boston, Mass., since 1808 
manufacturers of a full line of 
pure Chinese hog bristle brushes 
for the painter trade, has resumed 
manufacture of this line which 


The firm reports it has many 


The company 


Schumann is president, with 





MANAGEMENT ENGINEER 
JOINS MECK INDUSTRIES 

George B. Gould, administra- 
tive specialist and management 
engineer, has joined the John 
Meck Industries, radio manufac- 


‘turers, Plymouth, Ind. He is a 


specialist on production control 
methods, manufacturing, statis- 
tics and organization procedures. 


NAME 4 DISTRIBUTORS 
FOR ‘PRESTELINE’ 


Four more distributors for 
“Presteline” major home appli- 
ances been added to the 
eastern and southern territories 
by Pressed Steel Car Co., Inc., 
666 N. Lake Shore Drive, Chi- 
cago 11. 

The newly franchised distribu- 
are: United Distributors, 
Inc., New Orleans, La.; Gulf 
States Distributing Co., Birming- 
ham, Ala.; Major Appliance 
Corp., Boston, Mass., and Eddy 
& Co., Inc., Providence, R. I. 


have 


WILDLIFE INSTITUTE 
LAUNCHES PROGRAM 


Headed by Dr. Ira N. Gabriel- 
son, former director of the U. S. 
Fish and Wildlife Service, as 
president, the Wildlife Manage- 
ment Institute has established 
headquarters in the Investment 
Bldg., Washington, D. C., and is 
launching a program devoted to 
the restoration and wise manage- 
ment of wildlife resources. 

The new Institute is establish- 
ing a field staff which will co- 
operate with other conservation 


| agencies and associations in put- 


ting proper game management 
techniques into effect on private 
and public land. At the outset 
these field representatives will 
concentrate on the development 
of better living conditions for 
upland game and migratory birds. 


| Field work will be gradually ex- 


panded to include all possible 
activities for the restoration and 
maintenance of wildlife in an 
effort to first create and maintain 
a suitable population and to pro- 
vide an annual crop which may 
be harvested for human use. 

Dr. Gabrielson has announced 
that his organization will encour- 
age the training of technical per- 
sonnel and the expansion of 
sound research through the issu- 
ance of scholarships, fellowships 
and research grants. It will also 
conduct important experiments 
and demonstrations. 

The advisory board of 
Wildlife Management Institute 
will include outstanding scien- 
tists, technicians and game and 
fish administrators who will 
serve as consultants in develop- 
ing and conducting the Insti 


the 


| tute’s program. 
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‘AMCO’ New St. Louis Distributing Firm 


For Sporting Goods; $500,000 Capital | 


AMCO Sports Distributors, | 
Inc., newly formed corporation | 
at 1006 Olive St., St. Louis 1, | 
for wholesale sports distribution | 
recently announced its formal | 
entry into the sports equipment 
field, with an authorized capitali- 
zation of $500,000. 


At the first annual stockhold- 
er’s meeting, the following offi- 
cers were elected: Harold Sieb- 
ens, president and treasurer; W. 
G. Acton, vice-president, and 
Nellie Siebens, vice-president 
and secretary. 





The company is inaugurating 
a program of wholesale distribu- 
tion only through sporting goods, 
hardware and allied retail stores. 
The merchandise consists of 
sporting goods and athletic 
equipment and kindred lines. 


Market studies are now being | 

| 

completed and a number of re- 
tail stores have been contacted 


for the proposed line which will 
be merchandised under the 
name “AMCO” for many brand- | 
ed items as well as long-stand- | 
ing, well-known names in sports 
equipment. The introductory 
items will be offered in the 


| firm’s new wholesale sports cata- 


log. Many items, according to 
this new catalog, have been off 
the market for many years. 
Heading the sales department 
as sales manager is Calvin Wohl- 
ert, with many years’ experience 


in the sporting goods field. 


A number of men have been 
assigned to cover the Mid-west 
territory and it was announced 
that more would be added as the 
sales area is extended. 

The executive offices, sample 
show rooms, stock and shipping 
department are completely air 
conditioned and air filtered. The 
offices are finished in a modern 


design. 











CHESTER EVANS JOINS 
AMARILLO JOBBERS 


Chester E. Evans, who for the 
past eight years has been with | 
the Chas. Ilfeld Co., Albuquer- 
que, N. M., jobbing house, in 
charge of its hardware depart- 
ment, has become associated 
with the purchasing department 
of the Morrow-Thomas Hard- 
ware Co., Amarillo, Tex. 

He is taking over part of the | 
buying, as assistant to Gene 
Smith. Otis Higdon will also | 
continue to do part of the 


buying. 


| bilities of distribution there. 


TEXAS JOBBERS OPEN | 
ALBUQUERQUE BRANCH | 

Momsen-Dunnegan-Ryan Co., 
jobbers at Overland & Virginia, | 
El Paso, Tex., is establishing a 
branch at 409 N. First St., Al- | 
buquerque, N. M., with W. B. | 
Lowe as branch manager. All | 
administrative matters and buy- 
ing will be handled through the 
El Paso office. 

AMERICAN FACTORS 
HAS NEW MANAGER 
IN NEW YORK 
F. G. Reichling, manager of 
the New York office of American 
Factors, Ltd., Honolulu, has re- 
tired from business after 41 
years of continuous service. Mr. 
Reichling acted as a buyer for 
the company for many years and 
was appointed manager of the 
New York operation in January, 
1938. He is succeeded by R. S. 
Kuhne with 23 years of service 

with the company. 


The New York office of Ameri- 








can Factors, Ltd., is located at 
11 W. 42d St. It acts as purchas- 
ing agent for the various depart- 
ments, including hardware, both 
in the Territory of Hawaii and 
in the Philippines. 

In addition to purchasing and 
shipping for the wholesale divi- 
sion of American Factors, it does | 





|comparable work for the a 


division. One of its chief fune- 
tions is to serve as a point of | 
contact for suppliers whose lines 
are already handled in Hawaii | 
and the Philippines and tose | 
who desire to explore the possi- | 





NEW FACTORY TO SPEED 
WIRE GOODS DELIVERIES 


A 50 per cent increase in wire 
goods production and delivery is 
predicted by George M. Jeffery, 
president of the H. L. Judd Co., 
Inc., 87 Chambers St., New York 
7, manufacturer of drapery fix- 
tures and house-furnishing hard- 
ware, in announcing near-comple- 
tion of its new wire goods factory 
in Wallingford, Conn. 

A stepped-up production sched- 
ule for other Judd products is 
also expected as space now allo- 





| cated to the wire goods division 


becomes available for manufac- 
turing curtain rods and other 
drapery fixtures. 

The new factory, which in- 
cludes some 45,000 sq. ft. of floor 
space, was planned as a self-con- 
tained wire goods division. | 
wherein raw material would 
evolve into a packed stock of 
screw eyes, cup hooks and many | 
other articles of like nature. 
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TURNER 
TORCHES 


Yes, sir! Two popular, fast-selling Turner models — 
No. 206A and No. 39A — are again in production 
with brass tanks and bottom fill. Of course, orders 
aren’t being shipped as rapidly as we wish they were, 
but we’re doing our best...and so is your jobber. 
You'll find these Turner torches as outstanding as ever 
in quality, value, and dependable service. 












































Portable Pneumatic Tools 
Get 12 P.C. Price Rise 


Manufacturers have been given | 


an interim increase of 12 per 
cent in their ceiling prices for 
portable pneumatic power-driven 


| ers. Where sales are made by re- | 


tools, the Office of Price Admin- | 


istration has announced. The in- 
crease, effective June 1, 1946, is 
granted to cover higher costs for 
materials and labor 


pending | 


completion of a survey to deter- | 


mine definitely what ceiling 
price increase the industry 
entitled to. 

Drills, hammers, saws, wrenches 


is 


manufacturer to these consum- 
sellers, the increase in manufac- 
turers’ ceilings may be passed on. 

OPA said that manufacturers’ 
ceilings have been at . substan- 
tially the levels prevailing prior 
to October, 1941, and increases 
have occurred since that time in 
steel and labor costs, requiring 


| an upward adjustment in ceiling 


and chisels are among the main | 
portable pneumatic power driven | 


tools affected. They are gener- 
ally sold to industrial consumers. 
Many sales are made direct from 


| Prices 


prices. 
(Order 635 under Revised 
Maximum Price Regulation 136 
Adjustment of Maximum 
for Sales of Portable 
Power Driven Tools — effective 


June 1, 1946.) 








Small Repair Shop Can Raise 
Ceilings to Cover Pay Rises 


Repair shops for appliances, 


| vised Maximum Price Regulation 


motor vehicles and farm equip- | 


ment that employ not more than 
eight persons may automatically 
increase their ceiling prices 
when they grant wage increases 
to their employees. Repair shops 


165 and Amendment 4 to Sup- 
plementary Service Regulation 
22 to Revised Maximum Price 
Regulation 165, both effective 


| May 25, 1946. 


will determine the amount of the | 


price ceiling increase by use of 
the form previously provided 
and now reincorporated in the 
regulation covering those repair 
shops. 

This action, which became ef- 
fective May 25, 1946, restores a 
former provision allowing these 
shops to obtain automatic ceiling 
price increases for wage in- 
creases. The provision was re- 
voked Feb. 9, 1946, to coincide 
with the Government’s wage 
price policy at that time, which 
did not permit these small em- 
ployers to make wage increases 
without prior approval of the 
War Labor Board. 

Under the Government’s new 
wage price policy, employers of 
eight or less persons are not re- 
quired to obtain approval of a 
wage increase as one of the con- 
ditions for obtaining a price ceil- 
ing increase. Consequently, the 
former automatic provision is 
restored. 

(Amendment 4 to Supplemen- 
tary Service Regulation 6 to Re- 


184 





| 
| 


OPA REVERSES ITSELF 
IN NEW PROTECTIVE 
CLOTHING RULING 


Reversal of an earlier decision 
to require dealer absorption of 
manufacturers’ increase in the 
price of certain protective cloth- 
ing has been announced by the 
OPA. 

On May 6, 1946, action was 
taken requiring joint absorption 
by wholesalers and retailers of a 
10 per cent manufacturers’ in- 
crease previously made. Since 
that time, further examination 
and consultation with the indus- 
try have brought out the fact 
that most of the waterproof ap- 
parel covered by the action is 
used by industrial concerns to 
supply employees, and does not 
reach the retail market. 

As the actual effect on con- 
sumer prices is slight, wholesal- 
ers are now being permitted to 
pass on to their buyers the en- 
tire amount of the producers’ in- 


| creases in the price of these 


garments. 


| ifications 





(Amendment 44 to Supple- | 
Regulation 14E—Moéd- | 
Maximum Prices | 
Established by General Maxi- | 


mentary 
of 


mum Price Regulation for Cer- 
tain Textiles, Leather and Ap- 
parel—effective June 5, 1946.) 


PHOTO BULBS REMAIN 
UNDER OPA CONTROL 


Photographic flash, flood and 
projection bulbs are still under 
price control, the OPA has an- 
nounced in clarifying, by inter- 
pretation, a suspension 
early in March on other types of 
incandescent and similar lamps. 
Requests have been reaching 
OPA for a definite statement on 
this question, and this announce- 
ment is intended to provide off- 
cial confirmation to those in the 
trade who are not sure whether 
these articles are considered to 
be “incandescent lamps’’ or 
“photographic equipment.” 


issued 


By classifying flash, flood and 
projection bulbs as photo equip- 
ment, OPA makes available the 
14 per cent increase over Octo- 
ber, 1941, levels granted manu- 
facturers under the recently is- 
sued Order 10 under MPR 188, 
Reconversion Prices for Photo- 
graphic Equipment. This in- 
crease will be passed on to con- 
sumers in the dollar amount, if 
producers choose to take advan- 
tage of it. 

Flash, flood and projection 
bilbs also must bear retail ceil- 
ing price tags. 


ANCHOR CHAIN ON 
SURPLUS SALE 


| Millions of feet of anchor 
chain that originally cost the 
|Government approximately one 
|and one-half million dollars has 
been declared surplus by the 
Armed Services and is now for 
sale at substantial savings, the 
United States Maritime Commis- 
sion has announced. 
Smaller sizes of. chain ‘may be 
used by lumber workers, mining 
| operators, engineers and others. 

All of the chain except the 
stud link is priced at approxi- 
mately 414 cents per pound. The 
stud link chain ranges from $38 
to $691 per 90-ft. shot and is 
subject to quantity discounts of 
from 20 to 40 per cent. All of 
the chain offered for sale is new 
and in excellent condition and 
is available in diameter from 
% in. to 3 in. in many lengths 
of wrought, cast and galvanized 
steel. Most sizes are complete 
with shackles and _ connecting 
links. 

Complete description, avail- 
able quantities and prices may 
be obtained by contacting the 
Materials Disposal Section, U. S. 
Maritime Commission, Washing- 
ton 25, D. C., or any of the fol- 
lowing Maritime Settlement Sec- 
tion offices: 

39 Broadway, New York, 
N. Y.; 1015 Chestnut Street, 
Philadelphia, Pa.; 1212 N. Lake 
Shore Drive, Chicago, Ill.; 348 
Baronne Street, New Orleans, 
La., Maritime Administration 
Building, and Moore Drydock 
West Yard, Oakland, Cal. 











Labricating Oil Sellers Can Request 
Price Rises If Below Fair Trade 


All sellers of lubricating oils 
and allied products may now ap- 
ply for 
when they are frozen at prices 
below State Fair Trade Act 
levels, the OPA has announced. 

This authority, effective June 
10, 1946, applies to all sellers ex- 
cept retailers of lubricating oils, 
greases, napthas, solvents and 
specialty petroleum products. Re- 
tailers of all products have had 
this permission since June, 1944. 

OPA said that its new action 
has been taken following receipt 
of an application for a higher 
ceiling price on behalf of a 


higher ceiling prices | 


| wholesaler of cleaning solvents 
| who was selling below the State 
Fair Trade Act level in March, 
1942, and was frozen at that 
price. During part of the war 
| the wholesaler did not sell the 
product but now he wishes to 
resume sales. 

Regional OPA offices are au- 
thorized to act on these appli- 
cations. 

(Amendment No. 4 to Maxi- 
mum Price Regulation 510—Lu- 
bricating Oils, Greases and Cer- 
tain Other Petroleum Products— 
effective June 10, 1946.) 
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Considerably less lead will be 
available for manufacture of es- 
sential civilian ammunition dur- 
ing the final half of 1946, it is 
indicated by officials as CPA 
prepared to bring this and other 
groups of lead users under the 
quota system on July 1, 

Quotas for the third quarter 
will not be ready for release un- 
til about the last week of June. 
All indications are, however, that 
the amount of lead for ammuni- 
tion manufacturers will represent 


a sharp drop from the 9000 
tons authorized for the second 
quarter. 

Formerly, such quotas were 
assigned by CPA upon request 
from the industry. Beginning 


July 1, however, CPA will regu- 
larly allocate the amounts to be 
used although recommendations 
of the industry will be taken into 


LEAD FOR AMMUNITION 
IN SHORT SUPPLY; 
QUOTAS TO BE SET 





| lead. As of June 1, OPA granted 
a price increase of 1.75c. a lb. 
to both primary and secondary 
lead producers, at the same time 
permitting a hike of 1.55c. a lb. 
in scrap prices. 

Settlement of the coal strike 
only partially relieved the tight 
situation. It was pointed out in 
the May report of CPA that 
strikes were continuing in plants 
of two of the major smelting 
works, and that it would require 
considerable time after the ter- 
mination of work stoppages be- 
fore normal production could be 
attained. 

In view of the unsettled condi- 
tions, only one thing appears 
certain at this time—that the 
original estimate of 850,000 tons | 
of lead production for 1946 must 
continue to down- 


be revised 


that 
householders for use in prepar- 
ing, storing or serving food and 
beverages, OPA said. This use 
test applies also to glass, china 
and pottery goods, which are ex- 
empt if sold only as decoration. 


mixers, are bought by 


Housewares: 
pads and covers. 


Ironing board 


Miscellaneous: Coir yarn mat- 
ting and rugs. (Formerly only 
coir yarn mats were listed, OPA 
said.) Door mats, rubber, com- 
position and fabric stair treads, 
hand looms, baby swings, baby 
seats and beds designed for use 
in automobiles, sun dials, absor- 
ent cases designed for holding 
and protecting fragile liquid con- 
tainers during transportation, 
ollas (large outdoor vases with 
sand for disposing of cigarette 
butts) and bases for ollas, and 
laundry and dry cleaning tags. 


MANILA ABACA CORDAGE 
IMPORT RESTRICTIONS 
LIFTED BY CPA 


Restrictions on the importa- 
tion of manila and abaca cord- 
age and products have been 





ward. 
18 MINOR ITEMS FREED 
FROM OPA CONTROL 





consideration. Officials declined 
to say whether these quotas 
would be on a quarterly 


or 
monthly basis while the emer- | 
gency continues. 

Extension of allocation con- 
trols this group efleeted 
through amendment to the lead 
conservation order (M-38). Al- 
though aimed specifically at sale 
and delivery of lead oxide for 
storage batteries, other changes 
made provision for use 
foil in ammunition for 
vilian and military use 
as permitting of lead 
plumbing waste and vents. 


to 


Is 


of lead 
both ci- 
as well | 
use in | 
In addition to establishing 
quotas, the order also limits the 
lead content of the oxide in bat- 
teries to not more than 50 pct of 
the total lead content of the 
item. Battery manufacture has 
represented a heavy demand on 
critical lead for the last four 
years, CPA points out, the de- 
mand for battery use having 
risen from 21 pct of total pro- 
duction in 1942 to more than 30 
per cent by the end of 1945. 
Adding to the gravity of the 
situation, CPA reports that 
largely due to work stoppages, 
domestic lead production is cur- 
rently at a rate less than half the 
normal 500,000 ton production. 
Secondary lead production has 
also been falling off, due to 
strikes, prices, transportation dif- 
ficulties and shortages of prime 
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Kighteen 
minor. 


of | 
have been | 
added to the list of price exempt | 
commodities by the Office of | 
Price Administration. The action | 
is effective May 29, 1946, at all 
levels of sale. 


consumer items 


importance 


The products are: 
Professional goods: Pliers spe- 
cially designed for optical use. 


Equipment and supplies: Ad- | 


vertising signs that contain 
clocks. 
Personal accessories: Electric 


curling irons and hair straight-» 
ening combs. 

Household accessories: Per- 
fume atomizers and cocktail mix- 
ers. (Cocktail shakers, equipped 
with lids, have been exempt for 
some time. The mixers are sold 
with a spoon, and usually with- 
out a lid. Cocktail sets, which 
include both mixer or shaker, 
drinking cups or glasses, and 
sometimes a tray, are not ex- 
empted, however, OPA said.) 

Metal articles sold for house- 
hold decoration only, were added 
to the list recently. However, the 
exemption does not extend to 
lamp bases, nor to any other ar- 
ticles except cocktail shakers and 








lifted by the CPA. 

This action taken by 
amendment to General Imports 
Order M-63. However, manila or 
abaca fiber and tow are still sub- 
ject to M-63, CPA pointed out, 
and are imported by the Office of 
Defense Supplies of the Recon- 
struction Finance Corporation. 


was 





POWER PUMP PRICES 
UPPED AT ALL LEVELS 


Manufacturers of power-oper- 
ated pumps and equipment have 
been given an interim increase 
of 15 per cent over base date 
ceiling prices when sold with the 
power unit and an increase of 8 
per cent when sold without the 
power unit, the Office of Price 
Administration announced re- 
cently. The two percentage in- 
creases became effective June 5, 
1946. 

Covered by the action are a 
wide variety of power-operated 


pumps. Some pumps are sold 
largely to original equipment 
manufacturers; processing 


pumps are sold for use in indus- 
trial plants; many others, includ- 
ing sump pumps, condensation 
and vacuum return pumps, are 
sold by resellers to contractors 
who install them in private home 
and apartment buildings. 
Resellers are permitted to in- 
crease their prices by the same 
percentage as their net invoiced 
costs are increased by their sup- 
pliers. This is necessary because 
resellers’ margins are so small 
that it is doubtful that they 
could absorb any of the increase. 
Moreover, so many types of 
pumps are covered that working 
out dollar-and-cent increases in 
resellers’ prices would be a 
heavy burden to the industry, 


OPA said. 











Retail Prices for Stoves 
To Rise 2 to 3 Per Cent 


Retail prices of household cook- | 
ing and heating stoves will rise 
from 2 to 3 per cent as a result 
of price increases granted stove 
manufacturers, according to the 
Office of Price Administration. 

The manufacturers’ increases 
amount to ll per cent over 
January, 1942, ceiling prices for 
electric ranges and 13 per cent 
for all other stoves—gas, oil, coal 
and wood—OPA stated. 


Manufacturers of gas, oil, coal 
and wood stoves already had re- 
ceived a 5 per cent increase. The 
recent increase given them au- 
thorizes, therefore, an additional 
increase of 7.6 per cent-on exist- 
ing ceiling prices. 


Consumers will pay only a 


smart part of the increases, how- 








ever. Electric ranges are ex- 
pected to go up at retail about 
2 per cent, and other stoves 
about 3 per cent, OPA said. The 
rest of the manufacturer increase 
can be absorbed by wholesalers 
and retailers without curtailment 
of margins below those realized 
in 1941, the agency explained. 

The manufacturer increases, 
which became effective June 7, 
1946, were necessary to meet re- 
cent increases in wage and mate- 
rials and should assist 
manufacturers to increase their 
current volume of production. 
the agency said. 

In the same action, OPA re- 
quired manufacturers of gas and 
electric ranges to compute retail 
ceiling prices, and ticket each 
unit before it leaves the factory. 


costs, 


(Amendment 7 to Maximum 
Price Regulation 64—Cooking 
and Heating Stoves — effective 
June 7, 1946.) 
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SATISFIED 
CUSTOMER 


. .. and another friend for this store ~~ 









The old adage to the effect that thos: who bought your merchandise were 






never in error is due for revival. Progressive merchants are giving thought 





these days to rebuilding customer goodwill. 





Choose your line of electrical appliances with care. Dominion appliances 





have been goodwill builders for over twenty-five years! 







THE DOMINION LINE: 











Flat Irons, Waffle Irons, Curling Irons, Toasters, Sandwich 
Grills and Grid-A-Bouts, Table Stoves, Heaters, Poppets, 


Hair Driers, Mixers, Heating Pads, Infra-red Lamps, Fans. 










THE DOMINION ELECTRICAL MFG. INC. 
" MANSFIELD, OHIO 









Production is increasing steadily—as 






fast as the flow of incoming raw mo- 





terials will permit. But we're still not 





‘e] oO 
gaining much on new orders. So, we 
repeat, please keep in touch with your 


TRADE MARK 





jobber regarding delivery dates. 
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SILOO 
FUEL OIL 


FOR MAXIMUM 
BURNER EFFICIENCY 


SILOO FUEL OJL TANK SOLVENT is the positive, 
safe method of cleaning fuel oil storage tanks and 
equipment. This easy-to-use liquid disperses water 
due to condensation—clears clogged pipe lines, oil 
filters, strainers and burners. Just pour it into the 
tank. By using SILOO, free flow of oil for improved 


combustion and heater operation is assured. 


SILOO FUEL OIL TANK SOLVENT is absolutely 
harmless to fuel and equipment. It is non-inflammable, 
non-explosive, non-toxic, non-corrosive — always safe 
to store and use. Ideal for space heaters, oil stoves, 


kerosene lamps, Diesel engines, etc. 


SILOO FUEL OIL TANK SOLVENT is nationally 
advertised and boasts a large, eager market. Dis- 
jobbers—take advantage of this 


tributors and 


widely accepted product—write for details today! 


OLVENTS FOR ALL TYPES OF, PETROLEUM RESIDUES 


trokeum Solvents 


CORPORATION 
(Tank Solvents Division) 


General Offices: 331 Madison Avenue, New York 17, N.Y. 
Plant and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp. of Canade, Ltd. 
Dominion Square Bidg., Montreal 


5 
0 





Soe Citaming PUR On 
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TANK SOLVENT 





$1,000,000 Hand Tool and Hardware 


’ Surplus Sale in New York Area 


More than $1,000,000 worth of , 
hand tools and general hardware | 
ecently declared surplus by the | 
government, will go on sale at| 
.ixed prices at the Bayonne Naval 
Depot, 32nd St. and New York | 
Pay, it was announced by Col. | 
Frank L. Seymour, regional di- 
rector, WAA, 70 Pine St., New| 
York City. 

Items composing the offering 
include: axes, auger bits, ship 
ugers, micrometer calipers, hack- 
aw blades, wood chisels, anvils, 
hovels, squares, dividers, assort- 
‘d files, gages, hammers, solder- 
ing irons, funnels, emery-wheel | 
lressers, pipe cutters, blacksmith 





tools, “C” clamps, hose and tube | 
‘xpanders, hydraulic jacks, picks. | 
planes, plumb bobs, pipe taps. | 
punches, rasps, reamers, ratchet 
braces, tar kettles, saws, screw 
sledges, 


drivers, tinners’ 


measuring tapes, torches, mitre 


snips, 


trimmers, vises, wrenches, draw- | 
ing knives, general-purpose} 
scoops, twist drills, pinch bars, 
lubricating guns, fire pots, coun- 
tersinks, chipping knives, caulk- | 


ing irons, sailmaker needles, ad- 
justable bench and hand screws, 
end-cutting nippers. 

Twenty-five per cent of this 
merchandise, most of which con- 
sists of articles in short supply. 
has been reserved for agencies 
of the federal government, and 
the first two days of the sale, 


| June 24 and 25, will be given 


over to filling their requirements. 
Veterans of World War II pre- 
senting copies of certification will 
be admitted to the sale beginning 
June 26. 

These top two priority groups 
will be permitted to exercise 
their exclusive rights through 
June 28 and July 2, respectively, 
after which the sale will be open, 
July 3-10 to Reconstruction Fi- 
nance Corp. (for small busi- 
ness); July 11-17, to state and 
local governments and their in- 
strumentalities; July 18 and 19, 
to tax-exempt, non-profit organi- 
zations; July 22-26, to the trade. 
Sale hours will be 9:30 a. m. to 
3:30 p. m. daily, Saturdays, Sun- 
days and July 4 excepted. 








BAKER TO LEAVE 
OPA IN JULY 


Geoffrey Baker, deputy admin- 
istrator for price in the OPA, has 
resigned, effective in July. Mr. 
Baker, whose resignation is re- 
ported to have been handed in 
some time ago, agreed to stay 
with the price agency until Con- 
gress extended the price control 
laws beyond the June 30 expira- 
tion date. His present pians are 
to stay with OPA for the first 
few weeks after the new law be- 
comes effective. 

No successor has yet been se- 
lected by Price Administrator 
Paul A. Porter for the key post 
of deputy administrator for price. 
and beyond stating that he in- 
tends to take a vacation after 
leaving OPA, Mr. Baker has not 
revealed his plans for returning 
to private industry. 

Mr. Baker came to OPA in 
March, 1942, as price executive 
in the Grocery Products Branch 
when Leon Henderson was price 
administrator. In July, 1943, he | 
transferred to the office of Lend- 
Lease Administration where he} 
worked until his return to OPA | 





GEOFFREY BAKER 


in September of the same year, 
as assistant director of the Food 
Price Division. In November, 
1944, he became director of the 
Food Price Division and in Au- 
gust, 1945, Price Administrator 
Chester Bowles appointed him as- 
sociate deputy administrator for 
price. He was appointed deputy 
administrator for price in Janu- 
ary, 1946. 
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SMALL APPLIANCE AND 
MOWER PARTS PRICES 
UPPED AT ALL LEVELS 


Ceiling prices on repair and 
replacement parts for hand lawn 
mowers and small electric appli- 
ances may be increased 28 and 
18 per cent respectively at all lev- 
els of sale, the Office of Price 
Administration said. 

These are the percentages by 
which manufacturers of the fin- 
ished products in each case have 
been permitted to increase their 
prewar prices on sales to th- 
trade, OPA said. 

The action is effective June 15 


1946. 





Repair and replacement parts | 


are covered by the General Maxi- 
mum Price Regulation — the 
March, 1942, price freeze—and 
have heretofore received no ceil- 
ing price adjustments to corre- 
spond to the reconversion and 
wage-price adjustments granted 
to manufacturers of finished 
products. 

Now that reconversion prod- 
ucts are coming back to market, 
repair parts will represent a 


substantial part of manufactur- | 


ers’ sales. The increases already 
granted on finished products 
were calculated on the basis of 
the manufacturers’ total business 
OPA explained, so that to with- 
hold the same increases on re 
placement parts would curtail 
producers’ margins below those 
required by law. 


Resellers of the finished prod-| 


nets are required to absorb some 
of the manufacturer increases, 
but resellers of repair and re- 
placement parts may take their 
customary mark-ups on the new 
cost base. Since the parts are 
so varied and numerous, and in- 
dividually so inexpensive, the 
separate billing necessary to en- 
able resellers to calculate ceil- 
ings under a partial absorption 
rule would be unduly trouble- 
some, OPA said. 

(Amendment 53 to Supplemen- 
tary Regulation No. 15—Adjust- 
ment of Maximum Prices—effec- 


tive June 15, 1946.) 


RIILDERS’ HDWE. ORDER 
DOES NOT INCLUDE 
INSECT SCREEN CLOTH 


The OPA has clarified the re- 
conversion increases it granted 
to manufacturers of builders’ 
hardware on March 13, 1946. 
The clarifying action, effective 
June 5, 1946, makes clear that 
the 10 per cent increases granted 
over Oct. 1-15, 1941, prices is 
applicable only to builders’ hard- 





ware and did not include insect | 


By omission of the words | 
“builders’ hardware” in the sec- | 
tion setting forth the reconver- | 
sion adjustment, some confusion | 
was caused among members of | 
the trade. 

The reconversion increase was 
contained in Amendment 7 to the 
Revised Price Schedule 40, Build- 
ers’ Hardware and Insect Screen 
Cloth, issued and effective March 
13, 1946. 

(Amendment No. 8 to Revised 
Price Schedule 40 effective June 
5, 1946.) 


CUTTING TOOL PRICE | 
BOOST EXTENDED 
TO REPAIRS 


The price increase factor of 
17.3 per cent granted April 24, 
1946, to manufacturers and re- | 
sellers of cutting tools has been 
extended to apply also to repair | 
services on the tools affected. | 
the Office of Price Administra- 
tion has announced. The action 
became effective June 10, 1946. 

The cutting tool industry was 
surveyed by the agency before 
ceiing prices of tools were in- 
creased and the factors consid- | 
ered were explained at that time 
(See OPA-T-4434 dated April 24 | 
1946.) Because all members of | 
the industry repair the tools they 
make, the figures used as the 
basis for the industry price in- 
crease and designed to return to 
the industry its base period prof- 
its during the next 12 months 
included their repair services. 

The increase for repair services 
will apply to repairs on all cut- 
ting tools, attachments and ac- 
cessories for machinery and ma 
chine tools covered by the pre- 
vious price increase. Included are 
ground steel stock and manual 
tools for cutting, forming and 
punching of metals. However. 
buffing and polishing wheels are 
not included. 

(Amendment 5 to Maximum 
Price Regulation 581—Industrial 
Services — effective June 10. 
1946.) 











‘NYLONS’ ATTRACT 
GALS TO HARDWARE 
STORE 


Montrose, Colo., women 
flocked into the hardware 
store of Harry Ponsford when 
they saw a sign in his win- 
dow reading “Nylon.” Mr. 
Ponsford hastily moved some 
merchandise to reveal the 
whole sign which advertised 
nylon lariats—not hose. 

















... Pome Owners by the 
Thousands are Buying 





THE ORIGINAL TELESCOPIC ALL-STEEL 
BASEMENT POST WITH BUILT-IN JACK 








NATIONALLY ADVERTISED 
in The Saturday Evening Post 


Pat. 
Pend. 


LEVELS AND SUPPORTS 
SAGGING FLOORS 


Corrects the Cause of Sticking 
Doors and Windows— Plaster 
Cracks — Squeaky Floors— 
Raised Baseboards. 
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(@ach-tne ON THE BIG DEMAND 














Order Now for 
Quick Delivery 


Thousands of dealers 
have been quick to fea- 
ture this new, unique 
home maintenance 

roduct, Profit, now, 

y displaying and sell- 
ing Tel-O-Post in your 
store. Rush your initial 
order, today. 





TEL-O-POST COMPANY 


140 ASH ST 


AKRON 8, OHIO 








Sundry ceiling increases—As of 
June 3, OPA authorized a 7% per cent 
increase in retail and producers’ ceiling 
prices for certain types of cotton blankets. 
Replacing a 12 per cent increase allowed 
in January, OPA authorized a 20 per cent 
boost in ceiling prices for printing trades 
machinery and equipment. It increased by 
10 per cent manufacturers’ ceiling prices 
for oil field equipment. Prices of box- 
springs to consumers will be increased 
approximately 2 per cent as a result of an 
industry-wide reconversion increase of 16 
per cent which OPA granted manufac- 
turers of boxsprings and hand tied box- 
spring ‘constructions, effective May 30. 
Effective June 5, manufacturers of power- 
operated pumps and equipment were given 


an interim increase of 15 per cent over 





June 20, 1946 


increased 10% per cent, the Office of Price 
Administration announced. The _ increase 
was given to maintain manufacturers’ base 
period return on current net worth by 
compensating for most of recent increases 
in wage and material costs. Manufacturers 
are absorbing part of such increased costs. 
No change is made in consumer prices for 
rubber heels and soles, OPA said. 


* * * 


Brass, bronze alloys—Producers 
of brass and bronze alloy ingots were 
granted an increase averaging 15.52 per 
cent over current ceilings on ingots, effec- 
tive June 3, 1946, the Office of Price Ad- 
ministration has announced. The bulk of 
the increase in ingot maximum prices 

the addition of 12.18 per cent to present 





EEE] i 
— a 


prices—is necessary to reflect producers’ 
higher costs due to increases in the prices 
of copper and brass scrap, which is the:r 
largest element of cost. The increases in 
scrap prices for these producers amount to 
1.75 cents per pound in the alloy groups 
having a high copper content and 1.25 
cents a pound in the groups having a 
lower copper content. The scrap price in- 
creases, in turn, were based on increases 
in primary copper prices, also effective 
June 3, 1946. 
© a * 

Pottery makers act—James M. 
Duffy, president, National Brotherhood of 
Operative Potters, said that the United 
States Pottery Association had agreed to 
start paying an 18% cent hourly increase 





base date ceiling prices when sold with 





the power unit. Manufacturers’ maximum 


prices for industrial electric storage bat 


Wholesale Hardware Sales: 
By Geographic Divisions, for April, 1946 





teries were increased 10 per cent over base 
price levels, by an OPA order effective 
June 4. OPA raised manufacturers’ ceil- 


ings for reclaimed rubber by % cent per 


SALES REPORTED 


SALES YEAR-TO-DATE b 


pound, to take care of recent increases in 
wages and material costs. | | 

4 : Percent Change 
ai¢ 2 April 1346 | 


GEOGRAPHIC 
DIVISION vs. 


Amount (Add 000) 

Percent 

Change | 
from 


Aprit | March | Aprit | April | March | 4 mos. 
ceiling prices of these new models by in- 1948 | 1946 1946 1945 


Radio sets—-Manufacturers intro- 


ducing new models may now calculate 





lining them with sets they are already 
U. S. TOTAL 


New England 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 
€ast South Central 
West South Central 
Mountain 

Pacific , 


Bureau of the Census Prepared in Business Division by Current Wholesale Trade 
a Includes 27 reports received too late to be incorporated in Census Bureau published releases. 

é ' b Includes reports received too late for inclusion in previous monthly totals. 

he is now selling. Amendment 2 to Maxi- c Number does not apply in all cases to the year-to-date figures. 


mum Price Regulation 599—Radio Re- — —s 
= 1 Pl " Mectine tune 7 States comprising regions: 
Se a 5 a ee s New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
1946. Middle Atlantic—(N. J., N. Y., Pa.) 
— East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 

Rubber heels — Manufacturers’ South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 

and wholesalers’ ceiling prices for sales of 
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producing, the Office of Price Administra- 
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tion ruled. In fact, sets now in produc- 


tion, and with established ceiling prices, 


must be used whenever possible for pur- 
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poses of comparison and price alignment, 
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OPA said. Comparison may be made with 
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models last sold in 194] and not now in 





production only when the manufacturer is 
introducing a model entirely unlike any 





East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


rubber heels and soles in the shoe factory Pacific—(Calif., Ore, Wash.) 





and home rep'acement trades have been 
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roducers’ 


groups 
nd 1.25 
aving a 
price in- 
ncreases 


- ' Space Heaters 


mes M. 


hood of 
United Oversold and underproduced are the words that 


cae best describe the Preway line today...for Prentiss- 


Wabers, pioneer manufacturer, has a record of 


success in oil burning space heaters that is out- 
standing in the industry. 

Packed with exclusive engineering features that 
improve performance, loaded with design ele- 
ments that appeal to women, sparked by a price 

policy that sets the pace for competition, Preway 
space heaters have built a solid, substan- 
tial leadership in every community. 


Showing 
at the 


Summer 


Market 
Space 549A 


American 
Furniture Mart 


PRENTISS WABERS ~< - 
2646 SECOND STREET, N., WISCONSIN RAPIDS, WIS. eanmenere rs Co. 
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Sells On Sight! 


EM DANDY 
CHUAN 


eet TREO 


Rapid increase in number of electrified 
farms creates big and growing market 
for Gem Dandy Electric Churns. Gem 
Dandy is nationally advertised in farm 
journals, has strong popular appeal 
features that farmers want. Slow-speed 
long-life motor. Sanitary aluminum 
base, shaft and dasher. Neoprene 
covered supports and electric cord.) 
Easy to operate, easy to clean, pro- 
duces 15°/, more butter in 15 minutes. 
Fits any crock or jar up to 5 gal. size. 
Operating cost approximately 10 cents 
per ace | Nationally advertised in 
farm papers. In use throughout U. S. 
since 1937. | 





STANDARD DELUXE 


CHURN CHURN 
$14.32 $17.32 


Gem Dandy 3 and § gal. 
Glass Jars Sold Separ- 
ately at $1.75 to $2.25 


For Immediate Delivery ASK YOUR 
JOBBER or Write to 





Alabama Manufacturing Co. 
1801 First Ave. N., Birmingham, Alabama 


June 1 to about 18,000 works in 12 states, 
without awaiting OPA approval of price 
relief requested by the industry. 

. * - 

Roofing relief — OPA authorized 
roofing material manufacturers to ship 
asphalt and tarred roofing products into a 
Texas tornado area without the necessity 
of equalizing freight. Producers must hold 
an AAA priority from CPA before they are 
entitled to the higher price resulting from 
this amendment to revised price schedule 
45, which is effective at once. 


« . . 


CPA actions — Restrictions 
importation of Manila and abaca cordage 
and products are lifted by a CPA amend- 
ment general imports order M-63. 
Manila or abaca fiber and tow are still 
subject to M-63. Allocation controls on 
lead oxide are established, to be effective 
July 1, by CPA in a recent amendment to 
lead conservation order M-38. 


on 


to 


* & * 


New makers regulated—On May 
31, OPA ordered restrictions to curb what 
it termed an “inflationary trend” in prices 
for furniture and certain other goods made 
by small new companies. Beginning June 
3, any new price ceilings for these furni- 
ture as well as those making lug- 
gage, lamps, Venetian blinds and such 
wheelgoods as bicycles, wagons and baby 
buggies, will be fixed at about the same 
level as ceilings already granted to estab- 
lished companies. The need for such a 
move, in fairness, has been widely noted. 
Heretofore, small have 
been permitted to charge total costs of pro- 
duction, plus a stated margin of profit. 
Under this formula, OPA said, “prices 
have often been greatly higher” than ceil- 
ings of old-line firms, which have been 


firms, 


new companies 


held and based on 1942 prices, plus allow- 
able increases for wage and materials 
costs. OPA now also says that it plans to 
make “extensive reductions” in prices 
previously fixed for new small companies, 
“wherever necessary to safeguard the gen- 
eral price level.” 
. * * 

Hides, leather and shoe find- 
ings—A third raise in shoe prices ap- 
peared possible June 6, as OPA prepared 
to grant price increases to tanners. Shoe 
and leather goods makers have been urg- 
ing OPA to increase tanners’ ceilings be- 
cause the tanners have been withholding 
shipments of leather in anticipation of a 
price increase to cover higher labor and 
materials costs. Now, OPA has promised 
fast action, and new prices on a number of 
hides are expected to be announced very 
soon. Tanners cannot buy hides and skins 
in any quantity without specific authoriza- 
tion from the CPA, and cannot accept de- 
livery of these products from anyone who 
has not been given permission to purchase 
them, upnder a late amendment to order 
M-310. Manufacturers’ and wholesalers’ 
ceilings for rubber heels and soles sold to 
shoe factory and home replacement trades 
are increased 10% per cent, by an OPA 
amendment to price regulation 477, effec- 
tive June 4. OPA has announced exemp- 
tion from price control of new surplus, 
reconditioned and used rubber soles and 
heels, effective at once. 

* * * 

OPA, and paper products—On 
May 27, OPA removed price ceilings on a 
number of paper items and other miscel- 
laneous products. Included were coat 
hanger pads, paper doilies and draperies, 
drinking straws, ironing mats, paint 
strainers, paper pillow cases, woven paper 
fabrics, milk bottle caps and cigar boxes 








Wholesale Hardware Inventories: 
By Geographic Divisions, for April, 1946 
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P BURSTING Be 
PRECISION “= = WITH 
: ae a a Bb R\ D E 


SPECIFICATIONS 
5" spindle of hardened steel. 


2" flanges on spindle arbors hold standard size wheels 
with 1" face and 1/2" hole. 





This is but one of the complete 
line of Home Workshop power tools. 


oavia same CORPORATION 


Waterbury 14 Connecticut 
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IT’S GOOD 


BUSINESS TO 





CLE VELAND 
AL. 





The high grade quality i mclied 
and weldless Cleveland Chain never 
varies. Depend on this quality 
reputation to satisfy customers 


and build repeat business for you. 


_ CLE VELAND 
CHAIN: MFG. CO. 


AND 3. OW 


| shade cloth were increased 











Wholesale Hardware Collections 
on Accounts Receivable: 


By Geographic Divisions, for April, 1946 








ACCOUNTS RECEIVABLE 


Percent Change 
GEOGRAPHIC | April 1946 
DIVISION vs. 
Number 
of 
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Bureau of the Census 


Prepared in Business Division by Current Wholesale Trade 


a Includes 26 reports received too late to be incorporated in Census Bureau published releases. 
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Exemp- 
tion or suspension from price control was 


made pricipally of paper board. 


announced, affecting a number of other 
miscellaneous paper and allied items, such 
as tags, pin tickets and marking machine 
tickets, friction tape, and fruit and vege- 
table wraps. Paper manufacturers were 
granted higher differentials for operations 
required in producing sheets and small 
rolls of wrapping papers used largely by 
retailers, and of specialty paperboard used 
for making various paperboard products. 
These OPA amendments were made effec- 
tive June 5. Manufacturers’ ceilings for 
fabrics coated with rubber, pyroxylin or 
cloth, 


approximately 13% _ per 


oil, except coated window shade 
were increased 
cent by OPA in an amendment to regulate 
478, and under the same order, manufac- 
turers’ and wholesalers’ ceilings for oil and 
pyroxylin coated and starch filled window 
15 per cent. 
No change is coniemplated in the exist- 
differential ap- 


ing $5 per ton baling 


| plicable to the ceiling prices of ten grades 


of wastepaper, OPA announced recently 
to set rumors at rest. 


* * . 


Pig iron pricing—Pig iron may 
be sold on and after May 29 on an adjust- 
able pricing basis, OPA has announced. It 
permits producers of pig iron to charge 
and collect the present ceiling price on de- 
liveries after that date, subject to the con- 
dition that the purchaser agrees to pay 
also the amount of any ceiling price in- 
crease that may be granted later by OPA. 
Such adjustable pricing was deemed neces- 
sary to promote the production and distri- 


| bution of pig iron until OPA acts upon a 


request for an increase in maximum prices. 


Producers of coal, coke and iron ore were 
recently authorized to sell on an adjust- 
able pricing basis, and since the costs of 
these products make up most of the costs 
of pig iron production, it is necessary to 
allow a similar pricing basis for operators 
of blast furnaces. Ceiling prices for pig 
iron were increased 75 cents per gross ton 
on March 15, 1946, to enable the industry 
to earn its base period return, and to in- 
clude some allowance for expected ma- 
terial cost increases. However, it proved, 
later, that producers of pig iron would be 
considerable hardship by 
increases in the 


placed under 
substantial 


costs of their raw materials. 


retroactive 


Metals prices raised — Effective 
June 3, OPA granted to producers ceiling 
price increases for copper, lead, secondary 
lead, lead scrap materials, primary and 
secondary lead, brass and 
bronze alloy ingots and copper, and brass 
scrap. The price rises, granted to offset 
what OPA termed “steady 


costs, both labor and material, 


antimonial 


increases in 
in the cop- 
per mining and lead mining industries,” 
are: 

Copper—2% cents a pound for copper 
from mines which have granted approved 
wage increases since Feb. 14, 1946. This 
makes the maximum base price delivered 
in carload lots at Connecticut Valley points 
14% cents a pound. Maximum prices will 
remain unchanged at 12 cents a pound for 
copper received from mines not affected by 
approved wage !ncreases. 

Lead—1% cents a pound for primary 
lead at New York with similar increases in 
other basing point prices. This raises the 
price from 6.5 cents a pound to 8.25 cents 
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ACME CORRUGATED FASTENERS 


The Or Household (<7 7h NY. 
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Copper and lead products—By 
another group of price actions, effective 
June 3, OPA has provided compensating 
price increases for brass mill products, 
copper wire and cable, non-ferrous cast- 
ings, metallic lead products made from 
lead or lead alloys, also copper hardeners 
and deoxydizers. Increases in ceiling 
prices for producers’ sales of brass mill 
products averaging about 1.3 cents a pound 
were granted May 1, 1946, to cover pre- 
viously approved wage and allowable cost 
increases, OPA said. However, producers 
of brass mill products cannot absorb these 
increases in copper prices, so it is provided 
that they may add the amount of the in- 


a pound. The price increase for producers 
of brass and bronze alloy ingots averages 
15.52 per cent above present ceilings, and 
the increase for copper scrap, copper alloy 
scrap and brass mill scrap averages about 
15 per cent, With respect to copper and 
lead, OPA says subsidy payments through 
@ premium price plan which has been in 
effect since February, 1942, will be con- 
tinued, to encourage maximum production 
from high cost marginal producers. How- 
ever, the new increases for these metals 
“will make possible a reduction in the 
present subsidy payments of about $7,500,- 
000 a year, in addition to covering in- 
creased wages.” 


BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance. 











DEALERS IN THE UNITED STATES 


Used WET, 
April, 1946, Comparisons 


OAMP or DRY 





April’46 April’46 
0. vs. vs. 
stores’ April’45 March’46 April’46 
1,220 +45 +11 $14,818,864 


1946, $57,464,562; 1945, $42,170,608 
First four months of 1946 showed (1) 36 per cent gain over 1945 


March ’46 
$13,370,137 


April 45 
$10,235,732 








Percent Change 
Apr."46 Apr. ’46 
Number com pared compared 
of firms with with 


States reporting* Apr."45 Mar. 46 
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Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 
CANNOT UNRAVEL. Hidden stitch 
locks each thread. Result: dense, long- 
wearing surface. 

Handsomely put up in red, white and 
blue display bands. Free counter folders. 
INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 

2 Pleces DUET #100 ; ae = 





2 Pieces OUET 75 


7 Pleces DUET 50 
12 Pieces DUET # 25 
nb Tote! Retell Velue......... = 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 


Another Product of 
American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, Sen Francisce & 


Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1868 DEMAND BY BRAND 
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California 
Colorado 
Connecticut 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
lowa 
Kansas 
Maine 
Massachusetts 
Michigan 
Missouri 
Montana 
Nebraska 
New Jersey . 
New York 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
So, Carolina 
Texas 
Washington 
Wisconsin 


+11 
=i 
+2 
+6 
+16 
+11 
+11 
+9 
+20 
+11 
+8 

0 
+20 
+4 
+13 
+17 
+10 
47 
+14 
+2 
+14 
+10 
+9 
417 
415 
+8 
+8 
+9 
+20 


$14,818,864 
177,518 
145,980 
2,377,709 
189,162 
123,820 
334,985 
435,157 
139,580 
903,339 
490,020 


175,274 
113,621 
653,999 
1,100,282 
261,322 
425,888 
1,405,757 





iy Sa 
Los Angeles, Cal. 
Portland, Ore. 

St. Louis, Mo. 

San Francisco, Cal. 
Seattle, Wash. ..... 


+20 
+11 
+21 
+22 
+ 8 
+13 





Note: (1) Includes reports received too late for inclusion in previous monthly totals 
(2) Number does not apply in all cases to the year-to-date figures. Compiled by Bureau of 


the Census, U. 8. Department of Commerce. 
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HEAD YOUR BUYING LIST 


WITH ZIM 


ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 


ZIM JAR OPENER 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 


DELUXE MOD@#L 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 


Leaves entire board for ironing. 
Folds back when not in use. 


VERY SOON NOW... 


we will. supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 


ZIM MANUFACTURING CO. 


Meadquerters fer Lebor-Seving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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crease in copper prices to their maximum 
prices for copper products. For alloy prod- 
ucts. the increase in prices will be deter- 
mined by multiplying the increase in 
copper prices by the- percentage of copper 
contained in the alloy. Manufacturers of 
copper wire and cable and copper alloy 
and copper clad wire and cable also were 
provided with formulas by which they may 
automatically adjust their ceiling prices to 
cover their increased costs resulting di- 
rectly from the copper price mark-up. Pro- 
ducers of metallic lead or lead alloy prod- 
ucts may increase their base period 
“freeze” prices 1.75 cents per pound of 
lead contained in the product, OPA also 
announced. This action, effective June 3, 
will compensate these producers for the 
1.75 cents a pound increase in lead prices. 
Resellers of lead products may pass on 
the dollar and cent amount of the increase 
in the producer’s prices. Manufacturers of 
lead-covered wire or cable, except armored 
cable, are provided with a formula by 
which they may automatically increase 
their ceiling prices for these products to 
cover their higher costs resulting directly 
from recent lead price increase. This OPA 
amendment to Regulation 82 was effective 


June 4. 
* * © 


Other copper products actions | 


—Because of recent interruptions in pro- 
duction of brass mill and copper wire mill 
products, and of copper and copper base 
alloy scrap, CPA has announced that sub- 
stantial government surplus holdings of 
these products will be made available only 
to those industries having an immediate 
need for them, and applying under priori- 
ties regulation 13. Manufacturers of braided 
building-wire and non-metallic sheathed 
cable may continue to sell these products to 
the same chain stores at Zone B ceiling 
prices, regardless of where the stores are 
located, if they did so on the base date. 
OPA thus ruled in recently amending regu- 
lation 82, effective June 5. 


* * * 


Scarcities continue — Labor 
strikes cut deply into copper production in 
April, the Bureau of Mines reports. April 
output totaled 37,285 tons, compared with 
the 1945 monthly average of 64,520 tons, 
and with the 1944 monthly average of 81,- 
046 tons. Strikes in mines and refineries 
long have curtailed copper production. 
Among the industries urgently in need of 
copper are automotive, air conditioning 
and refrigerating, telephone and communi- 
cations, plumbing, building, and radio re- 
ceiving set manufacturing. Although the 
2% cents per lb. increase for copper au- 
thorized by OPA will be helpful in easing 
the copper shortage, it will be many 
months before a sufficient amount is re- 
fined to meet the demands of industry. A 
long time is required to refine copper to 
the purity desired by most manufacturers, 





Combination Cellulose Sponge 
Head and Rubber Squeegee 
Price 59¢ 


Cleans Windows with Less Work. 
A natural sales leader that catches hold 
immediately . . . the Minute WINDOW 
BRUSH does two operations better . . 
by itself. First, the long-lasting DuPont 
Sponge Head rinses, quickly loosens and 
dissolves dirt and grimy film. Then, when 
brush is turned around the combination 
SQUEEGEE wipes the glass surface 
sparkling bright. No muss—chamois and 
cloths eliminated. Prevents hands raw 
frem rubbing. Ideal for any size—pic- 
ture window to casement pane. Many 
other cleaning uses. VOLUME SELLER. 
Instant buy appeal. Brings steady good 
profits. Now is the time to introduce the 
Minute WINDOW BRUSH! 


CASH IN—Stock the 
Complete Minute Mop Line 


Women want and need all the Minute 
Mop handy household helpers. Made 
of DuPont Cellulose Sponge. Each 
item is a stor seller because it saves 
them time and trouble on a burden- 
some, daily cleaning chore. Great 
new Display Stand furnished free 
with 78-piece introductory assortment. 
Ask your jobber or write us today for 
details. 


\ MINUTE MOP CO. 
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and there is unceriainty as to keeping 
miners at work even with the wage in- 
crease awarded them. Lead output has 
been curtailed also by unsettled labor con- 
ditions, especially at mines and smelters 
in the western states, all of which reported 
declines except California, Nevada and 
New Mexico. Domestic lead production 
fell to the lowest level of the year in 
April, the Bureau of Mines reports, total- 
ing 28,881 short tons. This compares with 
1945 production averaging 32,414 tons 
monthly. 
* + * 

Tin cans, glass containers — 
Manufacturers of packers’ tin cans, con- 
densed milk cans and general line cans 
were given a 9 per cent increase over pre- 
ceding maximum prices, in OPA amend- 
ment to price regulation 350, effective 
June 4. Price controls were restored on all 
glass containers, jars and bottles, indus- 
trial and domestic, except liquor bottles, in 
an OPA amendment to regulation 188, ef- 
fective June 8. 

. * . 

Lumber prices — In late May, 
OPA announced a number of ceiling in- 
creases for lumber, and lumber products. 
On May 31, it authorized an average in- 
crease of $5.90 per 1,000 board ft. in mill 
ceiling prices for hardwood lumber pro- 


duced in the south central region. This 
ll per cent increase applies to all such 
hardwood, except construction grades, on 
which prices already had been raised. The 
increases will be paid by final purchasers. 
The new ceilings for No. 1 common and 
select plain red oak would be $65.50 per 
thousand board ft. OPA also raised the 
retail level of northern hemlock lumber by 
about $5.00 per 1,000 board ft, from the 
Dec. 1, 1945, level, and northern white 
cedar shingles on the average about 30 
cents a square, with an increase of about 
85 cents per square for the No. 1 grade. 
Also effective May 31, OPA announced 
mill ceiling increases, which it said aver- 
age about $3.50 per 1,000 board ft., for 
Douglas fir and other west coast lumber. 
Retail ceilings on all oak flooring have 
been raised by OPA to reflect approxi- 
mately the dollar-and-cents amounts by 
which mill prices were increased in a re- 
cent OPA action. Beech flooring produced 
in certain areas and miscellaneous hard- 
wood flooring, such as pecan and gum, 
also are affected. Producers’ ceilings on 
yellow pine peeled fence posts were in- 
creased 20 per cent in an OPA amendment 
to price regulation 324, effective May 29. 
Discretionary ceiling price increases rang- 
ing from $1 to $7 per 1,000 ft. on about 
97 per cent of all railroad switch ties pro- 
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duced in two eastern states were autho- 
rized by OPA, effective June 8. Manufac- 
turers of woodworking and timber work- 
ing machinery were given an interim price 
increase of 10 per cent over base maxi- 
mum prices, as of May 29. Resellers will 
be permitted to increase their prices by the 
same percentage amount by which their 
net invoiced costs are increased. 


Paint—Sales of paints, varnishes, 
lacquers and fillers reported by 680 manu- 
facturing establishments, representing ap- 
proximately 90 per cent of the entire in- 
dustry, have more than doubled in the past 
six years, according to the Department of 
Commerce. Sales for the month of March, 
1946, totaled $64,697,459 as compared with 
March, 1940, sales of $31,592,093. Both 
actual and prospective demand for paint 
is very strong, according to the May Indus- 
try Report on Chemicals and Allied Prod- 
ucts, prepared in the Chemicals and Drugs 
Division of the Department. This heavy 
demand has not been limited to any ex- 
tent by the restrictions on residential, com- 
mercial and industrial construction, the re- 
port states. Manufacturers state that pro- 
duction is being retarded by the severe 
shortages of raw materials. All drying oils 
are very scarce. Free supplies of linseed 
oil, the most important in volume and di- 
versity of uses, are practically nonavailable. 
Many crushing mills have been closed 
down for lack of flaxseed. Pigment pro- 
duction has been mainteained at approxi- 
mately the prewar level, although the 
continued shortage of lead has caused a 
bottleneck in chrome pigment output, and 
has become a serious problem in white pig- 
ment production. Sales of interior paints 
comprise a larger than normal share of 
total paint sales, according to the report. 
February trade sales of paints excluding 
lacquer and other industrial finishes totaled 
$31,277,000 as compared with $17,643,102 
for industrial paints during the same 
month. In March, 1940, sales of these 
paints totaled $13,042,764 and $12,639,821, 
respectively. 

. . . 


Lead — Domestic lead production 
in April dropped to the lowest level of the 
year, the Bureau of Mines recently re- 
ported. Production totaled 28,881 short 
tons, compared with 30,525 tons in March, 
29,520 in February and 32,399 in January. 
In 1945 production average was 32,414 tons 
monthly. 

* 2 @ 


Lumber — Production for the 
month of March totaled 2,576,016,000 
board ft., an increase of 23.8 per cent over 
February and a boost of one per cent over 
March of 1945, the Civilian Production Ad- 
ministration said recently. If the same 
rate of production, adjusted for seasonal 
variation, is maintained throughout the 
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balance of 1946, the total annual produc- 
tion will be approximately 32 billion feet. 
Total 1946 requirements for the veterans 
housing program and other essential needs 
will be about 37 billion board feet. 


















Lumber control extended — On 
June 6, CPA broadened its lumber control 
program to cover the operations of all saw- 
mills. The move is designed to increase 
lumber and flooring setasides by about 4,- 
250,000,000 board ft. annually, in order to 
meet requirements of veterans’ hospitals 
and essential civilian needs, in addition to 
requirements of the housing program. 
Heretofore only sawmills producing at 
least 8,000 ft. of softwood or 4,000 ft. of 
hardwood a day were covered by CPA con- 
trols, these mills producing, however, some 
75 per cent of the total lumber output. 
Expansion of the program brings an addi- 
tional 26,000 small sawmills under CPA 
jurisdiction, affecting the remaining 25 
per cent of the lumber supply. As in the 
case of the larger mills, these smaller units 
now will be required to reserve part of 
their production for priority orders, Lum- 
ber output in March rose to 2,576,016,000 
board ft., only one per cent better than in 
March last year, but a 23.8 per cent im- 
provement over this February. If this rate 
of production continues throughout the rest | 
of the year, annual output will approach | 
32,000,000,000 ft., against a 37,000,000,000 | 
foot demand for essential lumber, CPA 





comments, 
* *¢ * 


Tire supply improves—A predic- 
tion that the tire industry would produce 
66,000,000 passenger car tires this year, 
and be in a position to meet all demands 
early in 1947—with a consequent future 
“softening” of prices—was made May 14, 
by Goodyear Tire & Rubber Co. officials. 
E. J. Thomas, president, said that the tire 
industry may even face a condition next 
year in which capacity would be 70,000,000 
tires against a demand of 60,000,000 or 
fewer. Manufacturers think that the huge 
development of synthetic rubber producing 
facilities during the war will extend the 
long and steady trend toward lower costs 
for automobile tires. John L. Collyer, 
president of B. F. Goodrich Co., said re- 
cently that tire cost per thousand miles has 
decreased more than 70 per in the last 25 
years—from $2.35 to 65 cents. Today’s 
synthetic tire, he said, contains half again 
as much rubber as the tire of 25 years ago 
and gives nearly two and a half times as 
much mileage, but costs the consumer 
about one third less. 


- . * 

Huge growth in record-playing 
—Phonograph record business promises to 
total $100,000,000 a year in retail sales. 
Some 90 new companies have entered the 
record-producing field in the past few 
years and even stiffer rivalry is in pros- 
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Statistics show that rural families want clean safe pasteurized milk, free 
of milk-borne diseases. Now, milk can be pasteurized properly at home. 
The SAFGARD Home Pasteurizer is so easy to operate, so economical 
to buy that no farm home can afford to be without it. 

Two-gallon capacity . . . automatic, electrically operated heating 
and timing controls...agitator that keeps milk at uniform 
temperature ... simple, rugged construction. 
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Master workmanship 
has shown itself in all 
fields of endeavor... 
from the deep past, that 
no man remembers ...to 
this modern streamlined 
era. 4 

During the last war this 
workmanship was evi- 
dent, as is pictured here. 
And today at KAYLAN 
CUTLERY it again ap- 
pears. For proof of this 
statement, write for 
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WRITE FOR CATALOGUE - 237 WOLF ST. SYRACUSE, N.Y. 














FLASHLIGHT 
BATTERIES 


Backed by SOLAR’S reputation for top- 
flight quality. SOLAR flashlight bat- 
teries are precision made, of the finest 
Alrican Manganese, purest chemicals 
and single piece seamless zinc shells 
which prevent leakage. Packaged in 
handsome, colorful, eye-appealing 
labels, SOLAR flashlight batteries are 
solid year- round repeat sellers. Dis- 
play them — you'll sell them! 


WRITE FOR BULLETIN E 


SOLAR ELECTRIC CORP. 


WARREN PENNSYLVANIA 





SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N.Y. 
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SIZE MAR/KED 


PUMP LEATHERS 


Short of Clerks? 


The shorp, clear sixe-merkings on all 
Simplex pump leathers speed up sales and 
prevent mistakes and exchanges. 

Solve your soles clerk problem with 


quickly sold Simplex pump leathers. They 


help both dealer and customer. 


Ask your jobber or write 
us for price list. 





pect as additional radio set manufacturers, 
motion picture companies and radio net- 
works complete their plans for launching 
new major record companies. The industry 
produced 156,000,000 records in 1945 and 
Americans spent $80,000,000 on records 
last year. Industry members think that 
200,000,000 units is a probable achievement 
for 1946. Record sales stimulate sales of 
phonographs, radio-phonograph combina- 
tions, and accessories, especially needles. 
Gross sales of permanent point needles 
alone reached $12,000,000 in 1944. The 
market for record playing units has grown 
so rapidly that radio manufacturers find 
themselves today confronted with a demand 
for radio-phonograph combinations, little 
short of phenomenal. While production of 
record-playing units doubled in each of 
the last two pre-war years, in 194] approxi- 
mately 1,700,000 combination sets were pro- 
duced, or only 13 per cent of the total 13,- 
000,000 radios produced that year. To meet 
the tremendous current demand for play- 
ers, radio manufacturers are putting in- 
creasing percentages of their production 
(frequently 50 to 80 per cent) into radio- 
phonograph combinations. 


Farm machinery—Production in 
April continued at the relatively low 
March production rate, reflecting the ef- 
fects of the current coal shortage and other 
strikes, the Civilian Production Adminis- 
tration announced recently. While the 
April production of $48,591,534 was vir- 
tually unchanged from the March figure 
of $48,591,809, there were wide variations 
from the previous month in the production 
of individual farm machinery products. 
The April production figure, however, is 
12.6 per cent below the total production of 
$55,611,865 in April, 1945. The greatest 
production drop was recorded in wheel- 
type tractors which decreased 20.5 per cent 
to $7,947,090 from $9,999,120 in March. 
Unit production of tractors declined to 11,- 
825 units compared with 14,901 in March, 
12,503 in February, and 22,342 in Jan., 
1946. Other major decreases were shown 
in planting, seeding and fertilizing equip- 
ment, which dropped to $1,132,039, a de- 
crease of 23.4 per cent from the $1,477,801 
March total, while the production of re- 
pair parts decreased 3.3 per cent to $11,- 
305,693 from the March total of $11,694,- 
507. Increases in the heavy types of farm 
machinery included an 18.9 per cent up- 
turn in harvesting machinery, a 57.8 per 
cent gain in haying machinery and a 42.1 
per cent jump in machines for preparing 
crops for market or use. These increases 
in production of heavy types of farm ma- 
chinery as compared with March, 1946, 
may be misleading because the production 
of these items in April show substantial 
decreases from production figures for 
April last year. Production of lighter farm 
equipment items continued the uptrend of 


the past few months. Small increases were 
made in the production of farm pumps and 
irrigation equipment, dairy farm machinery 
and equipment and barn and barnyard 


equipment. , 
. . . 


. Building materials — Substantial 
gains in the production of six major con- 
struction materials were shown in March 
and the first quarter, says the Department 
of Commerce. However, March production 
of other key materials showed the effects 
of the coal shortage and deficiencies of 
labor and raw materials. Gains in the 
first quarter and March were achieved in 
lumber, common and face brick, struc- 
tural clay tile, cement, asphalt roofing and 
gypsum board. Affected in March by the 
coal shortages and other dislocations were 
steel, paving brick, metal housing mate- 
rials, plumbing fixtures and heating equip- 
ment and accessories. A report by the 
department’s construction division predict- 
ed April and May declines, because of 
labor interferences, in production of some 
materials which showed gains in the first 


quarter. 
ee 6 ¢ 


Warm-air heating—Factory ship- 
ments of warm air furnaces in the first 
quarter totaled 124,553 units, showing an 
increase of 50,284 over the number shipped 
in the corresponding period last year, ac- 
cording to the Bureau of the Census. Of 
the total, coal burning furnaces amounted 
to 78,781 units, oi] burners, 10,532, and 
gas burners, 35,240 units. In the compara- 
tive 1945 period there were 64,533 coal 
units, 2,315 oil, and 7,421 gas burners 
shipped. April 1 inventories showed 13.- 
037 solid fuel warm-air furnace pnits on 
hand at the factories. By a recent action, 
OPA raised ceilings of manufacturers and 
resellers of low pressure steel boilers an 
additional 7.9 per cent, revising price 
regulation 591, to this end, effective June 
5. 


Resilience despite handicaps — 
While CPA Administrator Small has said 
that “the coal strike and other work stop- 
pages had set back the output of automo- 
biles and other consumer goods by at least 
three months, and had cost the country 
close to $2,000,000,000 in lost production, 
not counting the Inss ot wages to the mil- 
lion-odd workers it made idle,” still this 
gloomy note was in sharp contrast to the 
rest of the Administrator’s recent report. 
This told of record eonsumer goods pro- 
duction in April, before the full impact of 
the coal stoppage was felt. In some prod- 
ucts, among them tires, men’s suits, elec- 
tric irons and vacuum cleaners, American 
industry in April surpassed even peacetime 
records. Postwar peaks were reached in 
production of automobiles, trucks, women’s 
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Get that Screw 
én STRAIT 


SELF CENTERING 
PUNCH 


Spring 
Action ! 
Help the carpenters build 10 million 
homes. 

Tapered to fit the hinge. 

Made of hardened steel. 

Sold thru Hardware Wholesalers. 


Electros & catalogue sheets free. 
Each doz. has a display card. 
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Sharon 


SOCKET SET SCREW 
and WRENCH ASSORTMENT 
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' ALLOY 
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@ This popular, fast-selling assortment 
contains a wide selection of 330 heat 
treated alloy steel pieces in attractive 

+ di r si ?. = k * Com- 
pact stock has high profit margin, re- 
quires only small investment. Order 
direct or from your jobber. Quick re- 
fills available. 


Sizes: 3/16 x 1/4 to 3/8 x 1/2 
With wrenches to fit. 


Sharon Gut aud Spheus Co 


BOSTON 10, MASS. 
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hosiery, refrigerators, stoves, radios and 
sewing machines. 


* * % 


April achievements—Total value | 


of manufacturers’ shipments in April was 
$9,700,000,000, according to a Department 
of Commerce statement. With the excep- 
tion of iron and steel, and the food and 
apparel groups, all major industries con- 
tributed to the increase. 

Some CPA details as to the month are: 

Automobiles—Production jumped 67 per 
cent over the March level to a new high of 
150,000 passenger cars. March output 
totaled 90,000. 

Tires—Output for passenger cars rose to 
5,600,000, a 4 per cent gain over March. 

Refrigerators—April shipments climbed 
to 143,000 units, a new high since V-J day, 
and 34 per cent above March shipments. 
Production still was only 46 per cent of the 
pre-war rate. 

Washing Machines—Deliveries shot up 
177,000 units, a 51 per cent gain over 
March shipments. April shipments were 
about 12 per cent higher than the prewar 
rate, 

Vacuum Cleaners — April shipments 
reached 174,000 units, up 8 per cent from 
March and 12 per cent greater than the 


| pre-war monthly rate. 


Sewing Machines—28,000 were shipped 
in April, about the same as in March. De- 
liveries were 43 per cent of the pre-war 
rate. 

Electric Stoves—Shipments totaled 23,- 
000, about the same as in March, but up 40 
per cent over February. 

Gas Stoves—Deliveries were up 19 per 
cent to 152,000 units, the largest number 
shipped in any month since the war ended 
and 22 per cent above average monthly pro- 
duction in 1939. 

Radios — Shipments remained approxi- 
mately the same as in March—about 1,000,- 
000 sets, 33 per cen above February de- 
liveries. April shipments were 91 per cent 
of the pre-war rate. 

. 7 * 


Television coming nearer — Ac- 
cording to a Federal Communications 
Commission survey, the long-awaited post- 
war television sets will begin making their 
appearance in dealer showrooms in late 
June or early July. The Commission finds 
that 85 manufacturers plan to market 
114,312 television sets within seven months. 
Although estimates vary, there are said to 
be approximately 8000 television receiving 
sets now in use in the United States, the 
majority of which are in the eastern states 
around New York City. 

e+e 


The tire situation—Repeated in- 
terruptions in the flow of supplies of some 
2000 materials used in the manufacture of 
tires is the only bar to record production 
of 85,000,000 to 90,000,000 tires per year, 
says John L. Collyer, Goodyear president. 


shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 


Principal Products Include: 
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Inland 4-Way Floor Plate * Mechanical Tubing 
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JOSEPH T. RYERSON & SON, Inc. 
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NEW HORN 
Barb-Reeler 


Year 
Round 
Profit 

Item 


Every farmer is a prospect for the 
Horn Barb-Reeler, This new farm 
item lays wire along a fence line 
like pushing a lawn mower. Helps 
do fencing jobs quicker and 
easier. Lessens possibility of torn 
clothing or gloves . . . does away 
with hazard of bodily injuries. 
Sturdy, steel construction, built 
to last. Fence building is a year 
‘round job; the Horn Barb- 
Reeler, year ’round sales-builder. 
Get details from your distrib- 
utor, or write us for descriptive 
folders. 
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MANUFACTURING CO. 
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PATENT CEREALS COMPANY 
GENEVA, N. Y 


| Mr. Collyer told members of the Adver- 
tising Club of Boston that, although Ameri- 
can rubber consumption for the March 
quarter was 46 per cent ahead of 1940, 
sharp reduction in operations and the ac- 
companying lay-off of tens of thousands of 
workers may be forced “if suppliers do 
not get back into full production very 


| soon.” 


Cotton outlook—High cotton ex- 
ports, plus indicated domestic consump- 
tion, will leave the United States with a 
| carryover of only about 7,500,000 bales, 
| the lowest since 1937, the Department of 
Agricultures bureau of agricultural eco- 
nomics estimated last week. Its final esti- 
| mate of the 1945 crop is placed at 9,015,- 
000 bales (last year 12,230,000 bales), the 
smallest crop since 1921, while the con- 
sumption, domestically is estimated at 
9,100,000 bales. Furthermore, the entire 
world may be facing a tight supply situa- 
tion in cotton, because of the smallest 
international crop in 20 years and a reduc- 
tion from pre-war levels of 30 per cent, 
according to the Department of Agricul- 
ture. The 1945-46 world cotton crop is 
estimated at 21,650,000 bales, the smallest 
output since 1923-24, and 12 per cent be- 
low last year’s production. The drop, of 
course, is mainly the result of the smaller 
production in the United States. 


* * * 





General Electric lines — General 
| Electric Co., leading appliance manufac- 
| turer, reports that its home product divi- 
| sion is far behind its planned rate of pro- 
duction as a result of strikes, shortages 
}and problems attendant on reconversion. 
| It believes its experience is typical of that 
| of the appliance industry as a whole. Nine 
| of its twelve appliance plants are now op- 
erating, but the nine are working on an 
average of only 60 per cent of the planned 
rate, with some rupning as low as 25 per 
cent. How disappointing this is, can be 
seen in the fact that original plans called 
for production in 1946 to be only 60 per 
cent of the highest possible rate, which 
was scheduled to be hit in 1947. Capacity 
of the company’s plants, if they could be 
run “full speed” was estimated to be from 
two to ten times the 194] production, de- 
pending on the product. The biggest up- 
swing is expected on relatively new prod- 
ucts, such as the dishwasher and the elec- 
tric blanket. A breakdown by products 
reveals that refrigerators were being turned 
out since the war’s end at 93 per cent of 
schedule, washers at 84 per cent, “dis- 
posalls” at 40 per cent, dishwashers at 23 
per cent and ranges at 72 per cent. Other 
items showed the following percentages: 
Water heaters, 78 per cent; fans, 95 per 
cent; vacuum cleaners, 57; clocks, 85; 
irons, 91; roasters, 20; broilers, 22; toast- 
ers, 23; waffle irons, 24; coffee makers, 





88; heaters, 83; heating pads, 66; bian- 
kets, 24; grills, mixers, and heat appli- 
cators, 0, and heat lamps, 6. Home freez 
ers and ironers are not yet scheduled for 


production. 
* - * 


Large commercial exports— hie 
U. S. Commerce Department reports that 
the nation’s commercial exports during 


March—those other than UNRRA, lend- 


* lease and government shipments—had the 


highest value since Jan., 1921. The March 
value was 586 million dollars, an increase 
of 118 millions over February. Total ex- 
ports, including UNRRA, lend-lease and 
government shipments, were 816 millions 
in March compared with 671 millions in 


February. 
* . * 


The price indices—On June 5, a 
new “high” for 1946, and since pre-war 
days, was reached by the Associated Press 
wholesale price index of 35 commodities, 
at 120.16 per cent of the 1926 “par.” A 
month ago this index stood at 117.13; a 
year ago, at 108.56 per cent. Most of the 
things that make up the average family 
budget now cost more than 50 per cent 
higher than they did the day the war 
started in Europe, the Bureau of Labor 
Statistics said recently, adding that: “Food, 
clothing and house furnishings costs, 
which represent 57 per cent of the budget 
for wage earners and moderate income 
workers, in large cities, are now a little 
over 50 per cent higher, than in August, 
1939.” The Bureau’s consumers price in- 
dex now stands at 130.9 per cent of the 
1935-39 average, and 3 per cent above the 
average a year ago. In recent contrast, 
the general level of farm prices declined 
one point in the month ended May 15, to 
211 per cent of the 1909-14 average, ac- 
cording to the U. S. Agriculture Depart- 
ment. Much greater than normal Spring 
season declines in prices of truck crops 
overbalanced sharp increases in prices of 
grains and moderate increases in other 
commodities. The index of prices paid by 
farmers for non-farm products and services 
was reported at 192 per cent of the 1909-14 
average on May 15, compared with 180 per 


cent a year ago. 
ot * * 


When will the peak come? — 
Commodity prices will reach their peak in 
the first half of 1947, when they will be 15 
to 20 per cent above current levels, A. W. 
Zelomek, president of International Sta- 
tistical Bureau, Inc., asserted in an ad- 
dress prepared for the recent convention 
of the National Association of Purchasing 
Agents. “I’m not inclined to pick the last 
half of the year,” he said. “Price ad- 
vances are coming a little too rapidly. 
Every advance of 10 per cent adds about 
$10,000,000,000 to the value of supplies. 
Add one or two advances of that sort to & 
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DECOYS 





SELL THEMSELVES / 


No gadgets, no flimsy or untried ma- 
terials . . . wood decoys of proven 
dependability. 


“Light — Tough — Durable.” 


PADCO Decoys will bring hunters | 


into your store. They're master shaped 
and hand painted in natural dimensions 
and colors. Only Tupelo and Pop Ash, 
cork-like from the 
River” swamps — plus especially 
manufactured and tested paints—are 
PADCO Decoys. They're 

Mallards, Black 
Ducks and Blue Bills, in three grades: 
Supreme, Topflight and Standard 

4 


woods 


used in 


made in Pintails, 


Attractive dealer discounts 


PASCAGOULA DECOY CO. 


PASCAGOULA, MISSISSIPPI 


Other PADCO Products .. . 
Paddles — Boat Oars — Duck Boats 


FREE Catalogue — Send Coupon! 








PASCAGOULA DECOY COMPANY A-6-46 


PASCAGOULA, MISSISSIPPI 

Gentlemen 
Please send PADCO Products catalogue 

Name 

Address 


City State 








“Singing | 


rapidly expanding unit volume of produc- 
tion, and you have a major increase in the 
value of supplies. 

“I’m thinking about another factor, too. 
That is the attitude that the public will 
take next January and February, after the 
holiday shopping period. I shall be very 
much surprised if the public does not 
spend freely and carelessly next Christmas. 
I believe the first quarter of 1947 will be 
an important testing period for consumer 
| demand. 

“I shall not be surprised if there de- 
velops at that time a marked resistance to 
poor quality and high prices.” 

Mr. Zelomek predicted the termination 
of the commodity price inflation might well 
happen “overnight.” 





Many new businesses started— 
The U. S. Department of Commerce re- 
ported June 2, that 695,000 new businesses 
were started in the last two years, while 
295,000 established firms discon- 
tinued. The net increase brought the total 
number of business firms in the nation to 
3,235,000 at the start of this year. Over- 
all figures on the number of enterprises, 
and those for most industries, were de- 
scribed as “not out of line,” but the de- 
partment dropped cautionary hints on 
“inflated values” in the sales of businesses 
and on the prospects for failures if the ris- 
ing trends continue in some lines. The 
rise was attributed in part to reversal of 
the causes of decline during the war—the 
release of men from the armed forces and 


were 


return of war workers to their home com- 
munities. It was also brought about, the 
department said, by “general business op- 
timism, the gradually increasing supply of 
civilian goods, and the large amount of 
liquid savings held by prospective busi- 
nessmen. Today, interest has shifted to 
the rising number of new enterprises, and 
fear is being expressed that many may be 
| ill-advised.” 





* * * 


Wildlife institute established— 
Wildlife devotees the nation look 
hopefully toward the new Wildlife Man- 
agement Institute for an extensive program 


over 


|on restoration and wise management of 


wildlife resources. Headed by Dr. Ira N. 
Gabrielson, former director of the United 
States Fish and Wildlife Service, the insti- 
tute has established headquarters in Wash- 
ington and organized a field staff to co- 
operate with other conservation agencies 
to put proper game management methods 
into effect on private and public land. 
These field representatives will concentrate 
first on the development of better living 
conditions for upland game and migratory 
birds. Field work will be gradually ex- 
panded, Dr. Gabrielson said} to include 
all possible plans for the restoration and 
maintenance of wildlife. 








Expect shorter hunting season 
—As forecast recently by other sources, 
the U. S. Interior Department now reports 
a decrease in the duck population from 
125,350,000 to 80,000,000 in the last two 
years, and expects that this may force a 
shorter wild fowl hunting season or a 
reduced bag limit. What the department 
viewed as this “alarming and drastic” de- 
crease in American wild fowl has occurred, 
while the number of hunters has increased 
from 1,169,362 to 1,686,369. 


Retail trade still gaining—In 
the final May week, retail sales for the 
nation continued to rise despite the influ- 
ence of the rail strike, and were 22 to 26 
per cent ahead of the corresponding week 
a year ago, according to Dun & Bradstreet. 
Department store sales in April rose 52 
per cent over the corresponding month last 
year, according to the Federal Reserve 
Board. For the first four months, sales rose 
23 per cent over the corresponding 1945 
period. The 63.1 per cent gain in Sears, 
Roebuck sales for May—to a total of $126,- 
352,643—-was traceable to increasing avail- 
ability of “hard” line merchandise unob- 
tainable during and immediately after the 
war, Fowler B. McConnell, president states. 
Sears’ cumulative sales for the period from 
February through May increased 51.8 per 
cent over the corresponding period last 
year. Montgomery Ward & Co. reported 
that net sales in May increased 63.3 per 
cent to $85,064,892, the highest May vol- 
ume on record. Sales in the four months 
ended May 31 also set a new high, and 
increased 40.2 per cent over the corre- 
sponding 1945 total. 


* * “ 


May employment gains — The 
number of employed rose to 55,320,000 
during May, the U. S. Census Bureau has 
estimated. This 770,000 increase over April 
was attributed entirely to seasonal expan- 
sion in agriculture. Non-agricultural em- 
ployment failed for the first time in two 
months to show a large-scale increase and, 
in fact, remain unchanged at about 46,- 
500,000, the bureau said, adding that work 
in this field was “affected by the nation- 
wide coal strike.” The number of unem- 
ployed, which had declined sharply the 
previous month, was unchanged in May at 
2,310,000, including 930,000 veterans. 


* * ~ 


Building awards up—May con- 
struction was valued at $814,000,000, up 
15 per cent from April and 109 per cent 
from May, 1945, says the U. S. Department 
of Commerce. All types of construction 
followed the normal seasonal trend, show- 
ing increases. Privately financed residential 
construction was valued at $290,000,000. 
This excluded farm buildings, trailers and 
conversions. It was six times the value of 
such construction in May last year, and 
represented a rise of 16 per cent from 
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SURE SALES 


By STOCKING and DISPLAYING 
THE NEW & EASY WAY .- 
To ASSEMBLE—STORE—TRANSPORT 

CARPENTERS SAW HORSES 


or Banquet and Display Tables 





“CARPENTER’S HELPER” 
24 inches high or 29 inches high 
DEALERS—JOBBERS—DISTRIBUTORS 


Write for information 


FACTORIES OUTLET CO. 
408 S. Michigan St. South Bend, Ind. 





SHIPMENTS PROMPTLY 

















Show Them How 


CHICAGO LOCKS 
Lock BOTH SIDES of Shackle 


—and you'll make a 
Quick, Easy Sale 


Every time! You bet—for when 
customers SEE the “Double 
Locking — Double Security" 
CHICAGO Locks give them— 
they buy on sight! Investigate. 


There's a “CHICAGO” 
Lock for Many Needs 


Padlocks. ‘Ace’ Locks, Cylinder 
Locks, Single, Double Bitted Lecks 
for Burglar Alarms and Airplanes. 





Drawer Lock No. 1970 
Shown Half Size 


CHICAGO LOCK CO. ener 


Cut Open View, Actual Size 
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NOW-PIPE JOINT 
COMPOUND 


Ta Silda lai 








TH 4 FOR ALL THOSE PIPE INSTALLATIO™ 
' AND REPAIR JOBS 
NO LEAKS! 
Just rub 3 or 4 strokes Always Ready For Instant Use 
Scronts ont tthe ovat ECONOMICAL 
| ae HANDY... CLEAN 


















Tested and Fully Av- 
»\ .proved by Independ- 
ent Laboratories 
and Industry. 
NO MESS 


NO BRUSH 
NO WASTE 


Note these 


oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 


% Lubricates and completely ASK YOUR 


seals pipe joint threads, — 
nuts, bolts, gaskets, turn- wrire 


buckles, etc. 


%& Contains no lead. Contains no in- 
jurious ingredients. 








TO INCREASE — , 
| 


PHOENIX HAMMER SALES 


The perfect balance of the new Phoenix Deluxe hammer is an 
important sales feature that you can easily demonstrate: simply 
place the claw on a flat surface (see illustration) and the ham- 
mer will balance at a 45° angle. Here’s proof positive of the 
fact that the Phoenix Deluxe is an easy-swinging hammer, 
designed .to cut down hand fatigue. But, this is just one of 
the many sales-building features of this fine quality hammer. 
Others include: 

e Drop forged precision heat treated head. 

e First grade hickory handle, hermetically sealed. 

e Nail shank sripping claws—do not mar nail head. 

e Fully buffed and polished head. 

e Improved grip prevents hand fatigue. 
This top line hammer will be on your best seller list from the 
minute it hits your counter. Ask your jobber about the new 
Phoenix Deluxe Hammers today. 

NOTE: Phoenix also makes a line of Drop Forged Ball Pein Hammers 


‘PHOENIX MANUFACTURING COMPANY 





CATASAUQUA, PA. JOLIET, ILLINOIS 
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SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., MEW YORK 57, N.Y. 








TROY 
BEST 


FILE HANDLE. Assures better workmanship and 
safety to user. It can't split. 


Ba 
FILE CARD—+<leans files, taps and dies quickly and 


thoroughly. 
HOG SCRAPERS—Single or double end. 


TROY FILE WORKS 
Trey, Est. 1831 N.Y. 


| ean give im- 


| ery on Durham’s 











[ALUMINUM ICE CUBE TRAYS 


Immediate 
Delivery 
Popular 
Sizes 
Write for prices 
Mention your 
NOTE NOTCH 


FOR INSTANT RELEASE jobber 


EDISON COOLING gt a 
310 E. 149th St. New York 51, 











( WERE'’S wuar \ 
FOLKS NEED 


to repair walls, floors, 
farnitare, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... jast 
mix with water aad 
ase. Will not shriak. 
Sticks and stays pat. 


WILL MOT _— 
STICKS AND STAYS 








mediate deliv- 


Rock-Hard Water Putty. 
Packed twelve 1-Ib. cans 
or four 4-Ib. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 


The PLASTIC Repair Material 
in POWDER Form 


NU-WAY 
- Calf & Cow 
WEANER 








) SELLS ON SIGHT | 
PATENTED 
BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast to coast 
Jabs the Animal Weans Yhem the 
Doing the a Humane Way 
An Item That Repeats — 
SEE YOUR JOBBER 
AUSTIN MFG. CO., ROUND GROVE, ILL. 





Gripper Clips 


Registered U. BS. Pat. Ofice 


Es 


INC. 
U.S.A. 


I1BSON GOOD TOOLS, 
268 Creage, Mass., 


. 
re 











Yor baioraes Pe 


LEVER 


screw - HYORAULIC 


Jacks 
Templeton, Kenly & Co. 


Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


LEATHER 
AND 
SADDLE SOAP 


A Money 3 
Maker for You 
For use on all leather except 


suede. 
POLISHES 


CLEANS 
SOFTENS PRESERVES 





Packed in 6-oz., 12-02. & 5-lb. Cans 


ASCO CHEMICAL CO. 


641 Lexington Ave., Brooklyn 21, N. Y. 





Remember When It's 
STOVES 


Oil—_Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 
DAVID B. TAYLOR CO., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 











WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 


Wood Products Division 


MAINE§INDUSTRIES COMPANY 
General Offices - Bangor, Maine 

















Order Monday—Get it Friday! 
REFRIGERATOR & 
APPLIANCE TRUCK 


Handeo All Steel 
Trucks with extra wite : 3] 995 
nese and 13 

strap; Rubber A 

600 ‘b. cap; Height 

47°; S$ a 3 wtneh: 1” tube steel 
frame: Roller bearings: Easy roll- 
ing. For medium size 


‘FAST SELLERS! wg |. 
| rn 


GRAN 


STANDARD 
SAFETY DOOR HOLDERS 
Schools, 





and refrigerators one for all 
Not — ied. 


Return 
express collect if not highly useful 
. 1% 10 days. Order 

NDEES CO., Dept. RG!, Bleom- 
ington, 1. Clip this. 





Bol! 
—¥ @ sizes. Bend for 7 ‘lustrated bulletin 
and free display offer. 
GRAND SPECIALTIES CO. 
3130 W. Grand Ave., Chicage 22, Ill. 








AMERICAN SHEARER MFG. CO wasaua 


COMPONENT PARTS 


ELECTRICAL | APPLIANCES 


CORD SETS 
TAPS & PLUGS 


REPLACEMENT ELEMENTS 
NICHROME ITEMS 


Send For Circular H 


HRARBET M’F’6G Co. 


ELECTRICAL PRODUCTS 
3349 THIRD AVE. NEW YORK 56, N. Y. 























FOLDING 


CHAIRS 


Upholstered and 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y. 














TWIX 


Nailclip 


Precision made 
Hardened and ground 
Drop-hammer design 
Immediate delivery 
Twix Manufacturing Co. 
40-09 21st St. Long Island City, N. Y- 
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April. Non-residential construction, pri- 
yately financed, likewise was valued at 
$290,000,000, up 11 per cent from the pre- 
ceding month. It was four times as great 
as that of the corresponding month last 
year. These figures were for construction 
put in place, not for work started. Hence, 
the figures were not affected by CPA’s 
construction control order. In the latest 
May week, civil engineering (so-called 
“heavy”) construction awards, in the con- 
tinental United States, rose to a 5'4-year 
high, and private building hit a new 16- 
year top, according to “Engineering News- 
Record.” 


Ba os oe 


Crosley sales—Net sales of the 
Crosley Corp., Cincinnati, Ohio, for the 
first quarter of 1946, were $4,932,680. 


* * ae 


Motorola sales—Galvin Mfg. Co., 
Chicago, Ill., makers of Motorola radios 
and communication equipment, announced 


that 1945 sales were $67,896,000. 


aa cod ” 


U. S. “Commercial” exports — 
United States “commercial” exports (ex- 
ports other than UNRRA, Lend Lease or 
United States Government shipments) 
amounted to $586,000,000 in March, 1946, 
the highest total since Jan., 1921, when the 
corresponding figure was $654,000,000. The 
value of such exports in March was $118,- 
000,000 above the Feb., 1946, total of 
$468,000,000. Total United States exports 
amounted to $816,000,000 in “March as 
compared to $671,000,000 for the month of 
February. 


* * * 


Domestic cooking appliances— 
Production of domestic cooking appliances 
during February was 25 per cent lower 
than in January, according to a report 
released by the Bureau of the Census. 
Shipments were 24 per cent lower in quan- 
tity and 16 per cent lower in value. Dur- 
ing February 272,082 units were produced, 
and 269,400 units, valued at $11,141,128, 
were shipped. This compares with January 
production of 361,959 units and January 
shipments of 354,394 units valued at $13.,- 
114,234. Production of gas appliances to- 
taled 124,568 units, a decrease of 18 per 
cent during February. Shipments during 
February decreased to 121,404 units valued 
at $5,968,738 from the 145,644 units valued 
at $7,171,367 shipped during January. 
February. production of appliances de- 
signed to burn liquid fuel was 51,087 
units, a decrease of 45 per cent from Jan- 
uary. Shipments decreased to 49,815 units 
valued at $853, 646 irom the January 
figure of 87,171 units valued at $1,598,211. 
Gas appliances represented 46 per cent 
of the total number of appliances produced 
during February. Appliances for burning 
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liquid fuel accounted for 19 per cent; coal 
and wood ranges and cook stoves, 12 per 
cent; combination ranges, 3 per cent; 
electric ranges, 7 per cent; and portable 
and drum ovens, 13 per cent. Data on elec- 
tric ranges, coal and wood ranges, com- 
bination ranges, and portable and drum 
ovens also are included in the release. 
Production of water heaters (except elec- 
tric) during March amounted to 141,080 
units, an increase of 22 per cent over the 
115.365 units manufactured in February, 
according to a report released by the 
Bureau of the Census. Factory shipments, 
likewise increased; the number of units 
shipped in March was 138,085, an in- 
crease of 23 per cent from the 111,816 
water heaters shipped in February. The 
value of shipments increased to $3,852,649 
from $2,915,722 in February. Factory in- 
ventories of water heaters on March 31, 
1946, were 30,253, an increase of 2680 from 
the Feb, 28 stocks. Inventories have in- 
creased each month since September, 1945, 
when factory stocks were only 13,413 units. 
Activity in range boilers during March 
showed a sharp increase over the low levels 
of February, but was still considerably 
below the 1945 average. Production in- 
creased 53 per cent to 54,022 units from 
35,329 in February; shipments amounted 
to 42,964 range boilers valued at $378,510 
as compared with 34,836 units valued at 
$314,030 during the preceding month. 


* * ar 


Domestic heating stoves—Pro- 
duction of domestic heating stoves during 
February was 16 per cent lower than in 
January, according to a report released by 
the Bureau of the Census. Shipments also 
decreased during the month, dropping 24 
per cent in quantity and 15 per cent in 
value. During February 239,110 stoves were 
produced, and 231,214, valued at $4,129,- 
863, were shipped. This compares with 
January production of 285,574 units and 
shipments of 305,618 units valued at $4.- 
837,122. Coal and wood stoves represented 
44 per cent of the total number of domestic 
heating stoves produced during February. 
Gas stoves and stoves designed for burning 
liquid fuel each accounted for 28 per cent. 
The 105,803 coal and wood stoves produced 
in February represented a decrease of 29 
per cent from January. During the same 
period, shipments decreased to 106,414 
units valued at $1,570,478 from 152,267 
valued at $1,835,990 in January. Produc- 


tion of gas heating stoves increased 2 per | 
cent to 65,735 units in February. However, | 


shipments decreased to 60,018 units valued 
at $690,213 from the 76,074 valued at 
$753,725 shipped in January. Production 
of heating stoves designed to burn liquid 
fuel decreased 7 per cent to 67,572 units. 
Shipments decreased to 64,782 units valued 
at $1,869,172 from 77,277 valued at $2,247,- 


407 shipped in January. 














New! A modern sure 
cure for condensation 
drip from cold water 
pipes. 

Pliable, cork-filled No- 
Drip Tape forms a tight- 
fitting sealed jacket 
around pipes—eliminates 
hazardous wet floors, 
makes idle space usable. 
Quick, EasytoWrap on 
No tools needed. Covers 
joints as well as 
straight pipes. 
EFFECTIVE IMMEDIATELY 


Roll,enough for $4 2 
7 ft. of vat nine 1 5S 
Wigher West of Reckice and Canede 


Advertised in Saturday Evening Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


IMMEDIATE DELIVERY 
Get NoDrip Tape from your Jobber today 
J. W. MORTELL CO., 207 Burch $t., Kankakee, Ill. 








THIS IS NEW! 









*Trade Mark Registered U. S. Pat. Off. 


Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


_ NOVELTY 
APPEAL 





retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 


doz. in glassine envelopes with 


screws. | doz. of each number 





REFLECTO LETTERS CO. 


41) EAST 101st ST., NEW YORK 29, N. Y 









“Easydo” Clothesline Reel 


Reel is a steel rod frame, at each side 
of which is a plastic-gripped handle which 
revolves to allow winding of clothesline. 
Loose ends are tucked into a lock device 


on one of the handles so clothesline will 
not become loose from reel when not in 
use. Constructed of heavy gage steel rods, 
chrome-plated to prevent rusting. Light in 
weight. Cross rods are spot welded and 
rod ends are tapered to prevent possible 
scratching or cutting. Can accommodate 
200 ft. of standard clothesline. Suggested 
retail selling price is 59 cents. Mid-West 
Metallic Products, Inc., 1652 Rockwell 
Ave., Cleveland 14, Ohio. 


Insulation for 
Cold Water Pipes 


Mystik Self-Stik “Dri-Pipe”’—said to 
stop sweating and dripping from cold 
water pipes easily and quickly. Patented 


insulation which permanently prevents 
condensation under warm, humid condi- 
tions by forming a sheath-like jacket 
around the pipe, according to the manu- 
facturer. Insulation is simplified by the 


“Self-Stik” edges on the product with 
which it is fastened lengthwise to the 
pipes. Outer backing is a moisture-proof, 
resinous-coated cloth which is said to pre- 
vent dampness from damaging the soft, 
pliable insulating material. Mystik Adhe- 
sive Products, 2635 N. Kildare Ave., Chi- 
cago 39, Ill. 


Combination Fishing 
Rod and Reel 


“Benson” combination rod and reel 
made of a special flexible material. Simple 
construction and automatic thumbing ac- 
tion which is said to eliminate backlash. 
Reel rotation is controlled by the length of 
the cast and stops when the bait strikes 
the water. Maker states that the rotation 
of the reel expels the water and free wrap- 
ping action in winding dries the line 
quickly without necessity of removing it. 
Reel said to play out the line at uniform 


-_ ed 





speed throughout the cast, regardless of 
the weight of the plug, without reel over- 
run. Carrying case is supplied with rod 
and reel. Kaufman Mfg. Co., Manitowoc, 
Wis. 


All-Steel Weed 
Puller 


Lightweight, scientifically balanced hand 
weeder made with a hardened tool steel 
blade and finished in brightly colored 
baked enamel. Ready for immediate deliv- 
ery. Western Washer & Stamping Co., 
2111 E. 5lst St., Los Angeles. 


“Astor” Electric 
Broiler 


Mirror-polished, spun aluminum which 
will not rust or peel. Maker states that it 
is a complete kitchen unit under one cover. 


‘ 


Suggested retail selling price is $17.45. 
Company also manufacturing an electric 
stove to sell for $4.45 and an electric 
heater for $7.95. All available for immedi- 
ate delivery, guaranteed by the maker and 
come complete with cord sets. Union Prod- 
ucts Mfg. Co., 35 Park Pl., New York 7, 
te A 


Electric Welder 
And Flame Torch 


The Essay Mfg. Co., Houghs Neck, 
Quincy 69, Mass., is producing an electric 
welder and flame torch, with a list price 


of $19.95, on which it gives a money-back 
guarantee that it will weld better than 
16-gage metal and braze metals over ¥% in. 
thick. Complete with welding shield, lens 
and directions. Smaller welders offered at 
$3.95 and $1.95. 


HARDWARE AGE 








HIP FORM and 
STOCKING 
SUPPORTER 


U. S. PATENT NO. 756,455 
Issued April 5, 1904 




















HIP, HIP, 
HOORAY ! 


Simply wrap twice around the leg and 
there you have it. Original, and, to say the 
least, dependable. 








Both are features, as you know, of Dexter- 
Tubular Locks and Latches, originated by 
Dexter 23 years ago, and so dependable 
that they are backed with an unconditional 










which written guarantee. Many Dexter’s are in 
hat it service today that were made 23 years ago; 
cover. 






and during all this time most of them have 






not received so much as a single drop of 






oil. They are preferred by progressive 






builders because they install easier, faster, 






because they assure lifetime satisfaction. 






These original, dependable features of 
DEXTER-TUBULARS are simple and 


convincing. 








7.45. 















ctric 
ctric 
nedi- 
and 
'rod- 
at, 
eck, 
tric 
me Catalog No. Type "E” 5-Pin 
Tumbler Cylinder Lock. No ex- 
tra charge to key alike in pairs 
for front, grade and rear doors. 
ack NATIONAL BRASS COMPANY, Mfrs. 
han Grand Rapids, Michigan 
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MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 
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This, the newest item in 
the Peter Putter line, is 
going places — thanks 

to a superior product 
backed by superior 
advertising. Line 

up and stock up! 

Order now from 


your jobber. 


SCHALK CHEMICAL co. 
LOS ANGELES * CHICAGO. 


é 





Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 











WHATS NEW 


Automotive, Household 
Polishes and Cleaners 


Speco, Inc., 3142 Superior Ave., Cleve- 
land, Ohio, is producing a line of automo- 
tive and household polishes and cleaners. 
“Karglo,” an auto polish, is said to clean, 
shine and glaze in one easy operation. 
Other items are “Roadfilm Remover”; 
“Up-O-Glo” upholstery cleaner; “Wind-O- 
Glo” glass cleaner and polish; “Chrome- 
Glo” metal polish; “Taraway” tar re- 
mover; “Handrub,” for use before car re- 
painting; Auto Wash; “Speco” handsoap; 
“Rad-Glo,” to prevent radiator rust and 
scale; “Rustrem,” to stop rust; and “Furn- 
Glo” furniture polish. 


“Rainboware” 
Flower Vases 


Made of aluminum and especially useful 
for home grown plants and flowers. Made 
for the present in one size only: 8% in. by 


3 in. in diameter. Available in eight col- 
ors: Gold, silver, black, ice-blue, orchid, 
royal blue, dark green, and ruby red. Sug- 
gested retail selling price is $1.50 each. 
Made by Alumingm Co. of America, Pitts- 


| burgh 19, Pa., and sold exclusively by 


Jenkins Technical Service, 366 Madison 
Ave., New York 17, N. Y. 


Folding Saw Horse 


“Unique Fold-Horse” folds down in four 
simple operations to 8 by 8 by 42 in. for 
car trunk transportation or storage. Sturdy 
and is assembled with 14-gage steel hard- 
ware. Cadmium plated to prevent rusting. 


Has 2 by 6 by 42 in. clean white pine top 
and 9 by 36 in. tool tray. Said to be de- 
signed so that it will not loosen through 
usage. Unique Tool Products Co., 432 N. 
Clark St., Chicago. 


“Matco” Midget 
Aerosol Bomb 


A room-size insecticide, containing 5 per 
cent DDT and 1 per cent “Pyrethrum.” 
Dispensers utilize the aerosol principle and 
a simple one-time use break-off stem. Each 
aerosol treats a room up to 5000 cu. ft. (20 
by 25 by 10 ft.) and is said to be non- 
staining. Packed in a counter display box 
of one dozen cartons, each carton contain- 
ing three “Matco” Midget Aerosols. Sug- 
gested retail selling price is three for 50 
cents. Dealer discount is 40 per cent. 
Matco Products, Inc., Trust Co. of N. J. 
Bldg., 921 Bergen Ave., Jersey City, N. J. 
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Westchester /2rickote Products Co., Inc. 


Manufacturers 


















ELECTRIC FIRELOGS 
Andirons and other Accessories for the Fireplace 
IMMEDIATE DELIVERIES 











Red Bulbs, Aluminum Spinners and Pins for Electric 
Firelogs now available as a replacement item. 









Ou: products are nationally known and proven best sellers. 
Literature sent upon request 











WESTCHESTER BRICKOTE PRODUCTS CO., Inc. 
1528 Williamsbridge Rd., New York 61, N. Y. 


KNIFE 


SHARPENER 








EVERY HOUSEHOLD needs an efficient 
knife sharpener. The DUBL-A Knife Sharp- 
ener has ten—yes 10—full sized discs of 
the finest steel, hardened and ground. 
Yet it is compact—takes up little space. 
It lies flat on the table in use—note the 
convenient ears. 





Attractively finished with eye-catching red 
handle, it’s easy to sell and priced for 
your profit. 


Packed 12 to a Box—1 Gross to a Carton. 
Shipping Weight, 70 Lbs. per Gross. 


THE 


© ATLAS-ANSONIA® 


COMPANY 


468 Stiles Lane, North Haven, Conn., U. S.A. 
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Constant Increasing DEMAND 


BECAUSE THEY ARE Fish Killers! 


MAKINEN 
HOLY COMET 


New Action—New Life 
—New Sales Records 
with this unique Hole- 
in-Head Lure! Water 
action causes a wiggle 
and shimmy unmatched by any fish 
getters. Fishermen say it gets the 
fish—jobbers and dealers say it 
gets the business. Order a dozen, 
NOW, TODAY! List $1.10, 


8 BEAUTIFUL COLOR PATTERNS 
ATTRACTIVE DISPLAY CARTON 











Irresistible 
WADDLE 
BUG 


Never before has any lure 
stirred up such a rumpus in 
water or in demand. Like a 
wounded duck or mouse strug- 
gling in water to get out, it 
splashes and foams with real 
life action. The LEADING 
SURFACE FISH KILLER 
lures Bass, Pike and Rain- 
bows. 8 Beautiful Color Patterns with flashy head- 
gear. Heavy Demand! Order Early! List $1.10. 


MOST JOBBERS CARRY — if not, send Orders Direct 


Waddles 
Like a Duck 





Stream Stream 
Tested Tested 
Lures Lures 














SELL MORE KITCHEN CUTLERY 


Let the "Kler-Vue" Silent Salesman Display Rack 
Step Up Your Knife Sales 








*"Kler-Vue"' Silent Salesman with Glass Front — Patented 


Create more sales by displaying all types of kitchen cutlery 
where housewives can see the knives needed to complete their 
kitchen sets. "Kler-Vue" display racks are a valuable addition 
to any hardware store's selling equipment. They stand on counter 
or table, each one holding two sharpening steels and 24 knives 
of any brand or thickness up to 12 inch blade. Detachable bot- 
tom permits easy cleaning or replacement of glass front. 
Dimensions: 36" long, 14" high, 2'4" deep. Natural wood finish. 
A larger edition of the popular "Kler-Vue" Household Knife 
Rack. Packed one in corrugated box. Net price—$8.00 each, 
f.o.b. factory. Order today. 


“KLER-VUE" KNIFE RACK CO, INC. 
1776 Broadway New York 19, N. Y. 
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THE BASIC TOOLS 


OF INDUSTRY 


Man made, man used—and designed 
for modern production where effi- 
cient, fatigue-less man hours are all 
important. 


Yes, whether for industry—or home 
consumer — here are tools that are 
unsurpassed for quality and time 
tested utility. 


VAUGHAN FINE TOOLS ARE OUTSTANDING IN 
* Design * Materials 
& Dependability * Craftsmanship 


| cooling. 





WHATS NEW 


“Thermador” Electric 
Heat Fan 


May be used as a heater or as a fan for 
Utilizes the original, forced-air 
principle, spreading its influence over the 
“living zone” in a short time. Can be used 
for quick, clean warmth, or for circulating 
air, in any place where an auxiliary unit is 
required. May be used too as a hair dryer 
or for quick drying of stockings, baby 
clothes, etc. Weighs 8% lb. and is 11% in. 
high, 9% in. wide and 5% in. deep. 
Equipped with a handle that permits the 
user to move it even when it is in opera- 
tion. Available in 1650 or 1320 watts, 115 
volts A. C. Thermador Electrical Mfg. Co., 
5119 District Blvd., Los Angeles 22. 


“Ellpro” Weed-Puller 


| And Hand-Cultivator 


Two products designed for efficient 
working of small garden plots. Imple- 
ments are fabricated from strong steel tub- 


Lee | 


ing and are about 12 in. long. Maker 
states that they will not bend out of shape 
and will withstand prolonged hard usage. 
Both fitted with heavy rubber gripper-type 
handles, Weed-puller has strong, flat, two- 
pronged head to extract the most stubborn 
weeds in one quick operation. Hand-culti- 
vator has hoe-type head with a sturdy, flat- 


tened flange bent at right angles to the 
handle and shaft. Both are finished in rust- 
proof green enamel. Suggested retail sell- 
ing price is 39 cents each. Ellwood Prod- 
ucts Corp., Ellwood City, Pa. 


Utility Size 
Aluminum Skillet 


Peal Mfg. Co., 1040 W. 9th St., Cincin- 
nati 3, Ohio, has added a utility size alu- 
minum skillet to its line of “Peco” alumi- 
num ware. Skillet is 9 in. in diameter, 2 
in. deep and made of 13-gage aluminum to 
withstand severe use. Maker states that 
the inside finish facilitates easy cleaning 
and efficient cooking. Outside is highly 
polished. Handle of cold rolled steel with 
nickel plated finish is riveted rigidly to the 
skillet. Handle will not turn in the hands 
and permits usage of utensil in oven with 
safety, maker states. Pouring lips on both 


sides of skillet. Available for immediate 
delivery in any quantity. Suggested retail 
selling price of $1.29 is OPA approved. 
Packed 12 or-36 to case. 


“Thoro-Spray” Electric 
Paint Sprayer 


Handles paint, varnish, enamel, lacquer 
and stain with equal efficiency and pro- 
duces a smooth, fine finish, according to 
the maker. Has adjustable nozzle, making 
it possible to vary the spray, and is pow- 
ered by 110-120 y. electric motor (AC or 
DC) with a built-in compressor which de- 
velops 22 lb. of free air. Motor has ad- 
justable strap attached to make it easy to 
wear over the shoulder and carry while 
using. Nickel-plated frame and sprayhead 
is attached to a 24-0z. capacity glass jar. 
Total weight is 8 lb. Suggested retail sell- 
ing price is $26.25 complete, f.o.b. Lowell, 
Mich. Lowell Mfg. Co., 589 E. Illinois St., 


Chicago. 
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NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 


- POULTRY NETTING 


STRAITLOK HEXLOK 





Awl 


INDIANA 
STECCL & WIRE CO. 


MUNCIE INDIANA 








The Rest ate 


BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co 
Marengo, Illinois 
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Automatic Nozzle 
For Garden Hose 


For starting or stopping the flow of 
water through the hose or regulating it in 
varying intensities. Device serves as an au- 
tomatic valve operating by flexing action 


determined by the position of the hand | 


holding it. No other manual action is re- 
quired. Furnished either with plain open 
end or with an adjustable nozzle end at- 
tached. Controller of the water flow js the 
nozzle valve built into the short length of 
hose fitted with standard attachments for 
coupling to the end of the water line. This 
valve allows everything from a trickle to 
full volume at maximum pressure if de- 
sired, according to the maker. Water can 
be cut off or turned on immediately. The 
B. F. Goodrich Co., Akron, Ohio. 


“Crise” Automatic 
Heat Control 


Control thermostat maintains even heat. 
Sensitive to a 1 deg. change in tempera- 
ture, it automatically controls the electric 
motor that regulates draft and check. Mo- 
tor that adjusts the drafts runs only when 
the thermostat turns it on. Same control 
for warm air, hot water, steam. Indicator 
of the thermostat is set at the desired tem- 
perature. When the room cools just 1 deg. 
below that temperature, motor is said to 
open the draft, close the check and the 
furnace increases its heat output. When 
room temperature climbs 1 deg. over the 
setting, the motor closes the draft, and 
opens the check, thus slowing the fire. Ball- 
bearing motor has built-in perpetual self- 
lubricator. Crise Mfg. Co., Columbus 16, 
Ohio. 





HERE'S HOW 
TO SPEED UP 
THREADING! 


No. 531-A “TOM THUMB” 
Portable Threading Machine 
You can thread bolts, rods, studs, pipe, 


nipples, etc., in a jiffy on this machinel 
Many additional threading jobs are also 
made easy through the application of 
special fixtures. 

Rotary die-head and quick-acting, open- 
type vise speed up handling work in and 
out of machine. Dies are high speed, 
segmental type. One or more can be 
removed without replacing entire set. 
Die release is automatic with emergency 
hand trip. Dies reset to size automati- 
cally. Stock stop is adjustable and auto- 
matic in operation. Many other features! 
Standard range: 14” to 11%”. Pipe or 
nipple range: ” to 114”. 


MAIL THIS 


2028 EAST 6st STREET 
CLEVELAND, OHIO 


Send FREE Catalog No. 7B which de- 
scribes No. 531-A “TOM THUMB” Port- 
able Threading Machine. 


MY NAME 





COMPANY 





STREET 





CITY. STATE 





THE OSTER MANUFACTURING CO. 
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PROTECTING 
AMERICA'S 








THE BOSS MFG. CO 


No. 0019-12-6 


Made of wrought steel, 
black enamel finish. Six 
inch size 13/16" 
throw, 24” chain. Com 
plete with screws 
angle and surface 
strikes 


THE SHELBY SPRING HING=: CO., Shelby, Ohio 


KEWANEE, ILL., U.S. A. 


No. 0018-12-6 


Positive action with 
foot lever Wrought 
steel, black enamel 
finish Six inch size, 
1” throw 
with screws and gur- 
face strike 


poley, scm 


BUILDERS HARDWARE 


Geod Lowks - 


Bella Wear 


Complete 


WHATS NEW 


Brush Pen Marking 
Device and Colors 


“Cado Flo-Master Fountnbrush” and 
“Flo-Dri” colors combine the features of 
brush, pen and crayon for drawing, writ- 


ing and marking on wood, glass, paper, 
metal, plastic, and all other surfaces. Satin- 
finished aluminum, valve control, capacity 
2/5 oz., and said to be sweatproof, leak- 
proof and floodproof, “Flo-Dri” colors dry 
instantly and are smear-proof and water- 
proof, according to the maker. Cushman & 
Denison Mfg. Co., 135 W. 23rd St., New 
York 11, N. Y. 


Key Machine 
Cuts All Types 


To duplicate accurately cylinder, flat 
steel, drill and malleable bit keys. Cylin- 
der key vise has two-sided jaws—narrow 
depth for automobile and small cylinder 
keps, and deeper depth for regular cylin- 


der keys. No wire necessary for duplicat- 
ing “Hurd” keys. Bit keys and flat steel 
vise also have two-sided jaws. Milling cut- 
ter and high-speed steel slotting cutter are 
assembled on end of shaft, making it pos- 
sible to change cutters quickly, when nec- 
essary, according to the maker. Machine 
is durable, compact and requires very little 
bench space. Priced at $73.50. Immedi- 
ate delivery. Allen Lock & Novelty Co., 
14231 Kinsman RRd., Cleveland 20, Ohio. 


“Tri-Core” Solder 


Solder with three independently filled 
cores of pure rosin flux. Offers the proper 
fluxing that is vital to good soldering. Ar- 
rangement of these cores places them close 
to the surface. Since the walls are thin, 
the solder melts quickly and the heat pene- 
trates to the flux rapidly, allowing it to flow 
freely and reach the work ahead of the 
molten solder, according to the maker. 


Available in all alloys, all flux percentages 
and all gages. Bulletins and engineering 
test samples are available from Solder De- 
velopment Div., Alpha Metals, Inc., 369 
Hudson Ave., Brooklyn 1, N. Y. 


Oil, Acid-Resistant 
Work Gloves 


Canvas work gloves, impregnated with 
oil-and-acid resistant milled “Neoprene.” 
Milled “Neoprene” used is tough and du- 
rable, thus offering dependable protection 
and extra long wear, according to the 
maker. Manufacturer states that the im- 
pregnating process is such that the canvas 
and the “Neoprene” are joined in a perma- 
nent bond. Process results in a rough ad- 
hesive surface to give a non-slip grip. 
Made with both a knit and gauntlet wrist. 


Glove is furnished in one standard size. 
The Pioneer Rubber Co., Synthetic Div., 
1936 Tiffin Ave., Willard, Ohio. 


Fly Rod Reel 


With finger tip control. Not auto- 
matic, yet a flick of the finger activates 
reel, winding up surplus line, according to 
the maker. Said to give perfect control in 
playing fish. Tension, or drag, easily and 
simply adjusted with a touch of the little 
finger, with positive brake action or free 
running spool. Reel is precision built, 
with simple construction and perfect bal- 
ance. Ventilated spool. Reel seat said to 
fit all rod butts. No sharp edges. Holds 
over 60 yd. of “G” line. Of cast aluminum 
alloy. In two colors—anodized green case 
with gray spool or velvet aluminum. All 
inside mechanism or stainless steel. Pach- 
ner & Koller, Inc., 3450 Archer Ave., Chi- 
cago 8, Tl. 
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ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


FOLDING AUTOMOBILE 


BABY SWING 


Ne. 06. They will be in big ée- 
. Cash 
frem 


walls 


SPRADLING'S Inc. 





ST. LOUIS, MO. 











/ LANTERN 
7 
ON EVERY JOB 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
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Laundry Tub Shelf | 


Said to fit all standard tubs. Made of | 
aluminum while the loose parts are steel 
cadmium plated. Angle bracket has holes 


LINIT 


4 
ee, 


to adjust to various size tubs. Can be used 
on either end, on back, or on center parti- 


tion and is easily adjusted by the user. | 
| Suggested retail selling price is $1.75. | 
Dealer price is $1.10. The R. S. R. Spe- 


cialty Co., 24576 Outer Drive, Melvindale 


| 25, Mich. 


Pouring Can i 
For Solids 


For spreading chips, sand, gravel, slag, | 
| salt, cinders, etc. Shovel opening for easy | 


filling, carrying handle and large back 
handle. Opening is adjustable. Simply set 
the gate, jiggle the pot a little and the 
solids flow out to form a smooth, even 


coverage, according to the maker. Diameter, 
10 in.; height, 15 in.; capacity 4% gal. or 
Y% cu. ft. of dry materials. Aeroil Products 
Co., Park Ave. at 57th St., West New 
York, N. J. 


“Emeloid” Plastic 
Dish Drains 


Made of durable plastic in two sizes. No. 
3056 is 18 by 11% in. and No. 3063, De 
Luxe model, is 18 by 14 in. Will not get 
sticky or peel, according to the manufac- 
turer. Colors: red, green and_ ivory. 
Packed one dozen to a shipping case. Sug- 
gested retail selling prices are $3 for No. 
3056 and $4 for No. 3063. Emeloid Mfg. 
Co., 946-948 Lake St., Newark 4, N. J. 








Soli 


Detachable 
Offset 
Handles 


The fastest selling popular 
priced Rod on the market to- 
day ! Solid steel graduated di- 
ameter blades ... agatine line 
guides .. . composition cork 
grips. Ask your jobberNOW! 


remax Products 


Division Chisholm-Ryder Co., Inc. 
se ee Ave. Gagere Fells, «. ¥. 
Vii/~ INSECTS 
»— SCRAM— 








IT’S PROFIT-TIME 


SOLAR 
INSECTO 


LAMPS 


Perk up your pre-summer profits with 
Solar's fast-selling insect-repellent 
lamps. STOCK THEM! — DISPLAY 
THEM! — THEY SELL FAST with our 
effective silent salesman display. 


SEND FOR BULLETIN E-6 


SOLAR ELECTRIC CORP. 


WARREN PENNSYLVANIA 


SALES OFFICE 


110 WILLIAM ST., NEW YORK 7, N.Y. 














liger brip 


The GREATEST IMPROVEMENT 
IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted matcrial with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
poe including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA-2, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo. Chicago+Rome, Ga. 





WHATS NEW 


oS eee —— 
1. 
=? 


Ranee 
, 


‘Norge’ Gas Range 


One giant and three standard “Spiro- 
speed” burners. “Hi-Lo” click simmer 
valves, automatic top burner lighter, com- 
bination safety oven valve and heat con- 
trol. Two utensil drawers; one-piece, acid- 
resisting, porcelain enameled cooking top 
and back guard; and drop-front broiler. 
O.P.A. retail ceiling prices in Zones 1 
to 5 are $126.50, $130.95, $132.95, $134.25 
and $135.95. Norge Division, Borg-Warner 
Corp., 670 E. Woodbridge St., Detroit 26, 
Mich. 


‘Tru-Heat’ 
Electric Iron 


“Tru-Heat” control is a patented prin- 


| ciple to heat control that is said to hold 


the temperature of the sole plate within a 
few degrees of the desired heat. Safety 
side rests provide great stability and make 
the iron easy to use. Taper-rounded back 
affords smooth operation in all directions. 
Tapered edge of sole plate makes it pos- 
sible to iron under buttons with any part 


| of the ironing surface, according to the 


maker. Fabric selector dial shows exact 
temperatures as well as fabric settings. 
High on front handle, the selector dial 
can be adjusted with a flick of the finger, 


manufacturer states. OPA approved retail 
price is $9.75. General Mills, Inc., 1620 
Central Ave., Minneapolis 13, Minn. 


Hand Garden Tools 


Precision Metal Specialties Co., 3744 
Lancaster Ave., Philadelphia, has an- 
nounced a line of hand-garden tools avail- 
able for immediate delivery. Trowel, trans- 
planting trowel, weeder and cultivator 
made of heavy gage carbon steel with 


handles of waxed hard wood, smooth fin- 
ished. Tools are packed 24 dozen to a 
carton. 


“Apex” Electric 
Moth Fumigator 


Electrical device for moth-elimination 
which does not require removal of gar- 
ments from closet or storeroom. Mecha- 
nism provides for rapid evaporization of 
Paradichlorobenzene in an amount sufh- 
cient for 30 days. Porcelain and metal cen- 


tainer designed to hang on any closet 
hook. Cord plugged into outlet to produce 
immediate vaporization. Comes complete 
with “Apex Moth Fumicakes” and long de- 
tachable cord which works on both AC-DC 
currents. Has suggested retail selling price 
of $2.50. List price per dozen is $20; case 
weight, 19 lb. Extra refill “Fumicakes” 
come four per package with a suggested 
retail selling price of 35 cents. List dozen, 
$2.80. Clean Home Products, Inc., 1401 
W. North Ave., Chicago, III. 


HARDWARE AGE 





3744 
$ an- 
avail- 
trans- 
tivator 
| with 


th fin- 


to a 


nation 
f gar- 
fecha- 
on of 

sufh- 


‘1 con- 


SOUTHINGTON 


SCREWS 
For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 


etc. 


PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 


one side. 


\ 


Supply the in- 
creasing de- 
mand for these 
modern, time- 
saving screws. 
All standard 


sizes. 


THE SOUTHINGTON 


HDWE. 


MFG. CO. 


i, SOUTHINGTON, CONN. 











NEW! INEXPENSIVE! 


opin eoTTTL 
PAINT HOOKS 


ever’ a NE 


Wherever painting is done — 
PERSSON Paint Hooks help do it 
easier, and safer. That's 
why these new, handy hooks are 
“‘upping’’ sales vol- 
° « They're a painting 
essential! 
Eliminate spilled cans, soilage, 
wasted paint and container-handle 
interference. Hooks are instantly 
adjustable for either side of ladder 
- « tan is safely and securely 
positioned ot oll times. 


\ 
For left position: 
MOTE HOOK UNDER 
AND OVER RUNG 


2 G. 


224 GLENWOOD AVE., 


> 


For right position: 
MOTE HOOK OvE® 
TOP OF BUNG 


JUNE 20, 1946 


— HOOKS fit any ladder 
— ony size con. 
Mode of tested steel, with .or 
manent bive, rust-proof fini 
Packed one dozen in an ao 
tive, full coler -ounter display 


Inquiries invited; address Dept.E 


PERSSON COMPANY 


BLOOMFIELD, NEW JERSEY 





COMBINATION 
RULER 


an excellent gift item. Its attractive lines 


2 tools in one, this new Parva rule makes 


and coloring give it a powerful sales 
appeal. It is sturdy, practical and extremely easy 
to use. Can be used as a letter weigher, ruler, 
magnifier, french curve, compass, protractor, level 


and mitre. 


Jobber inquiries invited 


ee 


COMPANY 


WEST HAVEN, CONNECTICUT 





Plastics for fabricating in the 
home workshop represent a big 
and rapidly expanding market. It 
is a market that we have devel- 
oped almost single-handed through 
consistent advertising in Popular 
Science, Popular Mechanics, Me- 
chanix Illustrated, Popular Home- 


| eraft, Home Craftsman, Science & 


Mechanics, and other magazines. 


Now demand for C-B Plexi- 
glas, Lucite, Bakelite and other 
plastics is at a level in most cities 
that will enable you to operate a 
C-B Plastics Department at an at- 





tractive profit. We want you to 
have that profit—so that we can 
concentrate more fully on distri- 
bution ! 


We are ready to give you all 
necessary information and mer- 
chandising suggestions for instal- 
ling a profitable C-B Plastics De- 
partment. To start you off with 
the proper stock, we have prepared 
special, moderately priced stock as- 
sortments of sheets, rods, tubes, 
and special shapes—all fast movers 
—all available for immediate ship- 


ment. Write us wie: for complete 
details. 


CARMEN-BRONSON Company 


Jobber Division 


165 EAST 3rd STREET - DEPT. 5R - 


MOUNT VERNON, N. Y. 
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THE ORIGINAL 
GLASS-TOP FUSE 


A GREAT LINE 
FOR HARDWARE 


ASK YOUR 
WHOLESALER 





ROYAL ELECTRIC CO., Inc. 


PAWTUCKET *¢ RHODE ISLAND 


mokers of 
WIRE + PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 





* CHRISTMAS LIGHTING SETS y 
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“Maytag” Home Freezer 


With six net cubic ft. of locker storage 
space and a capacity for 300 lbs. of meat 
or 240 lbs. of mixed packages. Said to 
maintain an operating temperature of zero 
Fahrenheit in all climates. When closed it 
provides a porcelain enameled utility table 
top with attached drop-leaf for dinette pur- 
poses. Counter-balanced lid permits finger- 
tip operation and stays in position when 
up, according to the maker. Finished un- 
derneath with stainless steel. Heat from 
compressor is conducted to a defrosting 
tray to speed thawing out of food in prep- 
aration for use. Weighs approximately 355 
lbs. Rigid, one-piece steel, top and bottom 
frame construction with an all-welded as- 
sembly. Has 4% in. of semi-rigid type, 
spun glass insulation around sides of the 
locker and 4 in. of semi-rigid and board 
insulation on the bottom. The Maytag Co., 
512 N. 4th Ave. West, Newton, Iowa. 


Plastic Garden Hose 

Made of “Koroseal” flexible plastic ma- 
terial. Manufactured in bright red and 
green with high mirror-smooth finish, in 
25 or 50 ft. lengths. Fifty ft. length of 
hose weighs 8.3 lbs. Delivers as much 
water as conventional types and has smooth 
inside surface and low friction resistance. 
Made in standard % in. size, with .135 
in. wall without fabric reinforcement. 


WHATS NEW 


Equipped with 5 in. brass couplings which 
fit all standard faucets. According to the 
maker, it has high resistance to kinking, 
is easy to clean and handle, will not de- 
teriorate under exposure to sunlight and 
is not affected by direct contact with oils 
B. F. Goodrich Co., Akron, 





or greases. 
Ohio. 


“Spearman” Junior 
Bicycle 

Magnesium “Dow Metal” bicycle with 
solid one-piece frame, semi-pneumatic tires 
ard rubber cord V-Belt drive. Total weight 
13 lbs. Has adjustable metal seat and 


roller bearing wheel construction. Height— 
25 in., length—39 in. O.P.A. approved re- 


tail price is $24.95. Cost to dealer is 
$14.97, f.o.b. Enid, Okla. National distrib- 
utors are Herman M. Kruse & Associates, 
301 Forest Ave., St. Louis 19, Mo. 


“Monel-O” Pot Cleaners 


Made of “Monel” metal. Will not rust 
or corrode under the influence of soap or 
other cleansing agents, and is soft and 


pliant so that it will not injure the hands, 
according to the maker. Knitted in the 
cylindrical form of a stocking, entirely in 
one roll. Construction said to prevent un- 
raveling as well as splintering. Can be un- 
rolled for cleaning purposes. Silvery in 
color and highly resistant to abrasion and 
wear. Manufacturer states that it will im- 
part a bright polish to kitchenware with- 
out the use of special soap. Suggested re- 
tail selling price is 10 cents. Metal Tex- 
tile Corp., Orange, N. J. 


HARDWARE AGE 
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“AIDACO”’ BRAND—HUNTING AND FISHING SHEATH KNIVES 

These aze & Bindeo with by Aluminum Tear 

= _ Case — Hardened Stee Each Knife Kaife comes in r 
ea! 



































































































which ‘a weves— 
‘0 the Duty Pocket Wl 
aking Knife, One Blade ; 
. ° —$7.50 per dos. 
eer Disctrioten's No. SB5 
t and Knife — SAW BACK oo. $16.89 PER DOZ. 
Back....... 16.20 PER DOZ. 
hoils jg. 9 | Gorps Knife, one Ne. GSSE—Same as 5SE, with Greove........ Slate PER DOZ. THE NEW Streamline 
\kron, "SIMPLEX" SPRING BUTT-HINGE 
@ Combines every important 
Gases . feature of proven advan- 
a CAP OPENER — SAW BACK. ..$18.00 PER DOZ. tage with the beauty of 
ith Size of Reel. 4", 1° site a 4 ons. Free Wheel: modern design and sim- 
- x Ld 
“ All Kinds of Fishing—ettech ‘to all, Rode. , Makes plicity of application. 
c tires Good fr, Boss or possianere te loom Destine. 
weight eh in : Dos. in Carton, 
t and Ae yg A -  — G @ Quality in every detail in- 
ight— Mokes Bwell Gifts fer Youngutere. Ne. FR 60.46 sured by our sixty years 
ed, re- ‘ 36" ROD BAG—wMade of Heavy Canvas experience in the design 
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Leather Butt at Bottom, under Snap 

Ideal for any 2 Piece Rod up to 70”. Formerly 
used by Armed Forces for Spare MS Barrel. No. 
pn hn thn ve ding tgs alge 4 
JUST ARRIVED—ANOTHER ROD—ALL 6 
A. B, WITH CLAMP REEL SEAT, Wines 


SURF FISHING EQUIPMENT—B utt Rests, 


Tuna Harnesses, Tuna Vests, Creel Straps, spurt 
Bags, also Metal Fishing Line Dryers. 


and manufacture of spring 
hinges. 


YY 


WI 
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Double Acting Type BUT900! 


Trim and Streamlined . the "Simplex'’ Spring Hinge is designed 
to harmonize with the most modern requirements in builders’ hardware. 

Application direct to door mm | without the use of a hanging 
strip is both simple and economic: requiring G mortise cut In the 






ALL PURPOSE 





We Guerantee 


Single Action 


money 
uneattefectory upon éetisory. it oo © {4 unaoed- 


able, we reserve t 


back 4f Merchandise proves 


» oF 


door only. 


Here 4 a@ product that maintains our tradition for quality ...a 





higher cost merchandise of ¢ a nature at tradition that has guided us through more than 60 years exacting 
No Batra Charge. 


Write Dept. HA for Catalog. 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
2% Cash Discount Check with Order, 
Net 10 Days to Rated Firms. Jobber 
Inquiries Soliotted. 


FISHING REEL 
ROD BAG 





manufacturing requirements. 


Chica jo Spring Hinge Co. 


















U.S.A. NEW YORK 






CHICA 


Buy Red and Gag in Sete—$12.00 por doz. 
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istrib- 
- WIN GUARDS tonite 
: Gd 
| HARDWARE STORE ITEMS ge g 
; EVERY HOME OWNER WANTS! Kay 
Lome #1101 POPULAR SCREW-TYPE | (“1 NE ATSLENE ( i 
and WinSOw NSCK ‘|R@SRX SoREssincs ‘ 
burglar-proof Win-Guard of 
wrought steel, brass plated, stops Contains no rosin. Made in stick and liquid. 
window rattle. Two prongs sim- 
plify installation; increase strength. 
Packed 2 doz. to box with screws. 
-rS 
#1102 NEW VENTILATING om , 3 
| {Ie A SHEPS NEATSLENE HARNESS 
WINDOW LOCK 5B Ie 0 sHE st 
safe for children, wrought steel, [” — ——— and ‘Sheps, Ster Herness Ol 
brass plated Win-Guard protects | | Py ~ a ee lade from same formule fe 
J . == over 30 years. Contains 
against thieves. Heavy bar stop. | re _ oll, pure neatsfoet radia 
Order from [Louve design insures strength. | | =< tallow. 
> Tode ve Packed 2 doz. to box with striking | tt ‘BEST FOR LEATHER IN ALL KINDS OF WEATHER” 
the ead plates and screws. From the Foot Bones of beef animals processed In 
aoa Omahe Packing Houses, comes the Pure Neatsfect 
un- Oil used in SHEPS NEATSFOOT OILS. 
ud € Made In three grades. Pure—Prime—No. 1 
a Leather 
re Sold by jobbers everywhere. Inquire of salesmen 
ith: HARDWARE NEATSLENE COMPANY 
| re- CORPORATION Roy W. Shepard, ° 
l ex- 328 Grand Ave., Brooklyn 5, N.Y. OMAHA 8 cline ll 
? 
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ARMSTRUNG BROS. 


Threads of Lathe-cut 
Smoothness 


Machined from special oil-tem- 
pered Chrome-Vanadium Tool 
Steel, with hob-cut teeth “backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 

Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 

They fit all standard make Stocks 
or Threaders—"Adjustable,” Re- 
ceding" or “Solid"—come in all 
pipe sizes from '/,"" to 2". 
ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


ARMSTRONG BROS. TOOL CO. 


- e 


iN FRANCISCO AVE. « CHICAGO. t | 


Eastern Sales Office: 199 Lafayette St., N. Y. 
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“G-E” Electric Clock 


_ Display 


Valued at $4.50, the blue and red dis- 
play merchandiser is being sold through 
“G-E” distributors for $2.25. Assortment 
of six electric alarm clocks must be pur- 
chased at the same time. Five models are 
offered with the display and dealers can 
order any combination of six of these 
clocks. Offered are the “Heralder,” which 
is fair traded at the retail level for $3.95; 
the “Chantilly,” $4.95; the “Troubadour,” 
$4.95; the “Corporal,” $4.50; and the 
“Delegate,” $6.95. Display is 22% in. high 
and occupies a space 18 by 5% in. Gen- 
eral Electric Co., 1285 Boston Ave., Bridge- 
port 2, Conn. 


New Behr-Manning Plan 
On Cloth Belt Lines 


A new merchandising plan was recently 
adopted by Behr-Manning Corp., Division 
of Norton Co., Troy, N. Y., on certain popu- 
lar sizes and grit numbers of “Lightning 
Adalox,” “Metalite” and “Speed-wet 
Durite” Cloth Belts, including standard 
packages at lower prices as an inducement 
to consumer and rehandler trade. Through 
manufacturing such popular belt items in 
larger quantities for stock, the company is 
able to offer lower list prices on such belts 
when sold in standard one-unit cartons. 
These cartons, in turn, offer users, rehan- 
dlers and ourselves some convenience in 
handling, and by stocking these cartons, 
rehandlers are enabled to increase their 
profit on the sale of small lots of belts. The 
new plan offers increased profits of from 
5-10 per cent to rehandlers who buy in 
one unit quantities and sell in less than 
one-unit quantities. Like inducement is 


WHATS NEW 


offered consumers buying in unbroken one- 
unit cartons. 





‘Matmatic’ Automatic 
Electric Iron 


Sole is made of pure, non-tarnishing 
aluminum copper alloy. Cover made of 18- 
gage, chrome-plated steel. Weighs 2}. 
lbs. Thermostat with large, heavy duty 
solid silver contact points to prevent fail- 
ures due to moisture or dirt particles. 
Fingertip control on the handle, with the 
touch of a finger, according to the maker. 


Heat-resisting, “Bakelite ‘Telephone 
Grip.” MatMatic Home Appliance Corp., 
45-18 Court Square, Long Island City, N. Y. 
National sales representative is DuBoff & 
Co., 206 Lexington Ave., New York 16, 
ie 


“Hydrozo” Waterproofing 
Compound 


Mineral preservative that is not affected 
by atmospheric conditions, according to 
the maker. Said to penetrate completely 
and permanently waterproof concrete, 


brick, stone, tile, stucco, wood and other 
types of surfaces, making them free from 
dampness, seepage, deterioration, alkali, 
efflorescence or acid. Gallon covers from 
100 to 200 sq. ft. of surface with two coats, 
depending on the porousness of material 
treated, manufacturer states. Comes in 
colorless form and can be used as a water- 
proof masonry paint by adding equal parts 
of “Lithozinc” paste. When color is 
wanted, paste colors may be added to the 
mixture. Packed in gallon containers, with 
four gal. to a case, also five gal. cans and 
in drums of 30 and 55 gal. each. National 
Hydrozo Co., 5234 St. Clair Ave., Cleveland 
3, Ohio. 


HARDWARE AGE 
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HT GLOVE rox EVERY JOB 


Tien strong protective, work gloves 

are the product of one of America’s 
largest textile mills. They are Riegel- 
controlled — in one plant — from raw cotton 
to finished glove. This single close 
supervision of every detail results in 
unexcelled quality — durability — economy. 





_ UNIVERSAL 


PRODUCT OF 
AMERICA’S MOST MODERN SPRAYER FACTORY. 


For every household or gardening use there’s a UNIVERSAL SPRAYER 
so well-built, and so superior in functioning that once sold, customers buy 
UNIVERSALS forever. Products of modern plant specifically streamlined 
to the development and economical production of sprayers exclusively. 
At present sales are necessarily confined to established distributors, but 
keep your eye on "UNIVERSAL." W's by long odds the best line to handle. 


UNIVERSAL METAL PRerecl? COMPANY 
SARANAC | WAGER are 








WHATS NEW 


| “Buildo” Sets With 


Electric Motors 


Construction sets line now has four out- 
fits with electric motors, battery motors 


| and battery lights for installing headlights, 


various 


“Buildo” 


searchlights or illumination in 
models. Additions to the line are: 


Electrified, No. 600, containing battery mo- 


| tor and “Lampolites,” 


| bee” 


| aluminum 


with a suggested re- 
tail selling price of $5.95; “Buildo” with 
motor, No. 900, containing. the “Bumble- 
electric motor, priced at $8.95; and 
Super Set, No. 1500, packed in 

box, containing “Bumblebee” 


“Buildo” 


| motor and “Lampolites.” “Buildo” Stand- 


YOU can stock and sell easy Pecora 
product with the full assurance of cus- 
tomer satisfaction. For every product 
bearing the Pecora name is designed 
to do a certain job better than it has 
ever been done before. There are many 
reasons for this superior performance. 
Long years of experience, careful lab- 
oratory research, quality ingredients and 
excellent manufacturing facilities all 
combine to make Pecora first choice 
with cautious buyers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades 
ROOF COATINGS 
Plastic and liquid forms. Fire re- 
— weatherproof, sunproof, acid 
and alkali proo — More durable than 
paint. Costs less. 
WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 
ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 





every furnace repair man. 
METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 
WRITE FOR BOOKLETS 


Paint Company Inc. 
Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 


EELS TT 


ard, known as No. 400, has a suggested re- 
tail selling price of $3.95. Buildo Co., 209 
Foshay, Minneapolis 2, Minn. 


Harrow Disc Blades 


Made of an alloy steel, scientifically heat 
treated, and engineered for long life. 
“Dual-Fit” center hole permits one blade 
to be used on two different sizes of shafts. 
Hole AB is used for % and % in. shafts 
and Hole CD is used for 1 and 1% in. 
shafts. Safety metal seal consists of a band 


of steel pressed and crimped around the 
edges of 10 nested disc blades. Makes one 
compact, securely fastened package of 10 
blades, protects cutting edge and requires 
no cartoning or packaging, according to 
the maker. Maremont Automotive Prod- 
ucts, Inc., South Ashland Ave. at 16th St., 
Chicago 8, Ill. 


Electric Fence Control 
The “Stock Watch”—a weather-tested 
electric fence control. Molded glass “blis- 


ter” is an air-tight housing which is said 


to make the mechanism completely re- 
sistant to heat, cold and accidental sub- 
mersion. Operates on one “hot-shot” type 
battery or four No. 6 dry cells. Unit will 
soon be on the market and will carry a 
two-year guarantee. Lionel Corp., 15 E. 


26th St., New York, N. Y. 


“Nydar” Gunsight 


Optical system which makes it possible 
to equip any shotgun with a reflector type 
sight. With “Nydar,” a shotgun is sighted 


by looking directly through the reflector 
plate to see that the projected ring and dot 
are on the target. Said to contain the finest 
quality precision lens and prisms working 
in combination. Constructed of hardened 
tool steel, blue-steel finish. Inspected and 
tested before shipment. Swain Nelson Co., 
Glenview, Tl. 


HARDWARE AGE 
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Preserves 
Garden Hose 
by 


Keeping It 
in Coiled 








Position 
FEATURES aaa 
WHICH SELL Raed 
ON SiGHt | EVERY HOME NEEDS ONE! 


Heavy steel con- 
struction. 12” 
wide by 13” high. 
Holds 75 ft. of 
hose. Grass green 
enamel finish. 
Comes knocked 
down with bolts 
for quick attach- 
ment. One doz. 
per carton. Ship- 
ping weight 25 Ibs. 


Here is an item which every 
householder wants. HANDY 
HOSE HANGER can be hung 
on side of house, in garage, 
basement, etc. Hot sun and 
kinks in hose cause it to wear 
out quickly. HANDY HANGER 
is the perfect way to keep hose 








coiled and in position. 





THE METALOID CO. 


5815 Kinsman Rd. Cleveland 4, Ohio 
























THE CRAFT 
PAINT BRUSH 
HOLDER 


A BRAND NEW ITEM 
THAT WILL NOT ONLY 
SELL ITSELF BUT WILL 
HELP SELL BRUSHES 


Makes Painting a Pleasure for 


THE MILLIONS OF HOME OWN. 
ERS, PAINT SHOPS, AND INDUS. 
TRIES WHO USE THE STANDARD 
PAINT CAN WITH THE FRICTION 
LID. 


CONVENIENT 


PLACE TO LAY THE BRUSH WHEN NOT IN USE 
BROAD EDGE FOR WIPING OFF SURPLUS PAINT 
PALLET FOR MIXING IN TONING COLORS 
KEEPS RIM AND OUTSIDE OF CAN CLEAN 
CLEAN BRUSH HANDLE MEANS CLEAN HANDS 










Protects Brush, Keeps Bristies 
Straight, Keeps Floor and Table 
Clean 


DEALERS WANTED 


WRITE FOR SAMPLE AND 
DEALER SETUP 


BEUGLER MFG. CO. 
4314 W. SECOND ST. 
LOS ANGELES, CALIF. 
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Champion 


Screen Door Brace 
* One of the popular 
CHAMPION items in the 
fast-selling line of 
Screen Door Hard- 


ware. 











No. 60 








No drag. No sag. Two 
sizes: 21 inch and 42 inch 

lengths. Packed | doz. in a 
box with screws. 45 dozen in a 








case. 





CHAMPION 


Screen door hardware 
is available in plated finishes 








Nearly all hardware jobbers handle some 
products in the big CHAMPION line. 
If your jobber doesn't—then please write 
to us. 


















THE CHAMPION HARDWARE COMPANY 




































“Pot Cleaner 
of the Nation” 


Back again at 
my regular job 
of making 
work easier in 
homes and on farms. You'll be 
glad to know I've improved in appearance 
and effectiveness because of war-time experi- 
ences. As always, I am being distributed only 
through regular jobber and wholesale chan- 
nels. For your adequate supply get your 
orders in promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
ORANGE, N. J. 
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A Tip to Designers 
Of Industrial Products 


When everything else fails, there's 
always wire—but be smart and use 
Brooks Hooks and Wire Forms first, 
save time and money, get a better 
product. 


Submit your product designs to our 


engineers for analysis and sugges- 
tions. No obligation, glad to do it. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


BROOKS i HOOKS 





NAVY COMMANDER RESUMING | 


highly successful prewar agency. Long 
established contacts with hardware and 
building material trade —New England, 
New York State and New Jersey. Formerly 
Eastern Sales Manager for one of the 
largest building material manufacturers in 
America. We offer sales representation 
and dealer marketing service rarely avail- 
able to manufacturers. Companion lines 
are outstanding. 


we Box K-644, care of panewast AGE 
00 East 42nd St., New York 17, N. 


























| Exhaust Pipe Protector 
_ for Tractors 


“Raincap”—a protective device to be 
fitted over the exhausts of tractors. Said 
to prevent moisture from falling into the 
exhaust and draining into the manifold 
and valves causing serious damage when 
tractor is started. Completely automatic, 
it is counter balanced to open when the 
tractor starts and close when it stops, ac- 


cording to the maker. Sizes available for 
most all makes of tractors. Stock is ready 
for immediate delivery. Waterloo Foundry 
Co., Waterloo, Iowa. 


| “Protecto-Crate” 
| Metal Mailer 


Designed for mailing eggs but can be 
used for shipping other items needing pro- 
tection. Made of sturdy metal, easy to 
pack and uses standard “flats” and fillers. 


Sliding cover, locks firmly. Comes fully 
equipped in three sizes: No. 3, capacity 3 
doz. eggs; No. 6, capacity 6 doz. eggs; No. 
12, capacity 12 doz. eggs. Florence Prod- 


| ucts Corp., 4011 W. Harrison St., Chi- 
| cago 24, Il. 


“Aero-Dry” 
Fishing Line Drier 

Metal parts are cadmium plated. Fin- 
gers, where line rests, are “Neoprene” coat- 
ed for protection of metal as well as line. 


Collapsible and can be carried in a mini- 
mum of space in tackle box. Maker states 


| that the relative position of the various 


arms is automatically controlled. Size for 
up to 200 yds. of line is furnished with 
a screw that will fasten in any wooden 
part and has a suggested retail selling 
price of $1.50. Size for over 200 yds. of 
line is furnished with an aluminum clamp 
to attach vertically and horizontally on 


tables, boats, etc., up to two in. thick. Sug- 
gested retail selling price of this size is 
$3. Hall Line Corp., Highland Mills, N. Y. 


“Perma-Jack” 
For Sagging Floors 


“Perma-Jack”—designed to raise sagging 
floors caused by defective beams in homes, 
commercial and farm buildings, Adjust- 
able tubular steel jack-and-post with eleva- 
tion range of full 4 ft. (from 4 ft. 10 in. 
to 8 ft. 10 in.). Protected inside and out 
by anti-rust baked enamel. Maker says 


the rated load capacity is eight tons. Com- 
plete unit packed in carton which weighs 
41 lbs. Has suggested retail selling price 
of $10.95. The Perma-Jack Corp., 12500 
Berea Rd., Cleveland 11, Ohio. 








Latest News on 


RECONVERSION 
on page 184 
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Be On The Safe Side 
Sell HOPPE’S No. 9 


Give your customers complete satisfaction. Assure your- 
self rapid sales and repeats. There's never any gamble 
about Hoppe’s No. 9 because it gives every dealer — 
old or new — the fastest selling, most widely used and 
the most widely advertised gun cleaner and protector 
in the market. 


Ask Your Dealer 


He KNOWS — and handles — it and you can 
safely follow and profit by his example and 
experience. He will tell you that Hoppe’s No. 
9 Solvent, Hoppe’s Gun Cleaning Patches, 
Hoppe’s Lubricating Oil, Hoppe’s Gun Grease 
and Hoppe’s Gun Cleaning Packs rate high 
with shooters everywhere. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 


























2 in 1 
ALL PURPOSE HAMMER 


Drop forged steel with an improved 
perfect fitting rubber head which can 
easily be replaced when necessary. 


Has many special uses. Steel and 
rubber heads make it indispensable 
for tire work, also for body and fender 
repairing. 

Now available in any quantity. 


Prices and discounts gladly furnished 
on request. 


We also manufacture a full line of tire changing tools. 
Send for illustrated list and jobbers’ prices. 


BALLOON TIRE MOULD COMPANY 
527 Ceres Avenue 
Los Angeles 13, California 
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MONROE 
Acclaimed The ‘Finest 
From Coast To Coast 


Acclaimed by thousands as the HOTTEST 
HEATER line at the Chicago Furniture 
Show. You too will agree that MONROE 
Heaters, with their striking beauty and 
outstanding quality are the Heaters for 
you to sell. Modern MONROE Vented cir- 
culating Heaters will make available to 
your customers the luxury of gas heat at 
@ cost comparable with coal or oil. Un- 
rivalled gas economy resulting from the 
unique design of the _Super Warm-Flor 
and f ter Burner make MONROE the choice of the 
L.P.G. user as well as those using other gases. 


Famous Gasmaster Burner 


Orifice Inside Bell 
(Protected from damage) 
Monroe Designed Valve 
(Precision and quality) 
Beveled Crown Interior Baffles 
(Better secondary aeration) (Even flame distribution) 
Larger Air Bell Blue Flame Pilot 
(Abundant primary air) (Light it once a year) 
Horizontal Orifice More and Higher Ports 
(Dirt or Dust won't clog It) (For perfect combustien) 


Let These Sales Features 
Increase Your Heater Volume 
©@ Ultramodern Styling ®@ Automatic Lighting 


©@ Abundant Radiation @ No Moisture Problem 
© Warmer Floors © A.G.A. Approval fer L.?.G. 


Model Illustrated is MRV-65, 65,000 8.T.U., Height 35", Width 384", Depth 
20%". Other vented models in 45,000, 30,000, and 20,008 B.7.U. capacities. 
Also unvented Kool-Kabinet models. 





DEARBORN MONROE CO. ow 





Seymour Smitx 


| Snap-[ock 


PLIER-WRENCH 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


LIMITED DELIVERIES NOW 


In FULL PRODUCTION SOON 


“FUTURE” ORDERS FILLED IN SEQUENCE 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufacturers 
(ssociation’s meeting jointly with the Na- 
tional Wholesale Hardware Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
borough-Blenheim, Atlantic City, N. J. 
Charles F. Rockwell, 342 Madison Ave., 
New York 17, N. Y., is secretary-treasurer, 
American Hardware Manufacturers’ Asso- 
ciation; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is managing director, 
National Wholesale Hardware Association. 


Architectural Hardware Consul- 
tants, American Society of, and National 
Contract Hardware Association, annual 
convention and exhibit, Palmer House, 
Chicago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 
17, N. Y., is executive secretary-treasurer. 


Central States Hardware Club, annual 
golf tournament, at the Butterfield Coun- 
try Club, Hinsdale, Ill., June 28, 1946. 
Ben Leve, 3630 S. Iron St., Chicago 9, 
lll., is secretary. 


Mid-West Toy and Housewares 
Trade Show, at Convention Hall, Detroit, 
Mich., June 18-23, 1946. William H. Pfau, 
4484 Cass Ave., Detroit 1, Mich., is man- 
ager. 


National Contract Hardware Asso- 
ciation and American Society of Architec- 
tural Hardware Consultants, annual con 
vention and exhibit; Palmer House, Chi- 
cago, Ill, Sept. 3-5, 1946. John R. 
Schoemer, 420 Madison Ave., New York 


17, N. Y., is executive secretary-treasurer. 


National Hardware Show, Inc., at 
the Grand Central Palace, New York City, 
Sept. 16-21, 1946. Headquarters are at 331 
Madison Ave., New York City 17, N. Y. 


National Wholesale Hardware Asso- 
ciation’s meeting jointly with the Ameri- 
can Hardware Manufacturers Association, 
Oct. 14-17, inclusive, 1946, at the Marl- 
horough-Blenheim, Atlantic City, N. J. 
George A. Fernley, 505 Arch St., Philadel- 
phia 6, Pa., is managing director, National 
Wholesale Hardware Association; Charles 
F. Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, American 
Hardware Manufacturers Association. 


National Retail Hardware Assn., An- 
nual Congress, June 24-27, 1946, at the 
Congress Hotel, Chicago, Ill. Rivers Peter- 


son, 333 No. Pennsylvania St., Indianapolis 
1, Ind., is managing director. 


Texas Wholesale Hardware Associa- 
tion, June 21-22, at the Hotel Galvez, Gal- 
veston, Tex. Nat. M. Johnson, P. O. Box 
367, Pearsall, Tex., is secretary-treasurer. 


Western Gift, Toy and Housewares 
Show, at Civic Auditorium, San Francisco, 
Cal., Aug. 48, 1946; at Portland, Ore., 
Aug. 11-14, 1946; at Seattle, Wash., Aug. 
18-22, 1946. Information may be obtained 
from Western Merchandise Exhibitors 
Assn., 1355 Market St., San Francisco 3, 
Cal. 

THE PRUDENCE and economy of 
today bring tomorrow’s tax relief. The 
foolish spending of today is the source 
of tomorrow’s tax burdens. It is for 
the people fo decide, today, what they 
will have for tomorrow. Under the 
democratic process the people, like a 
sleeping giant, do not always realize 
their own strength. 

They can determine, now, whether 
tomorrow’s tax burden shall be light or 
heavy, and no one can deny them. 


ROUGHLY TWO-THIRDS of the 
revenues of cities with populations over 
100.000 are obtained from property 
taxes. 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 160) 


1—Answer. (a) Trade discount is a dis- 
count applied against a list price or other 
price for the purpose of arriving at the 
dealer cost of the goods. (b) Cash dis- 
count is a discount extended under certain 
conditions for the payment of an invoice 
in accordance with the conditions. 
2—Answer. Total wages $31.20. Forty 
hours at 60 cents per hour and eight hours 
at the time and a half rate of 90 cents. 
3—Answer. Approximately five quarts of 
each paint will be required for the job. 
4—Answer. For homes or large build- 
ings it is best to use 5 in. eave trough. 
On all others 4 in. is satisfactory. 
5—Answer. Approximately 168 lb. of 
fertilizer will be needed. Good practice 
indicates that 4 lb. per 100 sq. ft. is the 
eorrect amount in such situations. 
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ITINERANT PAVILIONS 
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96 feet long. Mid section 
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tions 30 feet wide. Com- 
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cents. This surplus property is being offered to priority claimants including Veterans of World War il and to commercial dealers concurrently 


“| WAR ASSETS ADMINISTRATION 














_ OFFICES LISTED BELOW ARE TEMPORARILY IN 
RECONSTRUCTION FINANCE CORPORATION AGENCIES 
Offices located at: Atlanta + Birmingh + Bost + Charlotte + Chicago + Cleveland + Dallas + Denver 
b. of Detret + Helena - Howst + Jacksonville - Kansas City,Mo. + Little Rock + Los Angeles ~- Lovisville 
ractice Minneapolis + Nashville + New Orleans + New York + Oklahoma City + Omeha - Philadelphia 
en Portland, Ore. - Richmond - St.Louis + Salt Lake City + San Antonio - San Francisco - Seattle + Spokane 


Cincinnati - Fort Worth (Telephone 3-5381) 
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TRUNK 
STRAPS 


DURABLE 
EXTRA STRONG SURPLUS GOVERNMENT WEBBING 


> =" ALL 
SHS =, MME DIATE Av 


(how 
: mS) DELIVERY f ) 
= 7, : =" 


AMERICAN CORD & WEBBING CO., INC., 374 B'WAY, NEW YORK 13, N. Y. 


QUICKE FE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 
Gentle. Quick acting. 
Fortified with Lanolin 


and Vegetable Oils. 
Prevents chapping. 
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Fast Accurate Measurements 


with the NEW (Tie 


Quick Action 
VERNIER 
~ CALIPER 


SIZE 6" 


THE PERFECT TOOL for 
machine shop, garage, repair 
shop, aircratt-maintenance, etc. 


A flick of the thumb and you’ve got your external 
and internal dimensions. Knife-edged jaws provide 
exact thread measurements. A depth gage blade gives 
speedy depth measurements. Made of stainless steel or 
toolsteel; packed in a sturdy leather case. Scientifi- 
cally engineered, painstakingly machined and American 
made, the AMIC Quick Action Caliper is a quality 
tool without a rival. 
Graduations in English—1/32" or 1/40"; in metric— 
full mm. Reading on Vernier 1/128" or 1/1000" and 
1/10 mm. Also AMIC i—s Vernier Calipers, 
Height Gages — es, Pocket Calipers, 
Comparators, Precision ore uated Metal Scales. 
Write for FREE Booklet K and price list or telephone 
PEnnsylvania 6-0687 


* Registered Trade Mark 


wee 


QU Territories open for 
HAND live-wire representa- 
luce CLEANER ¢. tives. 


— . TRY IT YOURSELF! 
Mail this coupon to us for a free sample jar of Quickee. 


TUDOR PRODUCTS, INC. 
305 East 43rd Street. New York City 
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Your Name 


Address AMERICAN MEASURING 
INSTRUMENTS CORP. 
240 WEST 40th™3T. * NEW YORK 18, N.Y. 











ma 
“TAPER PINS 


PACKED FOR THE JOBBING TRADE 


BRASS, ALUMINUM, ETC. 
TAPER PIN ASSORTMENTS 
WOODRUFF KEYS, MACHINE KEYS, 


“ » (t56/ Ya OGEUF —_—=SSTRAIGHT PINS, COTTER PINS 
[ Stanho "ft ~~ ———HORSE SHOE NAILS 














“KOOLHEAD” FOUNDRY CHILL NAILS ~ 














STANDARD HORSE NAIL CORPORATION ““Sincetezz NEW BRIGHTON, PA. 
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HAND AND POWER fawn VISES 
TOOL GRINDERS pa SKATE SHARPENERS 


_ SICKLE GRINDERS Fee LAWNMOWER SHARPENERS 
and GARDEN TOOLS 


GRINDING. WHEELS . 
SHARPENING STONES Quality LAWN RAKES 
GRASS CUTTERS 


and 
ABRASIVE FILES Hardware WEED CUTTERS HOSE REELS 


Buy from your regslar jobber 


GENERAL HARDWARE COMPANY 


sGte W. PIERCE STREET MILWAUKEE, WISCONSIN 











ee. here’s a sweet deal 


Modglin’s handy Pocket Comb 
Merchandising aid. 


This “Silent Salesman” will 

perk up your comb sales. 

It is adaptable to most 
any store where the pres- ¢ 
ence of such colorful and 
timely point-of-sale ma- 
terial cannot help stimu- 
lating impulse buying. 

Order /510 — All Wholesalers 

Look to Modglin for leadership, 


in Comb, Toothbrush, Hair and 
uu Ti e Hand - Brush manufacturing a 
F makers and Merchandisers of the 
SPEE-DEE -Fabric Cement sion sce ean ae 
famous “Undie-Pins” and five sizes 
now on the market, is used for repairing all of plastic thimbles 
fabric and canvas goods including clothing. — 
It is waterproof and flexible. All hardware Catalog— “Molded Plastic Saltes-Bullders” Ready 


dealers should stock this product for the de- 
mand is very good, especially from farmers. Address inquiries to_Counter Sales Dep't. 


Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY MOLDED PLASTIC PRODUCTS 


Manufacturers of "Spee-Dee" Products 
3235 SAN FERNANDO ROAD: LOS ANGELES 41, CALIFORNIA 


OWOSSO, MICHIGAN 4 























—PRODUCTS OF MERIT— 


CRACK Manufacturers Of TIGERGRIP 
mum = FILLER PATCHING PLASTER Linoleum Paste 
— BRUSH CLEANER 
a WALL SIZES Ready for use 
meet in Wood. Ston PAINT AND VARNISH REMOVER THE OLD 


in Wood—Stone 
5 oz. — 1 Ib. WAX REMOVER RELIABLE 


CONSUMERS GLUE CO. 1515 nantey ST. LOUIS (6), MO. 











JUNE 20, 1946 











modern-line Glass Cutters and painters’ and glaziers’ tools. - 
RED DEVIL TOOLS 
Irvington, New Jersey. U. S. A. 


419° a , 

1 ee b ow a ? = 

F 5 | . . 
Wi) yy } It costs no more to own the best. Buy RED DEVIL 
a . - vty 2 ” 








TANK HEATERE ae | o i 
_ Ar Easy to 
* Demonstrate Padlocks—Night Latches 


THREE GOOD NAMES Builders’ Hardware 


Retail Price 

1—WARNER Engineering ond Crafts- 1625—1 5/16" $.90 
manship. 1626—1 9/16" 1.00 

2—CHROMALOX Electric Heating 1627—1| 7/8" 1.25 
Units. Die cast green enameled case. 


3—MINNEAPOLIS-HONEYWELL Au- ot 8 ee 


tomatic Tempercture Control — Two brass keys fluted and 
combined in this fine Heater! milled. Unlimited key changes. 
Write for folder W88, “QUALITY TYPES ONLY” 
to 906 N. Summit St. ASK YOUR JOBBER 


THE E. T. FRAIM LOCK CO. 


Producers of Quality Padlocks and Night Latches for 67 Years. 
LANCASTER PEN 














FULLER TOOL CO 
BRONX 59, New York 


Keep In Touch With The “OPPORTUNITIES” In The Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication, Hardware Age has been the recognized 
leader for bringing buyer and seller, employer and employee together for 
many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified Opportunities Dept. 100 East 42nd St., New York 17, N. Y. 
° KILLS 
oxite Red Mites You can hang your reputation on 
Bed Bugs 


MOORE PUSH-LESS HANGERS 
This powerful dis- 
infectant also kills 
blue bugs, fleas, ticks, cattle lice, termites, MOORE PUSH-PINS 


roaches, ants and similar pests. 
Something to Sell When the Going is Tough! | © They're dependable! Needed in every 
Nationally advertised — widely distributed — home for hanging light and heavy mirrors. 
Satisfied customers in all parts of the country pictures and wall decorations. 

as a result of years of successful use in homes | Use MOORE Marking Tocks 

and on farms. This powerful disinfectant |) on your own display boards. 

helps control diseases. | ORDER FROM YOUR JOOSER 


STOXITE LABORATORIES 
8 


8Ox CHESTERTOWN, MARYLAND 
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Sell Quality Caulk Equipment. 
‘You can now obtain the original "Vital" com- 
plete line of *Guns and *Cartridges. Only 
"Vital" has rotary style single unit handles. 
Guns to fit any job. New “Cleer-Flo" one 


The VITAL Products Mfg. Co., 7500 Quincy Ave., Cleveland, O. 








piece tapered nozzles. Al/ nozzle sizes from 
1/16" on up. No strain, no slipping, no excess 
weight. "Vital" Caulking Guns and Car- 
tridges keep guns clean, eliminating messy 
filling. At better hardware and paint stores. 
Prices from $4.00 to $15.00 











*Registered U. S. Pat. Office 
Pat. Nos. 2,115,591 
2,106 








More Work in Less Vime with 


Hold-E-Zees do 

the job better, 

faster. They excel 

wherever screw- 

drivers are used. 

Gripper instantly re- 

leased by spring action, 
sliding up out of way wh 

not in use. Highest quality ma- 
terials throughout. 

UPSON BROS., INC., 86 Exchange St, Rochester 4, N. Y. 








SON CORDAGE WORKS 
BOSTON 10, MASS. 


thru your 
jobber. 














dverti 
tionally 28 ad a 


jobbers eve 


ELAND Quality Model me. | 


PINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common bieck 
oe. 7 feet long x t,4-Inch 

liameter. 


noonse New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black enamc!i 
finish. 


PACKED: Four complete posts 
wrapped In heavy waterproof 

poper. 

: . WEIGHT: 56 


Immediate Delivery = === 


ORDER TYROUOM YOUR WHOLESALED 
CHENEY INDUSTRIES, Dept. H 








° Ibs. set of 
since 1919” ad 


Trenton, N. J. 

















of ri 
a ——t revi Ave.» Cleveland 
4509 





Get Immediate Delivery On This 
Kant-Tip DELTA Lawn & Garden - 


HOSE REEL CART 


Here's a a! sturdily built, attractive, tip- 
proof garden hose cart which features extra 
hose =. a — new improvements. 

rely heavy gauge metal. 
Painted in bright red a Capacity up to 
200 feet of hose. Wide base and frame prevents { 
tipping over or ‘creeping’ when in use. Wide 
rims of wheels make it easy to roll and will 
not injure lawn. Two sturdy —_= clips. Shipped 
knocked down, only 4 inches thick, se customer 
ean carry it away under his arm—assemble it 
in 5 minutes. Three reels take 
less than s foot high of stor- $795 

ediate de- 

Retall Price 


ase space. Immedis 

livery. 
Ask your jobber or write us 
direct — regular dseounts. 


Delta Manufacturing Corp. 
521 Leib Street, Detroit 7, Mich. 








WANTED! ~T 
SALES REPRESENTATION 


For All Territories, U.S. and Foreign 


We manufacture a large line of Paints, 
Colors-in-Oil, Insecticides, Moth-proofers, 
etc. We wish sales representation to 
dealers, jobbers, syndicates, dept. stores, 
export, etc. 


WRITE TODAY FOR FULL DETAILS! 
iT BENGAL CO. 570 W. 131 St. N.Y.C. (27), N.Y. 
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==“AND ALUMINUM 


ELS . 


ORIGINATED 1896 


AND ALUMINUM 


MAYES GUARANTEES ACC Y, SERVE re 


ASK YOUR DEALER 


NAYE 
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SCAT im OlCm 16) 1 
*AND DURABILITY:> Or aaatilc 


stoots MAYES BROS.TOOL MANUFACTURING CO. Inc. Pos tAustin.MicH.  “ 





DONT KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 







“Lifts from 1000 te 3000 Ibs. with ease." 


ELECTRIC ELEVATORS, HAND ROPE 


ELEVATORS 





DUMB WAITERS 


Davis & Newcomer Electric Elevator Co. 


Write for infermation and Prices. POSTORIA, O. 








B COLYMBIAN VISES 


THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 
9017 Bessemer Ave. Cleveland 4, O. 
































Sell Tas Profitable New Attic Louver — 
the VENTILOUVER 


Needed for residential con- 
struction and remodeling. 
FHA-required. Easy to install 
-no wood framing or outside 
trim. Mounts between stud- 
ding. All steel, welded con- 
struction; one piece frame; 
weatherproof insect-proof. 
Popular prices, attractive mar- 
gin. Write today for catalog. 


THE SWARTWOUT CO. 





18563 Euclid Ave. } 
Cleveland 12, Ohio 




















AVAILABLE 


| AGAIN 
Introducing to the Hardware trade —Gat-Sprayers — 
a profitable item, easy to sell, easy to display. Sprayer at- 
tached to hose applies chemical fertilizers evenly and easily. 
Retails in most markets for $1.10 because we pay the freight 
on orders of 15 dozen or more. Write for details. 


THE CHAS. H. LILLY CO. ¢ Seattle 4, Wash. 












































THE CINCINNATI TOOL CO. 


CINCINNATI 12, OHIO 


ANNOUNCES 








STEVENS 


556 New POCKET LEVEL 


No. 
For Mechanics and Home Use — 







Made of hard drawn 34" 


hexagonal aluminum tubing, 


STEVENS 
PACKET LEVE 

| ron mecuamncs | 
| ron vat nome | 









51/4," long, equipped with 
pencil clip. 








. the purchase of patterns and good 


will covering the clamp line formerly 


manufactured by... 


E.C. STEARNS & CO. 


SYRACUSE, NEW YORK 























Used for leveling machinery, 





appliances, plumbing, fabri- 





cating, automotive construc- 






tion and equipment. 





Packed 12 in a striking 
three color 










Sales Making Display Box - 


that commands attention and does the selling for 
you. Weight:—1!2 oz. List price—75 cents each. 


E. A. STEVENS LEVEL co. 
Newton Falls, Ohio 










HARDWARE AGE 
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650 West Lake Street 





TURNBUCKLES and EYE BOLTS 


Screen Door Braces 


Turnbuckles, Inc. 


Alumaloy 
Chicago 6, Illinois 














ee TABLE 
Sa 


® Manufacture of GEP RODS will be resumed just as soon 
as materials and labor are available. It is doubtful, how- 
ever, if many rods will be ready before next year. Ask your 
Jobber to let you know when he receives his supply. 


GEPHART MFG. CO. 


1020 West Adams Street + Chicago 7, Ill. 
Specialists in Steel Fishing Rods for 
BAIT CASTING e FLY FISHING e SALT WATER FISHING 





FOOD MILL 


New Household Size 


It has a new flanged top edge that 
prevents food from over ~—_ | Ca- 
pacity 2 qts. Larger than Family 
Size Food Mill it replaces. Produc- 
tion continues limited. Available only 
through jobbers—ask yours. 
Foley Sifter and Foley Fork also 
available through jobbers. 


FOLEY MANUFACTURING CO. 
4-2nd St. N. E. MINNEAPOLIS 13, MINN. 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 




















SPRING CLOTHESPINS AND 

WOODEN GARMENT HANGERS 
Imported — 

FOR SPOT DELIVERIES [MDD 


(Adjustable : 
Push-Bar) | ‘ 


HERE’S A REAL 
SPRING FEATURE! 


KEES SCREEN DOOR GUARDS 


Yes, Kees Screen Door Guards are a universally popular seller | 
every spring. They protect screen cloth against pushing, bagging 
out, and pulling loose. Telescope to fit doors up to 36” 
Write for 
KEES 
Catalog 
Today , 


F. D. KEES MANUFACTURING CO. 


Box K-8 Beatrice, Nebraska 
Distributed Through Wholesale Hardware Trade 








Address Box K-613, c/o HARDWARE AGE, 
100 E. 42nd St., N. Y. 17, N. Y. 














Pres-to Canvas and Fabric Cement 
EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically re- 
pairing rips and tears in canvas and other 
fabrics. Unequalled for awnings, upholstery, 
tents and farm equipment (binder aprons, etc.) 
Seams remain strong and waterproof when 
washed, boiled or ironed. Order today! Avail- 
able in 2 oz., 4 oz., 8 oz., quart and gallon sizes. 


Sheets! 


MILWAUKEE 4 
WISCONSIN 


DURAL CO., INC. 


RE AGE 
JUNE 20, 1946 

















oo and 
Dependability 
maintained for 70 years 


Dealers can be confident that the name 
“Jackson” will continue to stand for | | 
dependability in both quality and as a 
source of supply. Seventy years of ex- 
perience in building this class of equip- 
ment is assurance that Jackson repu- 
tation will be maintained in the future 
i as in the past. 

Effective service of Jackson products 
is the result of providing maximum 
strength in construction and in the use 


of materials best suited to the purposes | | 
Sis N intended. 
% 


Get in touch with your nearest Wholesaler 


BN 


Harrisburg, Pa. 
Est. 1876 


> 

















Majestic | 


ASH DUMPS and CLEAN-OUT DOORS 














Built for 
RUGGED SERVICE 


The top-quality materials and 
sturdy design of these typical, 
MAJESTIC products assure last- 
ing satisfaction in any type of 
building. MAJESTIC Clean-out 
Door and Ash Dump feature 
formed steel construction,* and 
are coated with asphaltum paint 
for resistance to rust and wear. 
The Clean-out Door has positive 
mortar lock for anchorage and a 
close-fitting, free-acting door. The 
ash-dump lid is permanently 
hinged to prevent dropping out. 
Write for details. 


the Majestic Co. 


1084 Erie Street, Huntington, Ind. 


*Extra strength and durability o | 

med Steet , | 

Fyre g formed steel, used and proved 
Majestic nits © 


wherever possible in Majesti Jing Necessities 


' 4d far A 
ise 








=~, hp JACKSON MFG. CO. || 


‘WORCESTER 





HAVE A FUTURE! 


Our thanks for waiting for WORCESTER 
despite unavoidable delays. Your cus- 
tomers will buy WORCESTER Lawn 
Mowers—a product of half a century 
of New England manufacturing skill 
—and they're reading about 
WORCESTER in smart 
national advertising! 






















































LAWN MOWER 
COMPANY 
DIVISION OF SAVAGE ARMS CORPORATION 
CHICOPEE FALLS, MASS., U. S. A. 








yilt for vital wor needs, is now stured | 


Swimming Mouse 





A lure that you can recommend highly to your customers—one 
that will take bass, and other game fish when other lures fail. 
One of the greatest weedless surface lures ever developed. Fish 
the Mouse in snags, weeds, lily pads, or fallen trees. Made of 
live rubber—an exact reproduction of a real mouse in size, shape, 
color, and action. On retrieve, cups at sides make purring noise, 
and leave a wake like a real mouse swimming. Has a P & K 
American made weedless treble hook, with needle sharp points. 
2 sizes. No. 7, Bait Rod size, 90c each. No. 701, Fly Rod, 45c¢ each. 


OTHER FAMOUS P & K LURES 


TENITE RUBBER 
Bright Eyes Frog Hellgrammite 
Walkie Talkie Shiner Grasshopper 
Whirl-A-Way Crab Cockroach 
Spinning Minnie Cricket Grub Worm 
Tumble Bug Angleworm 
Nightcrawler 


For Real Profits, and Satisfied Customers—Sell P& K! 

Send for illustrated Jobber-Dealer Catalog. 
PACHNER & KOLLER, INC. 

3426 Archer Ave. Chicago 8, Ill. 


NE ___ 
TESTED «0 PROVED LURES 0 FISHING ACCESSORIE 
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.. wih MazzcoR, 


OLCK JOIN 


Stove Pipe 


Your customers are sure to like these 
three outstanding LockJoint features: 


1. Locking Device locks easily by 
hand. Notched edge inserts into op- 
posite groove, forming tight seam. 
Pipe can’t pull apart. ° 


2. Non-Slip End Lock prevents up- 
and-down movement of lock. Prongs 
on locking tongue fit concealed slot. 


3. Short Fade-Away Crimp—with 
edge turned in slightly — permits 
quick, easy assembly. Crimp fades 
away rapidly, giving wide, smooth 
shoulder surface before the bead. This 





. additional 
service through 


‘ 


One-Piece Oval Stove 


Pipe Reducer 


JUNE 20, 1946 


THE J. M. & L.A. 
SBORN 


CLEVELAND 
DETROIT 2 © BUFFALO 





assures a snug fit which adds consid- 
erable strength to the assembly and 
eliminates the danger and unpleasant 
odor of leakage. 


Due to the widespread popularity 
of LockJoint — and the temporary 
shortage of the top-grade metals used 
in making this famous Milcor stove 
pipe — only limited quantities are 
available. However we are doing our 
best to meet requirements for stand- 
ard sizes with the least possible delay 
under the circumstances, 


Put Milcor LockJoint Stove Pipe in 
your want book. 












. division of 
Oo. Milcor Steel Co. 


14, OHIO 
11 ¢ CINCINNATI 25 


ugated Elbow 


Round Stove Pipe 


ge 
CLOSED 















G-112 







Milcor Airflo Tee-Joint 
Reducer 





Hew RED JACKET 


Centri-Jet “RC’ Pumps 
and Water Systems 


















can satisey 80% 


of the Estimated 500,000 
Water Systems Demanded in 1946 


Think of it! The new Red Jacket Centri-Jet “RC” Deep 
Well Pump and its companion — the popular Centri-Jet 
“RC” Shallow Well Pump announced last spring — now 
make it possible for YOU TO SELL 8 OUT OF EVERY 
10 PROSPECTS with these pumps alone. Other Red 
Jacket equipment is designed for the deeper wells. 


Both the new Red Jacket Centri-Jet “RC” Deep Well and 
its teammate — the “RC” Shallow Well Pumps and Wa- 
ter Systems are chock-full of time and labor saving 
advantages. Once properly installed, there is no need for 
extra calls that generally eat away your initial salés profit. 


Announcement of this new line of water systems will be 
made to over 2,000,000 consumers. Be the first in your 
locality to sell and install one of the finest, profit-packed 
water systems ever built. 


HERE'S WHY “RC” PUMPS SELL 


1 More Water — Greater capacities 
pump for pump than older types. 

2 Hook Up Anywhere — At the well or 
in the house.. 

3 Easy to Install — Everything furnished, 
except the piping from pump te well. 

4 Safe — No belts or pulleys to catch 
clothes or fingers. Only one moving part— 
fully enclosed. 

§ Clean — No messy water or cil on the 
floor, New mechanical water seal replaces 
old style stuffing box. No oiling necessary. 
6 Added Features — Improved foot 
valve, automatic pressure control valve, in- 
terchangeable standard motors, a wide 
A range of pump capacities. 


ee Ee Ask your jobber about the new Red 
Jacket “RC” Shallow and Deep 
Well Pumps and Water Systems. 





















Red Jacket Mfg. Co. 


DAVENPORT, IOWA 
Specialists in pump manufacturing for over 68 years 

















INCREASE YOUR 
SUMMER cts ee 


Lisl; 
ONLY 
LOW COST 


Be the FIRST in Your Community 


UNDERGROUND 
LAWN SPRINKLING 
SYSTEM 





ret,  t0 SELL These Popular 





ATTRACTIVE 12 HEAD 
DISPLAY CARTON 


This counter display—together 
with circulars—included with 
each order for a dozen nozzles 
—is so attractive and informa- 
tive that the system actually 
sells itself. 


INSTALLATION PROFITS TOO 


Dealers — install AQUA-SPRAY 
for your customers—and cash 
in on extra profits. Full instal- 
lation Instructions Furnished. 


PRICED FOR PROFIT 


Retails at $2.49 each 
Costs you $1.49 each 
Your profit $1.00 each 








JOBBERS and 
DISTRIBUTORS 


There are still many valy- 
able AQUA-SPRAY distri- 

bution franchises and ter- 
titories open. Write on 
your letterhead for com- 
plete information. 





your jobber 
can't supply 


y 
order direct to PER HEAD 


AQUA-SPRAY 


LAWN SPRINKLER CO. 
439 £. FORT ST., DETROIT 26, MICH 


SPRAY HEADS 


Every home owner will want a set 
of AQUA-SPRAY underground 
lawn spray heads, which, with 
standard }4" pipe provides a prac- 
tical, efficient, yet low cost under- 
ground sprinkling system that any- 
one can install. 


Since spray heads are self-draining 
and won't freeze, the entire system 
of heads and piping is installed 
only 3” below the lawn surface— 
and is connected to outside faucet 
—turning on and off like garden 
hose. 


Made of sturdy aluminum castings 
—with brass fittings—spray heads 
will last a life time. Each head 
sprays an area of 80 sq. feet—and 
is adjustable from full circle spray 
to 4 circle for sides and \ circle 
for corners. 


IMMEDIATE 
DELIVERIES 










RETAILS FOR 







bent won ES ? 49 






your 







HARDWARE AGE 




















nity 
ular 
ADS 


‘ant a set 
rground 
*h, with 
S$ a prac- 
st under- 
that any- 


draining 
e system 
installed 
surface— 
de faucet 
> garden 


castings 
ay heads 
ch head 
eet—and 
cle spray 
Y% circle 





THIS UNIQUE 
PORTABLE 
MAINTENANCE 


DEPENDABLE, practical welder 

built into a strong, handy, shock- 
proof carrying case. Plugged in on 
any standard 110-V, 60-cycle AC out- 
let, the Magic Wand Welder will weld, 
braze or solder any metal—iron, steel, 
bronze, brass, aluminum, etc. Any handy man, 
guided by the clear, detailed Magic Wand Instruc- 
tion Manual, will quickly learn to do electric flame 
and metallic arc welding, light and heavy brazing 
and soldering jobs successfully and economically 
with this unique outfit. 


This complete welding kit includes improved heavy- 
duty transformer, electrode holders adjustable for 
flame or arc welding, spécial polarized outlet plug, 
all necessary welding, brazing and soldering sup- 
plies, welding helmet and 16-sheet Instruction Man- 
ual. Fully guaranteed against any defect. 


SOLD THROUGH HARDWARE WHOLESALERS 


Here’s a “natural” for today’s market—one of those items 

that many of your customers, all through the war, have been 

waiting to get their hands on. They’ll buy it for its handi- 

ness, its many uses, its savings in time and money. Let us 

send you full information on profits, repeat sales of supplies, 
advertising aids, etc., and ad- 
dress of your nearby jobber. 
Write today to: 


JOHN H. GRAHAM & CO. Inc. 


General Sales Agent 
Dept. J., 105 Duane St. 
New York 8, N. Y. 


WELDER 


Welds, Brazes, Solders— Saves Money 


PE ALTIES N NEW YORK N Y 


JUNE 20, 1946 














FOR 
| CROSS-THE-COUNTER 


save both time and muscular effort. Lay 


An outstanding feature of the BUSH: 
| MAN Saw is that it rakes and 
~~ beth forward and backward strokes, 
‘That means faster cutting with less” 

effort. Also, the famous BUSHMAN 
but when, after long and hard use, they 
need attention they are easy to sharpen, 


Remember that BUSHMAN Saws are 
better sellers because they are better 


Ask YouR JOBBER OR WRITE 
TO US FOR FULL INFORMATION 


STEEL 


MPANY, INC. 
-, CHICAGO 39, ILL. 








CV CMUCLG 



























on Glove Sales 


Nationally-advertised 
Soilax attracts customers, 
brings folks into your 
store to see and buy 
other cleaning items, too! 





speeds so many daily 
cleaning jobs that it's 
bought...used... bought 
again. Steady repeat 
sales build profits! 









You can sell more of these uniquely popular 


< Benctteos 


The extraordinary popularity of nationally ad- ' 
vertised Ebonettes means more glove sales for you 
than ever before. Even women who don’t like rubber 
gloves use Ebonettes because they pull on easily as 
a cotton glove—no tug, no talc; 
short fingers fit snug to the 
tips, no floppy ends; curved 
fingers and roomier palm WALL Wa 
add new comfort; and new PAINT eis HW, 
non-slip finish really grips \ GENERA ANING 
tight. Made of neoprene, they “Al USE 
Only three sizes to stock, last in all household liquids. LOOSENS DiRT +p 


small, medium, large — 


fit all hands. Full proft. Sell Ebonettes and you add 





——— 
ISSOLVES REASE 





Fair trade 49, OPA ceil- new glove volumeand profits. 
ing 61c. Attractive dis- 
play carton. Order from your Jobber. 
ie ’ THE PIONEER RUBBER CoO. 
306 Tiffin Road, Willard, Ohio 
° New York Los Angeles GET SOILAX FROM YOUR JOBBER 








ECONOMICS LABORATORY, INC., ST. PAUL, MINN. 
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$5.95 7’’ Model 


1 Automatic Foo" 


trol day and night. 
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|GET SET NOW! 


Every Coal or Wood Heating 
Stove in Your Market Needs 


a Kiteheat 


Now is the time to stock up on RITEHEAT. Order 
now so you'll be sure to have an adequate supply of 
the only regulator for coal or wood heating stoves 
that is operated by room temperature—from 55° to 
95°. This Regulator makes any radiant or circulat- 
ing type heating stove an automatic heater. Every 
stove owner wants a RITEHEAT—andaRITEHEAT 
pays for itself in fuel savings the first season! 


One Distributor Sells Six Carloads 


Profit by last season’s experience and plan now to 
get your share of volume sales and sweet profits on 
this Regulator. Remember there is nothing else like 
it! One distributor sold six carloads in 1945. Order 
now and have your fall stock of RITEHEATS on 
hand before the fall selling season. Don’t miss a day 
of RITEHEAT business—others have sold over 
300,000 RITEHEAT Regulators. 


Sales Makers 


RITEHEAT newspaper mats, displays and ’sales 
literature are ready to help you get your full share 
of this fast moving profit maker. Write today for 
complete sales information. 


RITEHEAT REGULATOR COMPANY 


Division of Caloric Gas Stove Works 
Widener Building, Philadelphia 7, Penna. 


239 































Easy Over-The-Counter Sales 
In This New Quality Floor-Leveler 


Don’t miss the extra profits Perma-Jack is bringing to thousands of 
stores like yours in easy over-the-counter sales. An astonishing num- 
ber of homes, commercial and farm buildings in your neighborhood 
have sagging floors, need this top-notch beam bolsterer. Customers 
buy it on sight because they realize it’s just what they need. They 
install it themselves, saving costly contractors fees — and it’s easy— 
for Perma-Jack engineers give you a Timken thrust roller bearing that 
eliminates friction under load and Acme square jack threads that turn 
with less effort than ordinary V threads. Stronger than needed — it’s 
rated capacity is 8 tons, load tested to 12 tons. Enjoy your share of 
the profitable growing popularity of Perma-Jack... order now from 
your jobber or write us, sending his name. 


~ The: Quality Adjustable Steel Jack- -and-Post for Leveling Sagging Floors 























Packaged For Easy Handling 
Carton 234” Si4"x 60" 
Wt. 41 Pounds 








Modern Engineering Assures Quality 
in Every Detail 









ff 


2X FAUCET REPAIR SET 


Profits Tow: /...\MMEDIATE DELIVERY 


2X Faucet Repair Sets come packed in 
a colorful, attention creating carton 
dispenser, 12 units to the carton, ready 


Sede one from 
4 ° 
the United Statevor to display and make profits for you. 
Canada ... if your - Pa 
ae to She Sets include two cutters for repairing 
line, send us his 


name and address. %", 4", %" and %" size faucets. 
Jobbers write, wire 
or phone for details 


EDWARD O'MALLEY VALVE CO. 


7604 GREENWOOD AVE. CHICAGO 19, ILLINOIS 


Midwestern Rep Northwestern Rep New York Office California Rep. Canadian Rep 
IRVING S. KEMP CO PACKERS SALES CO 1133 Broadway E. M. ROBITSCHER DORKEN BROS. &CO 

218 N. Jeflerson St 304 Hughes Bidg Eastern Sales Mgr. 290 7th St 408 McGill St 

Chicoqo Wl Portiand, Ore. HARRY M. PETERSON Sean Francisco, Cal Montreal, Can 
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AUTOPRIME SHALLOW WELL 
JET TYPE WATER SYSTEM. 


When you sell a Jacobsen Autoprime shallow well water system, 
it's a satisfying transaction for both you and your customer. 


Modern, dependable, economical, this pump is designed 
right and built right. New in design, it has-many original fea- 
tures based on years of field experience by pump engineers, 


With a suction lift of up to 25 feet, the Autoprime pumps from 
shallow wells, cisterns, springs, lakes or streams. Available 
in five sizes. Capacities from 410 to 1500 gallons per hour, 


MAN NSIN 
ALSO MANUFAC LAWN MOWERS 


Illustrated: Jacobsen Two Pipe Deep Well Jet Pump for wells 4” in diameter 
or larger. Single Pipe Deep Well Jet Pumps for wells 2° in diameter or larger. 
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A Statement 
by H-I on 
Tackle 
Availability 


We make fishing tackle, but we don’t be- 
lieve in telling “fish stories.” Therefore, H-I 
takes this opportunity to tell its friends in 
the trade the plain, unvarnished facts about 
the present tackle shortage. 


Since the removal of government manufac- 
turing restrictions more than a year ago, H-1 
has been producing and distributing its new 
line of fishing tackle in ever increasing quan- 
tities. Plant space has been increased, new 
machinery has been installed. Everything 
possible has—and is—being done to supply 
you with the kind of tackle you want in suf- 
ficient quantities to meet the demand of 
your customers. 


BUT . . . despite our best efforts critical 
shortages in materials, essential to the man- 
ufacture of high grade fishing tackle, con- 
tinue to hamstring production. Just as soon 
as conditions permit—very soon, we hope— 
we pledge to you that H-I tackle will be 
available to you in unlimited quantities. In 
the meantime, we will allocate our produc- 
tion as widely and as fairly as possible to 
customers who have placed orders. No new 
orders for delivery prior to September 1, 
_ 1946 are being taken at this time. 


HORROCKS- 
IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of 
Fishing Tackle in the World 
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DEALERS 
AND 
JOBBERS 
INQUIRIES 
SOLICITED 


E. G. WATERMAN & CO. 


25 Bleeker St., New York 12, N. Y. 


HARDWARE AGE 
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NEW +» GUARANTEED 


RUBBER BOATS 


For Hunting .. . Fishing . . . Motor Boating 


The only rubber boats, that we know of in American, that are guaran- 
teed against defects for 30 days from the date of purchase. Prior to 
shipment, all crafts are inspected ond pressure tested by the Rubber- 
craft Corporation of America, the manufacturers of thousands of 
Army-Navy life boats during the war, without a single rejection 


Immediate deliveries on the following types . . . 
1 Mon Standard Boat, solid yellow 
1 Man Deluxe Boat, contrasting yellow and blue 
2 Man Boat, new, solid yellow 
4 Man Boat, reconditioned with or without motor mount 
7 Man Boat, reconditioned 
7 Man Boat, new — 3 inflated seats — complete with motor 
and motor mount attachment : aie ; “ 


& Boats bought from the Government and reconditioned by the ey ee re 
uly « . @ line, Lauson 4-cycle, 


Rubbercraft Corporation of America corry the same guarantee 


a s as the new ones. ‘ -€ D 2 ; a 01 are your assurance 
’ Ideal for Hunting. Camouflage your rubber boat! Special rubber ‘ sell th est n & c 3. Powered by an 
paint now available . . . Blue, Olive Drab and green to blend ; : CYC. desic which oper- 
Fu \ 


with the terrain. 


“The Greatest Sailing Thrill in the World”. 
The Rubbercraft Special for 2, 4, and 7 men. .A brand new i quic dad ! ub ' 
sailing boat of new design . . . now being manufactured . . | 4 ce — 51 flow of power at 
Guaranteed to out sail, out tack, out perform and out safety any : si he ee i ras Se BRAM Ge 
wooden boot of similar size. 


Available soon for rotits ; ; Bee ee ws of ii 
ue ei son provides a weal 9 


free per-_ 


’ For sporting pleasure — none better . . . Rubbercrafts are com- 
# a pact, and easy to carry. A one man boat and equipment, when 
packed, weighs less than 6 Ibs. Ideal for fishing and rowing 
Includes 2 aluminum oars, oarlocks, pump and seat. Can be 
conveniently packed in an ordinary suitcase or easily carried in 
the carrying case supplied with each order. Do not confuse with 

surplus boats sold without equipment or guarantee. 


Write for information to 


eee Kubbercraft ae eee Soe 


70 COLLEGE STREET, NEW HAVEN 11, CONNECTICUT 


for the name of the dealer in your territory. 
(some dealers territories still open) 


RE AGE JUNE 20, 1946 

























































































assified Aduertising Rakes 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 
Each additional word 

Positions Wanted 


Allow Seven Words jor Keyed Address 
- — or Your Address 





Set solid, maximum, 50 words....... $5.00 
coccccces oh® 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR GOXED DISPLAY ADS 


No Agency Commission allowed on Classified 
ertising. 


Each additional word..........  .05 oo 


REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 








_ BUILDERS’ HARDWARE MAN, UNDER 
FORTY, AVAILABLE, Experienced every type 
work, regardless of size. Have worked contract 
department of Big Four manufacturer; have 
headed own department; had five years’ chain 
retail experience. Out of builders’ hardware field 
now but wish to get back. Want position with 
mo ceiling. Address Box K-656, care of Harp- 
a Ace, 100 East 42nd St., New York 17, 





AVAILABLE AT ONCE MAN with several 
years successful selling experience to hardware 
jobbers, retail trade and lumber dealers in New 
York State exclusive of Metropolitan Area. Hard- 
ware, plumbing supplies and builders hardware. 
Desire connection with jobber or as manufacturer 
representative. Can furnish best of references and 
reason for change. Address Box K-654. care of 
one Ace, 100 East 42nd St.. New York 


MAN 37, WITH BACKGROUND OF 20 
YEARS’ EXPERIENCE in retail hardware, mill 
supplies, locksmithing, and other allied Jines, now 
employed by large eastern company, wishes to 
make a connection with company offering un- 
limited advancement. Address Box K-639, care 
of Harpware Acer, 100 East 42nd St., New 
York 17, N. Y. 


VETERAN JUST RETURNED FROM 
JAPAN Desires Position as Salesman with estab- 
lished manufacturer. Prefers to travel Southern 
States but can move anywhere. For thirteen 
years was buyetéand sales manager for a large 
wholesale hardware and.* automotive firm in 
Kansas. College education and can furnish best of 
references. Address Paul M. Kinkel, 123 Bahi 
Vista Street, Sarasota, Fla. 














EXECUTIVE ASSISTANT, CAPABLE, 
GRADUATE ENGINEER 35 years old. Ex- 
perience purchasing tools and machinery, man- 
agement, some selling. Presented Civilian Meri- 
torious Award for managing purchasing function 
during War. Capable assuming responsibility 
buying, personal supervision, territorial opera- 
tions for Manufacturer or Jobber. Will travel 
anywhere. Lloyd E. Crandall, 112 Chapmans Ave. 
Greenwood, R. I 





AGE 36, SINGLE, 12 years with Large Whole- 
sale Hardware Jobber in South, experienced pur- 
chasing and sales of most nationally known hard- 
ware lines, mill supplies, builders hardware, mar- 
ine supplies, interested in Position with Well 
Known Manufacturer or Jobber. Now located in 
New York Contract Department Builders Hard- 
ware Manufacturer. Address Box K-651, care of 
ne Ace, 100 East 42nd St., New York 





CATALOGUE MAN WANTED: PERMA- 
NENT POSITION in Well Established Whole- 
sale Hardware Firm in Middle West. Address 
Box K-621, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y. 





SALESMAN — EXPERIENCED DESIRES 
TO REPRESENT MANUFACTURER in State 
of Maryland and District of Columbia calling on 
wholesale and retail hardware accounts. Now 
traveling for internationally known manufacturer 
out will be available shortly. Salary, commission, 
expenses basis. Address Box K-630. care of 
eA Acz, 100 East 42nd St.. New York 
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MANUFACTURER’S REPRESENTATIVE 
CATERING TO DEALER TRADE with over 
one thousand active accounts in Arkansas, Louisi- 
ana, Oklahoma and Texas desires Additional 
Lines in hardware field, especially interested in 
aluminum householdwares, fishing tackle and 
sporting goods equipment. Address Box K-653, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





SALESMEN CALLING ON HARDWARE, 
LUMBER AND PAINT DEALERS can make 
real good money selling our Tro-Ton Tools. Write 
Denver Floor & Safety Supply Co., 301 Wilda 
Bidg., Denver, Colo. 





MANUFACTURERS’ LINES WANTED by 
Well Established Manufacturers’ Agent for Texas 
and Louisiana, Kitchenware, Electric, Sports 
Equipment, Cutlery, Toys and Garden Tools. 
Serving 800 rated dealers. Address Box K-543, 
care of Harnpware Ace, 100 East 42nd St., New 
York 17, N. Y. 








WANTE| — HARDWARE, PLUMBING, 
ELECTRIC OR AUTOMOTIVE LINE to job- 
bers and chain stores in the States of Washington, 
Oregon and Idaho, by well established manufac- 
turer’s representative. Fifteen years in this ter- 
ritory and have sold my present lines from eight 
to fifteen years. Address S. E. Brackett, 1914 
Naomi Place, Seattle 5, Washington. 





MANUFACTURERS’ AGENTS WANTED. 
Excellent new low cost builders’ hardware item 
for Jobbers only. Modest size jobbers buy about 
100 gross initially. At present opening north of 
Ohio River and East of Rockies only. Address 
King Chippewa Co., 2319 California Ave., St. 
Louis 4, Mo. 


HARDWARE STORE, HOUSEFURNISH- 
INGS, PAINTS, ELECTRICAL SUPPLIES, 
PLUMBING SUPPLIES FOR SALE. Located 
16 Miles from New York City on Long Island. 
Established 20 years. Retiring from good going 
business. Wonderful opportunity for right man. 
Owner of building. Good lease. Price $30,000. 
Principals only. Address Box K-646, care of 
a 2 AcE, 100 East 42nd St., New York 
17. H. Es 





HARDWARE STORE WANTED: WELL 
ESTABLISHED, Handling General Hardware, 
Paint, Housewares, etc. Preferably in progressive 
town or city in Ohio, with sufficient potential to 
gross $60,000, annually and up. Cash purchase 
by two brothers with combined experience of 
forty years in merchandising field. All informa- 
tion held in confidence. Give details. Address 
Box K-650, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





HARDWARE BUSINESS WANTED BY 
MIDDLE AGED BUSINESS MAN, must be 
good going business in Middle Western Town 
of not less than 5,000 population. Will also con- 
sider partnership in large store. Will invest up 
to $40,000.00. Address Box K-619, care 
eA Ace, 100 East 42nd St., New York 
o3,. ae Se 





MANUFACTURER’S REPRESENTATIVE 
TO VARIETY CHAINS who can do more than 
submit samples can do a job on a good hardware 
sr house-furnishing line. Experienced in operat- 
ing and selling to variety chains and developing 
items for them. Address Box K-645, care of 
Harpware Ace, 100 East 42nd St., New York 
3, Bh. F. 





MANUFACTURER’S AGENT WITH ES- 
TABLISHED FOLLOWING in hardware and 
paint store trade in Michigan, wishes to add 
another line. Fifteen years’ experience. Best of 
reference as to sales ability and credit. Address 
Box K-649, care of Harpware Acz, 100 East 
42nd St., New York 17, N. Y 





MANUFACTURER’S REPRESENTATIVE 
TRAVELING 3 MEN ealling on jobbers and 
retail hardware automotive and electrical appliance 
trade. We cover Penna., Ohio & W. Va. Can 
take on two additional lines that are available for 
immediate shipping. We invite warehouse space 
for pick-up and drop shipments. Address P.O. 
Box 7244, Pittsburgh 13, Pa. 





WANTED—FAST QUALITY LINES Whole- 
sale Hardware, Grocer, Plumbing Supply Trade 
Arkansas, Texas, Oklahoma. Honest Representa- 
tion. Address Box K-640, care of HArpware AGez, 
100 East 42nl St., New York 17, N. Y. 





MANUFACTURER’S PRODUCTS WANTED 
for State of Indiana by Experienced Sales Or- 
ganization for home appliances, garden tractors 
and farm implements. Plenty of warehouse and 
show room space. Dun-Bradstreet rated. Address 
Box K-625, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





ESTABLISHED FIRM, FATHER-SON 
COMBINATION 35 years’ experience selling 
hardware, housewares, appliance, variety store 
trade Greater New York area desires Two Addi- 
tional Lines—Factory Representation or_Distribut- 
ing Basis. Presently have New York office, show- 
room, warehousing facilities. Address Box K-634, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales tion. Well Acquainted with Hard- 


Co., 610 Newbury St., Boston 15, Mass. 





ATTENTION MANUFACTURERS: MANU- 
FACTURERS’ AGENTS WITH EXCELLENT 
CONTACTS in State of Wisconsin and Upper 
Michigan calling on lumber yards, paint, hard- 
ware, department and appliance stores, desires 
quality lines. Will give good coverage and rep- 
resentation. Commission basis. Address Hill & 
Son, P.O. Box #705, Appleton, Wisconsin. 
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FACTORY REPRESENTATIVE, 12 YEARS WELL ESTABLISHED FIRM with Chain WANTED BY FIRM OF LEADING SALES 
IN AREA, Desires Manufacturer’s Line for New| Store and Department Store Contacts would like REPRESENTATIVES—exceptional opportunity 


Jersey. Excellent contacts among hardware, mill] to hear from manufacturers who wish to give | 9" commission basis with drawing account for 
aggressive salesman of vision and ambition. Must 





supply and lumber dealers. Commission basis. | their products well planned intensive sales cover- ohe git fa aaa ’ ; ii 

Will carry stock. Address Box K-652, care of | age in the New England States. Warehousing. ponres es een Sian ides in 2 Bw gps 
, .w SE ( Sas 2 J billing and showroom facilities available. Ref de d * 

Harpware Ace, 100 East 42nd St.. New York x 2 + “r | West Virginia. Full details to Box K-648, care of 


a 17, N. Y. ences. L. E. Stanley Company, 423 Boylston 
Street, Boston, Mass. 





Harpware Ace, 100 East 42nd St., New York 
17, ¥. 








RNISH- WANTED—MIDDLE AGE MAN for Build- : 
PLIES, ers’ Hardware Department, who can give esti-| _.WANTED—MANUFACTURER’S AGENTS/ <,;5¢ REPRESENTATIVES WANTED 


Located mates and fill orders from plans. Fast growing | “ling on builders’ hardware dealers and lumber | (,7,]NG ON HARDWARE JOBBERS, with 
yards to sell established quality line of casement complete, new lines of plastic industrial aprons, 















































Island. il icago, 4 
d pores rer pis green ow aa hardware and storm sash hardware. Prompt ship- | household aprons, raincoats, shower and window 
ht man. sent itio ood sal , h: f d ments. New York, New Jersey, Pennsylvania, | curtains, table cloths, cork table mats, etc. Old 
$30,000. prea em ne epee tablished cor or a@ | Wisconsin, Minnesota, Iowa, Texas and other | established manufacturer now in production. 
care of pr — Add — Bo K-632 ~na v3 good territory open. Address Box K-588, care of | Openings throughout country. Com. basis. Men- 
= York - me 100 Eas ond . N ~y i Harpware Ace, 100 East 42nd St., New York | tion territory, full particulars. Address Box 
—* eas iad St., New Sos 17, N. Y. K-641, care of Harpware Ace, 100 East 42nd 
+ N. , 4 ‘ a car y A © AGE, 
— St.. New York 17, N. . 
wens WHOLESALE HARDWARE STORE FO? 
” SALE by executor to close estate. Located { 
— The Schutze Sales Co. Central Oregon, annual gross approximatd WwW A | T E D 
: $400,000, could be improved, old established trad Western New York's most progressive 
mer Soe erg mgr ne = nea. oat Seatiions,  Aggneainate poses Jobber seeking Manufacturers ‘ines of 
ee St. Paul 3, Minnesota inventory $100,000, receivables and equipment e D ist Sundri ttedl Aadtenes 
Seite —— Cash - -_— hn to be & Hie tg Cl a: "Cutt ec ; Witte * 
’ inventory at cost, receivables ‘ace, equipmer adios, Clocks, Cutlery, etc. rite 
—— Manufacturers’ Agency Selling at appraised value, plus goodwill. Address b OYD'S WHOLESALE DRUGGISTS 
00 East | Important Mid-Northwest Jobbers quiries to The Bank of California, N. A., Be LL 
3576, Portland, Oregon, include financial + 117 E. SENECA ST., BUFFALO 3, NEW YORK 
erences. 
‘DD BY 
ust be ESTABLISHED WHOLESALE HARDWARE ODIS- 
, Town : SALESMEN : MANAGER EXPORT DEPARTMENT TRIBUTOR AND FACTORY REPRESENTATIVE 
Iso con- Calling on wholesale hardware with our Owner-Manager Successful Importing-Exporting IN UPPER NEW YORK CITY IS WILLING TO 
ivest up self-centering punch, spring action appear- Firm in South America is returning to States TAKE IN A PARTNER. 
care of . n Pe 201 for his children’s schooling. Desires Connec- Party applying for partnership must be Honest— 
w York “— - : tion with a Manufacturer Interested in Or- Reliable snd must be able to furnish the Best of 
' ganizing Export Department to develop and References. Must also have Good Sales Ability a 
STELRAY METAL PRODUCTS, INC. maintain sound distribution in foreign markets. ~~ As a Baperienee, oe ie aaa 
‘ Address Box K-627, care of HARDWARE AGE sy Oe ye a 
SHELTON, CONN. 100 East 42nd Bt. New York 17) NY. 100 East 42nd St., New York 17, N. Y 
“ATIVE 
ore than 
ane , we URCHASING AGENT pa Export Distributor to Philippine Islands BUYER 
. YO! nolesale arcware ompany, e 
veloping clerical help—familiar with taste--housemesce—hened 8@ Vears Merchandising Experience at Manila Han- nes Cee aan orAMILIAR 
care of hardware—electrical, etc. Excellent opportunity for -_ National Lines to Hardware Trade TION IN WISCONSIN WANTS BUYER F 
w York energetic-ambitious-experienced man—Young Progres- New Estab’ ge! WITH SOURCES OF FARM SUPPLIES AND 
sive Jobber—Location Phila. Reply with full par- With ote & CAPABLE OF PERFORMANCE. SALARY DE- 
a salary expected. Replies will be treated — H Sell Rel E ‘cal PENDENT UPON PRODUCTIVE ABILITY. 
nm con ence. ardware, 
Lincs GHBOY INDUSTRIES, INC 
[fH ES- write Box K-657, care of HARDWARE Age jousehold DOU ° . 
100 East 42nd St., New York 17, N. es A. GARDINER COMPANY, 3833 Wilshire Boulevard ‘ ICHMOND, WISCONSIN 
are and Angeles 5, Calif. Cable ““Cliteard”’ rer 








to add 
Best of 


Adie SIDELINE SALESHEN WANTED! || "peaLiPPiNEs - cHiwa - inpta ||| wasSwee wanes sotto 


H ; . ble the energies of the entire warehouse 
phyB prompt shipments on exclusive representation desired — complete lines aR RY og BA, Seostving, order picking and 

Metal — Medicine Cabinets, Hampers, Rakes, Dryers, HARDWARE @ PLUMBING SUPPLIES packing. Must be active and experienced in hardware, 
Casters, Mop Wringers, Clothes Poles, Stools, Dryers, ELECTRICAL FIXTURES tools, housewares. Excellent opportunity to grow with 
Wire, Pin-Up Lamps, Toasters, Etc. BUILDING MATERIALS a young progressive jobber. Past experience in hand- 

All our Far Eastern agents personal contacts for many ling men needed. Location Philadelphia. Apply with 


The Walter S. Kraus Co. years. Cash in N. Y. Se HARDWARE AGE 
Box K-655, care of R 
Woodside New York ——_ wath ucmane 100 East 42nd St., New York 17, N. Y. 


PURCHASING AGENT ||| MANIJFACTURER’S FOR SALE 


with Wholesale Experience in Housewares. " 
Must have thorough knowledge of these A 1ON! oly foot and 100 foot rolls—36 
wide 


lines and a wide acquaintance among 
NTED—Distributor’s F hise for 28 Count ° 
manufacturers. Must understand all func- Northern Indiana tor the following Items : 40 mesh brass strainer cloth 


tions of a Purchasing Department. Excel- ; . I. "g ing 40 mesh bronze strainer cloth 
lent opportunity. Submit detailed informa- i 50 mesh bronze strainer cloth 
bus: 7 


tion regarding experience, lines purchased, Well Organized. . ‘ 
yor pt ; ee a ee one © eee oe Immediate Delivery — Lower than 


een | ee Mr ee | loot ger 
large wholesale jobber in California. SUPPLY COMPANY BANCROFT STAMPING C0. | 


Address Box K-642, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. “FORT WAYNE 6 IND. 122 Gold Street, Worcester, Mass.| 
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MANUFACTURER'S 
COVERING UP-STATE NEW YORK wants 
additional quality lines for automotive accessory 
and hardware jobber trade. References furnished. 








REPRESENTATIVE MANUFACTURER’S REPRESENTATIVE. 
covering the “Deep South,” contacting Jobbers, 
Seeks Additional Lines. No Item too large or 


too small. Young and aggressive organization, 


WANT .22 SHORTS. Any amount, will pay 
$90.00 per case (10,000). Immediate cash. Will 
swap .22 Longs and Long Rifle for .22 Shorts. 


Write Box 375, Fayetteville, New York. 





WANTED 
BUILDERS HARDWARE SPECIALTIES 
By Manufacturers Agents covering Illinois, Indiana, 
Michigan, Ohio, Minnesota, Wisconsin. Have valu- 
able contacts of 25 years standing with hardware job- 
bers, department stores, chain and mail order houses. 
Only Direct Factory Representation Considered. 


JENWOOD SALES 
404 N. Wells St. Chicago, Iilinols 


well set up to promote new items. 
Hedden Co., P.O. Box 595, Atlanta 1, Ga. 


The Jeff A. 











PREPARE NOW 
FOR ADDITIONAL MARKETS 

Aggressive International Sales Organization, Prin- 
cipals, Offers Live Wire Sales Representation and 
a in Foretgn Markets. Interested in Secur- 
ing Lines 

Electrical Appliances. — ‘Approved Wiring Devices, 

ities and Allied Lines. 


901 ROP OL TT AN SALES co 
ow York 1, N.Y. 








JOSEPH T. MAUSS COMPANY 
201 North Wells Street, Chicago 6, Illinois 
Manufacturer's Agency selling 
Builders and other Hardware to 
recognized jobbers in Iilinois, In- 
diana, Minnesota and Wisconsin. 


Peerless Vending Machine Co., Dep't No. HA, 
220 West 42nd St., New York, N. Y. 





LINES WANTED FOR SOUTH 


Manufacturers agents agreeably financed new 
organization soliciting lines of merit. With 
years of hardware experience successful selling 
and wide trade acquaintance. 


Address Box K-643, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















Distrihetion—Present and Postwar 
Eetablished— Reliable— Aggressive 
Selling Agents 
ANCO CORPORATION. Pittsburgh, Ps. 
Branch Offices 
Wow Yort  Phitadetphia Detrett Chicage Cieveized . Louisville 
Covering ali classes of jobbers. We will carry the 

secounts or you can bill direct 
Write fer farther information and references 





THE 


GEO. H. EBERHARD 


COMPANY 
SELLING AGENTS 


Since 1891 
ELEVEN WESTERN STATES AND HAWAII 
290 FIRST STREET, SAN FRANCISCO 
Los Angeles — Portland 
Seattle — Salt Lake City - Denver 


neat selling and merchandising to the 
olesale, Retail, Chain, Department Store 





and other trade outlets. 





SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

ry yey SIMPSON, ee. 

9822 N. E. 2nd Avenue Miami 3: 








SOUTHERN REPRESENTATIVES 


Have following in several classes of job- 
bers, retail outlets, and chains. You bill 
direct or we carry accounts. Have effi- 
cient sales organization and can carry 
stock. References. 

P. ©. Box 130, Monroe, N. C. 

















profitable basic hardware line. 


Firm 


This 220 page, fully illustrated book is the only up-to-date and 
complete volume ever published on all phases of this important and 


The deluxe cloth-bound edition, originally priced at $3 per copy 
has recently been reduced to only $1.50 per copy, and a new card- 
board-bound edition is now available at only $1 per copy. 


MAIL THIS COUPON TODAY 
Hardware Age, 100 E. 42nd St., N. Y. 17, N.Y. Send: 


Cloth-bound copies of "Taking the Mystery Out Of Builders’ Hardware” 
@ $1.50 per copy in the U. S. (Canada and Foreign Countries—$2.00). 


Cardboard-bound copies of “Taking the Mystery Out Of Builders’ Hard- 
ware” @ $1! per copy in the U.S. (Canada and Foreign Countries—$!.50). 








State 








City 
WE PAY POSTAGE IF PAYMENT IS ENCLOSED 


The Only Complete Text Book on 
BUILDERS’ HARDWARE 


Excellent as a G-I Job Training Manual 


ILDERS 
BARDWARE 


apon H- paownett 


we ee 


owe 
‘adiiehen WARDWARE AGt- 





PREPARE TO 
CAPITALIZE ON 
THE HUGE POST-WAR 
BUILDING BOOM! 


Order your copy now! 





HARDWARE AGE 














Congress Pulleys 


~ HOBBY SHOP AND FARM 

















EQUIPMENT DEALER 


Compare the prices, quality and mer- 

















chandising helps of the CONGRESS 
TH line and you too, will agree that there 
is more profit in CONGRESS pul- 
d _ leys. Wise dealers everywhere are 
selling switching to CONGRESS for long 
CONGRESS DISPLAY profit and fast turnover. 
AGE —_ 
: SMALL nivesymenr CONGRESS PULLEYS are 
LARGE Profit NATIONALLY ADVERTISED 
50 pulleys assorted of 27 populoe CONGRESS is building sales with 
S sizes with diameters from 1/4" to advertisements in Popular Mechan- 
ished 5", each individually packaged in ics, Popular Science plus these in- 
ade 4 a < conemnns aelen mokes dustrial publications—Industrial 
In- ante Above 3 color display card Equipment News, New Equipment 
. and handy inventory card included — a a — — 
free with each assortment. Com- ern industry—building sales an 
Mr. Dealer, you said it — ateet $1688, ¥ 
loride | ROYAL amass FURNISHINGS DO | prom Sitaa, = CON GRES pin CASTING 
create the “desire of possession.” pee rn a aa ~aee 
—— § — Detroit 12, Michigan 
S ROYAL fixtures are now in production. 
f You will soon be able to satisfy this desire. 
u 1] 
» effi- 
said CHATTANOOGA IMPLEMENT & MFG. CO. 
CHATTANOOGA 6, TENN. 
| Does your sprayer leak? Do you have to The Lofstrand is less expensive in the long 
my wear gloves when using it? Do you have to run. Only one-half the usual amount of liquid 
- Sraitetned stop and pump air every re — . is required to do a specific job, and, few re- 
- by th pump continually? Do you have to clean it placements or repairs are ever necessary. 
“ Dep't tof | out every time after use? Must you frequently The Lofstrand will outperform, outlast any 
¥ “pee oil and replace gaskets, washers and hose? = other hand-pumped sprayer. 
a q « eri All these troubles, pesca 4 ee an he Tank has 2 gal. liquid capacity; pressure up 
a sprayer a sprayer, have been eliminat _ 1 to 60 lbs. Accurate pressure gauge. Raise 
a built... Lofstrand. It is constructed of stainless stee pressure to 50 lbs. only twice, to spray 2 gals. 
z as the most and machined brass parts to withstand any ee paige 
x satis-1J| corrosive action of insecticides. Hose, gas- of liquid. Retail price, $29.50. 
eB _ kets and washers are made specifically to Write today for literature and interesting 
s pace] resist swelling. Spray gun is leak-proof. dealer proposition. 
Porras “*Of course it costs more . . . but it's worth more than it costs.’’ 
THE LOFSTRAND COMPANY, 2% scum Road, SILVER SPRING, Mo. 
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4 Test 6” 
in touch WHIP Oe ultin 
Get 19 a products e 
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) CAULKING 


COMPOUN D 











A “PUTTY HEADQUARTERS” PRODUCT 


This year thousands of homeowners will be painting 
their own houses or having them painted for the 
first time since the war began. 

YOU can sell them complete home protection 
against all weather conditions, by including Flexiseal 
Caulking Compound in any exterior paint bill. 















































And you can stand back of any claims you make 
for Fle xiseal because there is no better Caulking 
Cempound at any price! 


Boost your sales — give your customers added 
protection — with Flexiseal Caulking Compound. 


LANDEN PUTTY WORKS 


45 Irving Street Malden, Massachusetts 















































































FINE TOOLS 





Mayhew Cold Chisels 


No. 


MAYHEW Cold Chisels, No. 90 Series, are hammer-forged 
of alloy steel. Harder, tougher, with a special knurled han- 
dle Mayhew Chisels are the pride of generations of skilled 
Toolmakers. Available also in Cape, Round Nose and 
Diamond Point styles. MAYHEW Punches, Screw Drivers, 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the 
Dealer. 






























































“Ask your Jobber Salesman” 


MAYHEW STEEL PRODUCTS, Inc. 
Shelburne Falls, Mass. 















































Genuin° DOMES °f SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
& FLOORS-CREATE QUIET 
























































































Ask r Jobber if 
yo 


DOMES of SILENCE to 
































e 
| Factories Outlet Co. 





Acme Stee! Co. . 195 | Factories Outlet Co. ............ 
Adirondack Chair Co. ........... 206 | Fawcett Publications, Inc. - 100-10) 
Admiral Corp. .... 157 | Federal Tool Corp. — 
Advance Glove Mfg. aes 216 | Filer-Allen Reenaibatesise Co. ... 74 
Air Express Div. (Railway Express Filter-Kleen Mfg. Co. epee 
Agency) 155 | Flex Blade Works vingiene” me 
Alabama Manufacturing Co...... 192 | Flexible Steel Lacing WA sical 158 
Allied Hardware Corp. . . 219 | Foley Manufacturing Co. ....... 233 
Aluminum Company of America... 36 | Formica Insulation Co. cake ae 
Ambroid Co. 163 | Fraim Lock Co., The E. T........ 230 
American Chain & Cable Co..... 108 | Freeport Machine Works ........ 162 
American Cord & Webbing Co., Frigidaire Div. ‘ind oe teatonts 171 
TGs. sssceotsimiie <a te cannes me | Wier Veet Ga 5. 6. gics sens. 230 
American Floor Surfacing Ma- | 
chine Co. ..... 2 
American Gas Machine Co....... 94 
American Grease Stick Co.... 58 6 
American Manufacturing Co. 9 | General Engineering Corp. ..... 249 
—- Measuring Instruments General Hardware Co. <.. ae 
a |. cdaandeads 
A a Saiety Razor pe 54 General Motors Corp. (Truck A 


American Shearer Mfg. Co. 
American Sponge & Chamois Co. 
American Steel & Wire Co. 


| American Thermos Bottle Ca. 

The 35 
Aqua- Spray ‘Lawn Sprinkler Co... 23% 
Argus, Inc. une 8 
Armstrong Bros. Tool Co. . 220 
Asco Chemical Co. . 206 
Atlas-Ansonia Co. . 2 
Austin Mfg. Co. , . 206 
Automatic Washer Co. ... 169 

B 
Balloon Tite Mould Co. ......... 225 
Barcalo Manufacturing Co. ..... 45 
GR ccdiscncdip euscanceoess 231 
Bethlehem Steel Co. ............. 103 
Beugler Manufacturing Co. ..... 223 
Billings & Spencer Company...... 177 


Bird & Son, Inc. i 
Bommer Spring Hinge Co., Inc.. 203 
Boss Manufacturing Co. . 214 
Boston Woven Hose & Rubber Co. 59 
Brooks & Sons, M. S. .. 224 
—_ -McLaren Manufacturing 

°. EIA eS 
Buckeye Aluminum Co. .......... 89 
Burgess Battery Co. 
Bushman Saw Div. (General Steel 
Warehouse) 


c 
Caloric Gas Stove Works 
Camillus Cutlery Company . 
Carborundum Co. 
Carmen-Bronson Co. ... 
Champion Hardware Co. 
bar. “enti Implement 






24 
Chefford Master Mfg. Co., Inc... 93 
Cheney Hammer Corp., Henry.. 86 
Cheney Industries ................ : 231 
Chicago Die Casting Mfg. Co.... 203 
Chicago Lock Co. 





Chicago Spring Hinge Co....... 219 
Chisholm-Ryder Co. .. 215 
Cincinnati Tool Co. 300 ee 
Claronex Products, Inc. . 163 
Cleveland Chain & Mfg. Co..... 194 
Cleveland Mode! & Supply Co... 23! 
Columbia Steel Co. . 63 
Cc bian En 

? |e ace 
Columbian Vise & M 232 


f a 
Columbus-McKinnon os. Se. Corp. = 
Congress Die Casting Div. 247 
Consumers Glue Co. 





| Corbin Screw Corp. 6 
Crescent Bronze Powder Co. . él 
Crise Manufacturing Co. an 
Crown Hardware Company . 210 


D 

| Daiglish & Company, J. M....... 

Darra-James Corp. 193 

Davis & Newcomer Elec. Elevator 
Co. oe 


Daze) orp 

Dear onroe Co. 225 
Delta Mfg. Corp. Sis ede eee 
Domes of Silence 248 


Dominion Electrical Manufactur- 
ing, tae. .... ‘ 187 
Dow Chemical Co. 143 
Doyle Manufacturing Corp. ..... 
— Div. of Motor east 


Dural gy inc. 











Durham Co., Donald ........ 206 
E 

Eastern Metal Products Co. ... 31 

Economics Laboratory, Inc. ...... 238 

Edison Cooling Corp. .......... 206 
| Ekco Products Co. .......... 53, 145 
| Embury Manufacturing Co. ..... 215 
Englishtown Cutlery, Lid. ........ 5 
| Estate Stove Co., The ........... 77 | 


ch Div.) . . 
General Steel Warehouse Co. 


(Bushman Saw Div.) seat <.cee 
Gephart Mfg. Company......... 233 
Gibson G Tools, Inc.......... 206 
Gillette Safety Razor Co......... 12 
Girton Manufacturing Co. ...... 65 
Goldweber, Bernard tbesk > ee 
Grand Specialities Co. .. 206 





Great Neck Saw Manufacturers, 


A See en re 151 
Greenlee Tool Co. aeaek aa 
Griffin Manufacturing Co. ....... % 
Guard-It Manufacturing Co. .... 199 

H 
Hall Line Corp., The ............ 72 
Handees Company b ‘ 206 
Hanover Wire Cloth Co. loa Se 
Harbet Manufacturing Co. ..... 206 
Heller Company ...... eal 90 
Hill-Shaw Company ............. 28 
Hodell Chain Co. ...... 
Hoppe, Inc., Frank A... von 


Horn lancdactaring Company . 201 
Horrocks-Ibbotson mpany .... 242 
Huenefeld Company, The 
Hurd Lock & Mfg. Co. 


I 
Ideal Novelty & Toy Co. ee 
Ideal Rubber Co. iiaann ee 
Indiana Steel & Wire Co. ....... 213 
Industrial Management Corp.. .. 153 


Jabsco Pump Co. 1........... 182 
ouemne. Gir: Ge... «2. cee ccece 234 
Jacobsen Mfg. Co. ateeeds wae 
« 
Kaylan Cutlery Co. as 
Kay-Tite Company ............... (yy 
Keating Associates, C. S........ 4] 
Kees SS ee a 233 
Kellogg y *. Mfg. Co. . 
Keuffel & Esser Co. . 46 
Kler-Vue Knife Rack ‘Company, 
WM otindesediuae 211 
Kromex Corp. ; é 
Kwikheat SCidering Iron Div., 
Sound Equipment Corp. ....... 147 


L 
Lake Chemical Co. 
Lamson & Sessions Co. 
Landen Putty Works 
Lauson Co., The 
Lavelle Rubber Co. ... .. 
Lenk Manufacturing Co. 
Liberty Distributors 
Lilly Co., Charles H. 
Lincoln Engineering Co. 
Lockwood Hdwe. 3 Co. 
Lofstrand Company, The 
Lowe Brothers Co. 
Lowell Manufacturing Co. .. . 38 
Lufkin Rule Co., The wiee ae 





M 
Maine Industries Co. 


Majestic Co. ae <acette uae 
Make-A-Lite Div. ... wo 93 
Makinen Tackle Co. . he 
Malleable Iron Range Co. ...... 4 
Manco — Co. . 104 
Manning, Bowman & Co i 
Marshalltown Trowel Co. ........ 233 
Master Metal Products, Inc. .... 60 
Mastro Plastics Corp. 19 
— Brothers Tool Mia. Co., ons 
MS * Jews Vsevaawe dt te 


HARDWARE AGE 









rs, 








Ondex So Adwentisen 





Mayhew Steel Products Co. .. 248 
McGill Metal a Co. . 213 
McKee Glass Co. .. > | 
McKinney Mfg. _ yes .. 1% 
McLaughlin-Millard, Inc. ........ 15 
Merchandise Mart Re nag . 50 
Mercury Aircraft, inc. ... oe 
Metal Textile Corp. . : . 223 
Metaloid Co., The ..... kina cee 
Meteor Manufacturing ‘Co. .. 104 
Meyercord Co. ...... - .. 80 
Milcor Steel Co. .. oo kawaiese ee 
Miller, inc., Robert E. .. 248 
Minute Mop Co. ieee 
Modglin Co. ...... na oe 
Moore Push Pin Co. ads . 230 
Mortell Co., J. W. . 207 


Multi-Kwik Co.—Div. of Radiobar 
Co. of America ..... 92 


Murray Ohio Mfg. Co., The ae 
Myers & Bro. Co., F. E. 7, 
Mystik Adhesive Products Co. ... 27 
N 
National Brass Co. .............. 209 
National Ideal Co., The ......... 230 
National Lock Co. ....... oo 
National Mfg. Co. ae ae 
National Metal Products Co. 104 
National Milker Company ....... 62 
National Screw & Mfg. Co.... 251 
Neatslene Co. SNe 
Nelson Mfg. Cot. &. . 8 
Nicholson File Co. 1 106 


Nockonwood Industries, itd. 


Noblitt-Sparks Industries, Inc. 55 | 
78 
Norris Stamping & Mfg. Co. i 


Nourse Oil Company suena nea 
Peaveme, Oe. ......05 j on 
° 
Oakes & Company 248 
O'Malley Valve Co., Edward . 240 
Oster Manufacturing Co. 213 
Oster Mfg. Co., John ..... oe ae 
Owosso Products Co. me 229 

| 

P 

Pachner & Koller, Inc. .......... 234 
Paragon Utilities Corp. ... 7 
Parker Manufacturing Co. . 8 
Pave PUOGUENS. ...ccicnccces . 217 
Pascagoula Decoy Co. .......... 204 
Patent Cereals Co. .............. 202 
Patent Specialties, Inc. ... . 237 
Patterson-Sargent Co. ............ 8 
Peal Manufacturing Ca, -. 78 
kA rae 222 
Pennsylvania Rubber Co. 25 | 


Pennsylvania nage | Goods Co. 150 | 
Perma-Jack Corp., The ... 240 


Persson Company, T. G. 217 
Petroleum Solvents Corp. . 188 
Phoenix Manufacturing Co. 205 


Pioneer Rubber Co. 238 

Pittsburgh Plate Glass Co. age 
__) ees 185 

Plumbing Products Company . 203 


Plymouth Cordage Co. ......... 16-17 
a kD errr 72 
Popular Mechanics penn ia 
Premax Products Div. on ! 
Prentiss-Wabers Products Co.. 191 
Prima Products, Inc. ........ 82-83 
Puritan Cordage UU ices sccts, Se 
9 
Quaker Manufacturing Co. ... 33 


a 
Radiobar Co. of America (Multi- 
Kwik Co.) ...... 2 
Railway Express Agency (Air Ex. 
press Div.) ....... 155 
Rand-Williams Mfg. Co. 173 
Ray-O-Vac Co. ..... . 1 
Red Devil Tools ..... 230 
Red Jacket Mfg. Co. A, 236 
Reflecto Letters Co. 207 
Remington Arms Co., Inc. 131 
Revere Copper & Brass, Inc. 2 
Ridge Tool Co. . 60 
Riegel Textile Corp. ae 221 
Riteheat Regulator Co. Div. of 
Caloric Gas ~— Works 239 
Rittenhouse Co., E. 76 
Rival eedinetniles Co. 226 
gy 4 hee & Metal Co. 249 
= Co. Div. . 2 
nub Peviric Co., Inc.. 218 


4\ | Star Div., American Safety Razor 





—_— Corp. of America, 
2 
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Rubberset Co. 
Russell, Burdsall & Ward Bolt . 
Nut Co. 


Russell & Erwin Mfg. Co. sate “* | 
Rusticide Company, The . 180 
Ryerson & Son, Inc., Jos. T....... 201 
Ss 
Sager Lock Works ............... 88 
St. Louis Cordage Mills ......... 9% 
Samson Cordage Works ...... . 231 
Sani-Wax Company ...........-- | 
Sargent & Company ........ . 7 


Savage Arms Corp., ‘Worcester 
Lown Mower Div. .........--- 
Schalk Chemical Co. ..........-. 210 
Sharon Bolt & — Se. Saiki a 201 
Shelby Spring Hinge 
Shelton Plane é ses Mfg. Co... 8 


Siebring Mfg. Co. ......-.--.-++- 
Silver Ben gh peodiden Corp...... 140 
Simer Company, Jerome ......... 135 
Simonds Abrasive Gunga . 102 
Simoniz Co. eves | 
Simplex Manufacturing ‘Ce, ..... I 
Slaymaker Lock Co. ............ 47 
Smith Corp., A. O. wiieare tegen) eae 
Smith & Son, Inc., Seymour. . 225 


Solar Electric Corp. cwedadpial 2 
Southington Hdwe. —_ Co., The 217 
Spar-Tex Co., The ... . 206 | 
Sporting Goods, 


Spradling's, Inc. .. Serassees : 215 
Stack Plastics sda ales eboue eal 144 
Standard Horsenail Corp. , 228 


Standard Pressed Steel Company 4 } 
Stanley Tools . 


> 
a 
3 a 


Corp. aes . 
Stelray Metal Products, “Ine. 201 
Stevens Level Co., E. A. ; 232 | 
Swain Nelson Company ... 


Swartwout Company 232 
Swing-A-Way Steel Products Co... 52 


T 
Taylor Co., David B. . ‘ . 206 
Tel-O-Post Co., The ...... seas 
Templeton, Kenly & C 
Tennessee Coal, Iron % Railroad 
is > dnaeaniee>< 
Tennessee Valley Associates Mar- 
ere | 
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BUY NOW FOR HEAVY DEMAND! 
Brand-New, Angular-Type 
STEEL FENCE POSTS 


Strong, heavy-gauge steel posts, ideal for 
tionally low. 
popular sizes: 2 ft. 8 in.—3 ft.—5 ft.—and 


8 ft. lengths. Sectional samples available to 
wholesalers upon request. 


ROCHESTER IRON & METAL COMPANY 


P.O. Box 565 





and farm fencing. Priced excep- 
Immediate delivery in four 


Rochester 2, N. Y. 
Phone: MAIN 464 








CHARLOTTE 


Fa a ay PAL” FOR BRUSH AND PAIL 
Your Jobber or write us 


der sengie and teleana 


GENERAL ENGINEERING CORP. 















FOR EVERY 


PAINT CUSTOMER 
A fast selling item for summer and fall profits. Keeps 
paint level - - clamps on pail, hangs securely on ladder. 
Fits quart to gallon pails. Stamped and welded 

steel construction. Retails for approx. $1.25 

with profitable markup. Available NOW, @\ 
for right or left hand. 














tion 





MICHIGAN U.S.A. 








Textile Mills ... sedans 88 
Toxite Laboratories soon ee 
Weintes Sevew Co. ........0605 . 41 
Troy File Works ... ‘ ... 206 
Tru-Cut Tool Company ... 139 
Tudor Products Corp. .. 228 
Turnbuckles, Inc. ......... : 233 
Turner Brass Works, The ...... 183 
Twix Mfg. Co., Inc........ 206 


U 
Union Hardware Co. ............. 94 | 
Union Pacific Railroad .......... 24 | 
Union Steel Products Co. ........ 9 | 
United States Steel Corp. ...... 63 
Universal Clay Products Co. 136 | 


Universal Metal Products Com- 
EG ciccansogsbescanyees 
Yocom, Brothers, Inc. . 

Utica Drop Forge & Tool Corp. 146 


- 
Vaco Products Co. ...........+.+. 68 | 
Vaughan & Bushnell Mfg. Co. .... 212 
Vaughan Novel ny Mfg. Co. ...... 78 
££ eee 
Vital Products, Fata. Co., The.. 
Vichek Tool Co. ......ccccccecee iu 


w 
War Assets Administration ...... 227 
Warren Tool Corp. .... . 179 
Washburn Co., The ....... 34 
Waterman & Co., E. 6. 242 


Westchester Brickote Products Co. 21! 
Western Washer & Stamping Co. 98 
Wilson-Imperial Co. ............. 
Winchester Repeating Arms Co.. 95 
Witt Cornice Co. ............... 79 
Worcester Lawn Mower Company 
Ge "wis, deavowsenendeasheres . 4 


Y 
Yale & Towne Mfg. Co. ........ 3 
Yoder Manufacturing Co. ....... 175 
Youngstown Manufacturing, Inc.. 97 


Zz 
Zim Manufacturing Co. ......... 197 | 


A COAST TO COAST HIT 
IN HOUSEWARES 
DEPARTMENTS 


Popular and profit- 
able. Not a wire 


strainer. Specially 
designed of colorful 
moulded _bakelite. 


Guaranteed. Elimi- 
nates dirt, rust, mi- 
Croscopic organisms. 
Assures cleaner, pur- 
er water. Repeat 
business in refill pads 
(6 doz. 50c). Free 
display stand and 
literature. 





FILTO 


Famous water filter complete with 
adapter and one dozen filter pads! 


Inimediate delivery through your 
jobber or write direct to: 
FILTER-KLEEN MFG. CO. 
EVERETT 49, MASS. 


Retail $1.25 














Duo-THERM 


Division of Motor Wheel Corporation 
Lansing 3, Michigan 


America’s Largest Manufacturer of 
Fuel Oil Heating Appliances 























White 


for a little while... 


ay | 
VITA-LUX | 


"REG. U. S. PAT. OFF. 


ENAMEL 





Exclusive Vita-Lux RAY-DIZING* Process Means: 


@ it’s whiter than ever— it’s non-yellowing 
setae . @ has a smooth porcelain finish 


SEMI-GLOSS x ae ai @ resists stains — washes easily 


[s 
c 





ame! 






® covers in 1 coat 





FLAT 
@ it’s tougher 
*Reg. U. S. Pat. Off. 


Me LE LJ 
CORP EK & vind °) a 


PAINT ENGINEERS SINCE 1888 © NEWARK, NEW ([eExSE 
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How you can spot a 


GOOD CAP SCREW! 


«_ Clean cut head with _-» 
full hex corners 


i Smooth washer face va 


for solid seating 


Full diameter shank 





4 (except short sizes > 
which are threaded 


to head) 


Smooth, accurate 


class 3 thread ; 


Finished Point 





Cap Screws by National are top-quality 
fasteners and you can note above why they 
are. Unseen here is the careful inspection 
on all production runs to insure uniform 
excellence. They are manufactured for stock 
from both low and high carbon steels, heat- 
treated, and in a complete range of diam- 
eters, lengths and thread standards. 

They are packaged in sturdy cartons, designed to withstand the 
normal rough handling received on their trip through wholesale 


channels to the dealer and finally to the consumer. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 








BOSS Kerosene Ranges excel in style and modern fea- 
AUg- On dallol alte lace) ce MMelolaNZ-lall-talet- Mme lale ME -serol alo) ai) Aa C1 (ole 
oven door for visible baking—saves food, fuel and worry. 


Convenient shelt splasher and utensil compartment are 
provided. Lustrous porce 


} 





ain finish is easy to clean. 
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THE HUENEFELD CO. CINCINNATI (25) OHIO 
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BOSS RANGES - STOVES - OVENS : HEATERS 
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